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Has Your Business Grown: 
More business brings more detail work in your office 
more bookkeeping, more cost keeping, more figuring of all 

kinds. 
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When your store or factory is crowded you build addi- 2 OE ee: : 
tions or add new machinery to turn out the work. Perhaps oa? +. + O00: 
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you have overlooked the fact that this principle applies as 
well to the office. The adding machine which you bought 


when the work was small has paid big returns in the saving 
of time, work and worry. It may have been the best style ee 
of machine obtainable when you bought it. But since then 
new Burroughs Rookkeeping Machines have been 
born which save much more time and money 
which do things no adding machine has ever 
done before. 

There is the Burroughs Duplex, for instance, which is really 
two machines in one. There? are two accumulating sections in 
the machine, and two totals may be carried simultaneously. Or 


arunning total may be carried in one accumulator, and totals 
may be ‘‘stored up”’ in the other and printed when wanted. 


The Burroughs Variable Split Machine is one that can be 
split at will into several combinations of two or more independent 


adding sections. 





The Burroughs Electric is any Burroughs Machine equipped 
with a motor to operate from an incandescent light socket. It is Burroughs 15 Bank Vartable Split 
swift, silent, and fifty per cent easier to operate than the easiest 


hand machine 


We make a generous allowance in 
trade for a latest model Burroughs so et 
that when you figure the service the old MA 
one has rendered, the new one costs you 
very little. Our 1910 allowances hold for 
awhile. This is a good time to look into 
the matter. A demonstration of a late 
model in your office costs you nothing, 


puts you under no obligation. Write us 





Burroughs Electric 


today. 


Burroughs Adding Machine Co. 


39 Burroughs Block Detroit, Michigan, U.S. A. 


‘1232A 
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Twenty-Four Hundred People Fail to 
Distinguish New Typewriters From 
Ramer Remanufactured Machines. 


On the last night of the show 






In our display at the Business 
Show in New York were six 
typewriters. 


Three of them were new and 
three of them Ramer Remanu- 


the cards were assorted and 
counted. 


The cards of those who guessed 
correctly were put in a box 









factured Machines. They were and the name on the fifth 

put side by side close to the card drawn declared the win- 

rail and in plain view of every ner. A Ramer Remanufac- 

one. tured Typewriter was given as 
the prize. 





Visitors were invited to guess 
which were the new machines. 






A committee composed of J. 
N. Kimball, A. H. McCormack 
and Evan Johnson uncovered 
the serial numbers and super- 
intended the drawing. 






Guesses were recorded on 
cards provided for the purpose 
and deposited ina box. 4458 
guesses were made. 
Of the 4458, practically all of them typewriter 
users, who recorded their guesses, 2400, 


or more than half, named the Ramer Re- 
manufactured as the New Machines 


























Dealers who desire 
to make the most of 
their typewriter op- 
portunities should 
get acquainted 
with the Ramer 
line. 










Here is a practical 
demonstration of our 
claim that Ramer 
Remanufactured 
Typewriters cannot 
be told from new 











machines. 


WHOLESALE TYPEWRITER COMPANY 


108-110 Duane Street, New York City 
London Office: 136-137 Long Arce, W. C. 
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A machine that writes form letters—fills 
in the name, address, salutation and date, 
in a single operation, with individual metal 
typewriter type, 
printed through a 
typewriter ribbon. 











Actual typewritten work. 








The most important invention in 
the office appliance field since the 
advent of the typewriter. 4 This re- 
markable machine can be used for 
"A any of the purposes specified above, 
"¥ or all may be done in a single opera- 
» | tion. The same plates used for filling 
in the letters are also used for 
' addressing the envelopes. 





S : 





The Rogers Addresser and the Rogers 
Combination Duplicating and Address- 
ing Machine are marvels of labor and 
time saving efficiency. 














For Further Particulars Address 


The Rogers Addresser Co. 


Special Office Equipment Devices. 

















10-12 N. Desplaines St. CHICAGO, U. S. A. 
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At Brussels I9IO 


Brussels International Exposition 





was awarded the 


Grand Prix 


over all competitors 


At Paris 1900 (*":tsx") the Smith Premier Typewriter 
(Model 4) was ivardall the Grand Prix over all competitors 


The Smith Premier Typewriter Company, Syracuse, N. Y. Branches Everywhere 
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A Few of Our 30 Styles in 


Interchangeable Units 











Steel Interchangeable Units May be Stacked in Any Arrangement 


Steel Office Furniture Has All the Advantages and None of the Dis- 
advantages of Wood. Artistic Design, Patent Devices, Interchangeability 


Two Lines of Money Makers for Agents 


HERRING-HALL-MARVIN SAFE CO., Selling Agts. 
FIRE-PROOF FURNITURE & CONSTRUCTION CO., Mkrs. 


HAMILTON, OHIO 


Money-Making Proposition to Live Dealers in All Parts of U. S. 
STEEL COMBINATION UNITS IN 10,000 POSSIBLE COMBINATIONS 













Full Agency 
Particulars 
BV} -Bursey OF 


UT He 


Return to us for 


i 
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Detach this Coupon and 
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All Recent Typewriter Progress 
is Remington Progress 





The first 
column selector | 


The first 
built-in decimal 
tabulator 


The first 
key-set tabu- 
lator 


The first 
writing, adding 
and subtracting 
typewriter 














All these are recent developments of the 
first and always the first Typewriter, The 


REMINGTON 


Remington Typewriter Company 


ncorporated) 





New York and Everywhere 
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One boy with a WHITE MACHINE 


will stamp your mail quicker and neater 
than five clerks by the old method. 

















To Users 


The mechanical fingers of the White Stamp Affixer dif- 
ferentiate this machine from all other stamping devices. 
These marvelouslittle fingers identifyeach individual stamp 
by the perforations, just as human fingers pick them out 
without conscious effort. These fingers push the stamp 
along to a point where it may be torn off at the perforation, 
just the same as you would, if you were doing it by hand. 
There is absolutely no possibility of stamps being cut in 
two. In any device where stamps are cut off according to 
length, the difference in tension of the roll, thickness or 
quality of paper, variation in the register of the engraving, 
or quality and thickness of the mucilage, throws out the 
register of the stamps in the machine, and soon stamps are 
being cut in half, and otherwise mutilated. This hereto- 
fore universal defect of stamping devices has now been 
completely overcome. 

Another important feature of the White Stamp Affixer 
which, though simple, makes the machine an epoch making 
device for this work, is the arrangement whereby the 
envelope is moistened, instead of the stamp. The stamp is 
stuck onto the envelope, instead of the envelope stuck onto 
the stamp. The advantage of thisisapparentatonce. In 
all previous machines the attempt has been to wet the 
stamp, with the result that sometimes superfluous moisture 
trickles down onto the roll of stamps in the interior of the 
machine, or other equally disastrous results occur. In 
other cases a stamp is moistened when it is not wanted 
and the stamp is wasted, or curls up and clogs the opera- 
tion of the machine. 

All of these defects of moistening the stamp are done 
away with by the simple expedient of wetting the envelope 
In this way, nothing can in any way interfere with the prop- 
er working of the stamp roll No stamps are wasted by 
carelessness, and a better sticking job is done, for the reason 
that the water will not adhere as readily to dry, glossy 
mucilage as it will to the absorbent face of an envelope 
Just enough of the envelope is wet tocover the back of the 
stamp, so that there is no danger of envelopes sticking to 
each other. 

This machine also affords an automatic check on the number of stamps 
used, as each stamp is registered on a dial as it leaves the interior. You 
can count your stamps, at any time and check them up with the number 
of letters sent 

The simplicity and ease of operation of the machine, its compactness 
and durability recommend it highly to all business houses. You can 
make no mistake in putting one in your office ontria’. Writeus today 
or descriptive booklet and ful! particulars 


Office Appliance Mfg. 





To Dealers 


A careful reading of the important data in the 
left hand, column of this advertisement will con- 
vince you of the superiority of the White 
Stamp Affixer. 


That it is a money maker for the salesman- 
dealer we have ample testimony. Nearly every 
business concern requires a stamp-affixer. Our 
wide general advertising is creating the demand, 
and we want responsible dealers to turn our 
enquiries into orders, and make a good profit for 
themselves in the doing 


Every day from now on is a money maker on 
this proposition. October, November, and 
December will see a lot of money going into 
some live, business getting dealer’s pocket in 
your locality, from the sale of this machine. 
Are you going to let some other fellow get the 
profit on this business? If you are the kind of 
a salesman-dealer that we are looking for you 
will not hesitate a moment. Write us at once 
telling us who you are, and then it is up to us 
to show you. 


Bear in mind that this machine is sold under 
a rigid manufacturer’s guarantee against all 
mechanical defects. We furnish you with cer 
tificates to give to the purchaser of each 
machine, showing that we guarantee him 
against loss. 

The time is ripe. Every day means five o1 
ten dollars thrown away, if you don’t get in 
touch with us at once. Drop us a line to-day 


Co., Providence, R. 1. 
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A MANUFACTURERS’ 


IO 














This wonderful machine 
demonstrated at Booth 138, 
New York Business Show. 


Il 


wail 


| 
1 
iH 





Will save thousands of 
dollars worth of time and 
promote efficiency in any 
factory where men and 
machinery play an import- 
ant part. 


THE 
NATIONAL 


MACHINE RECORDER 


Automatically supervises the work of every machine in the factory. 
Automatically and instantly records in superintendent’s office whether a machine is unnecessaril 





y idle. 


Automatically sets a time limit for the performance of each individual operation. 


and tabulates all excess time consumed on each operation, showing total of avoidable waste 


Automatically calls attention to 
time at any moment 
Automatically picks out unfit operators, showing relative efficiency 


AUTOMATICALLY VERIFIES EVERY PIECE RATE. 


oducing time, wasted time and 


£& 4282424 


q Automatically and instantly checks the three essentials of factory efficiency—output, pr 
cause—making it possible to introduce practical inexpensive efficiency methods of paying workmen which will largely increase 
their output and secure their hearty co-operation; at the same time effecting large and permanent economies in the cost of pro 
duction 
And all this at a cost to you of less than one-half cent per day per machine. 

of this machine to YOUR factory needs 


Write and have our expert service department explain the adaptability 


NATIONAL MACHINE RECORDER CO. 


Marquette Building. Chicago. 
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THE AMERICAN FACTORY REBUILT 


is the culmination of many years of experience in rebuilding 


typewriters with a single view to efficiency and service. 


The product of the American Writing Machine Company’s factory is of . 


the character of workmanship, finish and efficiency that leads well- 
informed typewriter buyers to come to them at once, without stopping 
to “‘shop around.”’ 


No expense has been spared in making the rebuilding process complete 
in every detail. Worn parts are replaced wherever found, and the entire 
machine taken apart and ‘‘rebuilt’”’ from the frame up. 


DEALERS: If you are not already an “American Writing Machine Man,” 
get in line today. Write us regarding your needs and you will be sur- 
prised at the money-making possibilities of the campaign which we will 
help you to put over in your town. Write today. 


The American Writing Machine Co. 


345-347 Broadway, New York, N. Y. 




















New Plant fur American Factory Rebuilts 


4 
* 
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The Derby Desk 


A realization of the requirements of bankers, cor- 
porate officials and other exacting business men. 


Appearance that compels favorable consideration 
Convenience consistent with practical utility 


Construction that insures unequaled durability 




















Such are the measures of value that make 
Derby Office Furniture 
The Recognized Standard 


Our staple line includes all kinds of office furniture—Desks, 
Tables, Chairs, Cabinets, Wardrobes, Settles, Hat Trees, etc., 
in carefully selected Mahogany, Circassian Walnut and Oak. 


Every piece of Derby Office Furniture is under expert supervision 
from start to finish. 

Our thirty-five years’ experience in office outfitting is at your service. 

Our confidence that Derby Office Furniture will prove thoroughly 


satisfactory to the dealer and his customers is indicated by our unconditiona! 
guarantee that it will not shrink, warp, crack or split. 


Catalog 1116 on request on your bustness stationery 


DERBY sseeurane 
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A SUCCESS! 


The 1910 Annual 





Business Show 














1911 Show at 
Madison Square Garden 
New York, October 23-29th, 


Inclusive 







Diagrams ready—Reserve your space 
now. If you did not exhibit this year, 
ask any firm that did what the results 
were. The success of our policies 1s 
proven. More new ideas will be worked 
out and the profit to each exhibitor in the 
next will be assured. Nearly all who were 
with us this year have taken space for 
1911. Write now if you want to get on 
the main floor in a good location. 












*“">. Annual Business Show Co. tru aug. 
150 Nassau Street 317 Rand McNally Bldg. 






New York Chicago 
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LOU 


PRS Tins 


yi 


are contributing to the profits of all first-class dealers. They show exact cost in 
cents on all classes of mail matter. Theyare positive, instantaneousand absolutely 
accurate. More of them are in use than all other automatic scales combined. 
Made ina variety of artistic models, in sizes weighing from 1 pound to 16 pounds. 


Sebd Theat : The Pelouze 

the Jobber. $32: P 
Scale & Manufacturing 

Company 






CREAT WATE 













mie) 232-242 E. Ohio Street 
' 


[! CHICAGO, ILL. 


Copy Dept. 
0. A. Co. 
Chicago 
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THE STORY OF THE FAULTLESS— 
THE PIONEER STEEL BACK LEDGER 














THE FAULTLESS, the current ledger that revolution- 
ized loose leaf construction, had its first inception late 
in the year of 1906. 

Its unique mechanical features and the material used, 
(pressed cold rolled steel), are the result of our initial de- 
termination never to manufacture a loose leaf device on 
which we could not stake our business reputation. 

Our knowledge, based on our experience, of the 
strength required in the metal fixture, the real back bone 
and foundation of a current ledger, demonstrated conclu- 
sively that a casting back would never withstand the nec- 
essary strain, that it would break and shatter when screw 
pressure sufficient to firmly grip the leaves was exerted. 

The pattern of the casting back was popular, its ap- 
pearance was pleasing, it held its own among the best 
sellers—but it failed to stand up, it spent too much time 
in the repair shop. 

We decided to build a ledger along these lines provided it could 
be done without employing a fragile casting, or using an aluminum back. 

We experimented, had many bitter disappointments, many failures. 
It was decided to adhere to our first principle, to stand by the material 
which we had found absolutely reliable on our other ledgers, cold 
rolled steel. 

Many tests, innumerable experiments, at last brought forth a piece 
of sheet steel of exceptional tensile strength, rigidity and cohesion; that 
lent itself readily to pressing and forming, admitting of those nicely 
rounded lines that give grace and beauty to this ledger without in the 
the least impairing its strength. 

The result was THE FAULTLESS—THE PIONEER STEEL BACK 
LEDGER. We builded better than we knew, for today this ledger is the 


standard by which all others are measured. 


THEY MAY IMITATE THE STYLE BUT— 











THEY CANNOT DUPLICATE the QUALITY 





342 Broadway, 


Our new 84-page Catalog is just off the press. Send for copy, 
it means a bigger and better Loose Leaf business for you. 


MILWAUKEE, WIS. Stationers Loose Leaf Co. NEW YORK CITY 


“SELLS TO THE TRADE ONLY” 





203 Broadway, 
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Do You Want to Start a World-Wide 


Campaign of Advertising 





Without a Penny’s Ex- 
ieee pense for Space 


Do you want your firm name 
and trade mark to reach the fa- 
vorable attention of countless 
thousands without your pur- 
chasing a single line of newspaper 
or magazine space—without using 
a single street car card or billboard 

without the outlay of a single 
penny to purchase advertising 





space ? 

It is easy to do this by using 
Meyercord Decalcomania Transfer 
Trade Marks and Name Plates on 
every article that leaves your fac- 
tory. This space is free, it is yours 
to use to build up your trade-mark 
prestige. Your trademark in bril- 
liant permanent colors can be 
shown in a position of prominence 
so that anyone who your 
product in transit—everyone who 
handles it—everyone who sees it in 
use — will know that you made it. 


sees 


Meyercord Decalcomania 
Transfer Trade Marks and Name Plates 


are easier and cheaper to have than hand painted or metal 
trade marks and name plates. They effectually prevent 
substitution and changing of labels. They are easy to apply 
and practically indestructible. 


Meyercord Decalcomania Transfer Trade Marks and Name 
Plates can be made in any size and shape—in any colors and 
gold—and make a design that is attractive, forcible, dignified 
and an eye-puller. They can be applied to any surface— 
iron, steel, glass, wood, enameled and japanned surfaces, in- 


cluding desks, filing cabinets, typewriters, etc., and make a 
means of identification for your preduct the most economical 
and effective that is possible to conceive. 

These transfers link up your product in the observer's 
mind with its superior qualities, creating a favorable im- 
pression and an unconscious desire to possess a duplicate. 

Meyercord Decalcomania Transfer Trade Marks and Name 
Plates turn casual inspection into advertising—jforce them- 


selves on the attention of the observer. 


You Can Easily Prove Their Economy and Attractiveness 


Simply dictate a letter to us on your letterhead and ask 
for samples and prices. Take the samples and transfer 
them yourself to your product—see how easy they are to ap- 
ply—how attractively they show up—how much advertising 


value they will lend to your product. Or send your trade 
mark or your present name plate and let us draw you a sketch 
tn colors showing our ideas of how to improve it and give it 
positive, effective advertising value and pulling power. 


The Meyercord Company, Inc. 


American Manufacturers of Genuine Decalcomania Transfers. 


Main Offices: Suite 1107-1112 Chamber of Commerce Building, 


Branches in All Large Cities. 


CHICAGO, ILL. 
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You've Got It 
Send Your Man Down to See Us 


@ That’s what thousands of New York’s progressive business men 
said last week at the 12th Annual Business Show in Madison Square 
Garden when they saw the Elliott-Fisher Book-Keeping Machine—a 
ledger posting car—the machine that posts to the loose leaf ledger 
without removing the sheets from the binder—does the work two to 
four times as fast as it can be done by hand and automatically checks 


the work as it goes along. 


q If an error is made in posting an item the machine shows it up at 
once, and quickly tells to what account the posting error was made 
without referring to the ledger—so absolute—so certain is this mechanical 
check the ledger may have been put back and locked up in the safe yet 
the machine will tell where the error was made and what ledger account 
is affects. Thus every day’s work is complete in itself, the accounts are 
posted, proved correct and balanced—no drudgery at end of month hunting 
for errors to make up old fashioned trial balances. No extra work—no 
overtime—nothing complicated—no new system required—does the same 
work, uses the same ledgers you now use—loose leaf, bound or card 
ledger—does just what you are doing now only does it by machine— 
does it faster, easier, better, more accurately—‘‘makes toil easier’’ for the 
Book-keeper, and provides machine-made, clean, legible, indelible, ac- 
curate records. 

@ Send to-day for particulars of this wonderfully simple machine that 


produces marvelous results. 


On exhibition at the St. Louis Business Show, 
November 28th to December 2nd inclusive. 


ELLIOTT-FISHER COMPANY 


112 Cedar Street Harrisburg, Pa. 
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THE 


TYRE 


The Most Remarkable Accomplishment 


in Typewriter History 





The methods of operation are 
uniformly standard. 


The touch is the embodiment 
of ease, lightness and elas- 
ticity. 


Perfect and permanent align- 
ment. 


Absolute uniformity of impres- 
sion. 


Does not cut out ribbons. 
Far greater durability. 


Increased efficiency secured 
in manifolding. 


In speed it is the equal of any 
machine now manufactured. 


Does the most beautiful clean- 
cut work. 


The most economical type- 
writer. 


The type do not fill. 
Dust proof construction. 
No Platen Replacements. 


The TYPEWRITER PLUS 


DEALERS: A limited number of territories will be assigned to high grade, well 
established houses. To those who meet our requirements we offer a very liberal 


basis with full protection on a long time contract. Correspondence is solicited. 





Visible Writing Vastly Improved Paper Feed 
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Wren Ere 


Noiseless Operation 


ong needed and demanded; an object of universal experiment; a result unsuc- 
cessfully sought after through the medium of special pads, clamps, rubber feet, 
patent platens, etc., now constitutionally effected in the Noiseless Typewriter— 
accomplished without sacrificing, even in the slightest degree, those features of 
efficiency, facility, or durability which characterize the recognized typewriter 
standards of today. In fact, not only have existing demands been faithfully met, 
but in the development of this machine new standards have been established, per- 
mitting a perfection and simplicity of manufacture so far in advance of present 
day construction as to place the Noiseless Typewriter in a class by itselfi—the most 
perfect typewriter that the best mechanical minds and facilities of this age can 
produce. 


Every feature of construction, every process of manufacture, has been devel- 
oped, tested and approved under the direction of the strongest corps of engineers 
that has ever been employed in the development and making of a typewriter. 
Every convenience offered in existing machines is present in the Noiseless; further, 
the quality of work has been refined to the highest possible point; durability of a 
vastly greater degree has been secured—plus a noiseless performance. 


Guaranteed for Five Years 








The Noiseless Typewriter Co. 
320 Broadway, New York 
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THE MOST RELIABLE SELLERS 


DORNE DESKS 


Sliding -Door Sectional Bookcases 


The 
J. Dornetie 
and Bro. 
Oompany 


1250-1264 
Harrison Avenue 
CINCINNATI 
OHIO 









GET OUR 
CATALOG 





OUR LATEST SANITARY LIBRARY SECTIONAL 











What Users Say About 


ca 

















Marietta, O., Jan. 5, 1910 
“We have used the Writerpress over a year now and I will say conscientiously 
that we think it the best thing of the kind on the market today. We have had 
experience with nearly all of them and it is the only machine that gives complete 
satiefaction. M. M. Adams, Pres., 
Marietta Commercial College 
Detroit, Feb. 14, 1910 
“You may enter order for another Writerpress, same as the last one you de- 
livered to us. We like the Writerpress better than any machine we have had for 
making imitation typewritten letters. We believe it does a good deal better work 
than another well known make of machine which we have been using. We now 
qropese to use this other machine for circular work only and expect to use your 
terpress entirely where we are going to fill in the names and expect the people 
to take the letter for a typewritten letter. Michigan Steel Boat Co. 
Trenton, N. J. U. 8. A, July 19th, 1909 
“It would not be out of place for us to ear that the Writerpress has already 
saved us ten times its orginal cost on fac-simile letters, which letters have been 
very productive.” Trenton Rubber Mfg. Co. 
New York, Aug. 27th, 1910 
“The great advantage of the Writerpress to us is, of course, the fact that the entire job is 
done in our office and the last page can be held up for afternoon quotation changes, something 
we could not do if it had to be printed outside. A very important brokerage consideration in 
this connection, is the fact that we have arranged our mailing list so as to cover the early 
Western afternoon mails with the first hundred copies run off, which enables our distant 
clients to receive the letter —E morning. The machine is absolutely satisfactory in every 
particular and the samples which are enclosed were not run off as such, being simply the 
ordinary daily work of the machine.” I. K. Farrington, 
Mining and Investment Securities 
Richmond Va., Oct. 23rd. 1909 
“One batch of letters sent out by us to customers who had been slow in ordering goods 
resulted in sales the profits on which more than pays the cost of the Writerpress. This will, of course, be 
of interest to you to note that the number of letters sent out was two hundred and fifty. ’ , 
Pin-Money Pickle Co., 
Mrs E.G. Kidd. 


_The above are actual extracts from a few of the hundreds of letters we have received from 
satisfied users of the Writerpress. Get your local Writerpress representative to demonstrate 
the machine and show you its various uses or send us attached coupon for full information. 


THE WRITERPRESS CO. 187 Writerpress Bldg., Buffalo, N. Y. 


cowvuvPonmnm 
The Writerpress Co., 187 Writerpress Bidg., Buffalo. Send me full information concerning the Write ith 
of its work, FREE. g the Writerpress with samples 
Ms ceeeucceee peesrecooceedes s0ceeesose Pit itercktcnhas dtd sbebcurdencsiseecase< 
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NATIONAL 


Stamp Affixer does the work right 














The National is a time saver. 60 letters can be stamped to the minute. 
All are firmly and uniformly attached. High Grade Dealers Wanted. 


National Envelope Sealing & Stamping Machine Co. 


New John Hancock Building, Boston, Mass., U.S. A. 


























22 OFFICE APPLIANCES 


THE RECTIGRAPH 


Is a machine for the rapid photo- 
graphic reproduction of records, 
ledgers, journals, documents, checks, 
drafts, orders, statements, reports, 
drawings, tracings, blue-prints, etc. 
The maximum size of print on 
standard machine is 11xJ3 inches; 
reduces or enlarges from original at 
will of operator. One operator can 
make from 300 to 500 prints per 
day, cost of standard sized print, in- 
cluding paper and chemicals, 5 cents. 














The Rectigraph is in general use 
throughout the United States by 
Life Insurance, Title Insurance and 
Abstract Companies. It is unques- 
tionably the “World’s Greatest 
Copyist.” Every letter every word, 
every sentence, and every signature 
is shown in fac-simile. 








Reliable and complete information gladly given upon request. 











RECTIGRAPH COMPANY 
ROCHESTER ; NEW YORK 
























CALCULA’ TING MACHINE 









CAN DO THE WORK OF THREE ACCOUNTANTS 
THINK OF THE SAVING THIS MEANS IN TIME AND MONEY 


It figures out every possible calculation that can be made in MULTIPLICATION 








The work of the Millionaire is always accurate. 
or DIVISION with marvelous rapidity. 
Especially adapted for actuarial work, pro-rating, cost systems, percentages and bill extensions 


OUR LIST OF USERS IS OUR BEST ADVERTISEMENT. 


Every machine sold in this country during the past ten years is still in active service. 
offered in exchange for another make. 
Get our booklet (free on request) and learn just what the ‘‘Millionaire’’ will do. 


W. A. MORSCHHAUSER, Sole Agent, : mxnison"avenur. New York City 

















You never find a ‘‘Millio: 
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he ROYAL 


Standard Typewriter 


What It Is What It Has Done 
What It Will Do For YOU 


The Royal Standard Typewriter is the world’s present-day standard of typewriter worth. 
It marks the high point of efficiency and economy. It is the one machine which always 
satisfies—never disappoints. Every Royal purchaser gets more than he expects—more 
service, more satisfaction, more genuine typewriter quality. 

The Royal Standard Typewriter has experienced the most rapid growth and spread in 
popular favor that has ever attended the first three years of any similar device or enterprise. 
It ranks today as one of the greatest modern office appliances. Its many inherent advantages 
have received recognition by the most discriminating buyers—those who know, and by whom 
the question of price receives consideration only after superior quality has been conclusively 




























demonstrated. 
The Royal Standard Typewriter will increase and improve the service of your correspon- 


dence department, whether you use one machine or fifty. It is speedy, convenient, adaptable, 
reliable, durable—possessing all of these qualities in a more highly developed state than any 
other typewriter. It has many other mechanical and operative advantages that can be 
appreciated only upon inspection of the machine itself. Examine a Royal. Compare it point for 
point with any other typewriter, regardless of price. You will be convinced of its greater 











efficiency and its greater worth. 

Hundreds of the leading business concerns everywhere are buying Royals repeatedly. Their 
names are on file in our office for your information. An inquiry by mail or telephone will 
bring you the names of typewriter buyers whose judgment you cannot question, and whose 
endorsement of the Royal Standard Typewriter is all the evidence you need to support your 






own convictions. 





Royal Typewriter 
Company 


Royal Typewriter Building, 
NEW YORK 


A Branch in Each Principal City 









London Office: 75-A Queen Victoria Street 
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Every Dealer Knows 


that there is a field for a really good PENCIL SHARPENER, also 
that there never has been one that can be relied upon to do good 
work under any and all circumstances, that is-NOT UNTIL NOW. 


FRON FO 


Automatic 
Screw 
Cutting 


PENCIL 
SHARPENER 


is the first device of its kind in which the sharpening of a pencil is 
effected by means of a thoroughly scientific and mechanically correct 
principle. We employ a spiral cutter such as is used on all high grade 
milling and planing machines. -This cutter is provided with eight spiral 
cutting surfaces, each surface being 2# inches in length so that there is 
a total of 19 inches of available cutting surface. The advantage of this 
as compared with other pencil sharpeners at present on the market is 
obvious. The cutting edges of most of these become dull in a very 
short time on account of the work being always done on the same spot 
of the knife or cutter. 

The Roneo Automatic Screw Cutting Pencil Sharpener is 
made entirely of metal, the cutter of the finest hardened tool 
steel. It will last for years. 


The Roneo Automatic Screw Cutting Pencil Sharpener auto- 
matically grips and feeds the pencil and automatically stops feeding 
when the point has been supplied. No waste of pencil or operator’s time 


The Roneo Automatic Screw Cutting Pencil Sharpener is 
guaranteed for a period of one year. This guarantee includes the 
spiral cutter, proving absolutely our faith in the principle employed 


The Roneo Automatic Screw Cutting Pencil Sharpener is 
the only pencil sharpener on the market that will not break the 
point and that will sharpen any pencil from the smallest ‘‘ball 
program” to the largest crayon or colored pencils, paper pencils, copy- 
ing pencils, drawing pencils, crayons, anything in the pencil line—they 
all look alike to this wonderful little machine. 


The Roneo Automatic Screw Cutting Pencil Sharpener wil! 
positively sharpen your pencil ten times faster than it can be sharp- 
ened by any other machine on the market and it will supply either a 


blunt or a medium commercial point as may be desired. 


The Roneo Automatic Screw Cutting Pencil Sharpener is a 
machine in every sense of the word—not a toy. We have testimonials 
from the heads of some of the very largest commercial stationery and 
jobbing houses throughout the country—MEN WHO KNOW —to the 
effect that the Roneo is the only really satisfactory pencil sharpener they 
have ever seen. Agents wanted everywhere. Write us for illustrated 
catalog, price, dealers’ discount, etc—but, DO IT NOW. 


FRONES COMFANY 


371 Broadway 














New York 





























A Franklin 
Desk 
Exclusive 
Agency 


will materially increase the profits of 
your desk department. Our policy of 
giving one dealer in each town the ex- 
clusive agency for our desks, and then 
helping him develop a substantial busi- 
ness out of the agency, is winning for 
us the finest accounts in the country 


@ The progressive dealer who secures 
this agency puts out a desk that retails 
at a price that will give him a grip on 
Our price to you 

You don’t have 


the business at once. 
allows a liberal profit. 


to take our word for this—let us prove it. 





FRANKLIN 
DESKS 





are unimpeachable in quality of mate- 
rials, finish, workmanship and design. 
The cabinet-making (not carpentry) is 


the best. We have left nothing undone 
to turn out a product of which not only 
we can be proud, but on which the 
dealer to whom we give an exclusive 
contract can build a 
quality at a fair price 


reputation for 


@ You will be as enthusiastic over this 
proposition as we are wnen you learn 
the full details. Writeatonce. Every 
day counts. You can’t make a mistake 
in writing us, unless you put it off 

foetetete tetas corelelesorerelelelesetereletereterereretetetereres 


, +92. 0.¢ 
o 
pO IOS IG) OO ee 


Franklin Desk Company 


46 E. Jackson Blvd. 
CHICAGO 














A Tremendous 
Business Getter | 


££ OP 





That will in a short time save any office 
many times its cost. You are losing 


money every day you do without the 


UNDERWOOD 


Revolving Duplicator 


The simplest and best machine ever 
devised for rapidly and perfectly pro- 
ducing facsimile typewriting for follow- 
up letters, price lists, forms and circular 
work of every description. There are 
more than a hundred uses for this 
machine, any one which is cheaper, 
quicker and neater than any other 
method. 

The Underwood Revolving Dupli- 
cator has the famous Underwood quality 
—it is mechanically perfect—possesses 
many exclusive features. Its feeding 
mechanism and inking device are practi- 


SRE 
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ESold Everywhere Without Restriction 


cally automatic. 


Large printing capacity, superior 
construction and economy of operation 
make the Underwood Revolving Dupli- 
cator a necessity in every modern 


business office. 





Write for Booklet 





UNDERWOOD 
TYPEWRITER CO. 


INCORPORATED 


3 Park Row, NEW YORK | 


| 


Dept. B 
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»%% Making Dollars 


wy 
‘<@ Grow from 


Ribbons and 


Carbons 


The UNION Line 


is a big money maker for the dealer. 
It’s a line you can afford to push, both 
because of its quality and its price. 








@ The more you push it, the quicker you 
turn your capital, the more money you 
make, the more stock you can carry, the 
more advertising you get from satisfied 
customers, and so on in an endless 
chain—this is the science of Making 
DollarsGrow from Ribbons andCarbons. 


@ All you need to start is 


The UNION Line 


Get it at once. The first step is to write 
us today for samples and prices. Don’t . 
put it off a minute. This call is your 
opportunity to increase profits. 





q What is once started is half done— 
so drop us a postal right now, before 
you turn the page. You'll say it’s the 
biggest little investment you ever made. 














Union Ribbon & Carbon Co. 


9th and Thompson Streets 
PHILADELPHIA, PA. 
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eek = the “EAGLE A” Water-Mark 


Saat 


TRADE -MARK 





REGISTERED 


WATER-MARK 


It's a Good Habit 


The “Eagle A” Water-mark appears in Bond, 


Linen, Ledger, Writing and Book Papers of 


proven quality and known worth. 


It’s as much of a protection to you as it is to 
your customers. 


To you both—it’s a guarantee of 100% of 
actual paper value. 


Ask why. 


AMERICAN WRITING 


Manufacturers of the 


PAPER COMPANY, HOLYOKE, MASS. 
“Eagle A” Trade-Mark Water-marked Papers 











_L.E.Waterman Co.,.173 Broadway, New York. 
8& SCHOOL ST..BOSTON. 189 CLARK ST..CHICAGO. 734 MARKET ST. SAN FRANC! Sco. 
6S RUE de HANOVRE, PARIS. L.E- WATERMAN COMPANY, LIMITED,MONTRE AL 


( ) KINGSWAY, LONDON. 
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Always Acceptable 

The selling of Waterman's Ideals is a g-owing trade. Dealers can make more 
sales and earn larger profits on this standard pen than on any other line of manu- 
facture. Because of the success of this pen alone, Waterman's Ideals are exten- 
sively bought as presents, both for and by parents and children. They are in 
every respect useful, dignified gifts of well known merit. 

The Regular, Safety and Self-Filling types of Waterman's Ideals, in their plain 
or gold and silver mounted gift styles, have permitted dealers to conveniently fill 
every Christmas request from the stock of one standard make. The general adver- 
tising of Waterman's Ideals in their various types, for Christmas Gifts to everyone, 
will reach the homes of practically the entire buying world. The dealer with the 
well displayed stock will secure the business resulting. The retail selling prices 
are substantially maintained by agreement, in order that the dealer’s legitimate 
profit may be constantly earned. There is no risk in the purchasing of a stock of 


Waterman's Ideals—they are standard the world over and the year around. 
New dealers are offered this Company's services, whereby adequate and appropriate stocks may 
be supplied with show cases for display and our selling assistance extended. 


Order now for, Christmas, or, write for Suggestions and Catalogue. 
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We manufacture 


Roll and Flat-Top 
Office Desks, 
Standing Desks, 
Typewriter Desks, 


Office Tables. 


A FULL LINE OF 


Sanitary Desks 





WRITE FOR NEW CATALOG JUST ISSUED 


J. FEF. DIETZ &j} COMPANY 


309 West Third Street, Cincinnati, O., U. S. A. 
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YOU KNOW IT 


We are making a line of Typewriter Ribbons and Carbon Papers, with which any good, live dealer 
can ‘“‘round up” from fifty to eighty per cent of that kind of business in his town, and it’s good 


business to handle, too. 


There are a number of cities in which this is being done with our products right now, and we are 
manufacturing these goods in such a way that it can and will be done over and over again 


If you are handling Ribbons and Carbons, 
why not get into the Game “Right?” 


The A. & W. line will help you do it, and we are anxious to send you samples and prices upon request. 























THE AULT & WIBORG COMPANY 


Factory: Cincinnati, O. 








MINNEAPOLIS, 729 Fourth St., South PARIS, France, 82 Quai de ae 
SAN FRANCISCO, 545-547 Mission St. LONDON, E. C., England, 4-5 St. Johns Square 





| NEW YORK, Cor. Pearl and Elim Sts. TORONTO, Canada, 19-23 Charlotte St. } 
CHICAGO, 383 Dearborn St. MONTREAL, Canada, 302 Lagauchetiere St., W. 

ST. LOUIS, 322 No. Third St. HAVANA, Cuba, Calle Lamparilla 50 
BUFFALO, 145-147 Ellicott St. eS a ee ee nape, 
PHILADELPHIA, 1217 Cherry St. BUENOS AIRES, S. A., 1059 Calle Mejico 

J 
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Style “Modern” Ledger 


Furnished with or without Safety Lock. 
Operated by a right and left threaded screw. 


CURRENT LEDGER BINDERS IN 25 STOCK SIZES. 


We manufacture our Style Modern Ledger fitted to take sheets already in use with 


any number of holes of any diameter or distance of center. 





| CATALOGUE AND DISCOUNT SHEET 
MAILED ON REQUEST. 

; 
| HENRY C. SHERICK, 

Manufacturer Loose Leaf Binders, 
| for the Trade Holders and Forms 

Established 1884 
301 Walnut Street, : CINCINNATI, OHIO, U.S.A. 







































Did You Send in Your Order for a 


Multipost  , 


Postage Stamp Affixing Accountant? oni 


minute 











\V/F have explained this machine in our previous advertisements— 
September and October. And we want to tell you right now that 
if you haven't yet ordered a Multipost 


You Will Order One 


You may see other stamp affixers. You may try other stamp affixers. 
You may buy another kind of stamp affixer. 


Ultimately, You Will Buy a Multipost 


Because 


1. The machine cannot be operated except by an authorized person. 
Attempted pilfering of stamps is instantly detected. 





Always ready, even if a year has elapsed since last used 
Has no gear wheels, ratchets, wicks, felts or pads. 


uk wh 


Can be left for any length of time in any position without water leakage 


Send for Our Booklet and You'll Get 20 Other REASONS WHY. 
Multipost Company, 298 State St., Rochester, N. Y. 
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THE MULTICOLOR PRESS 





The only 
printing and duplicating machines. It 
quality, durability, versatility, 


Multicolor Presses are 
your 


well as smaller firms. If printing 


Multicolor press 


POWER} 


Electrically {driven 
by: ad horseJnower wer 
motor. Can be at- 
tached to a lamp 


socket 


SPEED 


Any speed you 
want and variable to 
suit the work being 
done. 


DURABILITY 

The simplicity of 
construction reduces 
the upkeep toa mini 
mum No compli 
cated or intricate 
mechanisn With 
care will last a life 
time 


SPACE 
REQUIRED 


Takes but little 
more room than an 
adding machine 


three color office printing and duplicating machine on the market. 
stands alone in its wonderful 
simplicity, ease of operation, perfection of work. 
in constant use by many 
bill amounts to $500.00 per year, it 





The peer of office 


field of usefulness. Exclusive in 


of the largest corporations in the United States, as 


will pay you to own a 


DUPLICATING 
Pro I t 


PRINTING 





EASE OF 
OPERATION 


Your office boy can 


The Wonderful Three Color Printer and Duplicator 


The Multicator Press is the only printing and duplicat- 
ing machine on the market that will print your letterhead 
like the printer, typewrite the body of the letter like a type- 
writer, and sign your name like a fountain pen, in three 
distinct colors at one impression. Think of it—-a personal 
letter, letterhead and signature complete at one impression 
from the blank sheet. This means a saving of 75%. In 





addition it is a complete printing press. Prints from job 
type, stock electros and halftones, using printers’ ink. Will 
print letterheads, envelopes, business cards, statement heads, 
billheads, catalogs; in fact any form used by a business house 
at a saving of from 50% to 80%. Covered by an ironclad 
guarantee. 


WESTERN SPECIALTY COMPANY 


General Sales Offices 


Phelan Building 


SAN FRANCISCO, CAL. 
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The 
Standard 


Folding 
Typewriter 


In a class by itself 






8 lbs. 
including 


CASE 










Price $ 





50 Including Case 









FOR THE ATTENTION OF 


TYPEWRITER DEALERS 


It makes no difference what machine or how many different makes of machines you are 
now handling—IF YOU DON’T HANDLE THE STANDARD FOLDING TYPE- 
WRITER, YOU ARE THROWING AWAY GOOD MONEY. 

This wonderful little machine is different from all the rest. It sells toa particular 
class, it meets a specific need, it can be sold where otherwise a sale would be impossible. 
As soon as you receive your first “STANDARD” machine you have increased immeasur- 
ably the possibilities of your territory. You have started a little intensive cultivation, ina 
field where you can have no competition. You have multiplied by 100% the 
earning power of all your previous investment in the business. 

Write at once for our catalogue—ask to see a sample machine—see for yourself that this 
typewriter is as practical and durable as any machine on the market. It is a visible 


writer, front stroke, and PORTABLE. 
Write to us TODAY. Tomorrow your territory may be assigned. 


SOLE MANUFACTURERS 


Standard Typewriter Company 
GROTON———= ———=—=NEW YORK 
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( PRODUCTS ARE 
SPL BOUGHT REASONABLY 
i: Se YOU Can Sell Them Reasonably 
AT A LIBERAL PROFIT 


lide Door 


ectional Book Cases 


Overcome the objections to Set-up sec- 
tional cases and are an improvement in 
knocked-down construction 


















is entirely eliminated, no 
and slide into 


Door trouble 
heavy wooden doors to raise 
the section. 

Two metal framed glass doors slide hoir- 
zontally in steel lined grooves. 

Sections are shipped knocked-down flat 
and are instantly, rigidly set up without 
tools or screws. 

Individual sections full of books can be 
moved without danger of collapse 


The Freight You 
Save Is Added 
To Your Profit! 


The accompanying illus- 
tration shows the relative 
size of the ‘‘Model’’ Stack 
when set-up, ready for the 
books, and when knocked- 
down, ready for shipment 


One set-up section occupies the space of five knocked down 


A HOLIDAY DISPLAY of these inexpensive cases with ornamenta 
glass (etched, not leaded) will result in a gratifying bookcase business 


Quality in material, construction and{ finish has not been sacrificed to 
produce the low price 


Get Catalog ‘‘E’’—and discounts if you are a dealer. 


We “500” LINE 


Little Sections 
For Big Purposes 





We offer a line of 26 styles of these 
compact little sections. They stack 
and lock together perfectly, forming 
an endless number of salable com- 
binations 


Built very substantially of either 
quartered oak (golden waxed finish) 
or Birch Mahogany. Finished all 
four sides. Trimmed with brushed 
brass fixtures. 


This has proven one of the most 


salable lines we have produced 


This and Three More distinct and 
complete lines of filing devices, to- 
gether with a large and complete 
line of Stationery Supplies—Clips. 
Paste, Scales, Index Outfits, Box 
Letter Files, etc., are shown in Cata- 
log “*D.” 
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THE POPULAR FILE 


SOLID OAK Eiths: Golden or 


Weathered Finish. 
ROLLER BEARINGS 
CAPACITY 20,000 LETTERS 


Recognized everywhere as the best competitive 
filing cabinet manufactured. 

Has every advantage of higher priced cabinets at 
a price that allows you a liberal margin of profit at 


our catalogued and advertised selling price 
No matter what lir 


The #2 Manufacturing Co. 
161 Union St. | MONROE, MICH. 


NEW YORK OFFICE, 108 FULTON ST 


Address Mail to Factory 


1es you handle no investigate! 
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The Discriminating Buyer says 








in ordering Sectional Filing Cabinets. 
All dealers who cater to the up-to-date busi- 
ness houses require a stock of 


U-NETTES, 
VERTICAL UPRIGHTS anda 
wide HORIZONTAL UNITS 


that are manufactured by 


“The Melee People” 


Send for Literature and Agency Proposition to 








UKETES 


U-NETTE Trade Mark 
(Patented) 











4v.L. R. 


The General Fireproofing Company 
YOUNGSTOWN, OHIO 


EXPORT OFFICE: 
396 Broadway, New York City 





OFFICE CHAIRS 

















HERE is no better or more diversi- 
fied line of office chairs produced. 
We manufacture only high grade 
goods for all purposes from _ directors’ 
chairs to bookkeepers’ stools. During an 
experience of over forty years our business 
has grown until our factory and grounds 
now cover fifteen acres. 


DEALERS 


Our extraordinary facilities enable"us to 
make exceptionally quick shipments, — 


to which advantage is added our central 
ation, 


Our new catalogue illustrating over one 
thousand different styles of chairs for 
1910-11, has been issued and sent to the 
trade. If you have not yet received your 
y, write us at once, and we will mail 
yu a duplicate. 
is is YOUR opportunity. Write at once 
his new catalogue and prices, 


SALESROOM 
1411 MICHIGAN AVE., 8th Floor 


JOHNSON CHAIR CO., 4401 W. North Ave., Chicago 
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I am going to write my own ads. Not be- 
cause I think I am an expert ad. writer, 
but because I feel that I know this Emer- 
son Typewriter proposition better than 
any man on earth. 





—there is another feature to it, too. 
Emerson Typewriter Dealers and users 
like to know that the active manager is 
proud of his own product. They like to feel 
that he possesses confidence in it. Writ- 
ing my own ads. permits me to get right 
out on the firing line myself. 


—replies to my letters are always per- 
sonally dictated, then why shouldn’t I write 
my own ads.? An ad. is an open letter ad- 
dressed to many people, and is just as per- 
sonal to them as a typewritten letter. 

—so far, I haven’t said much about The 
Emerson Typewriter in this ad. I am 
doing to say just a word or two now — 
more later. 

— The Emerson Typewriter is here 
to stay. It has taken its place away up at 
the head of the class, and that is where it 
stays. They are selling as fast as we can 
turn them out and we haven’t a dissatisfied 
user in the world. Speaks pretty well for 
the machine, I should say. 


— when you write, please address your 
letters to The Emerson Typewriter 
Company, 1822 McCormick Bldg., 193 
Michigan Ave., Chicago. All of our foreign 
business is handled by A. Mueller & Co., 
Zurich, Switzerland, and it is big business, 
too. 

— this is my first ad., but I am going 


to keep right on writing. 


5 00 GEO. M. A. FECKE a ’ 
5 -— President & Gen’! Médr. K* pa ; ms - 2, : 














PACTORY, WOODSTOCK, ILI 
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SIXTH ANNUAL CONVENTION OF THE STATIONERS 





AND MANUFACTURERS OF THE UNITED STATES 








Big Association holds banner meeting of its existence at Baltimore—Southerners give fine 
example of anttane vite as friendly army takes city on mission of wad and gous will. 





Next sii meiting i be held at t Buffalo, N. Y.. time of meeitinst to be dabiitietiliil 
by consensus of opinion among eo and announced later by Secretary Byers. 











Dass of members remain at ten dollars » per year—National  Catbilia Com- 
mission is given $2,500 to carry on its work until next annual meeting. 








HE sixth annual converition of the 
National Association of Stationers 
and Manufacturers has passed into 
history, leaving a trail of pleasant recol- 
lections. The convention was characterized 
by harmony of action and entire good fel- 
lowship among the membership of the as- 
sociation,—a fraternal spirit which prevent 
ed acrimonious debate and settled all ques 
tions in the most reasonable way apparent 
in the only truly universal solvent known 
to nature—friendly 
One characteristic 
vention 


good will. 

of the Baltimore con 
was the unusual number of new 
Members turned out who never 
national convention 
and they went away, like those longer in 
the game, glad that they came, and under 
standing better than ever the men who have 
managed the affairs heretofore 
and the manufacturers with whom they had 
at long range with no 


faces seen. 


before had attended a 


association 


been doing business 
better channel for understanding than the 
letter. 

another stone in the 


stereotyped business 

Every meeting lays 
structure and we are 
laid at Baltimore 
beautiful white marbl« 
hills of Maryland 


from impart 


foundation of a noble 
that the 
finest, like the 


hewn out of the 


sure stone is one 
of the 
that is 

That the 
ing confidence is 
interest in its affairs which 


association aside 
doing practical work is 
evidenced by the 
is being evinced by the leading men in the 
leading manufacturers who never 
openly allied 
work. [t 
heads of the principal 
office fur 


trade, by 
before 
association 


have themselves with 


means something 


when the executive 


manufacturers in stationery and 


niture and appliances east and west are 


glad to attend these conventions in person 


them 
effi- 


costs 


and when they 
their most 


whenever they can, 
cannot go, to 
representatives. It 


selves send 
personal 
money to attend a convention. 

ing the money spent and the time 


sumed it is doubtful if any one gets off un- 


cient 
real Figur- 
con- 


der two hundred dollars,'and many spend 
much more than that. If anyone thinks 
that the time and money of these high 


for advertising 
of hundred rep- 
One 
advertising for less money. 
because the National Association 
has become a force in affairs- 
themselves endowed 
judgment and by 


grade men is put in only 
purposes among a couple 
resentative stationers he is mistaken. 
buy more 


They go 


can 


because men 


who are with forces 


are drawn by instinct 


toward a movement which has within it 


the elements of productive strength. They 


It is cause for congratulation that the 
association appropriated for the National 
Catalogue Commission a sum of money 


which promises to be sufficient for probable 
No other one influence been 
so powerful in promoting th 


needs has 
e€ success and 
continued growth of the organization as 
the work of the 


of practical value to every stationer and of 


Commission It has been 


assistance to manufacturers in help 


to establish more uni 


great 


ing them form prices 


for their. products. The decision to direct 


ie other standing committees to work in 


harmony with the commission will relieve 


that body of 
its members time for 


considerable detail and give 


important association 


work in directions not heretofore followed 
up so closely as may have been desirable 

The membership of the association dur 
ing the last year has shown a flattering 
increase More than 100 active members 





have been added to the roll, and there is 
every prospect that as many if not more 
new members will join the association 
this year. The decision not to increase the 
dues for the present is probably wise. 
While the work of the association is worth 
to its members many times what the dues 
amount to, it is difficult without a trained 
paid staff of organizers to make the fact 
so well understood that everyone realizes 
it to the extent of being willing to shell 
out increased dues. While it is desirable 
to have more money, it is no doubt better 
to secure it by the addition of new mem- 
bers at $10 a head rather than to incrtase 
the dues and run the risk of losing some 
of the present members besides making it 
more difficult to enlarge the membership. 

It is regarded as a good move to hold 
the next convention in Buffalo, which is 
near enough to many of the principal cit- 
ies of the East and middle West to assure 
a representative attendance, besides offer- 
ing the advantages of a trip to Niagara 
Falls. 

Members will find cause for rejoicing in 
the election of Mr. Falconer as president 
of the association for the ensuing year. 
Many came divided in sentiment between 
Mr. Lockwood of Buffalo and Mr. Falconer 
of Baltimore, but the graceful withdrawal 
of the former gentleman opened the way 
for the convention to reward the work of 
Mr. Faleoner and to recognize the large 
and important place the South has occu- 
pied in the development of the organization. 
The election of Mr. Lockwood next year 
to the presidential office would no doubt 
receive the unanimous endorsement of the 
membership. 
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TWELFTH ANNUAL BUSINESS SHOW 





HE Twelfth National Business Show 
held in Madison 
New York, 


ber 29th inclusive, has been written down iu 


- 


Square 


October 22nd to Octo 


trade annals as the most successful of ail 
office appliance expositions 

From the time the lights were turned on 
chandeliers on the first 


to the 


in the magnificent 


Saturday evening last strains ot 
“Should Auld 
11:30, Saturday evening, October 29th, the 


For snap and 


Acquaintance Be _ Forgot,’ 
big exposition was a success. 
go, for events, for 
and most important of all, for the amount 
broken The 
If there 
quarter 


interesting attendance, 


of sales, all records were 
Show Company kept every pledge. 
was any dissatisfaction from any 
it was voiced in such hushed tones that no 
one heard it Praise of President A. L 
Fierlein, General Manager L. H. Mory and 
New York Manager F. C. Patterson was 
heard in all quarters. As an expression of 
the exhibitors’ appreciation and the results 
achieved, the exhibitors gave a banquet to 
L. H. Mory at Martin’s on Friday night. A 
report of this banquet appears elsewhere in 
the magazine 

The 
ceeded anything which had been before at- 


decorations of the big building ex- 


tempted. The great dome was completely 











L. H. MORY. 


covered with white and green bunting in 


most pleasing 
the dome were two great chandeliers while 


design In the center. of 


of a hundred feet around the 


at distances 


Garden, 


edge were magnificent clusters of light 


made in specially designed chandeliers con- 
cealed by glass prisms, each chandelier car- 
Burners. When the 
evening, 


rying 500 Tungsten 


chandeliers were turned on each 





A. L. FIERLEIN. 


the Garden was a blaze of light in every 


nook and corner. 
With the 


300th which occupied one end of the Gar 


exception of the Underwood 


den, the booths were uniform in decora 
tion The means of dividing one booth 
from ‘another was well chosen by placing 


white ten-foot pillars surmounted by white 
opaque globes about twenty feet apart, be 


which a railing served to 


tween narrow 
mark each exhibitors’ space 
The Garden was divided into four aisles 


running the length of the building and 


above the center of each display, a uniform 
giving the exhibitors’ 
With few 


main floor wer 


sign was mounted 
name and exhibits exceptions 


all the spaces on the taken 
and there were quite as many exhibitors as 


in previous years. 
| } 


[The building was very tastefully decor 
ated with white, green and red as the pre 
dominating colors. Mr. M. A. Singer was 
the decorator responsible for what was no 
doubt the most pleasing and artistic work 
ever done in the Garden. 

The Underwood Booth was an impressive 
display and through its color scheme and 


live effect, added much to the decorative 


effect, impressing the visitor with the “Un 


derwood.” On entering the Garden from 
Madison avenue, a huge rectangular elec 
tric sign blazoned forth at the far end 
of the hall bearing the word “UNDER- 


WOOD” in 4-foot block electric light letters 
with “TYPEWRITERS” in 2-foot block 
letters just below. To the right and left 
were signs blocked out in red letters on 


a white background. The space across the 


entire 4th avenue end of the hall beneath 
the electric sign was unique 

About every fifteen feet were placed 

supporting a _ rectangular column 


post S 
shaped like obelisks 


These columns were 


formed from small square pieces of red and 


green glass illuminated by electric lights 
inside the columns, these columns forming 
the supports for the heavy electric sign 
above Between each support was sus- 
pended a quaint sort of Oriental lantern 
and beyond was to be seen the effectual dis- 
play of Underwood machines set amid pot 
ted ferns and palms. The interior lighting 
for the booth was accomplished by a num 
ber of small hanging electric chandeliers 
with glass prisms. During the latter part 


of the show the company proudly exhibited 


the Office Appliances Silver Trophy for 
the best record made in the typewriter con 
test 
Some New Things. 
This year brought forth the fact very 








F. C. PATTERSON. 


forcibly that the present day a age 1 
one of progress. In the last year a large 
number of improvements have been made 
on some of the older machines while many 














new ones have made their advent into the 
field. The Underwood adding and billing 
machines afford®a striking example of im- 


the Underwood. This 
adding mechanism is a marvel of mechan 
It is a machine that adds, 
It 
marvelous work and is a great step toward 
to 
books 


provements in new 


ical computation. 


subtracts, multiplies and divides. shows 


is sure become universal practice, 


what 
keeping 
Then there 


machinery. 


the 


by 


was three-piece address 





MADISON SQUARE GARDEN 


AT NIGHT DURING BUSINESS SHOW. THE 
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machine for duplicating letters in three dif 
ferent colors from one operation 

Two or three stamp affixers of splendid 
merit and a tag addressing machine exhib 
ited for the first time and some new de 


vices in envelope sealers and coin wrappers 


For the first time there was shown in 
the Eastern territory the Dalton Adding 
Machine, a ten-key marvel The Dalton 
booth was crowded at all hours of the day 
and night while James L. Dalton and his 


their marvel 


ing plate exhibited by the addressing com assistants gave ous demonstra 
pany, a plate used by gas companies where tions Little Mary Dalton, aged 8 years 
they wish to change the customer’s name; gave a wonderful exhibition of the touch 
his address or meter number at will with method on the machine in which she did 
out ren ig the entire plate. perfect work without taking her eyes from 

"he Bates Machine Co.’s new machine of the copy 
seven movements attracted much attention In the office furniture field, the Show 

The Envelograph, attachment which ibly called attention to the advance mad 
automatically feeds envelopes to any typ¢ steel office furniture. Some mag 
writer a thus facilitates the work of ad ent examples of the work were shown 
dre ng, always drew big crowd. the Herring-Hall-Marvin Safe ( 

Ther is the Multi-Color Press. the The Elliott-Fisher ( in ad I 
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standard machines showed for the first time 
the adding attachment as arranged for post- 
ing on the loose leaf ledger without lifting 
the page from the book. The Elliott-Fisher 
Co. is one of the pioneers for bookkeeping 
machinery and has done as much or 
more than any other to make that work 
practical. 
The Attendance at the Show. 

The attendance exceeded that of any pre- 

vious year. Moreover, it was a better class 


by 


IMMENSE CHANDELIERS WERE FILLED WITH TUNGSTEN 
GLOBES, GIVING ABUNDANT LIGHT OF INTENSE WHITENESS. 


usual. Manager Mory’s plan of pro- 
viding season tickets for principals or pur- 
chasing agents of large business houses 
and corporations drew to the exposition 
some of the largest buyers in the country. 
There were also on hand representatives 
of several foreign concerns who were in- 
vestigating the new machinery, devices 
supplies. Three business men from 
Germany, one from France, one from 
Sweden, one from South America and sev- 
eral others were interested visitors at many 


than 


and 
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SHOW HEADQUARTERS OF THE WRITER 
PRESS. 


booths. The general attendance was of an 
unusually high standard. It was obvious 
that the large majority of the visitors were 
business men or business women upon a 
business mission. This was manifested in 
a most practical way through 
made on the ground. 
The Events of the Week. 
Three special events took place during 
the week: the typewriter contest which 
was held in Assembly Hall Monday and 


purchases 


WHERE THE MONTAGUE MAILING MA- 
CHINE HELD FORTH. 


Thursday evenings, and the Edison Enter- 
tainment held in the same place on Wed- 
nésday. These events drew great crowds. 
At the Typewriter contests all records were 
broken. H. O. Blaisdell, of New York, won 
the professional contest and will hold in 
trust for Office Appliances for one year the 
$1,000 silver trophy and the title of Cham- 
pion Professional Typist of the World. 
Mr. Blaisdell made the remarkable record 
of 109 words per minute exclusive of all er- 


EDISON PHONOGRAPH AND FLEXOTYPE. 


rors, in one hour’s writing on the Under- 
wood. Full particulars of this is given else- 
where in the magazine. There also ap- 
pears elsewhere a story of the Edison con- 
test for phonographic dictation and the plan 
of entertainment which that company pro- 
vided. A guessing contest at the Whole 
sale Typewriter Co.’s booth added a lively 
interest to the last three days of the week 
Just how the contest was conducted is ex- 


plained elsewhere. 





BUSINESS 


SHOW EXHIBITS DESCRIBED 





THE ELLIOTT-FISHER CO., Harrisburg, 
Pa.: Displayed for the first time in addition to 
their very complete exhibit of regular Elliott- 
Fisher Standard-Adding Machines, Billing Ma- 
chine, Railroad Billers’ Report and Bound Book 
Recording Outfits, the Bookkeeping Machine 
This machine will post to the loose leaf ledger 
without removing the sheets from the binder 
The postings are made 2 to 4 times as fast as 
can be made the old way at the same time prov- 
ing itself automatically. If the posting clerk or 
bookkeeper makes an error in posting the ma- 
chine shows the amount of the error and tells 
without referring to the ledger to what account 
the mistake has been posted, when correction 
ean be made instantly. Thus the bookkeeper 
goes home at night, knowing that his day’s 
work has been correctly done. ‘‘Bookkeeping by 
Machinery” at Elliott-Fisher booth was one of 
the centers of attraction of the entire show and 
they report several sales made. This company 
also showed for the first time a new auto platen 
for posting rapidly to card ledgers, for ledger 
statements and monthly fold-over billing. As 
usual C. H. Hunter was on the job from open- 
ing until closing time and led the way in dis- 
tributing many thousands of “I'm so happy I 
came” tags and a little booklet ‘‘How things 
have changed."’ The exhibit was in charge of 
Cc. H. Hunter, Advertising Manager, assisted by 
the New York Elliott-Fisher sales agency and 
the company’s special demonstrators. 

THE EDISON BUSINESS PHONOGRAPH 
co., Orange, N. J., under the direction of The 








= 


BOOTH OF THE ROGERS ADDRESSER CO. 





Seeley Office Appliances Co., New York agents, 
made a splendid display of the Edison Business 
Phonograph equipped with the new Universal 
Motor, The booth was tastefully decorated and 
received its share of attention during the entire 
week. The Edison phonograph has become an 
important factor in business correspondence. 
The motor has been designed for adaptation 
to all electric lighting currents, and saves a 
large amount yearly in power consumption. N. 
Cc. Durand, General Sales Manager of the Edison 
Company, was much in evidence. 


THE ENVELOGRAPH CoO., 319 Broadway, 
New York City, displayed the Arrow Envelo- 
graph, a neat and handy attachment for the 
rapid addressing of envelopes. It is simple in 
principle and operation and can be attached to 
any typewriter, interfering in no way with the 
mechanism of the machine. The envelopes are 
placed in the back of the machine, and by work- 
ing it in the usual way they are brought up, 
addressed and passed on into the receptacle in 
the rear. The booth was in charge of Charles 
E. Jackson, O. W. Hamilton and T. C. Ansel. 


THE ELLIOTT Co., 100 Purchase St., Bos- 
ton, Mass., displayed in a well arranged booth, 
the Elliott Addressing Machine and other de- 
vices. Among their principal features was the 
New Tab Reversible System for filing address 
cards in which a perpetual index is_ used. 
Another feature was the automatic inking de- 


THADDEUS DAVID’S INK EMPORIUM. 


vice which makes it possible to address 100,000 
letters without re-inking. The auto dial cut- 
ting machine with a capacity of 1,000 stencils 
per day was also demonstrated. The stencils 
are clearly cut, which causes the address to ap- 
pear like typewritten words. The Elliott Ma- 
chine prints in sight, face up, from above. E. 
E. Mills and G. E. Burleigh were in charge of 
the booth. 


FEATURE ADVERTISING CO., Broadway 
and 38th street, New York City, had an at- 
tractive display at the entrance of the Garden 
of their six different types of the Ad-O-Scope, 
an electrically operated contrivance for window 
advertising. It attracted a great deal of atten- 
tion W. N. King was in charge. 


GRAHAM CHISHOLM CoO., 61 Cliff street, 
exhibited a fine display of Graham’s Loose 
Leaf Systems, in charge of B. J. Kaplan. 


Cc. V. SALES CoO., Jamaica, L. I., displayed 
the Saunders Sealer, a small device that is 
proving of great value, and as was demon- 
strated is a ready seller. It is claimed that it 
will seal fifty envelopes in a minute in a neat 
and efficient manner. The exhibit was in 
charge of W. H. Randall. 


GREGORY SALES CO., 501 West 12ist 
street, New York City, showed the Spark Met- 
al Gas Igniter used for lighting gas. 





RAMER AND DALTON BOOTHS, AND PART 
OF UNDERWOOD EXHIBIT. 
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THE ADDRESSOGRAPH ENTER- 
TAINED THE CROWDS. 


WHERE 


MICROSCOPIC CO., of 


THE HOUSEHOLD 
microscopes. 


New York, exhibited a line of 
SAFE CO 


THE HERRING-HALL-MARVIN 


400 Broadway, New York City, had a large and 
beautifully arranged booth in which they dis- 
played to great advantage their excellent line 
ef steel furniture and safes In a short time, 
steel furniture has forged to the front and is 
now a very important factor in the field. This 
display showed a complete line of cabinets and 
interchangeable steel filing units, comprising 
all standard sizes of lette hecks, card index, 
document deposit ticket and legal blank files, 
constructed | of the highest grade of steel and 
beautifully nished. A remarkable thing about 
these cabinets is that they so closely resemble 
the finest woods in their finish. The booth 
was in charge of Geo. H. Kelly, their Adver- 


tising Manager 


HINDE & CO., Cleveland, Ohio 
exhibited the Calculus 1 wonderful piece of 
mechanical ingenuity which automatically 
gives answers to all possible combinations of 
figures which have been worked out by expert 
mathematicians It is extremely simple in 
yperation requiring only the turn of a wheel 


JAMES J 


to show an absolutely correct result. The Cal- 
eculus relieves much tedious drudgery and 
saves many an hour of overtime work besides 
eliminating any possible chance of error J 
Farrel was in charge 

HI-LO DESK CO., 154 Nassau street, New 
York City, exhibited the Mail Wrapper Tube 
This mailing tube comes in a flat sheet and 
solves the problem of sending out rolled printed 


matter safely important feature is 


Another 
removed with- 


that the printed mater can be 

out the least possibility of injury as the tubes 
unroll by merely unfastening the strings. The 
tubes coming in flat strips occupy much less 
space on shelves and being lighter effect a 


large saving in postage 


THE INTERNATIONAL CORRESPONDENCE 


SCHOOL, Scranton, Pa., exhibited their sys- 
tems and courses of correspondence teaching. 

NTERNATIONAL OFFICE EQUIPMENT 
BOU R a 261 Broadway, New York City, was 
in cha ge of H. Sidney Verity and N. Paul 
Walton. The sourse displayed their reporting 
service, and their booth was a reception room 
for their subscribers and all interested in office 


systems 


HINDE CO. SHOWED THE 
CALCULUS 


THE JAMES J. 


MFG. Co., Rocheste1 N Y dis 


KE LOX 
carbon paper and type- 


played their line of 
writer ribbons 
Worth 


KOLLER AND SMITH, INC 112 
street, New York City, displayed their line of 
desks and filing cabinets and the well knowr 
K. & S. direct method of vertical filing which 
is used by many large corporations W. R 
Koller, F 3. Pelton and Mr. were in 
charge 

MATTHEWS-RICH. AR DSON CO., New York 
City, exhibited their ‘‘Domes of Silence’’ tips 
for chairs and all movable furniture which 
take the place of castors. The feature of thes« 
is that they are noiseless and do not mar a 
wood floor. They are being used by railroad 
companies and prominent clubs of New York 
City. 

MEACHAM 
261 Broadway, 


Loesch 


ADDRESSING MACHINE CO 
New York City, displayed their 
wonderful Stencil Addressing Machines. The 
machines are equipped with the latest imita 
tion typewriter stencils which can be made on 
any standard typewriter They are exceed- 
ingly simple in construction and operation, and 
are equipped with a duplicator, a _ triplicator, 
and repeater and are both foot and motor driv- 
en. The great feature of this machine is its 
low maintenance cost, the life of a _ stencil 


being as high as 2,500 impressions The work 
if this machine is almost human Geo. W 
Meacham, president, was in charge. 
MONTAGUB MAILING MACHINERY CO 
Chattanooga, Tenn., New York City, 279 
Broadway, exhibited the Montague Ribbon 
Print Addressing Machine. In this day of 
labor saving devices this addressing machine 
holds a strong position. They have an auto 
rotary machine operated by a motor of 1 H. P 
which takes the wrapping from the roll, feeds, 
wraps, pastes, cuts off the wrapper, prints the 
address and return address and delivers the 
periodicals directly to the mail bag. All print- 
ing is done through a ribbon, insuring a clean 
address as though type written. A very neat 
hand addresser was also exhibited which 
prints at the rate of from 500 to 1,000 per 
hour. Some of the important features of these 


simplicity, 


machines are one piece metal plates, 
through 


and the fact that all printing is done 
a ribbon. Metal filing drawers and metal cabi- 
nets go with every machine. Up to Friday 
noon the company had sold 15 equipments. 
The company consider the show the best ever 
held in Madison Square Garden L. R. Storer 


OFFICE APPLIANCES MANUFACTURING CO. 
DEMONSTRATED WHITE STAMP 


AFFIXERS. 
E. C. MelIntyre and W. H. Waterman had 
charge of the exhibit. 


MAN’S BOOK, an excellent magazine devot- 
ed to everything interesting to men. Fairchild 
Co., 42 East 21st street, New York City. 


THB MAIL-OM-ETER CO., Detroit, Mich., 
had a splendid exhibit of their automatic en- 
velope sealing and stamping machine. It was 
the pioneer sealing and stamping machine. 
Any office boy can operate ic satisfactorily. 
It is claimed that the machine will seal, stamp 
and count 150 letters a minute. The stamps 
being locked inside the machine cannot be 
stolen. It has had two years of practical’ 
demonstration. 


MODERN METHODS MAGAZINE, The 
Business Man's Publication, exhibited copies of 
their magazine. 


THE MULTICOLOR PRESS exhibited the 
Mahistadt Multicolor Press manufactured by 
the Western Specialty Co., Inc., San Francisco, 
Cal, This wonderful machine is not only - 
colae press but a complete hope J press 
well. It prints in three colors and with at 
the salutation, the body of the letter and the 
signature can all be run off in one operation 
and with great rapidity. On account of the 
fact that more than one color can be printed 
at one operation it is easy for the business 
man to print his own business forms and = 
tionery. His own stock electros and job t 
can be used. The machine has three ot 
strong points, it is simple, easily operated ona 
durable. It attracted great and favorable at- 
tention during the entire week. The exhibit 
was in charge of W. Young Robinson, 905 
Tribune Bldg., New York City, Eastern Man- 
ager. 
L. D. NELKE, New York City, Advertising 
Signs. 

THE NEW YORK COMMERCIAL printed a 


daily account of the show and the various ex- 
furnishing free copies to all. 


hibits, 
NOYES PRINTING CO., 1547 Broadway 

New York City, exhibited a small orintins 

press and turned out considerable work for 


the exhibitors during the show. 


NATIONAL MACHINE RECORDER 


THE 
Bidg., Chicago, showed their 


CO Marquette 





& 





MULTIGRAPH COMPANY’S SECTION. 


BOOTH OF HERRING-HALL MARVIN SAFE 
co. 


NATIONAL MACHINE RECORDER CO.’S 
BOOTH. 
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ENVELOGRAPH CO.’S BOOTH. SPIRO BOOTH AT THE SHOW. WHERE OFFICE APPLIANCES RECEIVED 
ITS BUSINESS SHOW GUESTS, 








marvelous Machine Recorder in practical op- OFFICE APPLIANCES, Chicago, had a large RAPID ADDRESSING MACHINE CO i 

eration It automatically gives a detail report space for the sale of the programmes of the Broadway, New York City, presented a strong 

of the net efficiency of each producing unit in show, which were part of their regular issue, ine of Belknap Addressing Machines Wit! 

the piant, from the time it starts in the morn- and for the reception of their friends and sub- these machines envelopes, bill heads state 

ing until it stops in the night. On the chart scribers The booth was a congregating place ments and tags of any size can be addresse ; 
in his office, the superintendent gets the record for many out of town dealers and others inter- in clean cut, legible impressions, with accuracy 
of every machine By keeping a complete rec- ested. several dealers from abroad being pres- The speed is limited only by the ability of the 
ord of every operation all leaks can be stopped ent during the week The thousand dollar operator. These machines will do the work 
and the highest efficiency obtained throughout office appliance silver cup for the typewriting 20 experienced addressers and ccupy 
the factory It is the unsleeping eye that championship was exhibited in this booth pre- more space than a typewriter desk The ster 
keeps constant wate! When an employee vious to the contest. cils, which are guaranteed to last for 5,000 in 
feels that his efforts are noted and appreci- pressions, are made on any standard typs 
ated he works more vigorously and thus in- PACIFIC EBLECTRIC HEATING CO., Elec writer, and have the appearance of typewritter 
creases his earning powers at a reduced cost tric Heating Irons. work One of the features of t ir exhibit € 
to the plant The adding attachment automat- and one that attracted large and interested 7 
ically computes the net idle and producing PRINTOGRAPH CO., LaCrosse Wis., New crowds was the combined Automatic Address« l 
time of each machine As a summary it may York office 350 Broadway, made an excellent and Wrapper Cutter whicl 1utomaticall t 
be said that the machines include the thre exhibition of their hand and power driven prints the address, cuts the wrapper the de v 
essentials to increasing efficiency, namely, out Multiple Typewriter, which produces in effect sired length and puts on the return card a t 
put, producing time and waste time real typewritten letters printed from a type in one operation. This machine s of great € 

bed The Printograph manufacturers’ claim value to newspaper offices and others who have t 

NEIDICH PROCBSS Co., of Burlington, N that it is because it is the only machine that large quantities of periodicals to send out. The f 
J., exhibited the Flexotype, a rotary duplicator uses the same mechanical principle as_ the automatic rotary. addresser is 1 wonde and V 
and office printing outfit, capable of doing all typewriter: that of light impact against the has a capacity of from _ 60,00 ti 75.000 ad j 
kinds of printing, especially the exact duplicat- inked ribbon, This machine is easy to oper- dresses per day. The compar vas highl 
ing of typewritten work A gravity typesette: ate, almost noiseless and is durable and com- pleased with the week’s business Constant 
enables the type to be distributed in record pact, occupying only 42 by 54 inches of floor M. Eakin, New York Manage! ind a corps of 
time by a beginner. The printing machine is space which is no more than a_ typewriter ible operators looked after the visitors ( 
of a rotary type and prints from a short im- desk, The machine is so designed that all d 
movable ink ribbon, automatically re-inked at standard printer's equipment may be _ used. RELIABLE TIME STAMP CO 1-3 West Cc 
each impression. Some of the advantages of such as type, electrotypes, et« W. H. Mayer, Broadway, New York City, had a fine display 5 
this machine claimed by the manufacturer are New York Manager, and J. E. Conant, Phila- of their remarkable little hand stamps Chis li 
the low maintenance cost, uniform’ color delphia Manager, looked after the exhibit. machine prints automatically and in a straight b 
throughout the letter, the possibility of in- line, the month, the day, the year, hour and 
stantly adjusting the amount of color in the THE PROUDFIT LOOSE LEAF CoO., Grand minute, A. M. and P. M., at the same tims f 
ribbon, so as to exactly match the typewriter Rapids, Mich., had an excellent exhibit of your name and address, together with any six I 
ribbon at hand. As the ribbon does not move loose leaf binders and were more than delight- words such as: rec'd, answered, paid, collect 8 
it cannot shift, which avoids the heavy ends ed with the results of the show Their loose et on a cylinder which can easily be re d 
of lines. The motor driven machine is very leaf binders gave much the eftect of perma- volved It is indispensable in the shop, office r 
rapid in operation. The booth was in charge of nently bound binders with absolutely flat open- and shipping-room as a time check on receiv n 
New York sales agents, the Seely Office Ap- ing and almost unlimited expansion. It is ng mail and timing shipments. It simple ir A 
pliance Co., 95 Liberty street, City possible to place as many as 500 sheets in the construction and a masterpiecs if mechanica 

binder at one time. The steel spring back construction This booth was ! irge 

THB OFFICE APPLIANCE MFG co., binders work on the same principle as the G. H. Lane and J, Alsenz Z 
Providence, R. IL. exhibited the White Stamp cloth binders and, unlocked, the binder falls 
Affixer, a splendid device for putting stamps open to readily remove any sheet without dig- H. J. REYNOLDS & CO ‘ t stre¢ 
on letters The stamps are handled in rolls ging down into the backs. Another feature is Chicago, displayed the Reynol Envelope | 
of 500 and 1,000 A simple pressure on the that the binders open so that the leaves are Sealer, which seals envelopes of zes witl . 
lever automatically places them on the envel- inserted in a horizontal position The mech- out re-adjustment and does it wit neatness 4 
ope and at the same time counts them The anism is very simple and durable This booth ind dispatch. It is very simple in construction 0} 
envelope is passed under the moistening dé was in charge of M. C. Green, New York Man ind though run by hand it will seal as many “* 
vice and when in position is stopped by a lug ager, 108 Fulton street, with R. B. Powell as envelopes as the average motor driven ma D 
in the platform of the machine. The stamps sisting. chins The price of the machine puts it withi: 
are fed from the perforations and thus must the reach of all and it soon became a feature 
be cut in the correct place at every stroke PROGRESSIVE STENOGRAPHER, the sten- of the show Dr _— «= Reynolds was y 
The counting device prevents thefts without ographic magazine, had a booth in charge of harge ; 
detection The machine has no complicated A. L. Hart, Business Manager. This magazine 5 
parts to get out of order. It rests stationary reports the booking of a large number of sub ROGERS ADDRESSER CO l Nort 
on the desk and does not need to be raised in scribers and were especially gratified that em- Desplaines street, Chicago, had n excellent di 
affixing the stamp It is a rapid, sure and ployers have seen fit to subscribe for the mag- ind well arranged exhibit of their marvelous a 
neat method of affixing stamps. The company azine, thus assisting the efficiency of the ste- new combined duplicating and addressing ma ; 
reported a successful week at the show The nographer. The progressive stenographer has hines, a detailed account of whi s given ir > 
booth was in charge of B. G. Burnett. General recently been incorporated with the magazine the October issue of OFFICE APPLIANCES 
Sales Agent and Mr. White, the invento: known as Shorthand Careful demonstrations were given of this ma E 
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WHERE THE STANDARD STAMP AFFIXER 


WAS DEMONSTRATED. 


chine and the Hand Type-setter, listing, re- 
peating and dating attachments. The crowds 
that visited the booth proved the attractive- 
ness of the exhibit. Pres. Livingston Fair- 
bank was in charge, assisted by D. Fairbank, 
R. L. Evans, C. P. Arborg, E. D. Dorsey and 
D. H. Hughes and a corp of operators. 


ROSENFIELD MFG. CO., 585 Hudson street, 
exhibited the Magic Electric Suction Cleaner. 
This is a small machine that weighs but 10 
lbs. It very effectually cleans the office and 
home, and the price is exceedingly low for the 
work that it performs. It is easily operated it 
being only necessary to connect it with the 
electric light socket and pass the cleaner over 
the floor. An outfit goes with the machine 
for cleaning walls, mouldings, pictures, etc. It 
was a center of attraction. W. W. Chase was 
in charge. 


THE RONEO CO., 371 Broadway, New York 
City, displayed the well known Roneo Copier, 
and the Roneo Automatic Screw-cutting Pen- 
cil Sharpener The Roneo Copying Paper is 
sold ready for use and the work of copying 
letters is all done by a machine, the letters 
being automatically fed, copied and delivered 
The copies are wound firmly about a reel 
from which they are removed in pad form 
Both hand and electric machines were demon- 
strated Letters copied by this method are 
dry and can be immediately filed. Another 
feature is that a number of copies can be 
made from one original L. M. Barman, Man- 
ager, was in charge. 

SYSTEM CO Chicago, the monthly maga 
zine of business systems 


SIMPLEX LETTER OPENER CO., 258 
Broadway, New York City, exhibited the Sim- 
plex Leiter Opener. This Opener is a very 
simple and mvenient little time saver fo! 
opening letters without any possibility of tear 
ing or cutting the contents This ought to ap 
peal to the busy business man 


SIMPLEX MFG. CO 90 West street, New 
York City tastefully decorated their booth 
with banners. Here were displayed their Hand 
Postage Stamp Affixer and hand and power 
driver Simplex Envelope Sealer A stroke of 
the plunger of the Stamping Machine moistens, 
registers and attaches the stamp. The stamps 
are locked in, thus preventing petty thefts. 
Stamps are furnished by the Government in 
rolis of 500 and 1,000 The Simplex Automatic 
Envelope Sealer takes envelopes of any size 


ELLIOTT FISHER BOOTH. 
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BOOTH OF POLI-KLEAN—A METAL POLISH. 


and shape up to 11 ins. long and 5 ins. wide 
sealing and registering suickly and perfectly 


SPIRO MFG. CO., 102 West 10lst_ street, 
New York City, exhibited the Spiro Automatic 
Folding Typewriter Cover. This is a most use- 
ful and convenient device for covering a type- 
writer when not in use. It is made of the 
best quality of rubber covered cloth mounted 
on a nickel plated steel frame which when 
the machine is in use can be folded back out 
of the way. It is not bulky like the steel 
covers and is entirely dust proor when closed 
The booth was in charge of F. L. Spiro. 


STANDARD STAMP AFFIXER CoO., Boston 
displayed their hand stamp affixer, 
which uses perforated postage stamps, made 
up by the government in rolls of 500 and 1,000 
which can be had at any post office Every 
stamp is registered as it is placed upon the 


envelope The principal features of the ma- 
chine are its simplicity, reliability and care 
ful construction. The machines are made of 


the best steel All parts are interchangeabl« 
The company has long been experimenting and 
now feel that they have a finished product. A 
W. Emmons and A. M. Silvey were in charg 
of the exhibit. 


STANDARD TYPEWRITER CO Groton 
N. Y., New York office 309 Broadway, exhibit 
ed the Standard Folding Typewriter, a ma 
chine in a class by itself. This handy littl 
machine weighs but 8% Ibs. in the case, yet 
has a universal keyboard and all the other 
requirements of a $10v machine The proof 
of efficiency and value of the typewriter is its 
ability to stand up under constant and hard 
usage The Standard has demonstrated its 
ability to do so, for the company had on 
exhibit in its booth the identical machine that 
was used throughout the entire Roosevelt trip 
through Africa and was still in fine condition 
The machine is sold extensively to travelers 
as it is specially for this line of work How- 
ever it will do any class of work that can be 
done on any standard machine. The exhibit 
was in charge of E. O. Eldridge, New York 
Manager 








BOOTH OF RELIABLE TIME STAMP CO. 
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THE PROGRESSIVE STENOGRAPHER’S 
BOOTH. 


THE TELEGRAPHIC MAIL CoO., 220 Broad- 
way, New York City, showed the Giara Tele- 
type This machine is a regular typewriter, 
but will also transmit to another similar type- 
writer far away, everything that is being writ- 
ten on it, or receive what the far away type- 
writer is writing. In short it is like the tele- 
phone with this exception that the conversa- 
tion is written instead of spoken, It has a 
great field in the business world today. 


THE TABULATOR CO., Steelville, Mo., ex- 
hibited the Typewriters’ Auto Tabulator, which 
is a neat celluloid scale one side of which is 
accurately spaced for computing the distance 
between typewritten type, the other side be- 
ing spaced for obtaining quick results in ver- 
tical measurements or the distance between 
typewritten lines. Briefly speaking it insures 
an easy and rapid production of immaculate 
typewritten pages by a typist of ordinary 
ibility. J. Gollsberger was in charge. 


TURNER BROS., 1022 Arch street, Philadel- 
phia, Pa., displayed their line of Adjustable 
Magazine Erasers. This handy article consists 
of a 3%-inch German silver shell containin 
a thin, flat eraser which is fed forward as i 
becomes worn. The eraser is thus sharp and 
what is more important, clean, It is indis- 
pensable for stenographers, draughtsmen, art- 
ists, office men and schools. Henry E. White, 
General Sales Manager, was in charge. 


THB UNDERWOOD TYPEWRITER CO., 
{1 Broadway, City, occupied their usual booth 
across the Fourth avenue end of the Garden. 
It was one of the great features of the 
show, surpassing any previous display. Across 
the top in the gallery was a large si bear- 
ing the famous motto ‘“‘The Machine You Will 
Eventually Buy.” Under this was an immense 
electric sign with the words ‘‘Underwood 
Typewriters.”’” In the evening, when lighted, 
it was the first object that greeted one on 
entering the Garden. On either side were 
large signs bearing the words ‘‘Computing Ma- 
chines, Billing Machines, Duplicators, Auto- 
matic Operators, Automatic Carriage Return 
and Automatic Pay Station.’’ Across the 
front were ten green and white stained glass 
pillars within which were electric lights givin 
a pleasant effect to the hall. Between eac 
pillar was a green and white pendant. The 
interior was beautifully decorated, on the wall 
being an immense picture of the factory and 
numerous diplomas. Suspended from the ceil- 
ing were a number of elegant glass chande- 
liers. Altogether the Underwood Co. is to be 
ongratulated upon their enterprise and good 
taste in arrangement. Extending around the 








UNITED STEEL CABINET BOOTH. 
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booth were the various machines. including 
the Underwood Adding Machine which has 
several distinct features. It can be used inde- 
pee or in conjunction with the machine. 

here was the automatic pay station which 
allows one to use the typewriter for a half 
hour for ten cents, The Automatic Typewriter 
operator is a marvel of mechanical operation. 

his wonderful machine will automatically 
produce typewritten letters at the rate of six 
thousand per hour, inserting new names and 
addresses and making changes in the body of 
the letter when desired. It is used in con- 
junction with the No. 4 Underwood and wil 
run hour after hour with no other attention 
than to supply paper. Anderson's Carriage 
Return is a device for returning the carriage 
from any point of the line and spacing at the 
same time, thus greatly facilitating the effici- 
ency of an operator. 

The Underwood Rotary Duplicator, which is 
so well known is a model of efficiency and 
eae, doing perfectly all classes of the 
work that can be accomplished on a duplicator. 
The Underwood Computing Machine, one of 
tneir latest acquisitions is an ingenious ma- 
chine; on it vertical and cross adding and sub 
tracting results can be shown. On account of 
its width it is used extensively by insurance 
companies and financial houses and in other 
large houses for their various lines of work. 
The exhibit was in charge of N. A. Miller, Ad- 
vertising Manager, assisted by Geo Crouch, 
Metropolitan Manager; J. F Allard of the 
Adding Typewriter; P. G. Button of the De- 
partment of Exchanges: I. S. Brown, Assist- 
ant Advertising Manager; T. A. Robinson of 
the Billing Machine Department; L. A. Rob- 
erts of the Automatic Operator; S. T. Smith, 
Jr., of the Duplicating Machines; Harry Bates 
of the Pay Stations; E. Saunders of the Com- 
putine Machines; W. Wright of the same de- 
partment; C. V. Oden of the School Depart- 
ment, and numerous other operators and dem- 
onstrators. 

H. O. BLAISDELL won the $1,000 OFFICE 
APPLIANCES International Championship 
Cup in the typewriter contest and after the 
contest Thursday it was placed on exhibit in 
the booth. 

THE UNITED STATES BOSSED STA- 
TIONDPRY CO., Hoboken, N. J., displayed an 
elegant line of stationery and embossing. 

L. a. WILLIAMSON CO., Boston, Mass., ex- 
hibited the Williamson Electric Flexilyte, a 
handy little portable electric light. It is a 
case containing 15 ft. of lamp cord and at- 
tached lug with a crank for winding the 
cord. This cord can be unwound to any length 
and held fast. The plug fits any standard 
socket. A strap is also attached to the case 
so that the light can be suspended. This 
light is most convenient for travelers or any 
one desiring a drop light and, weighing but 
1 Ib., it can easily be carried in the pocket. 
The booth was in charge of L. A. Williamson, 
president and treasurer, and Frank E. Knight, 
secretary. 

THB UNIT STEEL CABINET CO., 338 
Broadway, New York City, displayed an ex- 
ceiient line of steel unit filing cabinets. The 

eat feature of this line is that it can be 
uillt up unit by unit, and by a little rod that 
slides in on the side it can be built up in 
any desired shape, forming an arch over an 
obstacle or serving as a table or desk. Some 
of the largest companies throughout the coun- 
try are adopting this system and the company 
did a good business at the show. Geo. S. 
Weston and E. M. Landsberg were in charge 
of the booth. 

UNITED STATES TRUCK CO., Philadel- 
phia, Pa., exhibited a full line of hand trucks 
and gave demonstrations. 


UNIVERSAL BUSINESS INSTITUTE, 23rd 
street, New York City, displayed their busi- 
ness systems. 

VECHTEN-WARING CO., 92 John street, 


New York City, displayed the Fortunas Trip- 
licity Chart for telling fortunes. This chart 
with the cards will furnish delightful enter- 
tainment for social gatherings. 

WESTERN UNION TEL. CO. had a booth 
for the convenience of the public and dis- 
layed the machine used for copying the night 
etters on a tape from which the message is 
automatically sent during the night when the 
wires are less busy. 

JOHN B. WIGGINS CO., East Adams street, 
Chicago, and 350 Broadway, New York: City. 
had an attractive booth where they displayed 
their excellent line of engraved stationery 
and cards, Their exhibit attracted much at- 
tention and many of the visitors will long 
carry about with them the miniature souvenir 
card cases. 

WIZARD PATENT DEVELOPMENT CO., 
129 West 3ist street, displayed the Paradox 
Inkstand constructed on radically new prin- 
ciples. It works automatically in that no ink 
is exposed to the air and the pen cannot be 
over-ioaded. 

THE WHOLESALE TYPEWRITER CoO., 108 
Duane street, had a large exhibit of the fam- 
ous Ramer re-manufactured typewriters. Their 
large and well appointed booth was the head- 
quarters for the dealers and rebuilt trade, One 
of the principal features of the week was the 


OFFICE APPLIANCES 


guessing contest In this contest 3 new type 
writers and 3 re-manufactured machines were 
placed together in pairs and every visitor to 
the booth was allowed one guess as to which 
was a new machine. Each one placed his name 
and address on a card together with his guess 
and on Saturday night at 9 o'clock, the cards 
bearing the correct answers were placed in a 
box and the fifth one drawn was announced 
to be the winer of a Ramer re-manufactured 
machine. Evan Johnson, of OFFICE APPLI- 
ANCES; Prof. J. N. Kimball, Assistant Ed- 
itor of the Stenographic World, and H. S. Mc- 
Cormack of the International Office Equipment 
Bourse, acted as judges. The fact that out 
of 4,458 guesses only 2,202 guessed correctly 


the new machine shows how closely Ramer re- 








RAPID ADDRESSING MACHINE CO.’S 
BOOTH. 


manufactured typewriters resemble the new 
product. Agnes Dobbs of Jersey City was the 
lucky winner. W. W. Ramer, with a corps of 
assistants looked after the booth and with W 
S. Filstead of Ames & Filstead, was much in 
evidence to everybody's pleasure. 

THE WRITERPRESS COMPANY exhibited 
the well-known Writerpress in its different 
models, adapted to a wide range of require- 
ments, and sizes, permitting the printing of 
anything from postage stamp size up to 24x30 
inches. ° 

The machine attracting the most attention, 
and their latest development, is the Model B 
with attachments by which a complete type- 
written letter with date, name and address, 
body of the letter, with signature in a differ- 
ent color—is produced at one single operation 
of the device. This is accomplished by means 
of the addressing attachment, at the rate of 
500 letters per hour, the addressing attachment 
typewriting by means of individual type held 
in the plate or holder. On this address holder 
is attached the typewritten name and address, 
which when filed in the cabinet becomes a 
ecard ,index. The signature, produced in a 
different color from the body of the letter and 
from a wood cut or engraving, looks remark- 
ably like a personally signed letter 





CAPT. MOSE UNDERWOOD AND HIS REGU- 
LAR STAFF OF UNIFORMED PORTERS, 
WHO WERE ON DUTY AT THE 
UNDERWOOD EXHIBIT. 


The address plates are also used for address- 
ing envelopes, postal cards, mailing wrappers, 
index filing cards, shipping tags, monthly state- 


ments, etc. The further advantage of this 
method seems to be that as the name and 
addresses are produced at the same time as 
the body of the letter, with the same large 


typewriter ribbon, there can be no difference 
in appearance between the name and address 
and body of the letter 

The power driven Writerpress, with semi- 
automatic feed, running at the speeds of 2,000, 
3,000 and 4,000 per hour, for producing mechan- 
ically typewritten form letters, was also shown 

The Writerpress equipped with the direct- 
inking carriage and using printers’ type turns 


out menus at a rapid rate jua 
the work is good. 

\ demonstrator of the Writer] illed a 
tention to its extreme simpli f « 
struction and operation. 

THE AMERICAN MULTIGRAPH SALES 


CO Cleveland, Ohio, had an ex 
that worked like a magnet 


nt display 
ittracting 


crowds. Here were exhibited Multigrap! 
the cniversal Folding Machine nd the Como 
type Horizontal type setting machins Witl 
this machine the type can be transferred t 
the Multigraph Auxiliary Printer and from 
this flat bed printing can be done Aiso fron 
this plate the printer can make up an electro 


type. The Multigraph Automatic | 
chine with regular printer's ink 
for all kinds of commercial work w 


practical demonstration showing that 
an be done 


all kinds of printing as well as it 

on a printing press. The Gammet 
which will print booklets and folde: 
displayed. They gave practical 


of the Universal Foiding Machine 
fold paper 127 different ways at 
7,000 to 8,000 per hour. The Multig: 


bines the features of a multiple type 


1 rotary printing press turning out 
to 6,000 typewritten form letters per 
large corps of attendants were kept 
busy The booth was in chargé f 


dler, Manager, and L. W. Jared, Gen 


Manager. 


THE ADDRESSING MACHINE CO 
N 


Y displayed their Tag Add 
chine which prints addresses and 
tags per minute all in one operation 
chine has three important features 
curacy and simplicity. Designed t 
demands of manufacturers, jobbers 
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yunts 100 

The ma 
speed, re 

meet the 
and ship 


pers, it does away with the annoyances of hand 


written tags, besides saving mu 
time. The automatic is a strong 
is a check on the shipments. W 
and W. A. Kirkland were in charg: 
hibit. 


H. W. ANDREWS, 258 Broadway 
City, displayed a fine line of steel 
desks tables, document files and let 

THE AUTOMATIC COIN 
54 Nassau street, New York City 


the Batdorf Coin Wrapping Machine 
ful machine that automatically ( 
wraps pennies, nickels, 
halves in packages of 20, 25, 40 or 
sired. 
coins a minute, the packages bei 
at the end like a shot gun she! 
chines are only leased. 

THE ADDRESSOGRAPH CO 
and Peoria streets, Chicago, had a 
nicely arranged booth in the 
garden 
was the separable line plate 
ble to take out the top line without 
the remainder of the plate 
tion, and one that is making a 
among gas companies in particula 
three-piece plate. In this plate the 
dress and meter number are all 
plates, making it possible 
of them without interfering wit! 
others Oftentimes a consumer 


times during the year and if it we 


this three-piece plate it would be 
to make out an entirely new plat« 


Graphotype and regular Card Index 


were also displayed and always 
large crowd. They also exhibited 
stands which make it possible to « 
the machine to any part of the 
exhibit was in charge of J. T. Wi! 
sisted by C. J. Welford, E. C 
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ehead, is 


Hawkinson, § 


N. Loviace, L. S. Fisher, Fred E. Hazzard, ¢ 
H. Whiting and Kenneth MacGregor 

E. H. BEECH, Detroit, Micl publisher 
Beech’s Monthly Magazine, the popular littl 
magazine of business, exhibited Interna 
tional Encyclopedia, a reference \ ime for 
business man covering the field iccount 
ing. bookkeeping, and in fact a of offic 
business H. A. Ferguson was n charge 
Thousands of copies of the magazilr were dis 
tributed and a phenomenal amount f sul 
scriptions were taken. 

BENNETT TYPEWRITER CO 66 Broa 
way, New York City, displayed the portab 
typewriter. Although a small mac! itis n 
toy as was ably demonstrated by A Gordor 
who had charge of the boot! r tle ma 
‘-hine is made of steel and is durable 
ind efficient. The type bars and escapeme! 
are even heavier than on the indard mi 
cuines When in the case it « e roug 
handled and thrown about making pract 
cable for traveling men It is a pe whee 
machine that prints throug 11 Anothe 
favorable feature is that tl ! cop 
can be taken. 

BUSINESS MEN’S PUBLISHING CO I 
Detroit, Mich., publishers of Bus : und t 
Bookkeeper, the magazine of offi systen 
had their excellent magazin¢ n exhibitior 

BATES MFG. CO., Orange N. J displaye 
the Bates Automatic Numbering Machine 
Their latest feature is a mechanical wond 
The machine has seven distinct vement 
Their machines heretofore have inu 





iy 


ies 





tured with three movements, consecutive, dup- 
licate and repeat, the new one combines with 


these, triplicate, quadruplicate, sex duplicate 
and twelve times The exhibitor in charge 
was F. A. Burnham. 


BUSINESS DEVICES, the publication indis- 
pensable to the up-to-date business man, 23 
Park Row, New York City, was in charge of 
Frank Rutherford, the publisher. This excellent 
little monthly magazine is a most reliable clas- 
sified index to all manufacturers in the Office 
Appliance field, and also gives an unprejudiced 
report on all the latest mechanical business 
devices. The book is small and fits nicely in 
the pocket or pigeonhole of the desk. 

BAL KOS MFG. CO., 211 E. Madison street, 
Chicago, displayed Dann’s Wall Bracket Book 
Holder finished in oxidized copper, also a line 
of ink-wells and sanitary moisteners. Harry 
W. Campbell was in charge. 

WALTER F. BARNES, 372 Broadway, New 
York City, had an immense space at the en- 
trance of the Garden devoted to the display 
of his excellent line of desks, chairs, tables, 
partitions and all kinds of office furniture. The 
booth had the appearance of an office and at- 
tracted much favorable comment. 

Cc. & R. SALES Co., 905 Union Bldg., New- 
ark, N. J., exhibited the C. & R. Stamp Af- 
fixing Machine which takes postage stamps 
put out by the government in rolls of 500 and 
1,000 and places them on the envelopes accur- 
ately, neatly and rapidly. This does away 
with the annoyance of licking the stamp or 
using a sponge cup. The stamps are securely 
locked in and can not be extracted without 
being moistened which renders them unsal- 
able, thus saving many dollars both in stamps 
and time in this day when time is money. j 
BE. Davenport was in charge. 

W. H. CHAMBERLAIN CO., 150 Nassau 
street, New York City, displayed their line of 
Fire Proof Steel Cabinet Safes. The features of 
these safes are the advantage of readjustment of 
the interior to meet future requirements with- 
out extra cost, and the fact that they hold 
much more than the ordinary safe of the same 
weight. They can also be provided with lock 
compartments of any size. 

CHICHESTER BROS. CHAIR CO., Pough- 
keepsie, N. Y., exhibited a fine line of type- 
writer chairs in several different finishes. 

COLUMBIA PHONOGRAPH CoO., 154 Nassau 
street, New York City, exhibited the Dicto- 
phone. This machine is so delicate that a 
whispered dictation can be distinctly repro- 
duced. The booth was in charge of T. Je 
Miller, assisted by O. Brushaber, E. 8S. Bruce 
and C. Marchalk. 

COMMERCIAL SUPPLY CO., 32 Broadway, 
New York City, exhibited the Bump Perfect- 
ed Paper Fastener. This fastener eliminated 
pins, clips and other paper fasteners, by mak- 
ing a perfect fastening with the paper itself, 
without injuring the sheet. 

THE DALTON ADDING MACHINE, Poplar 
Bluffs, Mo., displayed their Adding Machine, 


OFFICE APPLIANCES 


which was one of the wonders of the show 
It is a marvelous adding, listing and calcu- 
lating Machine, simple -in construction and 


operation, yet combining all the features of an 
adding machine The following are some of its 
principal advantages light touch, visible 
writing; it adds, subtracts, multiplies, figures 
interest, makes out monthly statements, pro- 
ducing the month, date and amount in one 
operation, prints and adds two columns at 
once when desired. Makes out pay rolls giving 
the operator’s number and amount, verifies in- 
voices and gives visible proof; in fact, the cal- 
culations obtainable are almost beyond belief 





UNIVERSAL ADVERTISING BUREAU EQUIP- 
MENT. 


until one has been convinced by a demonstra- 
tion bv one of their corps of demonstrators. 
The exhibit continually attracted large and 
interested crowds, especially when Miss Mary 
Dai.on, Mr. Dalton’s little 8-year-old daughter, 
added correctly and rapidly large sums on the 


45 


machine, writing the touch method without 
looking at the keyboard. There are but ten 
keys to the Dalton and the numbers are writ- 
ten un consecutive order without regard to 
units. The exhibit was in charge of J. 
Dalton, assisted by W. J. Currie, Arthur W. 
Sussmaam, Huntington Smith and Paul Bul- 
ock. 


THADDEUS DAVIDS INK CoO., 95 Van Dam 
street, New York City, had an excellent dis- 
play of their inks and adhesives. Their beau- 
tiful mahogany cabinet made for the Centen- 
nial of 1776 at Philadelphia, was one of the 
features of the show, and held samples of 
their entire line, Among their products dis- 
played was their electri chemical blue black 
flua a combined writing and copying ink 
designed for general office work, where two 
or three press copies are requir the non- 
copying carmine ink, a bright r ink most 
suitable for ruling and a favorite with book- 
keepers, their lettering show card ink for card 
marking and advertisi signs, and last but 
not least their perfumed silk filtered Fountain 
Pen Ink, put up in all sizes and colors. They 
also displayed their complete line of mucilage 
and white paste, put up in neat and convenient 
jars, and a large show case filled with jars of 
Davids’ sealing wax of every size and color. 
Davids’ black marking ink for marking cases, 
etc., was displayed in different sized bottles. 
The popularity of their products and also of 
the representatives themselves was assured ~ 4 
the crowds that continually thron their 

Hundreds of bottles were ven out 
over the counter to the visitors, many of 
whom will doubtless now be permanent users 
of Davids’ writing fluids. The display was in 
charge of President J. W. R. Merckle, Sales 

liamson, S. T. Buckham and 
lliamson. 


THD FELIX F. DAUS DUPLICATOR. bs 
lll John street, New York City, displayed the 
Daus “‘Tip-Top”’ Duplicator, which reproduces 
handwriting so well that copies in black ink 
on this apparatus are often taken for hand 
wri.cten letters. Where only from 59 to 150 
copies are required, it is very inexpensive and 
oe CoS The exhibit was in charge 
o r. aus. 


UNIVERSAL ADVERTISING BUREAU of 
Waterbury, Conn., had a number of their equ 
ments in Madison Square Garden during e 
business show. The cut shows one of these 
burenan which were so useful to visitors at the 
snow. 

Though primarily designed to | within a 
compass of 20 square inches public utilities here- 
tofore scattered, namely telephone pay s 
city directories and business directories, the 
Business Show series had a plan of the main 
amphitheater showing exhibit spaces, er 
with a printed key giving the names the 
firms exhibiting. By using this space d 
as a key and marking the exhibit space desired 
on the miniature plan furnished bureaus, 
visitors could immediately locate any booth de- 
sired. 


booth. 





SOME OF THE 


VISITORS AT THE BUSINESS SHOW 





P. M. Duggan of the Duggan-Rider Company, 
Erie, Pa., spent a day at the show. His firm 
manufactures a number of stationers’ special- 
ties, as well as conducts an up to date office ap- 
pliance store in Erie 4 

* 


P. J. F. Baker, Canadian sales manager of 
the American Multigraph Sales Company, To- 
ronto, took in the show and entertained his 
friends with glowing accounts of the opportuni- 
ties in Canada for real live office appliances. 
Baker knows where to go for the business and 
how to get it when he gets there. 

* a * 

Edgar H. Peacock of Melbourne, Australia, 
picked up some ideas he will probably use profit- 
ably when he returns from his trip to this 
country in search of new office equipment and 
systems to sell 

= * > 

J. W. Robson, Montreal sales manager, and T. 
Parkes Orr and F. Poupart of the Montreal 
staff of the Underwood Typewriter Company 
looked in at the show and were present at the 
banquet to Manager Mory Friday night. 

7 7 * 

B. D. Straight of the Multi-Post Company, 
Rochester, looked the show over. His friends 
thought he went around with a “wish we were 
exhibiting here’’ look and ventured the opinion 
that the next New York show will find the 
Multi-Post occupying a prominent place. 

. - > 

G. A. Cadwell, the wide awake commercial 
stationer of New Britain, Conn., who has the 
reputation of selling more Dixon lead pencils 
than any other two dealers in New England, 
spent considerable time at the show. He is one 
of the regular visitors to the show and finds it 
worth his while to spend the time and money 
necessary to inspect the exhibits. 

Morgan E. Ballou, the well known typewriter 
man, was probably the only one of his craft who 
paid admission to the show. He blew in at a 


time when all his friends seemed to be in the 
Garden and he found it necessary to ‘“‘come 
across’’ to get in and see them. 

+ > * 


T. L. Griffin, of T. L. Griffin & Co., Troy, N. 
Y., was among the out of town dealers who 
dropped in to see what was doing at the show. 

- a * 


Robert C. Macke, New York manager of the 
Samuel C. Tatum Company, took advantage of 
show week and saw that his out of town cus- 
tomers found all they were looking for at the 
show. What Macke let get away from him was 
hardly worth mentioning. He was ‘‘on the job” 
every day. 

> * > 

John J, McDonald, of the Plimpton Mfg. Co.. 
Hartford, was at the show to see what he could 
find to add to their already up to date line of 
office equipment. 

* * > 

A. B. Arleigh, president of A. B. Arleigh & 
Co., Ltd., Honolulu, Hawaii, was one of the vis- 
itors from afar who inspected the exhibits. 


John R. Rembert, New Haven, and A. Pom- 
erantz, Philadelphia, were among the out of 
town dealers seen at the Garden. 

> * * 


Wm. B. Flesh, of Havana, Cuba, one of the 
live men who handles Thaddeus Davids Com- 
pany’s lines, was a visitor at the show. 

> * 7 


J. B. Mudge, Chicago, dropped in at the Gar- 
den and in addition to looking the show over 
found time to tell about the great business they 
are doing in Harris two-color press work. 

Hans Pollach of Berlin, Germany, was the 
busy man in the Garden. Mr. Pollach made a 
critical examination of every new machine that 
was shown and expects to close contracts with 
some of the manufacturers. 


Edward L, Hettinger, Reading, Pennsylvania, 
gained a fund of information for the benefit of 


his company, the G. M. Britton Co., Reading, 


Pennsylvania. 
* * « 


H. H. Hester, of the Bell Book and Stationery 
Company, Richmond, Virginia, was an interest- 


ed visitor. 
ae << 


Henry Goldman, of Berlin, Germany, corre- 
spondent for Office Appliances, demonstrated 
his remarkable little calculating machine. 


Erik Zadig of Malmo, Sweden, brother of our 
old friend, A. L. Zadig, found much to interest 
him in the exhibits. | 


Fred 8S. Lincoln, President, and Mr. Ballard, 
Secretary of Fred SS. Lincoln, Incorporated, 
Washington, D. C., found much to attract their 


attention, 
a <8 


John E. Richardson, Washington, sent by the 
United States Geologieal Survey, spent several 
days at the show. 

E. D. Hathaway, Washington agent for the 
Dalton and the Kalamazoo se f Binder. 
received the glad hand all around. 


Henry H. Scheier of Zurich, Switzerland, 
closed some good contracts. 


I. O. Upham, of Isaac Upham of San Fran- 
cisco, was a welcome visitor. 


W. IL. Holden, of S. Pierson & Son, London, 
found some money-makers among the new ma- 
chines. 


*’ 


* *¢ *# 

President Ely, General Manager, of Rankin, 
and General Sales Manager Compe, of the Noise- 
less, mingled with the crowds ursday night. 

Paul Neissen of Glogowski & Co., Berlin, in 
search of good things for sale in Germany, ex- 
amined the exhibits. 
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THE LONDON BUSINESS SHOW 





Exclusive Correspondence of Office Appliances. 





London, October 22, 1910 

The Fourth Annual Business Show in 
London opened October 13 and re 
mained open until to-day, October 22. It 
was in 1907 that the venture was first made 
in London of collecting together manufac 
turers of office equipment, experts in office 
organization, and inventors of labor-saving 


on 


appliances, in order that the various business 
recent 


aids which have been evolved in 


years might be attractively put before the 
Largely as the result of 


general public. 
increased competition, and largely 


by rea- 


The exhibition differed little from those 
which had been previously held. There 
were the same clever devices calculated to 
make for ease and speed in working, and 
the same inventions making for economy. 
There was one entirely new feature of 
the exhibition, and that the 
attention paid to advertising exhibits and 


was increased 


A conference of the lead- 
the 


kindred matters. 


ing advertisers of country—some 


joining the exhibition, which discussed all- 
important matters dealing with the practice 


was the outcome of 


of advertising. It 





son of the formidable invasion of foreign 
methods a fairly 
general desire 
manifested itself 
for increased eff- 
ciency, not only in 
office management 


but in every grade 
of business life. 

In America busi- 
methods had 
been raised almost 
to a science, and 
English dealers 
readily recognized 
that if they were 
to hold their own 
they must devote 
themselves to as- 
similating the va- 
rious ideas and in- 
put be- 

Their 


consefrva- 


ness 


novations 
fore them 
inherent 
tism rebelled some- 
what against this, 
but the state of af- 
fairs once realized, 
there was nothing 
left but to fall into 
line with others. It 
is to this that the 
greater attention 


300 


in number—was held in the Pillar Hall, ad- 





ally add up the totals. One of the newest forms 
now publicly shown here for the first time 
and known as the Double Sterling Semi-Auto 
matic Duplex, prints and adds four separate 
columns representing sums of money in on¢ 
operation, and another, also a new type, lists 
items in tons, hundredweights, quarters and 
pounds, and gives both the total number of 
items and the total weight. 

Still another machine is really three ma 
chines in one; the whole keyboard can either 
be used as an adding machine for large sums 
in sterling, or the two left-hand olumns can 
be used to print the number of items whil 
the remaining keys print in sterling, both the 
items and the amounts being added,, or the 
adding arrangement can be put out of gear fo! 

the items, and the 
amounts in sterling 
only added 

The Brunsviga 
calcula machine 
is intended to mul 
tiply and divide as 
well is idd and 
subtract It is of 
the non-printing 
type In principle 
it operates on the 
lines of an engine 
counter! the num 
ber of teeth in the 
counting wheels 
being varied by 
means of a_ series 
of small levers pro 
jecting from the top 
of the machine 
Multiplication is 
carried mut on the 
principle of me 
chani addition 

THE COMPTOM 
ETER onstructed 
by the Felt C Tar 
rant Manufacturing 
Compan is adapt 
ed for multiplica 
tion and division. It 
is ur indicating 
machir only. Mul 
tiplication, as in all 
machines of this 
type irried out 
by a pr ss of me 
chanical addition 


but the machine has 


now paid to scien- no multiplying han 
cn F VIEW OF LONDON BUSINESS SHOW AT OLYMPIA. : a . 
tific methods in an dl responding 
’ & At this show the English section of the International Typewriting Contest was held under to that on the 
——e SOM, the management of Bernard de Bear, with the same copy and under the same rules as the con- Brunsviga, and 
and it is for this test at the American Business Show, Blaisdell winning the International Trophy. multiplication is 
reason that every carried out by a 
labor-saving device now commands a ready’ widely expressed desire among commercial system of repeated addition operated from the 
market in this country. men to meet and discuss matters of com- F®*S 
A business exhibition followed as a nat- mon interest in relation to the present con- rHE BRITISH CALA t LATOR is a simpk 
al lary 4 hod of tl } 7 } , eieki aie “or i i and cheap adding machine, consisting merely 
ural corrolary on a method of thought such aitions under whicn advertising 1s conduct of a series of three or four count and carry- 


as this, and the measure of success with 
which these exhibitions have been attended 
is the greatest justification for their estab 
lishment. To all engaged in business the 
exhibition could not fail to be attractive 
and instructive. For one of the first essen- 
tials for a business 
aptitude to keep abreast of all modern im- 
provements, and at Olympia he is 


the opportunity of doing this once a year 


successful man is an 


given 


ed, and to formulate definite opinions upon 
The chair- 
Barratt, of 
the 


various aspects of the subject 
man of the conference was T. J 
Messrs. A. & F. Pears, most of 
large advertising firms in the country were 


and 


represented 

THE BURROUGHS MACHINE 
(LIMITED) exhibited a out of their 
86 different types and sizes of adding machines 
which not only print items of figures at the 
of thousands an hour, but automatic- 


ADDING 


selection 


rate also 


on dials, which are moved by a bone 


stylus or 


pencil point by the operator. A simple machine 
of the key type, named in the Adder.”” was 
shown It has ten keys and a three-figure total 
scale 

THE ELLIOTT FISHER COMPANY had a 
handsome stall arranged as a fu equipped 
office, nine machines being dotted about upon 
the red carpet. One of the principal features 
of their exhibit was a demonstration of ledger 
posting by machine given twice daily This 
demonstration showed how by the I tt Fisher 
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bookkeeping statement writing as a 
separate operation is eliminated, the work on 
the ledger being reduced by one-half and proof 
of posting automatically provided daily. The 
adding machine which can handle as 
operation provoked 


method 


invoicing 


many as forms at one 
special attention 4 

Very attractive and effective were the piles 
of booklets and advertising matter arranged 
about the exhibit for their distribution. One 
booklet attractively bound in brown and en 
titled “Solved"’ was the story how the Chiswick 
Soap Compal Elliott Fisher 
billing machine into its business and so solved 
of handling their orders in such a 


introduced the 


the problen 


manner as to obtain the maximum efficiency at 
the minimum of expense in their order and 
cashier’s department The story was told in 


the most attractive manner and illustrated with 
a picture of the machine and a view of one of 
s with four Elliott Fishers in 


the Chiswick offic 
operation 
THE 


the stand oc 


{\DDRESSOGRAPH COMPANY.—On 
pied by this company one saw the 


latest models this machine, in which the ad- 
dresses are embossed on metal plates. These 
plates’ are stored in drawers, in exactly the 
same way is the cards of a card index, and 
when they are required for printing they are 
placed in the magazine of the printing machine 
which, after using then returns them to the 


drawer in their original order The embossing 
is done by means of a motor-driven Graphotype 
A single operator in a day of eight hours can 
emboss 500 or 600 plates with addresses of three, 
four, or five lines. These plates lend themselves 
to storage within a small compass, and over 
3000 of them can be kept in 18 drawers con- 
tained in a cabinet measuring 30 inches by 12 
inches 

OTHER ADDRESSING MACHINES.—Ad 
dressing machines were also exhibited by the 
Hayward Company and by Mackenzie Schiff 
These machines in their general lines somewhat 
resemble the Addressograph; but the Hay- 
ward machine prints from wax-paper stencils 
and the Mackenzie Schiff from a fibrous-pape! 
ecard. which is lettered in an ordinary type 
writer, it being stated that the brushing of the 
paper so received is sufficient to allow of its 
being used as a stencil, and that at the same 
time there is no likelihood of it being cut right 
through. The output of the latter is 10,000 


addressed wrappers or envelopes per hour. 


THE UNDERWOOD TYPEWRITER COM 
PANY \ big typewriter display was made by 
the Underwood The stand had a very hand- 
some appearance with its white and gold col- 
umns and tiled floor New models were shown 


TABULATION 


No 1, Curtis 

No. 2 ilnot 

No. 3 irrell 

No 4 riarvey 

No. 5, Rishworth 

No. 6, Stocker 

No 7. Sylvester 

No. 8, Ward 

No. 9, Woodward 

No. 10, Woodward 

No. 11, Waymark 

ee Ee. PE OERWON f.bscns cee everdas 
Ee SGOEEE phases 4.0 vs da eaeasesemaiees 
Se DR, SONNE set accnsaedheemeann 
No. 15, Paul 
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with special attachments provided for every 


requirement in ordinary correspondence, count 
ing-house work, invoicing, railway and insur 
ance work. The Underwood invoicing machin¢ 
was shown together with the condensed billing 


achines 
Unde! 
wood Automatic operator to watch it writing 

ular letters, filled in with the name and ad 
Emil Trefz 


ger was busy most of the time demonstrating 


multiple unit and the strip invoice n 
Interested crowds gathered round the 


dress without any human contact 


to interested audiences the extraordinary speed 


which he obtains on an Underwood 


Only a few other typewriters were show! 
r Armstrong was a cheap machine at $49 
It was claimed that the explanation of this low 
price was to be found in the machine’s sin 
plicity by 
eliminated 
THE BLICKENSDERFER COMPANY showed 

1 full range of their machines and introduced 
“new No. 6 aluminum ‘‘F* 
This machine weighs just unde! 


virtue of which some 1,200 parts ws 


atherweight Se 


pounds complete, takes foolscap paper, has a c: 
yacity of over 100 words a minute, and can be 
packed up so closely in:a special case as 
carried in an ordinary overcoat pocket This 


ompany’s new facsimile letter reproducing ma 
ne—the “Printer Blick’’—was also 
The Salter showed its No. 9 and 10 models 
British made Amongst the new features wer 
a new fast escapement which it is claimed ren 
ders it impossible for the quickest operator to 


snown 


Interesting also were new 
white porcelain wit! 
Another! 
Portable 


pile up characters. 
key tops moulded in fine 
the characters burned right through 
firm showed the dainty new Bijou 
Folding Typewriter. 

GRADY REBUILTS.—The only rebuilt exhibit 
was the Grady, which made a fine show and 
seemed to be very busy. Here were also shown 
typewriters of leading makes rebuilt by the 
Gradyized together with typewrite1 
supplies and general labor-saving devices. Thess 
included a shock absorber for typewriters and 

new attachment for automatically feeding en- 

elopes On the same stand were shown some 
good lines of typewriter desks and furniture 

GOOD PHONOGRAPH EXHIBITS Both the 
Dictaphone and the Edison Phonograph had spe- 
cially good exhibits, and to a vast number of 
business men seemed to be still novelties. Cash 
sales were being effected at both stands. One 
of the features of the exhibition has been the 
prize competition promoted by the Dictaphon¢ 
Company. The prizes were for the most skill 
ful and speedy operators with this time-saving 


nvention, which has entirely eliminated short- 


process, 


hand in numerous officés where it has been 
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adopted. Some twenty young ladies entered, 
and the high degree of proficiency attained may 
be estimated from the fact that several of them 
filled two complete Dictaphone cylinders in less 
than half an hour, each cylinder containing 
some 1,500 words. 


THE ROCKWELL WABASH COMPANY 
showed a magnificent selection of their well- 
known labor-saving schemes. As special lines 
they showed an envelope sealer, a stencil cut- 
ter, a time stamp, and a copy holder. 


DUPLICATORS SHOWN.—The well-known 
multiple typewriter firms were not in evidence 
this year, but two lesser known machines made 

fairly good show—the Printograph and the 
Polygraph, Loose leaf ledgers were in fair evi- 
dence although again here certain well-known 
firms have ceased to exhibit. Notable amongst 
he absentees was the Kalamazoo, which is do- 

£ a big business in this country, It has just 
placed with one firm 250 of its ledgers. The 
Kalamazoo made a good show at Brussels. 


The Contests. 


[he various competitions were well at- 
It is of course old news now to 
epeat that the championship typewriting 
test was won by Trefzger. Hampered 
throughout the contest by a badly cut fin- 
ger he still won a splendid victory. He 
operated the Underwood. Robert S. Curtis 
on a Barlock came second and did thor- 
oughly good work. Miss Farrell had a 
Smith Premier and went a long way to- 
wards repeating the honor won by Miss 
Smallhorn. After allowing for all penalties 
lrefzger typed in fifteen minutes from 
lithograph manuscript a net of 989 words, 
in 20 minutes from print 1,579 words, and in 
the same time from dictation, 1,646 words. 
Curtis’ net figures were 1,037, 1,529 and 
1,446; and Miss Farrell’s, 726, 1,146 and 
1,360. 


t¢ nded. 


Reuben James Garwood annexed the first 
prize in the Championship Shorthand con- 
test with Sidney Godfrey and James Mac- 
donald to follow. The Barlock company, 
which is not exhibiting at the exhibition, 
did very well in the team typewriting cham- 
pionship contests. Of the five prizes four 
went to them and one to the Underwood. 


OF RESULTS OF LONDON TYPEWRITER CONTEST. 


Type Errors 
2,774 50 
2,299 96 
2,475 74 
2,196 61 
2,404 93 
1,919 79 
2,324 6 
2,162 7\ 
2,304 15¢ 
4,672 380 
5,176 20 
Withdraw 
586 488 
482 51 


Withdrawn 














Sailing 


ee oy 





e 


Penalties. Result. 
250 2,523 
480 1,819 
370 2,105 
305 1,891 
465 1,939 
395 1,524 
300 2,024 
350 1,812 


780 1,524 
1,900 2,772 
1,035 4,151 


440 146 
255 227 
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ALL FORMER TYPEWRITER RECORDS BROKEN 





EVER before was such intense in 
terest shown in the_ typewriter 
speed contests as was evinced his 
year both among the contestants and the 


general public. As usual the contests were 
held in the concert hall at Madison Square 
Garden on Tuesday evening, October 25th, 
Thursday, October 27th, under the 
management of Office Appliances and in 
charge of Prof. J. N. Kimball of the Kim- 
ball Shorthand School, 1358 Broadway, New 
York, Associate Editor of the Phonograph- 
ic World and shorthand and typewriter 
expert. A framework erected on the 
platform in the concert hall and drop lights 


and 


was 





CHAS. H. GORSLINE, JUDGE. 


were hung to suit the convenience of the 


operators. 
At eight o’clock on Tuesday evening the 
contestants and an eager crowd appeared in 


the hall. The novice or student contest 
for operators who had never used a type- 
writer previous to September, 1909, was 


the first number on the program. Six con- 
testants responded to Prof. Kimball’s call. 
This contest lasted for fifteen minutes. The 
matter for the contest was taken 
from the December issue of Progress Mag- 
Miss Margaret 


novice 


azine entitled “Friendship.” 
B. Owen won the first prize, a silver medal, 
with an average of 83 words per minute as 


against 72 words, the former record. Miss 


Bessie Friedman won the bronze medal 
There were also two English entries in this 
contest; the same copy having been for 


\ list of the 


contest ap 


warded to them in England 


entries and the results of the 


pear on this page 


While the judges were examining the 
work of the novice contest Prof. Kimball 
called for the entrants to'the amateur con 


test, which includes all operators who have 
first honors in an amateur con 
never participated in a pro 
contest. Twenty-four contestants 
responded to the This 
of thirty minutes and the mat 
a lecture by J. G. Hol 


never won 
test or have 
fessional 
was 


call. contest 


for a period 


ter was taken from 





Novice (One Year) Championship of the World—Oct. 25, 1910. 

Mach Name C’y Total Errors Penalty N P M 
Und Margaret B. Owen , A 136 24 120 l 
Und Bessie Friedman \ 1327 ‘ 115 2 S 
S.P Florence Eckhoff A 1121 35 175 6 

tem Parker ¢ Woodson A 1151 57 285 8é S 
Und May E. Tanham . A 35 93 465 i 

? Miss E. T. Fisher ‘ FE’ ; 15 

? Mrs. V. A. Collis  E ‘ 10 
Und Edna Wassweiler soe & 438 105 525 87 mil 
land delivered in 1892. There were also it was received with deafening applause 
nine English entries in this contest, and Miss Ethel E. Eccles won the silver medal 
while we regret that none of our friends with an average of 87 words and Gus R 
from across the water succeeded in win- Trefzger won the bronze medal with S86 


ning a prize, yet it will undoubtedly stimu- 
late their efforts for the future. While the 





PROF. J. N. KIMBALL. 


papers for this contest were being exam- 


announced and was received with 


ice was 

great applause. When it was made known 
that J. L. Hoyt had won the gold medal 
with an average speed per minute of 94 


words as against the old record of 85 words, 


Amateur Championship of t 


Mach. Name. Cy 
Und Th SE Aah ceeds eebesen A 
Und. Ethel E. Eccles... A 
Und. "OS! SO eae A 
S.P Allena Kanka .......... A 
Rem Ernest G. Wiese....... A 
Rem Harold H. Smith. A 
Und. Lottie E. Betts..... eS 
B.L. Robert G. Curtis..... E 
Rem Arthur L. Robinson A 
S.P Alice Maude Owen A 
Und Isabel Schaefer A 
Und Philip J. Cowan. Cc 
S.P. Leslie H. Wilson A 
S.P. Erma Kier .... A 
Rem Augusta Wolf \ 
S.P Maud Linker A 
S.P Miss R. A. Farrell E 
Mon. L. H. Colsten. \ 
Und. A. J. Sylveste1 E 
Und. Miss B. A. Rishwortl E 
Und Miss O. M. Harvey E 
Mon Florence La \ 
Und Miss L. Dilnot E 
Und Miss C. E. Ward » 
Rem Parker C. Woodsor N 
Rem Charlotte Spero \ 
tem Emil J. Schoctl A 
S.P Calixta M. Dupont A 
S.P. Edith Hanford . A 
Rem George M tothaug \ 
Und Miss M. F. Stocker E 

? Millicent Woodward ; EB 
Rem Edna M. Austin A 


We take pleasure an 
Lottie E. Betts 
record of 85 


words to his credit. 
nouncing here that 
of Canada made a wonderful 
words per minute and eight errors. 


Miss 





R. A. KELLS, JUDGE. 


it was evel 


out ofr 


This was the best contest th 
held in that 13 of the 
33 broke the former record 
show that the efficiency is becoming greater 


contestants 
This goes to 


as the copy used was practically the same 
as used in former years. Prof. Kimball 
prophesies that next year the record will 


run over 100 words per minute for the half 





hour contest. The following is a list of 
the contestants and their records: 

he World— Oct. 25, 1910. 

Total Errors. Penalty Net Per M 
2955 26 130 282 94 
2864 50 250 2614 87 
2784 42 210 2574 86 
2124 32 160 2564 R5u% 
2806 50 250 2556 R5 a 
2669 24 120 2549 85 
254 MS 10 > RS 

S4 
2669 51 255 2414 8014 
248 20 100 238 79% 
699 72 2339 
85 106 939 77% 
684 76 2304 17 
189 47 2204 7 
af 9S é iZ 
+f 66 21 71 
1 150 2 70 
6&8 
6 
63 
132 &é \ 611 
61 
HU 
S 75 7 8 60 
64 320 ] 4 58 
) 6 280 2 58 
153 765 6 55 
} 93 465 ) 55 
- 124 620 161 52 
51 
51 
169 102 51¢ 145 49 
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(Miss) Ruth Roberts, 902 Putnam Ave., 
Jos. F. Heeg, 8 Butler St., Metropolitan, 
A. W. Browning, 42 W. 76th St., New 


Robert Kunz, 154 Nassau St., New York, 


The professional contest held on Thurs R. A. Kells, Kells’ School 
day evening, October 27th, for the $1,000 F. P. Pratt, Pratt’s School Brooklyn, N. Y. 
silver cup presented by Office Appliances Following are the names of the checkers 
to the international champion typist of the ho helped to handle the contest: L. dis See 
world attracted keen interest and was Wm. C. McGregor, 636 Columbus Ave., 
looked forward to with great expectation New York City. York City. 
and at eight o’clock, the time announced J. McInery, 1404 Trinity Bldg., New York 
for the opening of the event, the concert City care Public Service Com. 


hall was crowded. The usual 
preliminary contest was done 
away with this year. There 
were five entries for this 
event, but Miss Rose Fritz, 
for three years holder of the 
cup and champion of the 
world, was retired as unbeat- 
She had de- 
cided upon this step some 
time ago, but had withheld 
the announcement knowing 
that the fact that she was to 


be a contestant would stimu- 


en champion. 


late the others to greater 
achievements. Although urged 


by the Underwood company, 


whose machine she _ uses, 
Miss Fritz adhered to her 
decision, much to the regret 


of her friends. [The matter 


for the professional contests 
was a story entitled, “Some 
Facts and a Few Fancies,” a 


page of which is reproduced 
on the opposite page, written 
especially for the occasion 
by Prof. J. N. Kimball. The 
contest was for one hour. 
The crowds waited in 
breathless Prof. 
Kimball came forward to an- 


silence as 


nounce the winner af the 
cup. It was won by H. O. 
Blaisdell, with the astound- 
ing record of 1093-10 words 
per minute. Miss Florence 
Wilson won the silver medal 
with an average of 953-10 
words. 

The English contest was 
held on October 22d, in Lon- 
don, with the same copy, un- 
der the f Miss 
Hoey of the Organizer staff, 


direction < 


who has charge of the other 
competitions, and Mr. Ber- 
nard DeBarr of the Pitts- 


Copyrighted 1910, by J. N. Kimball. 


A FEW FACTS 
AND 
SOME FANCIES. 





It was a fine, bright morning in the early summer of 
the year 2280 B. C., and Cudar, King of Babylon, had just 
completed the examination of his mail. It had been an 
unusually heavy one for that season of the year—two ox- 
cart loads from the surrounding country, a camel-load from 
Mount Ararat, and a few scattering epistles from Egypt— 
and Cudar heaved a deep sigh of relief as he said to his 
amanuensis: “There, I am glad that job is finished. Take 
that pile of brick out and dump it into the Euphrates, they 
are nothing but bills and advertisements. Carry that pile 
over to my lawyer and have him bring suit and collect, the 
accounts are long past due and I want the money. Take 
those over to my Caliph and tell him to find out who wrote 
them and cut off their heads, and not to lose any time 
about it, either. You can have the rest piled down in the 
back garden, they will come in handy when the masons get 
to work on that new bridge over the Tigris.” 

For the people of Babylon wrote upon bricks with a 
sharp instrument when the clay was soft, and in lieu of a 
blotter dried them in the sun until they were baked hard. 
The writing of a letter was a serious proposition in those 
days, and the consequences of carrying on a large cor- 


FIRST PAGE TYPEWRITER CONTEST COPY USED IN INTERNATIONAL 
CHAMPIONSHIP COMPETITION. 











J. A. Peck, 258 West 132d 
St., New York. 

Samuel Rubenstein, 818 E. 
163d St., New York. 

Mrs. C. F. Pierman, 570 
West 183d St., New York. 
The Chestershire. 

Lily M. Kotraschek, 115 
E. 92d St., New York, 

Howard R. Doty, 210 
Quincy St., Brooklyn, N. Y. 

Gilbert I. Stodola, 385 E. 
136th St., New York city. 

M. O’Hara, 558 W. 150th 
St., New York city. 

Benj. R. Pratt, 140 W. 42d 
St., New York, N. Y. 

Fred’k Zwick, 227 E. 46th 
St., New York city, N. Y. 

Wm. F. Rockstroh, 115 
Grant Ave., Woodhaven, N. 
. 

Fred’k A. Hoffman, 737 E. 
Fourth St., Brooklyn, N. Y. 

Thomas J. Doran, 302 East 
18th St., New York city. 

Jos. F. Graham, 24 South 
St., West N. Brighton, N. Y. 

F. M. McClintic, 67 W. 
104th St., New York city. 

Walter Richard, 150 Hicks 
St., Brooklyn, N. Y. 

Miss Belle Campbell, 273 
W. 11th St., New York city. 

W. R. Wolff, 6 East 23d 
St., New York city. 

W. W. Butler, Yonkers, N. 
¥ 

The one minute contest 
was won by Miss Florence 
Wilson, the winner of the 
amateur contest last year, 
with the phenomenal record 
of 124 words. H. O. Blais- 
dell was second with 123. 
Miss Wilson’s wonderful rec- 
ord was greeted with deafen- 
ing applause, and she was 


burg Shorthand School of London. The Chas. E. Roberts, 125 South 12th Ave presented with a huge bunch of flowers. 
following are the contestants and their Mt. Vernon, N. Y The judges were: Williard B. Bottom, 
speed records B. H. Davis, 1315 74th St., Brooklyn Chas. H. Gorsline, Franklin P. Pratt, R. A. 
— Tel words aoe = oe Kells and Prof. 7; N. Kimball. On Tues- 
Home City Name Machine. copied Errors Penalty W ords minute day evening the contests started at eight 
Jersey’ City Fiorence ‘Wilson. Underwood. 6636 184 920 5716 ‘j23 o'clock and at ten the.15 minute novice and 
Kansas City. J. L. Hoyt Underwood 5927 47 235 5692 94.9 the % hour amateur contests were run off 

Toronto Leslie M. Coombs. Underwood. 6386 160 800 586 93.1 ‘ ‘ 

London, Eng Miss Weymart. ? ' 69 and announced. This was record time, as 
London, Eng. Millicent Woodward. ? ; . 1S eee. ee the first contest averaged 1,000 words and 
Judges. N. Y. the second 2,000. Much credit is due Prof. 
J. N. Kimball, Associate Editor Phono- L. S. Mixson, 215 6th St., West New Kimball for rushing things along and to 
graphic World, New York. York, N. Y. Mr. Gorsline in the counting room. To 
Chas. H. Gorsline. Gorsline’s School New C. H. Larsh, 645 McDonough St., Brook Prof. Kimball is extended the hearty ap- 
York. lyn, N. Y. preciation all for the tremendous 
W. B. Bottome, Official Stenographer, Elizabeth C. Houley, 775 Macon St amount of work that he has donated to the 


N. Y. Supreme Court. 


Brooklyn, N. Y. 


good cause and for the admirable manner 
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WILLARD B. BOTTOME, JUDGE IN 
MINUTE CONTEST. 


in which he has handled the contests. We 
also publicly thank the judges and checkers 
who contributed to the success of the even 
ings 
The 


sented to the 


gold, silver and bronze medals pre 


winners were works of art 


and were much admired by all who saw 


them 


The success of this contest will doubtless 


stimulate the work for another record 
breaker next year 
Editor's Note Too much credit cannot 


be given Professor Kimball, to whose un 
tiring effort is due not only the success of 
likewise that the contest 


fact 


the contest, but 


was international in through the co 











c. S. MC KAY, CHECKER. 


ONE 


OFFICE APPLIANCES 


ZWICK, CHECKER. 


H. O. BLAISDELL, WINNER OF PROFES- 


SIONAL TYPEWRITER CONTEST, AND 
HOLDER OF THE OFFICE APPLIANCES 
$1,000 SILVER TROPHY IN TRUST UNTIL 
DATE OF NEXT CONTEST. 


operation olf managers 
don. 
Professor Kimball has given freely 


rt his 


time and spared no efforts to make the 
contest what it is. Actuated solely by the 
motive to improve the standard of type 


written work and to increase the output of 


the machine, he has done as much or more 
than any other one man. Office Appliances 
appreciates his great work and is fortunate 
in having his co-operation 
These contests are not to test the nimble- 


fingers nor the endurance of op- 


ness of 
made they 
through- 


that the 


erators. Through the records 


furnish inspiration for operators 
out the 


American typist does more work of a bet 


country, with the result 








FRANKLIN P. PRATT, JUDGE 
ter ss than the typists of y ther 
( n ) Those who appreciate tne Value 


of contests for speed and accuracy are als 


greater remuneratio! Every 


recelving 


typewriter company in the w 


lend its influence and support to that de 


sirable end 
Editor’s Note.—The 


article \ Few 


Facts and Some Fancies,” was especially 
written by Professor J. N. Kimball to be 
used opy for the main typewriting cor 
test in New York and Londo It con- 
tains about 7,000 words, and is one of th 
best articles we have had thi sure of 
reading for a long time It should be 
placed in the hands of every student of 
typewriting in the land 








WM. F. ROCKSTROH, CHECKER 
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THE MORY DINNER AND DRAWING FOR RAMER MACHINE 





N Friday October 28th, 
ninety of the exhibitors at the New 
York Show, Madison 
Square Garden, met at Martin’s as hosts of 
i 


ness Sh«¢ Ww 


evening, 
Business 


Mory, general manager of the Busr 
Representatives from all con- 
cerns exhibiting were present. 

H. S. McCormack, the toastmaster, in 
troducing Mr. Mory, presented the felicita- 
tions of the assembled company and com- 
plimented him upon his management of 
the big exhibition which was such a signal 


In a happily turned little speech, 


success 

Mr. Mory expressed his appreciation of 
the honor which had been conferred upon 
him. He appreciated, he said, that al 


though ‘his name had been used in the in 
vitations, that the was purely im 
personal and that he interpreted the meet 
the seal of the exhibitors’ 
approval upon the efforts of the Show 
Company to make an exposition profitabie 
for all concerned, for which the Show Com- 
has 


design 


ing simply as 


was appreciative. “It 


Mr. Mory, “to 


pany sincerely 


been my privilege,” said 


be on the firing line and meet you face to 
face. The success of the show, however, 
is due to the work of the show company, 
of which I am but a small part. While 


Mr. Patterson and I have been at the front, 
Friend Griff Glovet 
Machine Company, 


there has been, in what 
of the Dalton Adding 
calls ‘the mahogany box stall,’ one who en 
couraged us when discouragement was our 
Fierlein, president 


portion. It was A. L 


of the Show Company who kept our en 


thusiasm at a white heat and enabled us 
to do what we did do in the field although 
we did not in any sense attain our ideal 


We hope, however, from our experience this 


year to make the next exhibition nearer 
to what it should be, Mr. Feirlien,” con- 
tinued Mr. Mory, “contents himself with 
retirement in the office but it is a fact that 
the success of the show is due largely to 
him.” 

Following Mr. Mory’s address were fiv: 
minute talks from a number of the hosts. 


was made by R. 
E. Joyce, manager of the 
American Multigraph Sales Company, with 
headquarters at Washington, D. C. Joyce 
which radiates 


The hit of the evening 


division sales 


is brimful of cleverness, 


from a smiling countenance. Joyce is in- 


imitable. His droll stories captivated the 


company. Joyce's stories all have a point 
to them, They are all 


Perhaps the one which will be remembered 


worth repeating 
longest is the story of the ox and the mule 


“Some of you, gentlemen,” said Joyce, 


“are employers, and you perhaps have on 


your various staffs those who, while ear- 
nest and sincere enough in their work, 
take an occasional afternoon for a ball 


game, matinee or some other recreation 
from When 
to reprimand the employe on this account, 
do not haul him rough shod over the car- 


pet but take him quietly into the inner of 


business you have occasion 


fice and tell him the story of the ox and 
the mule. 
“A farmer who lived in a little village 


worked an ox and a mule to 
gether Both faithful, industrious 


beasts of burden, but one day the ox con- 


in Kansas 
were 


cluded to lay off. He told the mule the 
night before that he wasn’t going to work 
the next day. 

“When the farmer came in to put on 
the yoke the ox was lying in his stall, 
feigning distress. The farmer, much con 
cerned, mixed him up a fine bran mash, 
put some new straw in the stall and made 
him as comfortable as possible. That day 
he worked the mule alone He worked 
him hard 

“Upon the mule’s return that night the 
ox asked him what the farmer had said. 
The mule reported that the farmer had mani- 
fested distress on the ox’s account and 


had spoken unto his neighbor about him 
‘A few days later the ox decided to lay 

He drew another bran mash and 

Again the 


off again. 


some more nice, clean straw 
mule worked alone. 

“Upon his return that night the ox again 
asked him what the old had 
‘Well,’ said the mule, ‘he didn’t say nothing 
but he had a long 


home.’ ”’ 


said 


man 


particular about you, 


alk with the butcher on the way 
The Drawing for the Ramer Machine. 


] 


The Wholesale Typewriter Company ad- 
ded some interest to the show by a guess 
ing contest conducted at their booth the 


last three days of the show. Six machines 


were displayed in the front of the booth 


Three of these were new machines and 
three of them Ramer remanufacturd ma 
chines. Visitors were invited to guess which 


Addition to the staff of the Onoto Pen Company; 
assistant to M. F. Hallenbeck, Jr. 


A fine lad is the O’Hallenbeck. 


Millard Obrig Hallenbeck; 
Born September 22, 1910; 


was which, All guesses were recorded on 
cards prepared for that purpose and the 
cards were deposited in a box. A card 
showing th serial numbers of the machines 
was deposited in the safe of the Wholesale 
Typewriter Company. These numbers were 
known only to H. S. McCormack, Prof. 
J. M. Kimball and Evan Johnson. 

On Saturday night the drawing. took 
place. Out of over four thousand guesses 
recorded a little over two thousand guessed 
which was right. These cards were placed 
in a box from which a little girl drew five 
of them in rotation. The fifth card con- 
tained the name of the winner, who was 
Miss Agnes Dobbs of Jersey City. Miss 
Dobbs not being present, she was notified 
by mail she should have her choice of the 
Ramer remanufactured machines. 

The interesting fact brought out was that 
only half of the guessers couid tell the new 
machines from the remanufactured ones. 

The drawing and announcements were 
made by Prof. Kimball, who was spokes- 
man of the committee. 


The Rooter. 


The Rooter, a four-page paper issued ev- 
ery other day, livened up the interest of the 
The Rooter was the clever crea- 
tion of F. C. Patterson, Eastern Manager 
of the show. On its editorial page it was 
stated that it was founded by A. Mutt, with 
the motto, “Go to it.” Contributing editors 
were Laura Beans Gibbey and Battling Nel- 
son. There was a department of fashions, a 
department of futilities and a sporting col- 
umn. All of the boys of the show came in 
for a joshing and Rooters were at a pre- 
mium as soon as they were off of the different 
duplicating machines on which they were 
run. Some of the futilities are quoted 
elsewhere in this issue. 


exhibits. 


“Trying to keep Nelson Durand from present- 
ing the Show management with a life-size pic-, 
ture of Mr. Edison.”’ 

“Giving a guess at why Cooney of the National 
\lachine Recorder should go to High Mass in his 

ad rags and a silk tile.’’ 

“To make Whitehead believe that the large 
increase in New York sales of the Addressograph 
are not due to him.” 

“Trying to sell Mr. Mayer of the Printograph 
a Writerpress.” 

“Trying to find something Underwood type- 
writer can’t do.” 

“Trying to persuade the crowd that money Is 
tight. when they are running $10,000 a day 
through the Automatic Coin Wrapping Machine 
just for fun.” 

“Trying to ring down on the Spiro troupe in 
their thrilling pencil sharpening act—Groans 
from the Roneo.”’ 


Tipped the beam at eight and one-half pounds. 
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EDISON NIGHT AT THE BUSINESS SHOW 
HE sales eopertment of the Edison ( E. Weller, Clyde H. Marshall, Kingston, writer Co.; Elbert Hubbard, Thomas A 
se nD Phonograph Company N. Y.; Evan Johnson, editor, Office Appli E dis¢ Rose L. Fritz, Arthur Brisbane and 
_— an — 7 ot ~ sat ances; | I Dyer, president, National other people equally well know! 
to 1¢ «Dusiness show with a § > : : 
- us “9 ae ith a somewhat - [he remarks made by Elbert Hubbard 
d : ‘ -cidedly » entert: ¢ ‘ ; 
elaborate ~¥ easy Sages we _ t | \lbert Mann, Austin L. Crothers, Dr. E. I 
me » concer m Madiso _ 
_— :4 an co pi roo of no = Smith, David Fairchild, H. W. Wiley, Wil 
‘ “ . : > _ @ " y . 2¢ 7) * r ‘ . 
as «pena age om ie or age ms me lard B 3ottome, Edwin A Start. James 
or — wee 4 vefore the show the edi Cardinal Gibbons, Mrs. C. |] Weller, 
oO a ‘ > y < : z ° . ° . 
ia Business | poy celles had Thomas A. Edison and F. L. Dyer were 
passing ¢ ~ =nds i ~ 
acm passing m sO HS trends invitations to personally dictated by them to a phono 
e present at the entertainment on Edison graph cylinder. 
Night. The unusual character of the event TI teli _ ; 
1e messages deliverec the oO 
had become pretty well known in other ; . ii , = 
; , ‘ graph to the audience from Elbe ) 
ways likewise, so that the comfortable ; y Griff GI 1c - inp 
; ; : mard, Gri over an arence 
chairs in the big concert room were well , ie on 
: ; mans follow: 
filled with interested people as soon as the 
doors were opened Mr. Hubbard Said: 
. oa. ¢ { am going alk y ) he subjec 
Edison Transcribing Contest. pina a ee ee 
TI ae of : as . 4] " yusiness. Business is human _ service There 
1s was t 1e first feature of the enter was a time when we used the word “commer 
tainment. The stage accommodated thirty cial” as an epithet, but that time is passed 
contestants who competed for gold, silver Commerce consists in carrying things from 
° , - here they are if rhere they are e( 
and bronze medals. Professor J. N. Kim gy ores dees anew to where they are nésd 
ball, wi had chez f all tl “ial ty ed. Commerce changes human environment. It 
pall, who had charge of a _the epocss type supplies food, and clothing, and houses, and 
writing contests, was the judge. The win makes this world a better place because it is 
ner of the contest was M. Light, who wrote here. The Uganda Railroad running through 
516 words in ten minutes from dictation Africa has done more to civilize Africa than all 
. : the missionaries ever sent to the Dark Conti 
made on the Edison Business Phonograph M. LIGHT, WINNER GOLD MEDAL, EDISON nent 
at a speed of 150 words per minute. TRANSCRIBING CONTEST. Business is founded on truth: we make our 
‘he penalties were the same as in the . — money out of our friends, our enemies will not 
The —— Soe Phonograph Co.; John T. Underwood, pres trade with us. To sell a man goods : “ 
typewriting contests—hve words being de ident, Underw 1 Ty ; : ' a us. 7 i an goods at more 
| 3 act rr On this basis th ger en ypewriter Co.; Hugh than they are worth is a tragedy for the seller 
ductec oe aie error. t sien oe ™ Chalmers, president, Chalmers-Detroit Mo- The one-price system has come to stay We 
/ sr achieved ; veed of 33.6 words : : ave ( ‘verything else th, ¢ 
winner achieved a net spe I > ter Co.; Henry S. Bunting, publisher, the have tried everything else but truth, and we 
per minute, taking the gold medal, cut of have discovered that nothing goes but absolute 
which appears n this page. Dictation honesty between man and man That good old 
: to Latin maxim, “caveat emptor’’—‘‘let the buyer 
given to the phonograph at the rate of 150 beware,” has gone, and gone forever 
words per minute necessitated frequent The merchant is now the attorney for his cus 
stopping for repetition, so that the speed tomer. We believe in human service. We be 
attained by the first prize winner is re ee 2 a os oe a we 
i lieve in play, because play is the preparatior 
garded as a good performance. at ten seek Gon ened 
Other Features of the Entertainment. Mr. Seamans Said: 
Following the contest, moving pictures The world knows to-day that the typewriter is 
and stereopticon views were shown on a OES RAE. Tee BOOes SEP, Bee 
ever, the pioneers of the typewriter industry had 


large screen, and at no time was the audi 
ence of 500 lacking in entertainment. 

One of the most interesting features of 
the evening consisted of speeches delivered 
by a phonograph especially prepared in the 
Edison laboratories, speaking ten times 
louder than the voice which made the orig 
inal Many known men in 
business and public life had dictated 
speeches in some cases to the phonograph 
direct and in others to their secretaries, 
these records were especially reproduced to 
the audience on the loud speaking machine 
The audience in this manner heard selec 
tions from a speech by President Taft, also 
special messages Cardinal Gibbons; 
Governor Crothers of Maryland; Albert 
Mann, expert, Department of Agriculture; 
Geo. W. Dickerman, general manager, the 
Monarch Typewriter Co.; Dr. Erwin F 
Smith, United States Department of Agri 
culture; David Fairchild, agricultural ex 
plorer; A. W. Knapp, publisher, Business 
and The Bookkeeper; Willard B. Bottome, 
official stenographer, New York Supreme 
Court; Edwin A. Start, secre 
tary, American Forestry Association; Mrs 


record. well 


short 


and 


from 


executive 


Office 
dent, Dalton Adding Machine Co.; 


W 





GOLD MEDAL WON BY MR. LIGHT. 


V ice-presi- 
Clarence 
Type 


Outfitter; Griff Glover, 


Seamans, president, the Union 


When we placed 
market it 
public ever 


to deal with. 
typewriter on 
effort to induce 
invention seriously 
laborious years, but we 
pride in the 
thirty 


i different world 
the Remington 


took ars of 


the 
the 
Those ear 
feel a 
Our 
the 


to take the new 


ly years were 
justified fruits of our labors 
claim that in 


world enough labor to 


years we have saved 


build an not a 


empire is 


flight of fancy It is the literal statement of a 
literal fact It is really an under-statement of 
the fact, for the writing machine is been 
more than a labor saver; above a t has been 
1 business builder. Of the great inventions of 
the past century, there can be no question that 
the typewriter has been a leading factor in the 
wonderful expansion of modern commerce All 
mankind has profited by this expansion; and 
womankind most of all, for the creation of a 
new, profitable and congenial occupation for 
women has been one of the higher achievements 


f the writing machine. 
Mr. Glover Said: 
Office Appliances: Those great lubricants to 
the machinery of the business of the world, not 


only robbing the conduct of commerce, finance 
and manufacture of much of the grind and oner- 
toil, but furnishing the searchlights for in 
telligent insight into its innermost intricacies, 
laying bare to those in command, and who must 
know, every hidden secret and detail. Now it 
stirs the blood when we reflect that in this great 
endeavor our resourceful and 


pre-eminently 


ous 


field of human 


reative country leads 








In a ing myself of this present privilege, | 
am deeply impressed with a sense of my obli 
gation and yours, to the man who has made 
these addresses possibl« Can we do better than 
take the name of Thomas A. Edison as a beacon 
light to lead us on to even greater and more 
worthy achievements, letting the slogan be not, 


primarily, economy of production, but first and 
foremost the excellence and perfection of the 
product Couple this endeavor with a deter- 
mination to make our business code synonymous 
with all that is clean, and fine and straight 
and fair and honest, and we will indeed leave 
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I lildren a eritage that is worth while 
in every sense of the word, and secure and 
maintain forever and a day a real leadership in 
the business affairs of the world Let us con- 
tinue to lead in achievement and performance, 
but let us see to it, every one, now and always 
that we deserve that which we enjoy That the 
words, ‘“‘Made in the United States,’’ have a real 
and telling significance and that in all] the marts 
of the world they shall come to stand, not only 
for the last word in quality, excellence and mer- 
it, but carry with them the absolute assurance 


of a square deal 
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Thanking you, Mr. Edison, whose very name 
has been taken as a trademark which has be- 
come the hall-mark of all that I have here at- 
tempted to portray, the business show which 
furnishes one of the great arenas upon which 
these battles for better things are to be fought, 
and you, whose attendance typifies this very 
spirit of progress, knowing that I am but echoing 
the ambitions and purposes of the overwhelming 
majority of the manufacturers of to-day, I sub- 
mit the question with a great abiding faith in 
the splendid destiny that assuredly awaits you. 





THE 


POWER OF INITIATIVE 





ILL SMITH—we'll call him that and 

then you won’t know which one— 

had tossed about from one job to 
another with only average success; had had 
a variety of experiences, but didn’t seem 
able to decide just what he was best fitted 
for. 

Selling on commission looked attractive 
and he was confident he could make good, 
but how to get the start? He wrote several 
concerns who had goods which looked at- 
tractive. Some of them had advertised for 
salesmen and agents, but he received little 
encouragement and in many cases not even 
a reply, those who did reply being appa- 
rently not satisfied with his claims to sell- 
ing ability; and never having been actually 
employed as a salesman, he could give no 
reference for such ability, but Bill was not 
discouraged and took another inventory of 
himself as he said, to see why he had not 
sold these people—that’s it, sold them—this 
thought struck him, for this was his first 
actual sale. It was up to him to sell them 
whatever he had that they could use in ex 
change for what they had that he wanted 
His next act was to look over the various 
advertisements again and select the article 
he wanted, considering carefully the fitness 
of his experience for that particular line, 
also his liking for it, for Bill knew that to 
succeed one must get pleasure out of his 
work 

The advertisement of the manufacturer 
selected requested applications for agen 
‘ies, etc., so a carefully prepared letter was 
sent, absolutely ignoring the fact that a 
previous application had been made to this 
same company. This letter brought a re- 
ply to the effect that the demand for the 
manufacturer’s product required the entire 
output to fill orders taken by agencies al- 
ready established in larger cities, and there 
fore they could not take on new agents 
then, but that the output was being in- 
creased and that he would hear from them 
later. 

Bill had had enough experience to know 
that bona fide orders were never refused, 
especially when payment accompanied 
them. He had a catalogue of that line 
which had been sent in response to his first 
letter and he determined to try it out with 
that. Calling on a number of prospects 
whom he thought might buy, he soon 
found among the many called on some who 
were actually trying to secure these goods 


direct and had been unable to do so; oth- 
ers expressed a willingness to consider 
purchasing if they could inspect sample 
That settled it for Bill. He must have a 
Order it, of 
It pinched 


sample, but how to get it? 

course; but that meant money 
a little to invest nearly all his limited capi- 
tal in a sample, but he realized that he 
could at least sell the sample and get 
his money back, and if his plan succeeded 
he could ask for his commission later, so 
the next communication sent to the manu- 
facturers carried a money order and an or 
der for a sample, the latter being written 
on the business stationary of a friend to 
help assure delivery, 

3ill thought he knew what the _ result 
would be, for people don’t like to return 
money, and he knew it, therefore he did 
not sit down and wait, but continued his 
visits to prospects, not representing him- 
self as having the line, but looking for in- 
formation which would be beneficial in se- 
curing quick sales when the sample ar- 
rived. 

He Prepares Himself for Business. 

It arrived all right and Bill took a day 
off, not to loaf, but to study his goods. 

The days he had been waiting for the 
sample had been well spent in learning 
whom to see, their requirements, etc., and 
he knew what he would have to meet and 
had prepared himself accordingly. 

Next morning he started out for orders, 
going over the ground he had cultivated, 
calling first on one of the prospects whom 
he knew would buy. That party wanted 
the sample immediately, but Bill knew bet 
ter than to part with it. He needed that 
in his business. He had waited many days 
for that sample and must make up for that 
time, but he secured a written order for 
the goods, on assurance of early delivery 
and before night, had made many demon 
strations and secured several written or- 
ders. 

Bill felt he was making progress, but 
now that he had succeeded so far he was 
determined not to slip back a peg. He 
must make good and deliver those goods 
quickly, but he had to get them first and 
he had in some cases been compelled to 
promise early delivery. Money had 
brought the sample, but this next move 
would require more, and Bill was broke. 

A little reflection again showed the way 


and resulted in a short letter to the manu- 
facturers as follows: 

“What date of deliveries will you guar- 
antee on ten of your machines providing 
checks in payment accompany orders and 
what commission will you pay? Wire an- 
swer.” 

He had only taken orders for four, but 
knew from his experience that he could 
land the balance by the time he could re- 
ceive his reply or at least before he could 
get the goods. The reply came immediate- 
ly. 

That letter of Bill’s attracted attention at 
the factory. Here was a live one, worth 
cultivating, too good to let pass, and the 
answer was wired, promising a machine per 
day from date of receipt of first order at 
25 per cent discount. 

That settled it. Bill need only mail one 
order per day and enclose payment for 
same and he would soon be on his feet, and 
he knew he could get more under the same 
conditions, but the payment for the first 
one bothered him. Where was the money 
coming from? He couldn’t part with his 
sample, and even if he did the amount real- 
ized would be insufficient, so he retired for 
another thinking session. Where to get 
the money? Where do business people get 
money? Why, at the bank, of course, why 
not me? Bill knew his reputation would 
bear the fullest investigation, so off he 
started for a bank, calling on the cashier 
with whom he was-acquainted, showing the 
entire correspondence and explaining in 
detail all he had done. The cashier recog- 
nized the elements of assured success in 
one who showed such enterprise, and the 
only question asked was, How much? That 
settled and the deal was closed. 

That night the first order sent in also 
carried with it a letter from Bill demanding 
exclusive agency for his city and surround- 
ing territory. Did he get it? Sure! And 
to-day he works the state with five assist- 
ants, and has refused the sales management 
at the factory at an attractive salary. 

He’s his own boss and can increase his 
own salary when he wants to. 

The bank? Oh, they wanted his account 
and they got it. Bill knows one good turn 
deserves another. 

He got what he went after. Is he a 
salesman? Well, those who used to think 

otherwise have changed their minds. 
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DERBY DESK 


COMPANY ENTERTAINS VISITORS 





N aftermath of the Stationers’ Con- 
A vention at Baltimore last month 
which proved only less interesting, 
profitable and entertaining to those partici- 
pating than the big convention itself, was 
a gathering of a number of the selling 
agents of the Derby Desk Co., at the head- 
quarters of the company in Somerville, 
Mass. General Manager R. A. Skinner and 
representatives W. B. Peabody and J. F. 
Dunleavy, were in attendance at the con- 
vention in Baltimore, and while there arranged 
with their agents who attended the Con- 
vention to accompany representatives of the 
Derby Co. on a special trip to Boston to 
inspect their factory, and see the complete 
line of office furniture they manufacture. 
In giving the invitation the Derby men an- 
nounced that all agents accompanying them 
to Boston would be their guests from the 
time they left Baltimore until they returned 
to their home cities. As they put it “you 
will not be allowed to spend a cent; all we 
ask you to do is enjoy yourselves.” This 
admonition was accepted by the Derby Co. 
guests, everyone of whom found it impos- 
sible to do anything but enjoy themselves 
while in the hands of the Derby Co. They 
were entertained right royally every minute 
of the time and the consensus of opinion 
of those attending the Derby Convention 
was that no better entertainers can be 
found anywhere in the universe than the 
officials and representatives of the Derby 
Desk Co. 

The start was made from Baltimore on 
the morning of October 15th, on the Royal 
Blue train of the Baltimore and Ohio Rail- 
road. A private cafe car was placed at the 
disposal of the Derby party and J. Frank 
Dunleavy and Walter B. Peabody acted 
as hosts for the guests. The party occupy- 
ing the car included Mr. and Mrs. Milling- 
ton Lockwood of Buffalo; Mr. and Mrs. 
G. A. Meyer and Master John Meyer of 
Chicago; E. D. Sperry of St. Paul; John A. 
Wagner of Baltimore; H. L. Wood of Bir- 
mingham, Ala.; A. W. McCloy, Jr., Pitts- 
burg; and Mr. and Mrs. Frank E. Tupper 
of New York. Luncheon was served in the 
car and hosts Dunleavy and Peabody saw to 
it that everybody was made comfortable 
and enjoyed the trip to New York. Upon 
arrival in New York a visit was made to the 
New York offices of the Derby Desk Co. at 
165 Broadway. From there the party was 
taken in taxicabs to the Metropolitan Life 
Bldg., where they were given an opportun- 
ity to view the city from the top of the 
famous Metropolitan Tower. After this 
they were driven to Grand Central Station 
where they boarded the Merchants’ Lim- 
ited for Boston. Here the party was joined 
by Mr. and Mrs. J. A. Dorsey of Dallas 
and W. E. Milligan of San Antonio, who 
had stopped in Philadelphia a day en route 


from Baltimore. The Merchants’ Limited 


proved to be the train on which General 
Manager Skinner, of the Derby Company 
regularly travels between New York and 
Boston, and all the train hands from Con- 
ductor down to porter were acquainted with 
Mr. Skinner. The party had not been on 
the train but a few minutes when one of the 
porters noticed the Derby badge worn by 
each member and hailed one of the wear- 
ers with: “I see you belongs to Mistah 
Skinner’s pahty. Now sah, if there is any- 
thing you wants jes call on me. Mr. Skin- 
ner is a friend of mine and if there is any- 
thing you wants I want to get it.” The 
badge noticed by the porter (and everybody 
else) was a red one, lettered as follows: 
“I am going to inspect the factory of the 
Derby Desk Company, Boston, Mass., Sat- 
urday A. M., Oct. 15, 1910.” 

A special dinner, which was so good as 
to cause comment among those enjoying it, 
was served on the train. Boston was 
reached at ten o’clock, and here the party 
was met by General Manager Skinner who 
had left Baltimore a day early to prepare 
for the entertainment of their guests. Au- 
tomobiles conveyed everybody to the New 
American Hotel, which had been chosen as 
headquarters for the visitors. Here those 
arriving were joined by Mrs. Skinner, Mr. 
and Mrs. L: B. Clegg and Master Wm. 
Clegg, of San Antonio, and Mr. and Mrs. 
W. A. Putnam, of Everett, Mass. All ac- 
cepted an invitation to the Rathskeller and 
enjoyed a well-prepared supper. 

Sunday morning Messrs. Skinner, Parke, 
Dunleavy and Peabody were on hand ac- 
cording to arrangements made the previous 
evening, with automobiles to take the visit- 
ors for a ride. This proved to be the most 
enjoyable part of the four days’ entertain- 
ment, especially for the ladies. Leaving 
3oston at noon the route was through the 
Back Bay Fens, part of the Park System, 
Cambridge, past Harvard College, then 
through Fresh Pond Reservation, Belmont, 
\rlington to Winchester. Two tire “blow- 
outs” on the way added zest to the enjoy- 
ment as it gave everybody an opportunity 
to offer advice to the repairmen. At Win- 
chester a stop was made at the home of 
Mr. and Mrs. Skinner and. another automo- 
bile, full of good Derby rooters, joined the 
party. Then the trip continued on through 
Stoneham, Reading and Lynnfield to the 
objective point, Suntaug Lake Inn. Here 
the automobiles were forsaken for the more 
inviting (at this time) dining room of the 
Inn. A quiet announcement had been made 
that dinner would be served at the Inn, but 
only those who had previously enjoyed a 
meal there had any idea what was in store 
All partaking of it agreed that 
more 


for them. 
they had never been served with a 
repast and there nothing 
for the Derby had 
After the dinner General Man- 


sumptuous was 
but praise 


ordered it. 


men who 


ager Skinner suggested that as it was a 
beautiful, clear, moonlight evening the visit 
ors would probaply enjoy an automobile 
ride. This met with the hearty approval 
of all and everybody was soon comfortably 
seated in an auto. From Suntang they wer« 
taken through Peabody, Salem, Marblehead, 
around Marblehead Neck, where the ocean 


called forth exclamations of admira 


view 

tion from every car; Swampscott, Lynn, 
along the Ocean Boulevard at Revere 
Beach to Malden and Winchester. Here a 


brief stop was made at the Skinner home 
and then the party was taken back to the 
hotel in Boston. The day’s trip covered 
about eighty-five miles over some of the 
prettiest country in New England. 

Monday morning the men in the party 
were taken out to the factory of the Derby 
The ladies were enter 
Parke, Mrs 

Luncheon 


Co. at Somerville. 
tained by Mrs. Skinner, Mrs 
Dunleavy and Mrs. Peabody 
was enjoyed at the home of Mrs. Skinner in 
Winchester, and the ladies were shown that 
Mrs. Skinner was equally as good an enter 
tainer and provider of good things as her 
husband had proved to be. After luncheon 
they were given an automobile ride throug] 
Concord, Lexington and other histori 
places around Boston. 

The visit to the factory seemed no 
enjoyable to the men than did the entertain- 


less 


ment. The entire morning was spent in one 
of the show rooms of the main building, 
where an opportunity was afforded every 
Derby selling agent to inspect at closeé 
range the complete line made in the big 


brought in 


tables in 


plant. At noon luncheon was 


by a local caterer and served on 


The afternoon was given 


the show room. 
over to an inspection of the entire Derby 


plant. General Manager Skinner and sev 
eral of his assistants acted as guides. The 
start was made in the lumber yard where 
the visitors viewed the rough material from 
which the products they sell are made 
Particular attention was given the piles of 


Circassian walnut in the rough, stored piled 
on end for dryings. They were then shown 
the drying kilns, both steam and air. Each 
operation through which the Derby desks, 
chairs, tables, etc. is put, was shown and ex- 
plained to the visitors from the time the 
lumber is cut into lengths, planed, etc., 
until the completed product 
shipping room to be sent to the customer. 
After the trip through the factory the 
visitors again met in the show room and 
were given an opportunity to talk over what 
they had seen. This developed into a regu- 
lar convention which General 
Manager Skinner presided. Ways and 
of making better known the Derby 
length. Sugges 


reaches the 


session at 


means 


goods were discussed at 
tions as how best to advertise and sell them 
were talked and present 


agreed that this part of the four 


over, every 
lays’ meet 
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1. The factory of the Derby Desk Company near Boston, Mass. 2. Some of those at the Derby Desk Co. Convention: Top row, left to right—R. W. 
Fluge!, A. C, Tobin, E. W. Hoyt, E. L. Morris, C. E. Temple, E. D. L. Sperry, G. A. Myers, C. S. Thompson, H. L. Wood, C. S. Blood, A. B. Hunn, 
L. B. Clegg, C. A. H. Thom, S. S. McMillan, W. A. Bradley, E. B. Parke, A. W. McCloy, Jr., F. E. Tupper. Bottom row, left to right—John A. 
Wagner, J. F. Dunleavy, M. |. Rosenbaum, James A, Dorsey, R. A. Skinner, Millington Lockwood, W. E. Milligan, S. P. Spitz, G. L. Perry and 
W. B. Peabody. 3. Some of the hustlers of the Derby Desk Organization: Top row, left to right—S. P. Spitz, M. |. Rosenbaum, Charlies E. Tem- 
ple, R. A. Skinner, C. S. Blood, C. S. Thompson, W. A. Bradley; bottom row, left to right—W. B. Peabody, E. B. Parke, J. F. Dunleavy and G. L. 
Perry. 4. M. |. Rosenbaum, Derby Desk Co., Chicago; J. F. Dunleavy, Derby Desk Co., Boston; S. P. Spitz, Derby Desk Co., Washington, D. C. 
5. James A. Dorsey and W. E. Milligan, the Texas Cronies, just as they were leaving the Derby Factory. 6. M. I. Rosenbaum, J. F. Dunleavy and 
S. P. Spitz, all of the Derby Desk Co., enacting a little Potash and Perlmutter scene at the Derby Convention. 7. J, A. Dunleavy and W. B. 
Peabody. 8. R. A. Skinner, Manager, the Derby Desk Co., Boston. 9. Messrs. Temple and Blood of Blood & Temple, St. Louis, Agents for the 
Derby Desk Co. 10. Lined up in front of the New American at Boston for the start of the Automobile Ride. 11. Left to right—Treasurer Crocker 
of the Derby Desk Co.; R. A. Skinner, General Manager of the Derby Desk Co., and S. N. Rucker of the Rucker-Fuller Co., San Francisco. 
12. In front of General Manager Skinner’s House at Winchester. 








56 


ing alone was worth the time taken for the 
trip. Attention was called at this meeting 
to the complete line manufactured by the 
Derby Company in their factory, where 
they employ some five hundred men, and 
turn out over 100 desks per day. The fac- 
tory buildings cover eight acres of floor 
space, in addition to the large lumber yard. 

Monday evening General Manager Skin- 
ner gave a banquet at the New American 
Hotel, which was attended by all those 
previously mentioned in this account, as 
well as the following: E. L. Morris, Provi- 
dence; Charles A. H. Tom, Detroit; S. S. 
McMillin, Cleveland; A. B. Hunn, New 
York; A. C. Tobin, Youngstown; G. L. 
Perry, R. W. Flugel, E. W. Hoyt, New 
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Thompson, Boston; Chas. E. 
Temple, and Charles S. Blood, St. Louis; 
M. I. Rosenbaum, Chicago; S. P. Spitz, 
Washington; and W. A. Bradley, Boston. 
The menu was served in the New Ameri- 
can’s best style. After the music 
and speeches were in order, and then the 


York; C. S. 


dinner 


party adjourned to the theatre. 

On Tuesday the visitors were again taken 
to the Derby factory, where most of the 
day was spent in inspecting the line and 
making plans for improving and increasing 
the Derby output. S. N. Rucker of Rucker- 
Fuller Co., San Francisco, who had been 
delayed in arriving, was with the crowd on 
Tuesday. After another dinner at the 
American in the evening most of the party 


started for their homes, with most pleasant 
recollections of their four days in the hands 
of the Derby Desk Co. 

\s a memento of the occasion the Derby 
Company presented each guest at the ban 
quet on Monday evening, with a handsome 
genuine walrus pocket book, with the name 


of the recipient embossed in gol the in 


side. 
Doubtless the success of this first cor 
vention of their selling agents will lead 


them to arrange for another, and it is safe 
to assume that they will not only have all 
who attended this convention present, but 
the majority of their selling agents through 
out the country. 





PATENTS 





Machine. Oscar 


assignor to 


955,489—T ypewriting 
Woodward, Montclair, N. J., 
Wyckoff, Seamans & Benedict, Ilion, N. Y., 
a corporation of New York. 

955,513—Pencil 
Herdrich, Chicago, III. 

955,617—Crayon Holder. 
Tucker, Apalachicola, Fla. 


Sharpener. William F. 


George A. 





955,669—Pen and Pen Holder. David 
Nagy, New York, N. Y. 

955,675—Fountain Pen. Ernest E. Mor- 
lan, Columbia, Mo. 

955,735—Index. Richard W. Wood, 


Seattle, Wash. 
955,785—Numbering Machine. William 
F. C. Foster, Wawanesa, Manitoba, Canada. 
955,789—Recording Mechanism. Clyde E. 
W. Gardner, Orange, N. J., assignor to Pike 
Adding Machine Company, Orange, N. J., 
a corporation of New Jersey. 
955,807—Ledger with Visible Index. Eu- 
gene Kellner, Waco, Tex., assignor of one- 
half to Benjamin Hood Hill, Waco, Texas. 
955,830—Apparatus for Filling Fountain 
Pens. Patrick J. Sullivan, East Orange, 
N. J. 
955,846—Attachment for Writing Ma- 
chines. Louis D. Camps, New York, N. Y., 
assignor to Royal Typewriter Company, 
Hoboken, N. J., a corporation of New Jer- 
sey. 
955,879—Combination Ruler and Blotter 
Holder. Walter E. Jackson, Lincoln, Neb. 
955,892—Typewriting Machine. George 
F. Ballou, New York, N. Y., assignor to 
Yost Writing Machine Company, Ilion, 
N. Y., a corporation of New York. 
955,942—Typewriting Machine. 
Briggs and Hannibal C. Ford, 
N. Y., assignors to The Smith 
Typewriter Company, Syracuse, N. Y., a 
corporation of New York. 
955,964—Typewriting Machine. Edward 
B. Hess, New York, N. Y., assignor to 
Royal Typewriter Company, New York, 
N. Y., a corporation of New Jersey. 
956,020—Typewriting Machine. Frederick 


Arthur 
Syracuse, 
Premier 


Copies of any one of these patents can 
be obtained by sending fifteen cents in 
stamps to E. G. Siggers, patent lawyer, 
Suite No. 33, N. U. Building, Washington, 
D. C., by mentioning Office Appliances. 





Alexander, New York, N. Y., assignor of 
one-half to William F. Laskowski, Jr., West 
Hoboken, N. J. 

956,028—Typewriting Machine. Walter J] 
Barron, New York, N. Y., assignor to 
Union Typewriter Company, Jersey City, 
N. J., a corporation of New Jersey. 

956,067—Typewriting Machine. Charles 
L. Fortier, Milwaukee, Wis., assignor to 
Union Typewriter Company, Jersey City, 
N. J., a corportion of New Jersey. 

956,112—Auxiliary Ribbon for Typewrit- 
ers. William G. Latimer, Detroit, Mich., 
assignor to Rapid Addressing Platen Com- 
pany, Detroit, Mich., a corporation of 
Michigan. 

956,133—Typewriting Machine. Charles 
P. Mosher, Syracuse, N. Y., assignor to 
The Monarch Typewriter Company, Syra- 
cuse, N. Y., a corporation of New York. 

956,144—Typewriting Machine. John C. 
McLaughlin, Jersey City, N. J., assignor to 
Underwood Typewriter Company, New 
York, N. Y., a corporation of New Jersey. 

956,216—Paper File. Charles Spiro, New 
York, N. Y. 

956,257—Typewriting Machine. Frederick 
Alexander, New York, N. Y., assignor of 
one-half to William F. Laskowski, Jr., West 
Hoboken, N. J. 


956,266—Typewriter Machine. Louis E. 
Baltzley, Washington, D. C. 
956,278—Loose Leaf Binder. Thomas 


Brazil-Dineen, Milson’s Point, North Syd- 
ney, New South Wales, Australia 
956,343—Double Envelope. Albert E 
Harker, Windsor, N. J. 
956,471—Carriage Return 
Typewriters. Walter Bloomfield, 
field Park, N. J. 
956,475—-Card Index. 
New York, N. Y. 


Mehanism for 
Ridge- 


Mary A. Brown, 


956,485—Finger Key for Typewriting and 
Similar Machines. Edward D. Conklin 
Newark, N. J., assignor to The Whitehead 
& Hoag Company, Newark, N. J. 

956,509—Loose Leaf Binder. 
Barlow and Percy Barton, Bury, 
chester, England. 


Richard H 
near Mar 


956,513—Typewriter Desk. Charles W 
Bickel, Evansville, Ind. 
956,534—-Pad Holder. Lonnie A. Lahey 


Spokane, Wash., assignor of one-half t: 
Chester L. Jensen, Spokane, Wash. 

956,618—Sound Absorbing Device fo: 
Typewriters. Edwin Baltzley, Glen Echo, 
Md., assignor to Louis E. Baltzley, Wash 
ington, D. C. 

956,672—Typewriting Machine. Edgar H 
Berry, New York, N. Y., assignor to 
Wyckoff, Seamans & Benedict, Ilion, N. Y 
a corporation of New York. 

956,786—Envelope. Nancy Toomer, Fitz 
gerald, Ga. 

956,879—Electrically Operated Type 
writer. Charles S. Du Belle, WiHiamsport 
Pa. 

956,846—Calculating Machine. 
Goldman, Berlin-Friedenau, Germany. 


Henry 


956,861—Check Book. Marshall T. Levey 
Indianapolis, Ind. 
956,879—Typewriting Machine. Georg: 


C. Blickenderfer, Stamford, Conn. 


956,895—Self Filling Fountain Pen. Ben 
jamin Grieshaber, Chicago, III. 

957,062—Calculating Machine Erwit 
Jahnz, Berlin, Germany, assignor to 


Grimme, Natalis & Co., Kammanditgesell 
Aktien Braunschweig, Bruns 
of Germany 


schaft auf 
wick, Germany, a corporation 

957,095—Reversing Mechanism for Cal 
culating Machines Robert Rein, Berlir 
Germany. 

966,488—Bill Filing Cabinet 
cobs, Alliance, Ohio, assignor by direct and 
mesne assignments to The McCaskey Reg 
ister Company, Alliance, Ohio, a corpora 
tion of Ohio. 


George Ja 
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No. 970,780. Means for combining autographic registers and typewriters; patented Sept. 20, 1910, by England J. Barker, ot 
Chicago, Ill. No. 973,015. Line spacing mechanism on typewriting machines; patented Oct. 18, 1910, by Frank J. Dyett, of Tlion, N. Y. 
No. 971,190. Pencil clip; patented Sept. 27, 1910, by William B. Goode, of Philadelphia, Pa. No. 970,933. Desk; patented Sept. 20, 
1910, by Harry M. Leese, of Washington, D. C. No. 971,098. Improvements in ribbon spools of typewriting machines; patented Sept. 
27, 1910, by Clio B. Yaw, of Arlington, N. J., assignor to Remington Typewriter Company, of Ilion, N. Y. No. 970,582. Fitting for loose 
leaf books; patented Sept. 20, 1910, by Albert Thomas Warne, of Leytonstone, England, assignor to Spicer Bros., Ltd., of London, 
Eng. No. 970,295. Inking attachment for typewriters; patented Sept. 13, 1910, by Edward Abbott Beard, of Rockville, Md. 
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business to the best of its ability, and it asks its readers 
im all parts of the world to aid it with inquiries and 
suggestions, to which it will give prompt and earnest 
consideration. If you know the publishers, write them; 
if you don’t know them, write anyway; they will be glad 


to hear from you. 
THE OFFICE APPLIANCE COMPANY 
EvaN JOHNSON, President and Treasurer. 


NaTHan W. Turrer, ALBERT H. Hircucock, 
Secretary Vice-President, 











Communications are invited upon any topics of interest 
ty this trade. All accepted manuscripts will be paid for 
at space rates. Unaccepte@ manuscripts will not be 
returned unless postage is enclosed by the sender. 

Correspondents should give their names and addresses, 
which will be withheld from publication if desired. 


“Orrrce Apptiances” is registered in the United 
States Patent Office, Washington, D. C. 

Contents covered by Copyright, 1910, by the Office 
Appliance Co. All Rights Reserved. 
Entered as Second-Class Matter July 8, 1905, at the 
Post Office at Chicago, Illinois, under Act of March 3 
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Editorial 


~WO important events have absorbed most of the limelight in the office ap- 

pliances world during the month of October—the Sixth Annual Convention 

of the National Association of Stationers and Manufacturers, and the Bus- 

iness Show held the week following at Madison Square Garden in New York City 

Thus the entire field of office appliances was covered in October, from paper and 

lead pencils to the most complicated office mechanism. 

TWO This issue of Office Appliances more nearly embraces the 

IMPORTANT whole field of office equipment than any other issue of any trade 

EVENTS publication which has ever been printed. Those who are seriously 

interested in their business will find in these pages information which they can 
obtain in no other one publication. 


HE National Association of Stationers and Manufacturers is a body which 
has grown by leaps and bounds during the last five years. The founders 
of the organization five years ago did not fully realize the magnitude of 

the undertaking, nor did they foresee the success which the Association would at- 
tain. The organization now embraces an active membership of more than five 
hundred of the foremost stationers and manufacturers in the United States. It 
THE STATIONERS AND '5 "0t true that the Association favors stationers mor 

MANUFACTURERS’ than it does manufacturers. Its influence is exerted 

CONVENTION for the good of each; for the promotion of better bus- 
iness methods, better profits, safer ways of doing things, than have been in vogue 
during years past. 

A glimpse at the list of those who registered at the last convention is proof 
enough to convince anyone that this is true and that the most prominent men in 
the country are now actively identified in the work of the Association and on 
with its aims and purposes. 

A well known Chicago manufacturer has, from the list of registrations 
compiled a little information which is very interesting and instructive. We have 
forgotten the precise figures, but anyone who is curious may, from the published 
list in this issue, figure it out for himself. He said he found that there were more 
than one hundred stationers present at the Convention in Baltimore; that they 
came from nearly every state in the Union; and that forty different cities ar 
represented in the list of leading stationers who attended the Convention. 

Considerably over one hundred manufacturers were represented either in 
person or by their representatives, and the lines they made included almost 
everything, except the heavier office machinery, such as typewriters and adding 
machines. 

We predict that the time is not very far distant when the typewriter men 
and the adding machine men will find it desirable to take cognizance of the work 
of the National Association of Stationers and Manufacturers. The typewrite: 
dealers and the stationers are drawing closer and closer together, and one day w 
believe the distinction will be far less apparent than it is now. 

T needs only a glimpse at the report of the Business Show in these pages to 
prove that the feature of the life in New York during October was a big suc- 
Madison Square Garden during the entire week from October 22nd to 


cess. 
October 29th, inclusive, was filled with surging throngs of interested people, bent 
on all that is latest and best in office equipment. The-office appliances trade was 
TWELFTH well represented by exhibitors who were aggressive and 
ANNUAL BUSINESS determined to make the most of their opportunity. The 


SHOW number of exhibitors who rented space at the Show and 
exhibited their goods, and the remarkably interesting character of the lines shown, 
together with the standing of the firms represented, refutes the contentions of 
some who were inclined to believe that future business shows would be unsuccess 
ful. On the contrary, the business show was a big success—-so much so that 
plans are under way to carry it on and to place it upon a firmer foundation of 
popularity than ever. The promoters are making a good show, and deserve to 
receive all the support which the manufacturers of office appliances can give them. 
Office appliances are a necessity. To possess a typewriter, an adding machine, 
a loose-leaf system, mailing machinery, and the thousand and one other acces- 
sories which go to make an up-to-date office, is no longer an evidence of luxurious 
expenditure. The old saw that ‘‘Time is Money” is true, and the men who utilize 
the various inventions which have been perfected in this age to save the time of 
himself and of his office work, are those who accomplish more work with less labor 
and are the men whose business is on the up-grade. It is suggested, and the 
suggestion is a good one, that there should be an advisory board of manufacturers 
to help conduct the show and to assist in the preparation of it. A co-operation 
of twenty-five leading manufacturers would make the greatest exposition the 
world ever saw. We believe the time is ripe for such co-operation, and that it 
should continue throughout the year preceding the business show, as well as dur- 
ing the show itself. 
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Miss L. M. Morden 





OT all of the prominent and success- 
N ful loose leaf manufacturers are men 

Women have invaded this field as 
well as other fields, and one at least has 
won enviable distinction as a manufacturer 
of loose leaf products. The one to whom 
reference is made is Miss L. M. Morden, 
president and manager of the Morden Man- 
ufacturing Corporation of Waterbury, 
Conn., and inventor of the “Morden Ring,” 
a device first applied to flat opening loose 
leaf note books for court reporters and 
stenographers, and since adapted to a va 
riety of other uses. 

Miss Morden was born at Nebraska City, 
Nebraska, where she spent her girlhood, 
receiving her early education in the public 
schools of that city, and in the high school 
of Concordia, Kansas. Following her grad- 
uation she spent one year in the State 
Normal at Emporia, Kansas. Then she 
served for several years as first primary 
teacher in the public schools of Humboldt, 
Nebraska. 

Miss Morden, however, finally gave up 
teaching to enter one of the business col 
leges in Kansas City, Missouri, where she 
learned shorthand and typewriting. Having 
mastered these studies, she was persuaded 
brother in Portland, Oregon, to go 

She opened a public typewriting of- 
fice in that city, from which she worked 
into the ranks of the court re- 
porters. Before going into that profession, 
however, she spent several years at Leland 
Stanford, Jr., University in California. 

While in court work Miss Morden’s at- 
tention was called to loose leaf books, and 
it was here the idea occurred to her that 
the loose leaf system might well be ap- 
plicable to stenographer’s note books. 
Something that would open flat, it seemed, 

great improvement over the 
regular style. She soon began working on 
the idea, trying to invent something that 
would open flat and would permit of throw- 
ing the leaves instantly over to the back 
of the book. The now well known “Morden 
Ring” was the idea that solved the problem. 

Since that time Miss Morden has devel- 
oped other kindred lines, and so elaborated 
her ideas that she is now the proprietor 
of a system of loose-leaf devices which are 
remarkable for their originality, complete- 
ness and utility. 

Miss Morden thus relates how she be- 
came the head of the corporation which 
bears her name: “After inventing this ring 
in Portland, Oregon, it was called to the 
Eastern salesman on one 
of his Western trips, and it was in the 
effort to get this ring manufactured for his 
house that landed me in the manufacturing 

I corresponded with a number of 
manufacturers, and then made a 
visiting a number of factories, but 


by a 
there. 


her way 


would be a 


attention of an 


business 
Eastern 


trip East, 


ten years ago the Connecticut manufactur- 
ers knew very little about lose leaf books, 
and none of them would undertake the 
manufacture of the device except for a 
very large sum, and a contract for a large 
amount of goods. While East I was ad- 
vised to go into the manufacture of the 
rings myself, and without realizing at all the 
magnitude of the undertaking, I started in. 

Continuing, she said, “I acquired a manu- 
facturer’s practical knowledge, and kept at 
it until I could make all the parts myself. 
Of course, I don’t do that now, as I have 
very good help, and have more than I can 
do to direct and superintend the business. 
We have today a great many lines, all 
developed from my first idea, and oyr 
business is unique in that we supply our 
the trade. Before we did this 


metals to 

















MISS L. M. MORDEN. 


the trade could only get the books com 
plete. We now supply the metals and let 
the trade make their own books. 

The rings are no longer used in sets of 
three attached to metal strips, as at first, 
and Miss Morden remarks that the curious 
part about it is that an appreciation of the 
unity and usefulness of the ring without 
these strips did not dawn upon her until 
requests came from outside for them. The 
rings are now used for a great variety of 
purposes; they are used in all sorts of eye- 
letted covers to replace the tape and brads 
formerly used for holding all kinds of loose 
leaf sheets together, such as inventories, 
stock sheets, shop orders, invoices, mem- 
oranda, statements, etc., and are useful in 
a hundred ways in business offices, factories 
and banks. People find uses for them that 
were never dreamed of by the _ inventor, 
and she says she often has to smile at some 


of the odd uses to which the rings are put. 
“The same ring with the addition of our 
patented lock,” says Miss Morden, “makes 
one of the nicest key-rings imaginable—in 
fact, it is the only locking key-ring in 
existence, and the only wide-opening ring 
from which one can remove his keys with- 
out cracking either fingernails or temper.” 


The larger part of the sales are now for 
the separate rings. They manufacture nine 
sizes of round rings, boxing them one hun- 
dred of a size. They also manufacture half 
round, oblong, and other shapes of rings. 
In addition to the large demand for sepa- 
rate rings, they furnish them attached to 
different styles of binding metals, having 
three styles of metals in which the rings are 
placed at fixed distances apart, the other 
styles in which the rings are adjustable by 
the book binder—a most desirable feature. 


Morden Plant Has Many Activities. 


In addition they have patents on many 
of the ordinary styles of simultaneous open- 
ing metals, but have manufactured only a 
few of these patents, owing to the large 
demand for the rings, which has prevented 
their taking time to equip for new lines. 

The Morden Manufacturing Corporation 
not only manufacture their own line of 
metals, but make a specialty of manufac- 
turing for others. In addition to their 
metal manufacturing plant they have also 
in operation a fully equipped bindery for 
manufacturing a complete line of bound 
books, covering all the specialties for which 
their metals are used, and while continuing 
to supply their metals to the trade as here- 
tofore, they also furnish the covers com- 
plete. 

The Morden products are well and favor- 
ably known to the trade, and are sold from 
Boston to San Francisco, while some of the 
customers are located in England, Australia, 
Canada and the European continent. 

Owing to the growth of the business new 
quarters were found necessary and the com- 
pany moved the first of August of this year 
into a new location, where they have nearly 
three times the space they formerly occu- 
pied. New machinery has been added to 
their equipment, and they expect to work 
to much better advantage than has here- 
tofore been possible. 


Miss Morden says: “The development of 
the loose leaf business is phenomenal. 
Loose leaf books are about as varied and 
numerous as post cards, and their use is 
increasing almost as rapidly. This is an 
age of system, and wherever system is 
necessary loose leaf books are a necessity. 
It is almost impossible to have a system 
without the use of loose leaf books.” 

Many inventions have been placed to Miss 
Morden’s credit since she patented the Mor- 
den Ring. Within a period of five years 
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over thirty patents, all relating in some way 
to loose leaf lines, were secured by her 
These inventions were made during the rush 
and stress of work while carrying the re 
sponsibility of several departments of the 
business. Miss Morden says that if 
could have her choice she would devote her 


she 


OFFICE APPLIANCES 


entire time to a department of invention 
with competent workmen and plenty of 
time for experimenting. 

The work in which Miss Morden finds 


herself was, apparently, forced wu) on her. 


It has had its share of trials and di!‘iculties, 


often bearing so heavily upon ler that she 


has fe almost unable to carry the load 
but she has gone steadily and patiently for 
ward to a success which comparatively few 
people achieve 

[1 1 later issue readers wi 1 al in 
teresting article upon business thics by 
Miss Morden herself 








BUSINESS LITERATURE—HOW TO MAKE IT 


PRODUCE RESULTS 





By M. T. Frisbie, advertising manager of the L. C. 
Smith & Bros. Typewriter Company, Syracuse, N. Y. 





(Reprinted from the Bulletin of the Na 
tional Association of Credit Men, October, 
1910.) 

The day of the commercial traveler who 
by telling. stories, cracking 
You ex- 


wets business 
jokes and clowning has gone by. 
pect your house representative to be clean, 
keen, attractive and direct 

Your business literature should represent 
the house with the same qualities as your 
It must be alive, interesting and 
snappy. Snappy does not mean frivolous 
The advertising man has about much 
right to be fresh or funny as the minister 
He has a serious, important message to de 
liver and it must carry conviction or his 
mission has failed. The man who believes 
in his proposition through and through 
who is so dead in earnest that he is willing, 
if necessary, to take off his coat and fight 
for a hearing will get a hearing and he 
won't have to fight for it 

That is the spirit in which business lit 
erature should be produced, and advertis 
ing matter produced in that spirit will get 


salesmen. 


as 


the business 

There are three forms of advertising mat 
ter which are-essential to nearly every busi 
ness house. The letter, the interest-creat 
ing circular, and the house catalogue. The 
first two are designed to lead to a request 
for the latter, and the catalogue itself is a 
salesmaker or serves as an assistant to the 
man who sells the goods. 

No doubt the very best form of adver 
tising is a personal demonstration by a 
live-wire salesman. Next to that is a heart 
to-heart letter about your goods to a man 
or woman you know. But modern busi 
ness has grown so big that the individual, 
personal letter is well nigh out of the ques 
tion, and the form letter must be resorted 
to 

There is great danger in writing a form 
letter of losing the note of direct personal 
appeal that can be put into the individual 
letter. When I have to write a form lette1 
about my typewriter | pick out in my mind 
some man or women I know, who is rep 
resentative of the class I want to reach and 
write a letter direct to him or her. And 
the letter is sure to be a better letter than 
one written without anybody in particular 
in mind. 

Sending out form letters is 
like shooting a broadside into a clump of 
bushes which you know shelters a covey 
of birds. But you must remember that out 
in the brush the prospective customer you 


something 


are after is an individual, like as not an 


important individual with individual charac 
teristics. Your letter must be designed to 
arouse his interest and bring his reply out 
of all that unknown crowd, and to get you 
into definite personal communication with 
that one man or woman among many who 


is to be your future customer 





M. T. FRISBIE 


It must be briet Rather ten pertinent 


words than five hundred of tedious descrip 
tion or “vain repetition.” There is often a 
force in brevity that stops a man like a blow 
between the too much, 


you are.liable to satisfy his curiosity 


eyes. If you say 
and 


deter him from wanting to hear more 


Center the letter in your typewritten 
page with wide margin all around. It will 
be long enough then. 

Begin your form letter with “You” rather 
than “We.” 

Arthur Brisbane recently said “34 4 


should say to you that you had very inter 
esting noses, you would all feel your nose, 
and look into the glass and read my edi 
torial because it is your nose.” So the re- 
cipient of your letter is interested in some 
thing that concerns him, not you. Show 
concerned with what you 
And then stop 
are 


him how he is 
have—not to say but to sell 


when you are done—know when you 


Tell him, so he will take it as a 
much to 


through 
compliment, that you want very 
hear from him, and sign your name 


The waste basket doesn’t yawn for form 
letters like that 

Now with regard to your circulars, fold 
ers and envelope stuffers. Like the form 
letter they should not tell too much. Cen 
tralize each one on some particular fea 
ture, some strong talking point of your 
goods and drive that point home. If you 


do that well you will make the reader want 
to know what are the other good features 
and what you have to say about them. That 
will bring his request for a catalogue 
These teasers, these interest-creators may 
be small, but like diamonds— 
much worth in little compass 
attractive cover page even 
four-page circular; attractive that 
will be aroused with regard to what 
Don’t waste words on the cover 


should be 
Color is use- 
for a 


curi- 


ful—an 
so 
osity 
is inside 
page or in the opening paragraphs of the 
An introduction isn't Be 
definite statement about 
your goods that challenges the reader’s at 
tentior No danger after that but what he 
will read it through 

Make your argument simple, but don’t by 
any chance adopt a patronizing air and give 
your possible customer an excuse for think 
ing that you are making an awful effort t 
write the stuff down to the level of his com 
The majority of goods offered 


text necessary 


with some 


gin 


prehension. 


for sale appeal to the average man or 
woman with fair average intelligence. Ap 
proach them on the level—their level, your 
level Human nature is not lifferent 
Put yourself in your prospective customer's 
place Tell him as one man to another the 
thing that you honestly believe would in 
terest you under similar conditions. It will 
interest him. Thus you will establish that 
intimate understanding which will make 
him both your customer and yo friend 

These circulars should be clean, neat, at 
tractively printed, but not necessarily elabo 
rate or expensive. Save all that for the 
hous italogue Don’t give the impres 
sion before a price is quoted that your 
goods are beyond the reach of the average 
purs¢ 


Some of the biggest patent medicine con 
cerns attribute their success to the cheapest 
kind of literature, and say they would not 
dare risk the effect of expensively coated 
paper and real high-grade illustrations upon 
class of people patronize them 


the who 


most largely 





Little folders and circulars are the grap 
shot of a campaign. You can scarcely issu 
too many of them. A series frequently has 
great cumulative effect. One of seven 
pieces which my concern issued, mailing 
them several days apart proved this very 


-onclusively 

Returns for the first week were scatte1 
ing, the second week somewhat increased, 
the third week a flood Each successive 
circular augmented the curiosity of the re 
cipient until a catalogue request was almost 
inevitable 

We also conducted a magazine advertis 


ing campaign along the same lines giving 


a sequence of arguments from month to 


month and later incorporated the series of 
magazine advertisements in a little book 
which did the good effective work all ove1 
again. 

Suppose, now, that your mail brings a 
definite inquiry about your goods from a 
point so far distant that you cannot ar 


range for an immediate visit from one of 


your salesmen. 

Every bona fide inquirer by mail is at 
once a prospective customer and should be 
so treated, just as much as if he were 
actually in your store, pricing goods, exam 
ining their quality, considering their useful 
ness for his purpose 

The catalogue which you must now send 
him should answer all his questions. When 
a person gets to the point of writing for 
a catalogue the assumption is that he wants 
full information. The man who really in 
tends to buy an automobile or a typewriter 
or anything else, wants to know all there 
is to know about it. Your letter of reply 
cannot be too fully descriptive, or your cat 
alogue too complete. He is ready to eat up 
information. It is up to you to feed it to 
him. 

In producing your catalogue do not spare 
any expense necessary to show your goods 
or your products at their best. By the 
house catalogue, as by the salesman, cus 
tomers judge the house 

The automobile manufacturers and some 
of the piano people are wise to this. They 
make their catalogue even far more expen 
sive and ornate than is necessary to give 
their goods the best showing—their cata 
logues fairly reek with the smoke of burnt 
money. Why? Because what they have 
to sell is a luxury, going to people who, 
many times, measure the desirability of the 
pleasures they enjoy by their high cost 
The small-change of luxury is as foreign 
to them as pennies are to the Pacific coast. 
The gratifications of their pleasures miust 
run into four figures 

So, I presume, the apparent waste of 
money in the automobile catalogues may 
after all, be a good investment, but with 
the average proposition just enough ex 
penditure to give your goods the best pos 
sible display is quite sufficient and any 
more would be superfluous. 

3ut all items of information that you 
would want in purchasing similar goods of 
some one else’s make, your own catalogu: 
should contain. I believe, too, that the 
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Weare prepared 
to furnish any- 
thing special re- 
quired. 

You can come to 
us with your 
wants knowing 
that we can fill 
them satisfac- 
torily. 

This means 
success for the 
machine. 




















This also means that we, as the 
Great Specialists in this line, are 
making today without reservation 
the finest line of 


Typewriter Ribbons=Carbons 


in the world 























You can only reach our standard by using 
our goods 








SEND FOR OUR NEW TRADE CATALOG AND AD. MATTER 


MITTAG & VOLGER, Inc. ."s92" 


BRANCHES: NEW YORK, NWN. Y., 280 BROADWAY 

CHICAGO, ILL , 200 MONROE ST. 

LONDON, 7 AND 8 DYERS BLDG., HOLBORN, E. C. 
AGENCIES: ALL OVER THE WORLD. 
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you appreciate Quality 


and want to give your customers a square deal, then our 


line of high-grade catalogue, booklet or telephone directory 
covers will interest you, and a sample line sent you upon 
request will prove this statement. 


Cordova Super Cover 


stock carries a distinctiveness not found in any other, in 
point of quality, strength, line of colors, weights, sizes, etc., 
at the right price. 


DETROIT SULPHITE PULP & PAPER CO. 
Makers of Papers of Strength . DETROIT, MICH. 


Office 
Appliance 


Readers 


Special 
Offer 
To 
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I wanted to keep my copies of Office Appliantes on file in some permanent 
way that would keep them free from dust and carelessness in handling. So, 
just to satisfy my own whim, I got up this binder. It’s made to exact size 
to fit copies of Office Appliances, and since I have been looking into the 
matter of binders, I have come to believe that this little scheme of mine 
makes the BEST BINDER IN THE WORLD. 
The reason is that the binder is no larger than the number of copies inserted 
plus the covers. Other binders have to be ‘‘filled’’ before they are satisfac- 
tory. With this binder of mine you can start with ONE SINGLE copy if 
you wish, and then add to it as they come in. In other words the binder is 
a system of units to which you can add as many as you like 
As a special offer to Office Appliance readers, every one of whom I believe is 
as anxious to preserve his copy as | am, I will send one of these specially 
made binders for only $1.50. Then keep your magazines on file in a handy 
place, and save time trouble and annoyance. 

THE “PERFECT” MAGAZINE BINDER 


makes a handsome ornament for desk or table 
It is the only magazine binder with unlimited capacity. It will bind one magazine or 
any number of magazines of any size or thickness by simply adding back sections 
NO PUNCHING NO STRINGS NO WASTE SPACE 
Magazines are easily and quickly inserted or removed, are held firmly in position, and 
will open out flat exposing all the reading matter 
WRITE TODAY FOR FURTHER INFORMATION. 
C. J. BRYANT, Loose Leaf Systems and Card Indexes 
1008 Ashland Block, Chicago, Ill., U. S. A. 














catalogue should quote the price, thougl 
this should be omitted from the other lit 
erature referred to unless, as in the Ast 
of the “Dollar Watch,” for example, the 
price itself is an advertised trademark. The 
argument sometimes made against prt 

quoting in catalogues by firms that sell 
entirely on signed orders secured by sales 
men, is that the price frightens the cus 
tomer before the salesman can get at him 
Quote the price and make your catalogue 
so convincing that he would continue to 


want your goods though the price were 
even greater. Your catalogue must be well 
printed, and if illustrated, well illustrated 
Get the printing and engraving done by 
people you know. Money saved by getting 
cheap printing and engraving is only money 
wasted. And the catalogue should be 
mailed flat, in a good envelope, in such a 
way as to arrive at its destination in good 
order—a credit to the firm that sends it 
Lastly, and above all, don’t make a single 
statement in your letters, your circulars, or 
your house catalogue that the goods them 
selves will not bear out in every particular 
Strict and absolute honesty in describing 
your goods is vital to continued success in 
advertising. Quality counts. A reputation 
for goods exactly as advertised is worth 
more than unlimited credit at the bank 


THE PASSING OF L. C. SMITH. 


Lyman C. Smith, the well known type 
writer man, is dead. His passing occurred 
at 10:30 p. m. on Saturday, November 5, at 
his home, Uarda, No. 804 James street 
Syracuse, N. Y. Mr. Smith was stricken a 
week previously with cerebral hemorrhage 
which, aided by an attack of acute diabetes 


hurried the end 


Mr. Smith was sixty years ol nd was 
regarded throughout the city and country 
not only as a great industrial leader, but 
also as a philanthropist and a public spirit 


ea mal 


His Career. 


Lyman Cornelius Smith was born in Tor 
rington Conn., on March 31, 1850. He was 
of English origin. When nine years old he 
moved with his parents from Torrington t 
Lisle, Broome county, where his father be 
came a leading lumber merchant and tan 
ner. He attended the common schools and 
later went to the Cortland Norn school 
Soon after passing his twenty-first birthday 
he accepted a position as manager of a live 
stock commission house in New York city 
He lived there until 1875, when he went to 
Syracuse to engage in the lumber trad [r 
1877 he began the manufacture of breech 


loader firearms, continuing in the business 
until 1890, when he sold his interests and 
began the manufacture of the Smith Pre 
mier typewriter. 

When the Union Typewriter Company 
was organized, he was made a director, 
but after several years withdrew to be- 
come an independent manufacturer. This 








was in 1903, when the company known 
as L. C. Smith & Brothers was organized 

Mr. Smith was president of this company 
He was also closely connected with the af 


fairs of other big concerns, being head 


the United States Transportation Company, 


the L. C. Smith Transit Company, treasuret 
of the Toledo Ship Building Company, 
president of the Rochester, Syracuse and 
Eastern road, the National Bank of Syra 
cuse and the American Transit Company, 
director of the International Postal Supply 
Company, the Auburn and Syracuse Rail 
road Company, the Syracuse, Lake Shor: 
and Northern Railroad Company, the Aw- 
burn and Northern Railroad Company and 
the Wilkinson Transportation Company, 


and first vice president of the board of 


trustees of Syracuse university. 

In the early days of the development of 
the state of Washington he became inter 
ested in Seattle, where he had rich real es- 
tate holdings and where at present much in 
terest is being manifested in the great for 
ty-two story office building, which he had 
under way 

Mr. Smith was married in 1878 to Miss 
Flora Elizabeth Burns 3esides the widow 
he is survived by his son, Burns Lyman 
Smith, and daughter, Florence’ Bernic 
Smith. Three brothers and two sisters also 
survive him, all of whom were present at his 
bedside when the end came 


His Public Interests. 

Mr. Smith was democratic in his tastes 
At his office he was popular with the em 
ployes, and had as much time for the poor 
man as the rich. He was a donator to th: 
Y. M. C. A., the House of Providence, th: 
Onondaga Orphans’ Home and many othet 
local charitable institutions He founded 
the Lyman Cornelius Smith College of Ap 
plied Science at the University, and erected 
three of the handsome buildings on the uni 
versity campus. He founded the university 
navy 

He was a member of Plymouth Congres 
gational church, president of the Y. M. C 
A., member of the Century, Citizens’ and 
Onondaga Golf and Country clubs, the 
Hardware club of New York and the Sons 
of the American Revolution. He was also 
a chevalier of the French Legion of Honor, 
a distinction accorded but few Americans 
He was a thirty-second degree Mason and a 
Knight Templar 

Mr. Smith cared little for political honors, 
the only position he ever held being that of 
a presidential elector in 1896 when he voted 
for President William McKinley. He was 
often mentioned for mayor, state senator, 
congressman and other positions of honor 


and trust, but preferred to keep out of poli 


tics 

He is fond of travel and for the last few 
years of his life has enjoyed that recreation 
considerably He has traveled well over 
Europe and Ameri 

The extent of Mr. Smith’s fortune has 
bee riously estimated, but it is believed 
to | in the neighborhood of $10,000,000 
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Transfer Season Almost Here 
Be Prepared 


Order the one kind of equipment that will solve the Transfer Problem 
now and for all time to come. 








No matter what the size or nature 
of your business may be-—— there is a 
size and style in Globe"Wernicke Filing 
Cabinets and Storage Cases exactly 
suited to your specific needs. 


By the Safe-Guard System one 
hundred thousand letters, invoices, 
estimates — business papers of any 
kind— can be transferred from the 
Active to Storage Files in any office 
within an hour, and the precise ar- 
rangement in the Active Files will be 
continued throughout the Storage 
Cases. 


Globe“Wérnicke 


Safe-Guard 
Filing Devices 


have already displaced the intricate, 
and patience-exhausting methods of 
Sa ‘‘vesterday’’ in thousands of other - 
- offices—they will do the same for NR 

you. Glebe “Weenicke Filing Cabinets, 
made both in wood and steel, may be had in a wide range of sizes and 
styles, and in finishes that will harmonize perfectly with the furnishings of 
any office. Sold at uniform prices, freight prepaid everywhere. 


Send for the Book That Tells How 


to maintain a continuous uniformity of filing and indexing papers year after year 

so that those dating several years back are as quickly and easily found by the * 

office boy as the letters you received but yesterday. “ 
Likewise send for the catalogue that explains the manifold advantages 

of obtaining standardized sizes of cabinets in Wood and Steel that fit 

all commercial sizes of paper and eliminate the cost and vexatious de- 

lay incidental to obtaining special sizes made to order. 


GlobeSWernicke Filing Cabinets are carried in stock by agents in ft g k 
principal towns and cities in the United States. Prices uni- as a e 


form and freight paid everywhere 


The Globe=Wernicke Co., ae an 


Cincinnati, U. S. A. ut 
Branch Stores: New York, 380-382 Broadway Kegs Inventory 


Chicago, 224-228 Wabash Ave. Boston, 91-93 Federal St. 


Washington, 1218-1220 F. St. N. W. a 
4 vo Now 


The advertisement shown above, directed to business men and appearing in the leading 
business men’s periodicals this month, should stir every dealer in office supplies to take an 
inventory of his Transfer and Storage Cases immediately. 

Be prepared this year, Mr. Dealer—get the lion’s share of this trade. And remember— 
the sale of storage cases and supplies opens the way for many sales of other GlebeWeentche 
filing cabinets in wood and steel 

Of value to you as a dealer is the book, ‘Filing and Finding Papers.” It makes you 
thoroughly familiar with the GlobeSWernicke ‘“Safe-Guard Method,” and gives you numerous 
good talking points for selling Globe“Weenieke Filing Cabinets. It will be mailed with catalogue 


on request. 


The Globe-Wernicke Co. 


Dept. X-810, Cincinnati, U. S. A. 
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WEBSTER SALESMEN CONVENE 





F. S. Webster Company’s managers and leading 


salesmen hold successful convention 


in Boston 








HE third annual convention of the 


office managers and wholesale sales 
men of the F. S 
was held at the home 
Boston on August 25, 26 and 27. 
ing was declared by 


Webster Company 
office and factory at 
This meet 
all present to be the 


GEO. F. MALCOLM, GENERAL MANAGER, 
F. S. WEBSTER CO. 

greatest convention success yet achieved by 
the company 

It is generally conceded by all who make 
a study of business methods, that there is 
no better way of keeping in touch with the 
varying trade conditions than by assem- 
bling the .men in the 
field in conference 
with who are 

affairs 
home office. 
Webster 


not 


those 
conducting 
at the 
The F. S. 
Company have 
the 
such 
They 
fea- 


overlooked im- 
portance of 
meetings 
have 
ture of 


made a 
their sum 
mer  convertions, 
reaping results. in 
renewed acquaint 
ance, revelation of 
and 


and 


character per- 


sonality inter 
change of opinions 
and experiences; all 
have 


of which serv 


ed to cement the 


Webster 
family more closely 


company’s 


Webster 


and _ strongly to 





Company Managers and Salesmen 


gether in the bonds of effective effort. 
It is a satisfaction in these days to be 
associated with a progressive industry. 


Now, that may be an industry which has to 
do with the common-place, though no less 
essential things of life, but when it is re 
lated to the literary arts, and contributes 
to the intellectual welfare of the community 
and of the nation, there is even greater rea- 
son for comment and congratulation. 

The F. S. Webster Company takes pride 
not only in the fact that it is one of the 
oldest concerns in the United States de- 
voted to the manufacture of typewriter rib 
bons, carbon papers and office and com- 
mercial helps, but that it is also one of the 
most enterprising concerns in its line. It is 
fair to add that during all the permutation 
of events the policy of the company has 
continued practically the same—to produce 
the best article they can make and to treat 
customer or competitor—fairly. 
the 


every one 

The company 
largest typewriter ribbon and carbon paper 
Here its goods 
under fa 


claims to possess 
manufactory in the world 
immense quantities, 


The same care 


are made in 
vorable conditions. 
cised to-day in every detail of manufacture 


is exer 


that was exercised years ago when the busi 
ness was small. 

To the outsider, business success usually 
looks easy. But when one gets on the in 
side of a factory that has 


size, he invariably finds the causes at work 


grown to great 


which are responsible. These causes are 
the same old-fashioned virtues that have 
been pounded into us from boyhood—in 


dustry, honesty, intelligence and constant 


watchfulness. The boy who expects to at- 


tain success in business on any other basis 





at the Base of the Minute Man Statue by the Old 
North Bridge at Concord, Mass. 


is going to be disappointed, and what holds 


the individual holds true of 


true ol! a group 
of individuals. 

Those who attended the annual sales 
men’s convention of the F. S. Webster 


were moved by a feeling of sur 


Company 





GEO. H. HARTLEY, SALES MANAGER 


1 } 


prise and respect as they learned the a 


most endless number of details calling for 


daily vigilance, which go to make and main 
tain the standard set for Multi-Kopy carbor 


paper and Star brand typewriter ribbons 
Of raw materials alone nearly one thousand 
items have to _ be 
bought Each item 
is selected with 
great care and sub 
mitted to the most 


rigid tests before it 


is considered avail 
able | he process¢ S 


of manufacture are 


still more compli 
cated Each color 
and each class or 
carbon paper is a 
formula I itself 
ind must be assem 
bled and _ = finished 
L rding to its 
Ow! peculiarities 
o those unfamil 
iar with the manu 
facture of the Web 
ster products, the 
vast amount of sci 
entific research, the 


patient testing, the 
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are enjoyed by the operators of 
Manifold Advantages ji (%<3.2” iar pegs 
sharp impressions on the carbon copies, handling the greatest 
number without wrinkles or smuts. 


That is what the L. C. Smith & Bros. Typewriter actually does 
by aid of devices employed on this machine exclusively. 


Its self-adjusting paper feed is so elastic that loose-leaf work, tapering from many thicknesses 
to a single sheet, is fed with exact uniformity. 
























That quick, clean stroke and getaway so essential to satisfactory carbon impressions is 
insured by use of the Gardner ball-bearing typebar joint. 

The firm, absolutely rigid, carriage (ball-bearing and free-running) is not shifiedto 
write capitals, therefore cannot be jiggled up and down, making a perfectly stable J 
printing point. 

The simplest means of employing at will a hard platen for extra heavy manifold 
work is provided. Just lift the ordinary service platen and drop the hard one 
in its place. 
These requisites of superior manifold work are combined in no writing / 
machine except the f 


L. C. Smith & Bros., Typewriter ff f 


(ALL THE WRITING ALWAYS IN SIGHT) 
The descriptive book tells just what you want to know. Write today. 


L. C. SMITH & BROS. TYPEWRITER CO. 


SYRACUSE, N. Y. U. S. A. 
Branches in Head Office for Europe, Asia and Africa 
all 19 Queen Victoria Street, London, E. C. 
Large Cities 


























You are losing good money every day that you don’t handle 


the Uhl Art Steel Typewriter Table and Cabinet. 


We are developing sales in your territory every day, for the 
most Convenient and Serviceable Typewriter Stand ever built. 


Saves the purchaser time, space and materials. 
Quick Seller— Appeals to All Who Own 
Typewriters. 

Write us today for our Dealers’ Proposition. It means more busi- 


ness and more profit for you 


THE TOLEDO METAL FURNITURE COMPANY 
2041 Dorr St., Toledo, Ohio 
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The Growth of a Business 


If there exists a large demand for any commodity, its 
manufacturer will make rapid progress in building up a 
business by selling goods of merit and quality, and 
necessary facilities for its manufacture will grow accord- 
ingly. Back of all, however, must be proper management, 
and service to the user. If the public has to be educated 
to its use in order to create a demand, and have that de- 
mand grow with. reasonable rapidity, it means a campaign 
such as originators and pioneers only can fully comprehend 
thru actual experience. When they succeed, they have 
achieved something that deserves special reward—but with 
it, usually, comes competition. Such education and intro- 
duction by pioneers has been an almost endless expense 
but has also opened up an easy path for competitors. No 
business field has required greater, more persistent, more 
costly, and more intelligent effort to educate people to their 
use than have office specialties. In inventions, manufac- 
turing, and in selling campaigns, the United States leads 


| minute records of many years which have 
been devoted to _ perfecting Multi-Kopy 
carbon paper and Star brand typewriter 


the world. Pioneers have opened the field at a fearful cost 


of money and effort—but look at the results accomplished. 
Such a campaign has been the selling of Mimeographs 
thru the manufacturers being originators and pioneers. 
Producing goods of merit and quality; rendering unapproachable 
service to the user; sparing no money and effort to improve their 
product as time and demands required, the business grew rapidly 
until today it is an international institution. 


With this growth | | 


better and larger manufacturing facilities became necessary. Fac- | 


tory facilities were increased from time to time, until today the 
makers have the largest and most complete factory of its kind in 


the world—a monument to superior goods, to an educational sel- | 


ling campaign, and to the appreciation of the users. Dealers and | 


users when considering the handling and use of duplicating ma- 
chines, should get the best goods made, the best service rendered 
—and that means from the makers who have made the business 
what it is today, who are not followers but are leaders. 


A. B. DICK COMPANY, 


Here is illustrated our very 
lastest product with improve 
ments that place it in a class by 
itself. It has an Automatic 
Self -Inker — the greatest ad- 
vancement ever made since dup- 


CHICAGO AND 
NEW YORK 





licating machines were first in- 
vented. 





= 


_— : Ask for “‘ 76 Catalog.” 
The New Number 76 Rotary Mimeograph 


| Park, where a banquet was p1 


ribbons was a revelation 
The Webster Personnel. 

A strong factor towards t iccomplish- 
ment of success in Webster history is the 
personnel of the management all along tl 
line. By a process of elimination, 
thing unfavorable to progress 
sight, and the real strength of founda 
and superstructure lies in the men 
The F. S. Webster C 

} 
| 


represente l 


ercise control. 
pany is to-day 


office by earnest workers wl 


oped with the company, and the ability and 
integrity thus evolved has mm 

itself to the branch offices, and to the sel« 
tion of salesmen, who in important f 
are spreading the products of the company 


far and wide 
[he business part of the 


an educator to all who were present. 











a : | 


JAMES QUARTZ, SUPERINTENDENT, F. S. t! 
WEBSTER COMPANY 


Webster company, however! 
the old adage that “All w 
makes Jack a dull boy,” so on the afternoon 

business having been n Y 


rk and no play 


of August 26, 
cluded, an excellent lunch was served at 7 
the Boston City Club. The salesmen then la 
started on their annual outing 


year comprised an auto trip 
historical places of Boston, through Bos 
ton’s celebrated park systems, thence 
Cambridge, to the new Harvar« 
and the college buildings, 
to the old battlefield of Lexi 
rd over the route taken by Paul Revere 
n his famous ride, and ove: 
19, 1775, the British 


diers were put to flight 


day of June 


\fter leaving the Concord 

‘ rs 

party motored through the res ntia 1s Ri 
P 

l 


r 
t of Newton and thence t Norumbega 





have 
-opy 


riter 





then 
this 
the 
Bos 
e to 
ium, 
here 
Con- 
vere 
er in 





USEFUL LITTLE BOOK ON DESKS. 


A little book in brown with the simple 
word “Desks” on the cover describes quite 
fully the fine line carried by the Quigley 
Furniture Company of Whitesboro, N. Y. 

This company manufactures office desks 
and typewriter cabinets exclusively, and 
the designs carried by them are pleasing in 
every way, as the book shows. The regu 
lar line of office desks is manufactured both 


full base and sanitary, in roll top or plain 
top as desired, and is furnished in quar- 
tered oak, plain oak or in birch, finished 
imitation mahogany Twelve styles are 
illustrated in their catalogue. 

The typewriter cabinets are manufac- 
tured in thirteen patterns, and if a stand 
is wanted in preference to a cabinet, there 
are three styles presented from which to 
select. The prices for the Quigley products 
range from $12.50 to $50 

The company owns a large tract of tim- 
ber in Virginia, which makes it possible for 
them to get their lumber at a minimum cost, 
hence the moderate prices. 

In building desks and cabinets the Quig- 
ley company believe in using only the best 
of materials and workmanship. The writing 
beds of their desks are built up three-ply 
and five-ply, and the side arms and curtain 


rails are veneer faced to match the tops | 


and beds. All legs and side arms are two 
inches; and the best spring steel is used 
in all locking devices. When brass is used 
for trimmings, only the best quality is used. 
The finish is given particular attention, 
each piece being hand rubbed and finished 
in the dull style. The handles of the draw 
ers are usually of wood, but certain styles 
of desks are furnished with handles of dull 
brass. 

The Quigley line is quite well distributed 
in the East, and the company is now desir- 
ous of introducing its goods in the Middle 





West and South. It is their plan to have | 
one good dealer in each of the large cities | 
in these territories, who will handle their | 


goods exclusively. They will be pleased to 
hear from dealers who care to’ look after 


their interests in this way 


NEW SHEPPARD LEDGERS. 


The C. E. Sheppard Company, of New 


York, is making strong claims for its 
“Regal” loose leaf ledger. This is a popu- 
lar priced book and is in demand among 
professional men and small merchants who 
require an inexpensive equipment. 

The “Regal” is an end-locking screw 
mechanism, said to be equal to every emer 
gency and strictly high grade. The com 
pany backs its claims by an offer to send a 
“Regal” fre n approval, express prepaid 


L. Riesner is now connected with the 
Twinlock Company, Cincinnati, O., in 
charge of the advertising department. Mr. 
Riesner was formerly with the American 
Publicity Co. He is a live wire and thor- 
oughly experienced as an advertising man. 
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Keystone 


Brand is the 


Sign of Prosperity 


for up-to-date dealers 


Consumers favor it and dealers 
find money in it. 








In this day the user has been 
educated to demand a quality 
at a price that he A4nows is con- 
sistent with a reasonable manu- 
facturing profit. 


The dealer is looking more and 
more for the line that will make 
his ribbon and carbon depart- 
ment a paying investment. 


Both of these fundamental re- 
quirements of successful mer- 
chandising are met in the 


KEYSTONE 


line. Send today for samples 
and prices and be convinced. 








Keystone Carbon Paper 
Manufacturing Company 


Home Office and Factory Franklin, Pa., U.S. A. 
New York Office: 26 Broadway 
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A SERMON ON COLLECTIONS 





By A. E. Hockwalt, Credit Manager, The Berger Manufacturing Co., Canton, O. 





(Continued from October Number of Office 
Appliances.) 


HE following we find a good method 

of handling accounts, but remember 

you must keep right on the firing 
line. When you start don’t relent. Spas- 
modic efforts are ineffectual, persistency 
alone gets good results. 

Statements are made the last week of the 
month and are made only of accounts over 
due and to become due within 30 days. 
These statements are classified, that is they 
are separated into groups. Past due ac- 
counts go into one group; accounts due be- 
tween the first and 10th, into another; ac- 
counts due between the 10th and 15th of 
the month into another; those due between 
the 15th and 20th into another; those due 
between the 20th and 25th into another, and 
those due between the 25th and 30th into 


still another. You will see we have here 
six groups of statements and these are 
mailed out on five different dates of the 


month. The second group goes out the 
Ist of the month, third on 5th, fourth on 
10th, fifty, on 15th, sixth on 20th. 

In each case the statement is mailed ten 
days before the account becomes due and 
is accompanied by this notice: 

“We hand you herewith statement of our 
invoice (or invoices) of Nov. Ist cover- 
ing which, if found correct, your remit 
tance in due course will be duly appre- 
ciated. Should we not hear from you by 
the 10th inst. we will assume that you pre- 
fer to accept our draft and we will accord- 
ingly draw on you.” 

We find it advantageous to send out or 
mail statements as outlined above as they 
reach the debtor just a few days before the 
account is due and rob him of the oppor- 
tunity to claim he got no notice that we 
intended to draw. Where statements are 
sent out in a lump only one-fifth of them 
reach the debtors at the right the 
balance are previous and we are sure many 
of them are considered by the customer a 


time, 


premature demand and just a little, if not 
altogether vexed, he pigeonholes the state- 
ment or perhaps consigns it to the waste 
In sending our statements in this 
that a state- 


basket. 
way care must be exercised 
ment is not mailed for an account that has 
been paid. As a precaution against such 
error the statements are checked against 
the accounts before mailing them. Let us 
suggest that your bookkeeper should be re- 
quired to post up his credits daily and not 
leave the office on any one day until this 
is done. This is a safeguard against errors 
in sending out duns and it also safeguards 
the credit man who frequently refers to the 
account of a customer to learn its condition 
Should show a debit overdue 


an account 


when in fact if posted up it would show 
balanced—trouble will ensue. 

We did not make mention of group No. 1 

statements of overdue accounts—these 
should be handled in the following manner. 
The account being overdue a statement has 
already been sent, perhaps a draft made, 
and in many cases the second, third and 
perhaps the fourth letter written the cus- 
tomer. These statements all have a place. 
Your collection correspondence should not 
go into the general file until the collection 
is made—completed—and closed. So, then, 
to such accounts as have required corre- 
spondence the respective statement should 
be attached (group No. 1) to come up and 
be sent to the customer when you again 
This looks like a lot of labor, 

It is the work of a few brief 








write him. 
but it is not. 





minutes—try it. After these statements 
have been attached you will have some re- 
maining; these will be of accounts for 


which you made drafts and which drafts ap- 
pear outstanding. Turn these over to’the 
party in charge of the draft list, and have 
statements destroyed as drafts are paid or 
in the event of draft being returned and 
customer not having remitted direct attach 
statement to it and you have it to send to 
your customer with the first letter you write 
him. 

So much for the mailing of statements; 
next comes the making of drafts; of course 
a list was made of the statements sent out 
and before making drafts this list must be 
checked with the ledgers and such accounts 
as are paid, checked out. 

Those customers who have 
spond are drawn on in accordance with the 
notice sent them and a letter goes to them 
as follows: 

“In accordance with 

— we are today making draft on you 
through the First National Bank, your city, 
for $——— Believing you will promptly 
protect this draft that 
early returns, and thanking you in antici- 


failed to re- 


notice sent you-— 


so we will receive 


pation of this favor, we are,—Very truly 
yours.” 
Here you tell your customer where you 


sent your draft and that you sent it and he 
writing you 


is denied the opportunity of j 


that he did not know draft had come; where 
it was, etc. 

Draft and letter to bank are made at 
We reproduce form herewith 


the 
same time. 
THE BERGER MANUFACTURING CO. 

Canton, Ohio, No. 
At sight pay 1o order of 


oa eat Dollars § 
Value received and charge to the account of 
To.. THE BERGER MFG. CO. 
F. A. Schwertner 


Form 101-2m-7-10 
Now 


unpaid. 
return you have a collection requiring spe 


your drafts begin 


If an explanation is made for its 


cial treatment and circumstances must sug 


gest what this shall be. In the majority of 
cases the endorsement is: “No attention 
And we proceed to learn why by writing 
this letter: 

3 we made draft on you for 


$—————., in accordance with notice sent 
Its return unpaid is undoubtedly due 
We believe the account 


will 


you 
to some oversight. 


to be correct and being due very 


we 
much appreciate the favor of remittance 

“Anticipating a 
which we tender thanks in advance, we 


favorable answer for 


eight 
the 


This letter is filed to come up in 
to ten days when it is checked with 
ledger. If not paid we write a second lette: 
as follows: 

“We wrote you — , in 
our draft for $ that 


reference t 


was returned 


to us unpaid and without explanation. Did 
you receive our letter? Thinking there 
must be something wrong, as we did not 


hear from you, we again call your attention 
to this matter. Awaiting with interest your 


are.” 


answer, we 

If no answer comes, we write in five o1 
ten days: 

“This is the third letter we address t 


you relative to your indebtedness of $—— 

and we do not understand your failure to 
let us from This account, as 
you no doubt know, because the first 
part of the month, and we hope it will be 


hear you. 


due 


your pleasure to let us hear from you 
Very truly.” 
No answer, customer hanging to our 


money and at end of eight days we write 
keep on telling him how many let 


again 
ters we wrote and how much the account 
is overdue. 

“Again we hand you statement of our 
invoice———— amounting to $— and 
which invoice is more than 30 days over 
due You undoubtedly have some good 
reason for withholding settlement and 


we are in any way at fault will you be 


kind enough to inform us? Assuring you 
of our desire to assist you in any reaso1 
able way, we are.” 

No answer and our patience beginning 
to grow less, so in eight to ten days we 
write again 

“We have repeatedly vritter y 
erning your indebtedness of $ now 
much overdue, and our failure to gain your 


that you are experien 
[f this 


attention suggests 


ing some crisis in your business 
be of 


the case, can we any assistan 
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DIRT IS DIRT 


Jam on the Small Boy’s Face is Dirt. 
Jam on your dining room table is food. 


If You. Knew Where You Could Buy 
rebuilt typewriters which would be 
Just Like New, would you go after 
them ? 


Second Hand Typewriters are rebuilt 
typewriters — When they are rebuilt. 
Repaired typewriters Are Not rebuilt 
typewriters and never can be. 


Come Now, Let Us Reason This Out 
Together. ' 


If You Knew Where You Could Buy 
rebuilt typewriters which would be 
Just Like New, would you go after 
them? There are such machines—We 


Make Them. 


If You Actually Believed That There 
Was a Rebuilt Typewriter, which was 
really torn down completely and as 
completely built up again, wouldn't 
you like to see such a machine? 
There are such machines — They’re 
Grady-Rebuilts. 


If You Knew That You Could Buy a 
rebuilt typewriter in which every worn 
part had been eliminated and where no 
expense had been spared to make the 
machine “As good as ever,” would you 
buy it? Yes, such a machine is made 

—It’s a Grady. 


If You Were Sure that a manufacturer, 
whose goods you were handling, would 
help you fight your battles, suggest 
ways and means of increasing business, 
willing to listen, work, fight for you, 
wouldn’t this appeal to you as worthy 
of consideration? That’s us. 


If You Thought You Could Build Better 
and stronger by adopting a line so 
good, so superior, so well made, that 
once a customer you’d always be a 
customer, wouldn't you like to look into 
the claims of such a company? Such 
a company does exist and it’s us. 


If You Could Buy Machines from that 
company Just as Cheap and of Just a 
Little Better Quality, wouldn’t you 
think it good business to inquire mighty 
carefully about such a concern? There 
is such a house who stand ready to 
prove every claim—That’s us. 


If You Consider Yourself a good, shrewd 
business man, don’t you think you owe 
it to yourself, to your customer and to 
your business associates to learn just a 
little of what this particular company is 
doing in regard to all of the above? 


Facts Are Facts and cannot be erased, 
varnished or destroyed. 


“There is a Tide in the Affairs of Men, 
which if taken at the flood, leads on to 
fortune.” Get in touch with the house 
that will give you a ride on the flood 
tide wave. It is Your Opportunity. 


Grasp It—Grasp It 


“wT ~EBUILT B222aae 
TVPEWRITER. 
\_COMPANY 


New No. 312-328 N. May Street 
CHICAGO, ILL. 


Headquarters and General Offices for the 
Eastern Hemisphere: 


THE GRADY-REBUILT TYPEWRITER CO. 
(Ltd.) 
8 NEWGATE STREET 
Opposite the new General Postoffice) 


LONDON, E. C. 


HARDING, Managing Director 
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Only 


Adding Machine 


the machine that does things Touch 


ot 3 
did it. MULTIPLICA : 
Time 128345 x 2425——-311236625. Computed and verified in 
37 Seconds 12463 x 1324+19876 x 1245+14864 x 242577291832 
27-13/16 x 13-1/4——368.515625 
1328 75 
48 50 JOTTON: List 10 bales, giving number and weight of each, total 
9 25 weight, and the amount at 14-1/8c. 
11 50 
12 00 AIN: 1421 bu. & 534 wheat at $1.12-1/2, $1599.61-1/2 
219 53 42400# oats at 72-1/2c per bu. (32#) 960.62-1/2 
280 29 
66 15 Fi VER: 23 sacks (2004) at $16.75 per ton, $38.52-1/2 
2 75 42 sacks (1004) at $17.35 per ton, $36.43-1/2 
89 74 
7 00 MBE} 17365 ft. at $13.25. Wt. 22004 per 1000, Frt rate 22c 
400 00 Amount $230.09, Freight $84.04. 
383 38 121 pieces 1" x 10"-16' at $13.25, $21.37 
266 33 lengths 12! 14! 16! All 1-1/4" x 5" 
16 50 Pieces 394 648 375 11979 ft. 
500 00 
ne as BTRACTION From $2143.54 subtract $987.65, $1155.89 
17 75 NVOICE; LIE extension and verification. 
69 45 17 5/12 doz. at $14.50, - - ~ $252.54 
5 00 276 1/2 yds. calico at 3-1/8c - ~ 8.64 
255 25 Bol. sugar, 3344 at 5-3/8c - - - 17.95 
2 50 23 1/2 doz. eggs at 25c & 17-1/2# butter at 35c 
14 50 (One operation) Eggs, $5.87-1/2; Butter, $6.12-1/2 
10 26 ; 
68 30 PIPING: Lengths 13'-10" 14'-5" 16! 18'-7" 20'-2" at 22c 
6 Pieces 123 52 132 124 45 
740 27 Less 65-10. (7775 ft) $538.81 
69 91 
12 50 Give yds. running measure, of lineolium 2 yds. wide, to cover floor 
90 52 12'-10" x 8' 6", and amount at $1.50 per sq. yd. 
5 ro 6.06 running yds. (6 yds 2-1/6"), Amt. $18.18 
0 
9 00 AY ROLLS: 28-7/8 days at $2.02-1/2 per day $58.47 
298 79 56 hrs. & 35 min. at 21-1/2c per hour 12.17 
80 64 
100 00 EREST: $123.17, 3 mos. 21 days at 4-1/2% $1.71 
Door listed $12.00, Disc. 70-10-10% $2.92 
$30.38-1/2 


$135.00 less 70-10-10-5-2 1/2% 


37 long tons to short tons - 41.44 short tons 
35 short tons to long tons - 31.25 long tons 
724004 Pig Iron to long tons - 32.32 long tons 
741004 Sand to cu. yds. (2646#) 28. cu. yds. 
745004 Slag to cu. yds. (23004) 32.39 cu. yds. 


is without doubs the simplest, fastest, most perfect, practical, durable 
The Dalton and versatile adding and calculating machine ever invented. It is in 


a class by itself. It performs all the work of any of the old style eighty-one key machines 
with greater speed and ease and in addition thereto does many things that they cannot do. 


FACTORY AND MAIN OFFICE: 


DALTON ADDING MACHINE COMPANY  popLar BLUFF, MISSOURI, U.S. A. 








you? We await your commands and ar 
This tests them out 
had debtors ask for 


advancing money 


and we have really 
assistance to the ex 
tent of with which they 
might clean up. 
though and generally the 
takes a part 
if he wants to 


These cases are rar 
debtor’s 


and he shows us he can pay 


They don’t all settle at this stage and w 
go after them again like this 
“The courtesy of an answer to our letter 
is due us. We really do not un 
derstand hy you deny it We are onc: 
more en sing statement of your indebt 
edness and won’t you admit that you are 
not treating us right We can conceive n 
reason for your disregard of this matter 
and trust you will remit or write us 
This gets lot of them but not all and 
again in eight or ten days we must writ 
and here we put tl sales manager up 


against it in this way 


“I notice with a good deal of surpris« 
that you are getting behind in your pay 
ments to us. Is there any real reason for 


this? As a matter of fact, isn’t it because 


ir own collections 
You know, and 


rou are n crowding yo 
y } 


with the necessary vigor? 


so do we, that almost invariably when 
man allows himself to get behind, he stays 
there. Then his trouble begins, and it is 


not long before some one 


jumps on him 
lands on the pile of the un 


been closed out. 


and then he 
fortunates who have 
that | 


not that 


“IT never see a man get behind 
don’t begin 
I am afraid of 
that isn’t the idea, at all, but I 


to lose a customer 


to feel uneasy for him 
losing his account, becauss 


don’t want 


‘I want you to write me freely, frankly 


and confidentially; perhaps I can help you 
out in some way. Of course, I am ex 
pected to see that customers’ pay up 


reason for 


but I 


making it any harder for 


promptly don’t see any 
them than abso- 
lutely necessary 


“Now please 


our getting together o 


this chance of 
n this adjustment and 
from you at Write me 
but write promptly 


count if you possibly 


di yn’t 


miss 
let me hear once 
personally if you like, 
Send something on a: 
can and I can arrange for a little extra time 
on the balance. 

Yours sincerely, 

SALES MGR.” 
amusing an 
and in due 
letter 


This letter’: brings some 


Swers but does good work 
course it is second 
signed by the Sales Mgr. as follows: 

“As I have not received any reply to my 
letter of —_—, I really don’t know whether 
to think you are hustling to get the money 
or that lost in the 
mail. 

“IT haven’t the least idea that you want to 
man, in his 


followed by a 


your reply has been 


ignore the indebtedness—no 


right senses witl-do a thing like that, be 
cause it always leads to trouble. 

“IT am trying to make you see that I 
want to handle this as I would any other 


friendly matter, but if you simply will not 


pride 
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meet me half way and do your part, | 
risk the displeasure of our Credit 


ossibility that you may 


e some reason either rea iginary 
r | nging nto your money ) vi eve 
he reason, this is your one st chan 
ive us meet you half way 
I must repor his ov I 
r | I t to Say | y d | 
gether on ni t W b 
f 1 up without loss I . ‘ 
f us—but | I 
m you 
Please answe by 
me is almost too sl S 
Wi kindest regards 
Sincere \ yi 
SALES MGR 
Jex he edit man writes l 
Your a f $ beer 
Ice the and I ut ders ! hat \ 
ive Lire idy written you imber 
times tor payment Now 
redit man of this Company it is my duty, 
to make collections according to the terms 
f sale 
We believe in being reasonable and lib 
ral even to the extreme, and we therefor¢ 
ve comparatively little trouble with 


If you have any g 


r non-payment it will save b 
innecessary trouble to let me hear f: 
you at once. If I do not hear within 

days however, I shall be forced to conclud 
don’t 


financial dealings with us 


that you really want ti 


lare in your 


1 
I think I should tell you that our collectors 


ire affiliated with numerous Commer: 
ind Reporting Agencies of the Country a1 


hat their lists are at the 


disposal of suc 


is therefore unfortunate for any 


agencies, it 


ebtor to be reported because it alari 


ther houses he might want to deal wi 


usually results in making it « 


and it 
ceedingly difficult for that man to get 
credit in future. 

“I certainly don’t want you to be one 
reported, but 


the- delinquents.to be thus 


unless I hear from you at once, I can d 
nothing else than hand in our account { 
~ 11 : 
collection. 
(Signed) Mer 


peace and 


—_—. Credit 
Still the debtor holds his 
send him a collect telegram: 

“Why don’t you 


hausted.” 


settle? Patience ex 


This telegram is confirmed as follows 


“Having written you some six or eight 


letters in an endeavor to gain your atten 


much overdme indebtedness 


ind having failed by courteous methods t 


tion to your 
hear from you, we today telegraphed you 
as follows and which we now beg to 
firm: 

“ ‘Why 


hausted.’ 


don’t you settle? Patience ex 
“Your silence is viewed as a wilful inten 

tion to evade payment and we really do not 

understand why you should do this 


“Unless we now hear from you the clai 


must be considered a desperate one and 


handled accordingly. 


“Trust you will remit promptly and thus 


7I 


avoid further unpleasantness in this matter. 
Very truly,” 
If this does not get the money in a few 


days, the next step is to send debtor blue 
letter of National Association of Credit 


\ien, and if this fails Nat. A. of C. M. white 
etter goes to them and following this our 
lection agency goes after the debtor. 
\t this point the account and correspond- 
ence are returned to us and we deal with it 
direct, determining if suit is necessary. 
TO MANAGE SCHOOL AND EMPLOY- 
MENT DEPARTMENTS. 

The gentleman whose picture we repro- 
luce above is H. C. Spillman, the recently 
ippointed manager of the School and Em- 
Remington 
York City 





Departments of the 
New 


ployment 
Typewriter Company's 
yranch. 

lo take this Remington post, Mr. Spill- 
man resigned as head of the Commercial 
Department of the South Division High 
School of Milwaukee. Previously he had 
held similar positions in the Butte High 





H. C. SPILLMAN, 


School and the Rockford High School, be- 
sides teaching for a year in the Rider 
Moore and Stewart Schools, of Trenton. 

In vacation periods Mr. Spillman has 
traveled over all the United States, repre- 
senting commercial publishers. He has 
taken active and prominent part in conven- 
tion work and has held office in various as- 
sociations of educators. He is an able pub- 
lic speaker and possesses a magnetic per- 
sonality. 

Searing in mind Mr. Spillman’s excep- 
tional qualifications, his varied school ex- 
perience, his splendid knowledge of school 
conditions and his extensive acquaintance 
among educators in many parts of the coun- 
try, there seems every reason to believe 
that he will make a noteworthy success as 
manager of the school and employment de- 
partments of the Remington branch in 
New York City. 
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IF YOU DO NOT 


Carry a Stock of 


“Quality” Chairs 








Your office furniture line 
is not complete. Let us 
make you acquainted 
with the Cook Line of 


“Quality” Chairs 


The chair of distinction. 
You know a high class 
article when you see it, 
therefore having once 
seen our line you will 
never be without it. 


If You Can Sell Office 
Chairs That Meet a 
Demand for BEST, 
Write Us. . sg 4 











OUR TERMS ARE RIGHT AND WE TREAT OUR DEALERS RIGHT 
c. A. COOK CO., Manufacturers, 16-28 Osborne St., Cambridge, Mass. 











Check the Articles that You Use 


and drop in the mail, but be sure to check 
the articles that you use even if they are 
only leased or on trial. 












Adding Machine 
Typewriter 
Phonograph 
Autographic 
Register 
Bill-Ladine 
Machine 


Card Cabinet (size) 
Telephone 


Special Machines 


“ha Convenient as Your Favorite Pen'' 


My business is to locate your Adding 
Machines and Typewriters, your Tele- 
phones, Bill of Lading Machines, Auto- 

aphic Register Machines and Small Card 
ndex Cabinets, your Dun and Bradstreets 
Book, etc, where they will do the most 
good. Will you cut out this “‘ad"’ and send 
it tome? That's all I want, but I want 
you to de it now. HENDRICKS. 


Adjustable Table Co. (.07"s.. 











7 aa Carbons 


are enough different from the usual run of 
similar lines to mean more profit in your sup- 
plies department. They carry a uniform qual- 
ity standard that insures the satisfaction of 
the user—an essential factor in the building up 
of your business. They are made 


FOR THE TRADE 
ONLY 


We do not enter into competition with the dealer 
by selling the consumer. 

e know trade conditions and trade require- 
ments and make our goods accordingly. Our 
prices and quality get the business. Your co- 
operation means more for you. 


Write Today. 


Republic Carbon & 


peeks 


Pe . 
series area 


1 a 


Py. 























To 
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Ribbon Mfg. Co. = 
OFFICE & SALESROOM: Pe 

46 West Broadway, New York a pe 
FACTORY: a Be eS 

80-182 Center St. : a 
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Stenographer'’s Desk 


UR PRJCES are exceedingly interesting 
considering the quality, workmanship and 
finish of a MOON DESK. We guarantee it to be 
If our 
they 


first class. Let us supply your wants 


1910-11 catalogs are not in your files, 


should be. Write for them today 


MOON DESK CO. 


MUSKEGON, MICHIGAN 


MOON DESKS 


Why you should push them! 


To increase your sales and profits 
in desks. Use our handsomely illus- 
trated catalogs which we furnish 
free—our attractive literature—and 














the results will surprise you 


The Aim of Moon Desks— 


To satisfy and meet the demands of 
the busy business man of today— 
who wants convenience, up-to-date- 
ness, style, construction and beauty 








Bookkeeper’s Desk 
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THE NOISELESS TYPEWRITER NOW READY_ 





Silent writing machine, a recent remarkable achievement in the graphic 
art, is now a reality and is on the market, backed by powerful interests 





HOMELY sage, with more philoso- 
A phy than grammar, has said, “The 
world do move,” and having read 

the advance literature of the Noiseless 
Typewriter Company, one might in the in- 
terest excited by the announcement of the 
successful culmination of this invention, 
perhaps be inclined to throw his own gram- 
mar to the fishes and say, “It surely do.” 

Within little more than two generations 
this world has seen the perfection of nearly 
every machine whose joint product makes 
it possible to feed, clothe, shelter and edu- 
cate the world’s increasing millions, defy- 
ing the pessimistic prophecies of Malthus 
and assuring plenty to unborn generations 
of men 

The inception of practical steam locomo- 
tion is hardly beyond the life span of the 
oldest men, while the wireless telegraph 
and the flying machine are as familiar to 
our children, and many times more real, 
than the tales of gnomes and fairies told 
to the peasant children beside the peat 
fires of Tipperary or whispered to Hans 
and Gretchen amid the spirit peopled 
shadows of the Black Forest 

When the increasing perfection of the 
typewriter had won it recognition as an 
office necessity, it was not many years be- 
fore the field was covered with various 
meritorious machines, all of which did 
good Then came the writing-in- 
sight machines as an improvement over 
original models, designed to save time and 
accuracy among _ operators. 
prophets have of late 
opinion that 


work. 


to promote 
Some of the 
years been of the 
models of typewriting machines have em- 
bodied all that can be done in that direc- 
tion—that we have had the last word and 
that the attention of our mechanical ex- 
perts must henceforth find another field 
We have constructed machines that are 
the acme of simplicity and strength; which 
are capable of the hardest work; which are 
speedy, accurate and light of touch. What 
more can be accomplished? To this ques- 
tion the Noiseless Typewriter Company of 
Middletown, Conn., has given an answer, 
viz., the elimination of noise. 


recent 


From time to time the attention of man- 
ufacturers has been devoted to reducing the 
concussion and noise of the impact when 
the type strikes the platen, and various de- 
vices have been invented, from a rubber 


base to more elaborate spring feet, all oi 
which contribute something to the accom 
plishment of the purpose 

Now, however, comes a New England in 


ventor who has designed what is said to be 
an actually noiseless writing machine, dur- 
ing whose operation the only sound con 


1 


veyed to the ear is the soft drumming of the 


finger tips upon the keys of the machine 
a sound so slight that it is said not to inter 
fere with ordinary conversation or even 
with telephone conversation carried on im 
mediately beside the operator. 

It is claimed that the noiseless typewriter 
eliminates the clicking of the type against 
the platen and does away with all jar and 
vibration in the use of the machine, and 
that the elimination of these things lessens 
nerves of those 
room with 


the strain 
who work in _ the 
y typewriters and increases the ef- 
ficiency of operators. It is claimed 
also that the use of Noiseless typewriters 
will do away with the necessity of having 
entire rooms set apart for the use of typ- 
ists, because, the noise of operation being 
eliminated, there will be nothing necessar- 
ily to distract the attention of bookkeepers 
or other members of an office force uncon 


upon the 
same 
busy 





nected with the typewriting department. In 
the private office it is claimed that the util 
ity of the Noiseless will be instantly recog- 
nized, inasmuch as its operation cannot in 
terfere with telephone conversation or with 
the regular work of the manager, whose 
duties demand a quiet place for the transac 
tion of business with customers and clients 
Even in the court room, it is said, it will be 
unnecessary for the reporters to retire 
while transcribing their notes, since it will 
be possible to operate the Noiseless ma- 
chine during the regular course of the trial 
in the same room without interrupting the 
proceedings of the court. 
The Noiseless Typewriter Described. 


It should be understood at the outset that 
the Noiseless typewriter is not an attach- 
ment. It is a machine different from other 
typewriters, possessing, it is claimed, the 
ease and simplicity of 
strength, speed, durability, 
writing and lightness of touch demanded 
by typewriter users, with the added feature 
of practical noiselessness of operation. To 
achieve an operation which is, to all intents 
and purposes, silent, the inventors of the 
Noiseless typewriter have produced a ma- 
cine which does away with the impact blow 


operation, the 
visibility of 


of the type against the platen, substituting 
therefor a pressure stroke of individual type 
against a flat steel strip—a pressure almost 
inconceivably quick, yet one which, it is 
said, does the work even of manifolding 
many copies with singular clearness and 
precision. The stroke, printing and escape- 
ment are all so quick, it is said, that even 
the fastest touch operators who have tried 
the machine have been unable to “pile” the 
letters, yet the operation of the machine is 
so silent that, until one is used to it, one 
instinctively looks at the written line to 
make sure that the machine is doing the 
work. 

The Noiseless Typewriter Company, 
which is backed by a powerful aggregation 
of financiers and mechanical experts, guar- 
antees that the noiseless operation of its 
machjne has been obtained without sacrific- 
ing those features of efficiency, facility and 
durability which characterize the recog- 
nized typewriter standards of the present 
day. 

The methods of operation are uniformly 
standard, and it is said to be _ pos- 
sible for an operator . of any other 
machine instantly to acquire proficiency 
in the use, of the Noiseless. The key- 
board of the machine follows the uni- 
versal arrangement and is equipped to write 
84 characters. The company states that 
the Noiseless typewriter is so nicely ad-. 
justed that it possesses a unity of action 
capable of the highest operating speed. 

The touch of the Noiseless typewriter is 
said to be light and elastic—a “satiny” re- 
sponsiveness which helps to remove fatigue 
from the operation of typewriting. The 
writing is in full view of the operator from 
the striking of the first letter to the end of 
the page. A convenient line scale and space 
indicator are located directly at the print- 
ing point, offering a convenient feature to 
aid in the correction of erasures, writing on 
ruled lines, etc. 

The type bar action of the Noiseless 
typewriter is peculiar and interesting. The 
arrangement is what is known as the “front 
strike,” the bars being placed radially 
around a common printing point and in 
operation are thrust straight forward to a 
common center. When printing they are 
so locked into position as to secure accu- 
racy of registration and permanent align- 
ment, every type bar being locked at the 
printing point against vertical as well as 
against lateral movement. 

The type used in this machine are flat 
faced because they print against a flat steel 
surface, and they are riveted securely to 
the type bars. 

The escapement of the Noiseless type- 
writer is mounted upon ball bearings and 
is timed to meet the idiosyncrasies of every 








CARRIAGE MOUNTINGS. 


operator, the most uneven operation not 
sufficing to blur the impression or to pile 
the letters, it is claimed. 

The carriage is mounted upon steel rails, 
especially drawn and hardened, and runs 
upon ball bearings which are mechanically 
protected against creeping. The carriage is 
unusually light, both in weight and in ac- 
tion, yet it is rigid, the shift mechanism 
operating smoothly and positively and the 
operation of the carriage being quick, light 
and easy. It is said to be rigid to a remark- 
able degree, due to its construction and to 
the uniformly high quality of material 
which enters into the construction of the 
entire machine. 

The carriage return lever is located on 
the left hand side of the carriage. It is ad- 
justable to single, double or triple spacing. 
A variable line space lever disconnects the 
regular spacing cogs, permitting the free 
movement of the platen in either direction. 
This, in connection with the exact line 
scale and space indicator, makes it easy to 
write on ruled lines at various distances 
apart. Speaking of the platen reminds one 
that the office of the platen in the Noiseless 
machines is simply as a major roll of the 
paper feeding mechanism. The rubber pla- 
ten does not receive any printing blow or 
pressure, that being taken by the steel band 
already referred to. The printing, being 
performed by pressure, permits the use of 
the steel strip for a backing surface with 
out injury to the type. 

A unique feature of the construction of 
the Noiseless typewriter is what the man- 
ufacturers term the center tie. It corre- 
sponds in use to the accentuating levers 
used in player pianos and is said to ‘e a 
feature of construction never before used 
in the construction of a typewriter. This 
center tie by its form automatically in- 
sures evenness and uniformity of im 
pression regardless of the touch of the 
operator. The mechanism consists of a tie 
rod extending from the front of the ma- 
chine through and behind the carriage, sup- 
porting the carriage in the rear and bear- 
ing the pressure of the type bars during 
printing. The entire carriage is mounted 
on this center tie, the two forming a unit 
which can be regulated forward or back at 
will to increase o. diminish the pressure as 
indicated by the thickness of paper used. 
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The degree of pressure in the printing 
of the impression is regulated by a gradu- 
ated dial placed on the front of the machine 
just above the keyboard. This is useful 
when it is desired to make a large number 
of manifold copies. Every action of the 
machine it is said is refined to a high de- 
gree. Each type bar is controlled by indi- 
vidual adjustment so that, for instance, a 
character such as M or W which requires 
greater force to print than a period or a 
comma gives a uniformly perfect impres- 
sion regardless of the force exerted on the 
keyboard. In the same manner the light 
face letters and characters are prevented 
from perforating the paper even when the 
keyboard is struck hard. It is said that the 
evenness and uniformity of pressure se- 
cured by the operation of the Noiseless 
typewriter makes it of peculiar value in the 
cutting of stencils and that it is a superior 
machine for the matching of process Ietters 
owing to the control of pressure which 
makes possible a modification of printing 
results which will accurately match the va- 
rying inkings of process letters. 

The paper feed on the Noiseless is a very 
ingenious mechanism wherein the entire at- 





LOCKED TYPE-BAR AT PRINTING POINT. 


tention of the feeding machinery is devoted 
to the paper feed alone without reference 
to providing a surface on which the print- 
ing is to be done. The main platen and the 
subsidiary rolls are therefore always. in 
condition. The company has found it 
possible to employ a soft, resilient rubber 
which permits entire control of the paper 
and which in quality does not suffer de- 
terioration. Another and an important im- 
provement is said to be found in the angu- 
lar rolls of the paper clip which hold the 
paper flat and taut against the printing sur- 
face and prevent bulging. It is claimed that 
labels, narrow sheets, as well as papers to the 
full capacity of the carriage are handled with 
uniform facility. It is possible to print li- 
brary and file cards, envelopes, etc., with 
equal accuracy and satisfaction and without 
extra attachments and it is claimed further 
that writing may be accomplished at the 
extreme top, bottom or side edges without 
blurring or displacement. 

The construction of the Noiseless Type- 
writer is dustproof. The mechanical parts 
are entirely enclosed, the only parts ex- 
posed being the keyboard and the carriage 
exterior. The type bar bearings in the Noise- 
less Typewriter are entirely removed from 
the printing poir.t, being placed in the frent 
of the machine and thoroughly protected 





against dust and grit. The ribbon mechan 
ism is smooth and positive, spools lucated 
at the top of the machine and so arranged 
that a change of ribbons may be accom- 
plished quickly without soiling the hands 
The company claims that their ribbon 
mechanism is such that it is impossible for 
the operator to get the ribbon on the wrong 
way. The machine is equipped with very 
efficient marginal stops and line lock mech- 
anism. It also has a back spacer which acts 
directly on the escapment wheel. This 
back spacer is provided with a safety check 
so that it cannot strain the escapement or 
other parts when the carriage is against the 
left hand side. The back spacer key is lo 
cated in the keyboard of the typewriter. 

It is claimed that the Noiseless type 
writer will prove to be an economical ma- 
chine in that its cost of maintenance as pro- 
tected by a five-year guarantee will-amount 
to practically nothing. The company claims 
that the ribbon expense has been very ma- 
terially reduced for the reason that a pres- 
sure of the type against the ribbons does 
not wear it out so rapidly as a blow, and 
that the ribbon fabric does not become cut 
or torn and the ribbon will last as long 
as the ink will withstand the atmosphere 
Platen replacements are unneccssary for 
the reason that printing on the steel plate 
prevents chipping and indentations on the 
rubber roll 

In short the company claims that the 
Noiseless typewriter is a standard machine 
in every respect and that it is something 
more. In a word, a typewriter plus 

Inception of the Invention. 

The idea of the need for a truly noiseless 
typewriter took form a number of years 
ago in the mind of C. C. Colby, father of 
Dr. C. W. Colby, who is now a director of 
the Noiseless Typewriter Company. Mr 
Colby was a man of large means and set 
about interesting a practical inventor. He 
laid his idea before Wellington P. Kidder, 
who saw its desirability and, at the 
direction of Mr. Colby and other capitalists, 
set about the invention of the machine 
Mr. Kidder is a mechanical expert and in- 
ventor of Boston, Mass., and with the capi- 
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talists who were backing the noiseless idea, 
believed that its consummation would fur- 
nish to the world one of the epoch-making 
machines of the generation. From the de- 
velopment of the printing press, with its 
elimination of concussion in the delivery ot 
imprints by pressure instead of blows, 
comes the invention of the Noiseless type- 
writer. 

The Noiseless typewriter passed through 
many experimental stages until six years 
ago when the first crude model was com- 
pleted. This, though it retained evident 
imperfections, gave its backers the assur- 
ance that they were on the right track, and 
they at once put on an engineering staff 
adequate to perfect all the details of con- 
struction and to produce a machine which 
would meet the rigid requirements the com- 
pany had in mind. This staff included W 
A. Lorenz of Hartford, Conn.; Edward L. 
C. Clark, Nils H. Anderson, Edward S. 
McAll and Ernest B. Bishop, constituting 
one of the strongest corps of mechanical 
engineers ever employed in the develop- 
ment of a writing machine. The achieve- 
ments of these men in the field of me- 
chanics prove the high ability they brought 
to their new work. 

The patent situation was handled with the 
same high regard for excel- 
lence which characterized the 
other affairs of the company 
The firm of Duell, Warfield & 
Duell, headed by the Hon. 


Charles H. Duell, formerly 
Commissioner of Patents of 

the United States, were ap- 

pointed as patent counsel. 

This firm has a world-wide 

reputation, and their approval 

of a patent is recognized as 

authoritative 

When the improved mod- 

else were finally submitted to 

the company, they immediately = saw 
that the enterprise would prove to be 


one of unusual magnitude and opportunity 
and the Noiseless Typewriter Company was 
therefore formed with a capitalization of 
$6,000,000, its officers being Hon. W. Caryl 
Ely, president; Samuel J. Moore, vice-presi- 
dent; R. F. Rankine, vice-president and 
treasurer; J. G. Drayton, secretary and 
auditor; L. D. Camps, general sales man- 
ager, with the following strong body of 
men as directors: 

Hon. W. Caryl Ely, Buffalo, N. Y., presi- 
dent The Silent Writing Machine Co.; pres- 
ident The Noiseless Typewriter Co.; presi- 
dent The Ohio Valley Finance Co. (electric 
railways and lighting); director The Manu- 
facturers’ and Traders’ National bank; trus- 
tee The Fidelity Trust Co.; trustee The 
Niagara County Savings bank; director The 
Carter-Crume Co.; director The Street Rail- 
ways Advertising Co 


Samuel J. Moore, 445 King St. W., To- 
ronto, Ontario, president the Metropolitan 
Bank of Canada; vice-president and general 
manager The Carter-Crume Co.; president 
The William A. Rogers Co., Ltd.; president 
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The F. N. Burt Co., Ltd.; vice-president 
The Noiseless Typewriter Company. 

William A. Rogers, 12 Warren St., New 
York City, capitalist; general manager The 
William A. Rogers Co., Ltd. 

William H. Brouse, 19 Coleborne °St., 
Toronto, Ontario; Brouse Mitchell & Co., 
bankers and brokers; vice-president To- 
ronto Stock Exchange. 

Barron G. Collier, 175 Fifth Ave., New 
York City; president of the Street Railways 
Advertising Co. and of Barron G. Collier, 
Inc., advertising, New York City. 

Col, Jeffrey H. Burland, 9 Bleury St. 
Montreal, Quebec, president of The British 
American Bank Note Co. 

Hon. Charles H. Duell, 2 Rector St., New 
York City; Duell, Warfield & Duell, patent 
attorneys 

Dr. Charles W. Colby, 560 Pine Ave., 
Montreal, Quebec; director The Imperial 
Writing Machine Co., Ltd., Montreal; di- 
rector of The Dominion Wire Rope Co.; 
vice-president of The Silent Writing Ma- 
chine Co. of New York; vice-president of 
The Goulds’ Manufacturing Co., Seneca 
Falls, New York; director of The Dominion 
Safe & Vault Company. 

Arthur Dunn, Dunn & Dunn, attorneys 
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at law, Scranton, Pa.; president of Fidelity 
Securities Co 

James H. McGraw, 239 W. 39th St., New 
York City; president The McGraw Publish- 
ing Co. (publishers of The Electric Rail- 
way Journal, The Mining Record, The 
Electrical World, etc.); director The Coal 
and Iron National bank, New York City. 

Joseph Merriam, manufacturer, Middle- 
town, Conn.; director the Portland Silk Co., 
Middletown, Conn.; treasurer Middletown 
Silver Co., Middletown, Conn.; vice-presi 
dent Rogers Mfg. Co., Rockfall, Conn.; 
treasurer Rockfall Woolen Co., Rockfall, 
Conn., and director in many other impor- 
tant eastern industries 

Richard F. Rankine, secretary and treas- 
urer The Silent Writing Machine Co.; vice 
president and treasurer The Noiseless Type 
writer Company 

The factory staff consists of the follow- 
ing: E. L. C. Clark, factory manager and 
engineer; N. H. Anderson, superintendent 
E. S. McAll, assistant superintendent. 

The company is fortunate in having 
placed its accounting work in the hands of 
a man so capable as J. G. Drayton, whose 
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extensive business experience and marked 
qualifications as an accountant and anditor 
have rendered his services all but indis- 
pensable to the company. Many of the 
names listed above outside of the engineer- 
ing corps are new in the typewriter indus- 
try, but their conspicuous ability and wa- 
tion-wide reputation as captains of indus- 
try assures the company a staff of officers 
seldom equalled in financial responsibility 
and business acumen. It is one of the 
strongest aggregations of money, brains 
and experience that has ever been identi- 
fied with any enterprise. 


Plans of the Company Extensive. 


The plans of the Noiseless Typewriter 
Co. are very broad. The company has 
made extensive preparations and is 
equipped to manufacture machines in large 
quantities. The plant is situated at Mid- 
dletown, Conn., and is one of the largest 
and finest manufacturing plants in the 
world. It is 999 feet long, two stories high 
and is equipped with all the necessary up- 
to-date tools and machinery. The quality 
of the equipment is the very finest, includ- 
ing all labor saving devices, etc., and is a 
credit to Mr. Clark and his associates who, 
in the assembling of this magnificent plant, 
have performed a great work. 
The advertising and selling of 
the Noiseless typewriter will 
be along large and carefully 
laid plans under the direction 
of L. D. Camps, the general 
sales manager, whose con- 
spicuous success in the sell- 
ing fields of the typewriter 
world is well known to every 
typewriter man in the country. 

The advertising of the 
Noiseless typewriter will be 
clever, high-class and calcu- 
lated to reach that class of 
trade whose business is most worth 
while having. Offices will be opened 
in all principal cities anda few high 
grade dealership arrangements will be 
entered into with those who can _ sat- 
isfy the company of their ability to 
sell the goods. The company has estab- 
lished large and commodious offices at 320 
sroadway, New York City, where the gen- 
eral office and city sales department are 
located. 

General Sales Manager Camps has sur- 
rounded himself with a remarkably efficient 
corps of men. Among them is W. F. Sroufe, 
a man of extensive typewriter experierice, 
especially in the governmental departments 
at Washington, where he made an en- 
viable record for a well-known typewriter 
company. Mr. Sroufe has been selected as 
manager of the New York office of the 
Noiseless Typewriter Company. 


R. M. Gano has been appointed general 
superintendent of agencies. Mr. Gano is a 
man of very conspicuous ability in the sell- 
ing end of the typewriter business. He 
was recently manager of the Chicago office 
of the Royal Typewriter Company. He 
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entered the typewriter business six years 
ago as a member ofthe Monarch organ- 
ization in Chicago. He was successful 
from the start, showing ability which led 
to his selection by the president of that 
company to open and manage the office 
at St. Louis. His service with the Mon- 
arch Typewriter Company covered a period 
of three years as salesman and manager. 
In 1908 Mr. Gano resigned with the in- 
tention of accepting an offered position as 
general agent of a life insurance company 
at Peoria, Ill., but before completing ar- 
rangements received and accepted an offer 
from the Royal Typewriter Company, tak- 
ing charge of the domestic dealership de- 
partment under the direction of the gen- 
eral sales manager, L. D. Camps 

The man who will occupy the position 
of assistant superintendent of agencies with 
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conspicuous ability to be manager of the 
repair departments of the Noiseless Type- 
writer Company. 

W. G. Heimlich is a strong figure in the 
typewriter world. For three years he was 
manager of the Buffalo territory for a well- 
known typewriter company and has been 
selected as manager of the Buffalo territory 
for the Noiseless. 

Mr. Sroufe’s work in connection with the 
development of the New York sales force 
has been marked by his usual energy and 
ability. He brought with him from Wash- 


ington Howard Kneesi, a man with a bril- 
liant selling record in the capital city, to 
assist him 
office. 
The selling department has not been idle 
even though machines were not available, 
and on the strength of the possibilities has 


in the work of the New York 


be voked, the 
from the 


thousand actual orders are now 
company states, many of them 
largest and best known business houses in 
the country. The orders range in lots of 
from one to fifty. 

The plans of the company, as explained 
are large, some of them along startling): 
progressive lines. These will be announced 
from time to time as consummated. 
WHO’S WHO IN THE “NOISELESS” 
COMPANY. 


William Caryl Ely. 





William Caryl Ely was born in Middle 
field, Otsego county, New York, February 
15, 1856, and was educated in the common 
and at Cooperstown, N. Y., and 
Cognell university He studied law and was 


schools 





FACTORY OF THE NOISELESS TYFCWRITER COMPANY. 


the Noiseless Typewriter Company is S. H 
Cady. Mr. Cady is a man of able qualifi- 
cations, and has had quite a long experi 
ence in the typewriter business, starting 
with the old Fay-Sholes Company in the 
South, where he such a creditable 
showing that he was later made manager 
of the Cleveland office of the same com 
pany. Since that time Mr. Cady has been 
connected with the Elliott-Fisher Company 
and in the adding with 
the Universal Adding 
in Chicago. He has 
with the Royal Typewriter Company, man 
aging the Cleveland office of that company 

E. J. Sheehan is a man of long and suc 
cessful mechanical de 
partments of various typewriter companies 
He is a mechanical expert of high standing 
and has been account of his 


made 


business 
Company 


machine 
Machine 
been 


also connected 


experience in the 


selected on 


made many strong connections with respect 
to selling agencies in many of the principal 
outside the range of the com- 
These will be announced in 
selling agents of 
well financed 


territories 
pany’s offices 
later issues. 
the highest 

and ready to go 
the moment machines are 
the factory. The prominence of many of 
these people and their taking up the type 
is another evidence of the 


They are 
possible order, 
ahead on a 


released 


basis 


from 


large 


writer business 
interest that is entertained in the Noiseless 
typewriter. As an example, the large Can 
ada Fairbanks Company, with offices in all 
the principal cities of Canada, are handling 
the Noiseless typewriter in that country. 
The success of the machine seems to be 
A demand, it is said, is already 
such a ma 
Over 


assured. 
created on the knowledge that 


chine is ready for the market two 


admitted to the bar at Ithaca, N. \ 1882 


and engaged in practice at East Worcester 
N.Y. In1885 he removed to Niagara Falls. H« 
there afterwards established the firm of | 
& Dudley, and later that of Ely, Dudley & 
In 1899 he gave up the practice 
Inter 


Cohn 
law to become president of the 
tional Traction Company and of the Inte: 
national Railway Company and remov: 
from Niagara Falls to Buffalo 


Early in life Mr. Ely became active 
politics. He was clerk of the board of 
pervisors, supervisor of the town of W 
cester, and was elected member of asse1 
bly from the first assembly district of O 
sego county. In 1885 he was the candidat: 


of his party for speaker. After his remova 
to Niagara Falls, Mr. Ely served as att 
ney for the village for five years, and ii 


1891 was nominated by his party for justice 











A.—Hon. W. Caryl Ely, President, the Noiseless Typewriter Company. 
Colby, Director of the Noiseless Company and one of its founders. D.—J. Gilmore 


president and Director 


of the supreme court. From 1893 to 1896 
he was a member and treasurer of the 
Democratic state committee. 

During Mr. Ely’s residence at Niagara 
Falls he was actively identified with numer 
ous business enterprises. He was ident 
hed with the Niagara Falls Power Com 
pany, the Buffalo and Niagara Falls Elec 
tric Railway, being the first president of 
that company. He was also actively con 
cerned in the building of the Buffalo and 
Lockport Railways, and was interested in 
many other important enterprises. Mr. Ely 


was one of the founders and now is a trus 
tee of the Niagara County Savings bank at 
Niagara Falls, and had much to do with 
I formation of the Carter-Crume Com 
pany, Ltd., and William A. Rogers, Ltd 
and is now a director of these large and 
successful manufacturing enterprises at 


Niagara Falls. He was treasurer and active 
in the management of a large irrigation 
enterprise in the state of Washington. He 
was for some years a vice-president for the 
state of New York of the National Irriga 
tion Congress, and is greatly interested in 
all questions pertaining to forestry and 
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B.—R. F. Rankine, Vice-president and Treasurer, C.—Dr. C. W. 
Drayton, Secretary and Auditor. E.—Samuel J. Moore, Vice- 


reclamation of waste lands. by irrigation and 
drainage. In the fall of 1898 and spring 
of 1899 Mr. Ely was active in forming a 
plan of combining into one system the elec- 
tric railroads in and between Buffalo, Niag- 
ara Falls, Tonawanda, Lockport and ad- 
joining towns, and uniting them with the 
Niagara Falls Park and River Railway on 
the Canadian side by means of the steel 
arch bridge at Niagara Falls and the sus- 
pension bridge between Lewiston and 
Queenston. In this work Mr. Ely and his 
associates were successful, and the Inter- 
national Traction Company and - Interna- 
tional Railway Company were formed, of 
which companies Mr Ely became presi- 
dent, serving in that capacity until March, 
1905. Mr. Ely was one of the original 
promoters of the Pan-American Exposi- 
tion and served as a director, member of 
the executive committee and chairman of 
the transportation committee. During the 
years 1904-5-6 he was president of the 
American Street & Interurban Railway As- 
sociation. For the last six years Mr. Ely 
has been president of the Ohio Valley 
Finance Company, and engaged in the con- 
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struction and operation of electric railway 
and electric lighting properties in the Ohio 
valley between Pittsburg and Wheeling 
Among the other companies in which he is 
interested there are the East Liverpool 
Traction and Light Company, the Ohio 
River Passenger Company and the Steu- 
benville and East Liverpool Railway and 
Light Company. He is president of the 
Silent Writing Machine Company and the 
Noiseless Typewriter Company, a director 
of the Western New York Water Com 
pany, F. W. Burt Company, the Manufac 
turers’ and Traders’ National bank, the 
Fidelity Trust Company of Buffalo, and of 
the Street Railways Advertising Company 
of New York City 
During Mr. Ely’s 
Falls he was for about ten years a vestry 
man of St. Peter’s Episcopal church. He is 
a Mason, a member of the Chi Phi frater- 
nity, the Sons of the American Revolution, 
the Society of Colonial Wars, Buffalo His- 
torical Society, Buffalo Fine Arts Academy 
and Niagara Frontier Landmarks Associa 
tion. He belongs to the Niagara Club of 
Niagara Falls, the Buffalo, Ellicott, Coun- 


residence at Niagara 





1. L. D. Camps, General Sales Manager, the Noiseless Typewriter Company. 2. 
4. W. G. Heimlich, Buffalo Manager. 5. 


Cady, Assistant Superintendent of Agencies. 
Manager, Repair Department. 
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try, Transportation, Anniversary and Auto- 
mobile Clubs of Buffalo, the Automobile 
Club of America and the Metropolitan, 
National Democratic, Transportation, En- 
gineering and Cornell Clubs of New York 
City. He is member of the Cor- 


nellian Council. 


Wellington Parker Kidder. 


also a 


The backers of the Noiseless typewriter 
well knew the high character and conspicu 
ous abilities of the inventor with whom 
they were dealing. Wellington Parker Kid- 
der, the father of the Noiseless typewriter, 
is one of the best known inventors and 
mechanical engineers in New England. He 
is prominent in the printing field, 
thousands of the Kidder Self-Feeding print- 
being in use 


press 


ing presses of his invention 
throughout the country, covering a 
range of work; from railway ticket print- 
ing to illustrated periodicals in half tone 
and color processes. 


wide 


Leading specialties, such as the counter 
check book business and others, have been 
made possible by his inventions, and from 
these specialties fortunes have been made 


R. 
Ww. 


M. Gano, General Superintendent of Agencies. 
F. Sroufe, Manager, New York Office. 





during the last quarter of a century. A 
number of important features of autom: 
bile construction are also of Mr. Kidder’s 


invention. He was a pioneer in the visible 


writing machine field, was for ten years 
president of one of the typewriter com 
panies and consulting engineer of others 


For fifteen years he was treasurer and 


engineer of a printing press company, re 


signing in 1894 to devote his time more ex 
clusively to typewriter problems. In the 
execution and refinement of the details of 
the Noiseless typewriter he has been ass 


ciated with some of the finest writing ma 


chine talent in the United States, backed 
by ample capital and able business man 
agement. 
Samuel J. Moore. 
Samuel 2. Moore, first "2! reside I 
the Noiseless Typewriter Company, is about 


fifty years of age. He start« is career in 


the publishing business, later taking the 
general management of Carter & Co., Ltd 
makers of manifolding books His energy 


and ability have been instrumental in build 


ing up the concern into the present large 


3.$. H 
6. E. J. Sheahan, 
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Carter-Crume Company, among the leaders others, he has been instrumental in raising 
in their line thousands of dollars for the establishment 
Mr. Moore is a strong figure in commer of the Toronto Y. M. C. A. He is active in 
cial life in Ontario, and, in fact, throughout the business men’s clubs which are being 
Canada. His name in an enterprise assures formed in connection with various churches 
success. He is a man of rare accomplish- in the United States 
ments, of great ability and untiring energy In business Mr. Moore is associated w 
] 1 considerable number of the successful en 


He is well liked and is regarded as a busi 
ness general of the highest order. He is’ terprises here and in Ontario 
well known in the United States and Can strong addition to the organization of the 
ada as a philanthropist, being especially in 

terested in Y. M. C. A. work, in which, wit] it years of successful experience and a wid 


2 


1. Wellington Parker Kidder, Inventor of the Noiseless Typewriter. 
W. P. Kidder. 3. Edward L. C. Clark, Engineer and Factory Manager. 
Draughtsman. 6. Edward S. McAIl, Assistant Superintendent. 


4. Nils H. Anderson, 


Noiseless Typewriter Company, bringing to 
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acquaintance among notable people in the 
business world. Mr. Moore is president of 
the Metropolitan Bank of Canada; vice- 
president and general manager of the Car- 
ter-Crume Company; president of William 
A. Rogers, Ltd.; president of F. N. Burt, 
Ltd.; president of the Pacific-Burt Com- 
pany, Ltd.; director of the Canadian Life 
Insurance Company; vice-president of the 
Noiseless Typewriter Company, -and vice- 
president of the Silent Writing Machine 
Company, being also a director in all of the 


2. Willlam A. Lorenz, Mechanical Engineer, Associate and Assistant of 


Factory Superintendent. 5.E&. B. Bishop, Chief 





So 


foregoing companies and a member of the 
executive committees of the Noiseless 1 ype- 
writer Company and the Silent Writing Ma- 
chine Company. 

Dr. Charles W. Colby. 

Dr. Colby is a director in the Noiseless 
Typewriter Company, and one of the foun- 
ders of the organization. He is the oldest 
son of Hon. Charles Carrol] Colby, late 
president of the Privy Council of Canada 
He was born at Stanstead, Province of 
Quebec, in 1867; educated at Stanstead Col 
lege, McGill University, where he won the 
Redpath scholarship at his entrance and 
the Shakespeare gold medal at his gradu 
ation, and Harvard University, where he 
earned the Morgan scholarship from 1888 


to 1890. He holds the following degrees 
B. A. from McGill University; M. A. and 
Ph. D. of Harvard University; D. C. L 


(Hon.) Bishop’s College and fellowship of 
the Royal Society of Canada 

Since 1894 Dr. Colby has been professor 
of history in McGill University. With 
Professor Burg of Cambridge, England, he 
represented modern history at the Inter 
national Congress of Arts and Sciences at 
the Louisiana Purchase Exposition, St 
Louis, in 1904 

Dr. Colby is the author of the “Source 
History,” “Canadian Types of 
and of various articles in 
Review and the 
also of sev 


of English 
the old Regime,” 
the English Historical 
American Historical Review; 


eral hundred articles in the “New York 
Nation.” Since 1907 his time has been 
largely taken up with business interests 


He is the first vice-president of the Goulds 
Manufacturing Company, a director of the 
Imperial Writing Machine Company, a d)- 
rector of the Dominion Wire Rope Com- 
pany and a director of the Dominion Safe & 
Vault Company. 

Dr. Colby is a man of rare ability, and ts 
one of the few men who combines, with 
capacity as a teacher and literary man, un- 
common business acumen 

William A. Lorenz. 

William A. Lorenz, chief of the engi 
neering staff of the Noiseless Typewriter 
Company and principal adviser of the in- 
ventor, W. A. Kidder, is one of the best 
known mechanical engineers in the East. 
From 1866 to 1871 he was an apprentice 
and machinist in Philadelphia, and machin- 
ist and foreman in Newark in a telegraph 
instrument shop where several of Edison’s 
Mr. Lorenz has per 
including 


inventions were built 
fected various useful 
the first successful small grocers’ paper bag 
machinery, the fundamental type 
bling section of the Lanston monotype ma 
incased bevel 


inventions, 


assem 


chine, the present type of 
gear bicycle, glass vacuum jars, etc 

The Noiseless 
to Mr. Lorenz in tts 
form about 1905, and he reported, after in 
that the machine 
Later it was put into 


typewriter was submitted 


crude experimental 


vestigation, would be a 


commercial success 
his hands for the purpose of perfecting its 
parts so as to make a commercial machine 


with commercial size type. He performed 
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this work successfully, and has been instru 
mental in making a success of the Noise- 
less Typewriter. 


C. W. Sponsel. 


C. W. Sponsel is a native of Cheshire 
County, New Hampshire, where he was 
born in 1861. Soon after his birth the 
family moved to Hartford, Conn., which 
has been his residence even since, until 
his engagement with the General Electric 
Company, of Pittsfield, Mass. After fin 


ishing school he entered the employ of the 


Colt’s Patent Fire Arms Manufacturing 
Company, at Hartford, at the age of seven 
teen, in the department of mechanical en 
\fter six years’ 
works of the 


Company at 


gineering 
entered the 
\rms 


Winchester Re 
peating New 
Conn 

Afterward the Pratt & Whitney Company 
where he remained 


engaged his services, 





Cc. W. SPONSEL. 


ten years in the main drafting room and in 
the drafting room of special work on tools, 
fixtures, special and automatic machinery 
for interchangeable manufacture. 

While foreman of the gun department of 
Pratt & Whitney he invented the Sponsel 
gun, the United States patents for which 
were purchased by the Navy Department 
at Washington. 

He was for two 
Tube Company of Hartford, then accepted 
a position with the Capewell Horse Shoe 
Nail Company, remaining there for five 
years. He then became superintendent of 
the Eddy Electric Manufacturing Company, 
of Windsor, ne of the allied 
plants of the 
of Schenectady 
Rockwell Engineering Company of New 
York, he opened an engineering office in 
Hartford for four years, 


time he 


years with the Pope 


Conn., now 


General Electric Company, 


After a year with the 


three vears of 


which spent in developing the 


Noiseless Typewriter. In this work he was 


employment he 


Haven, 





Messrs Li renzZ and 
factor 


closely identified with 
Kidder, and 
in the ultimate successful development of 


Machine. In 1907 he was 


was a very important 
the Noiseless 
asked to accept a position as manu 
superintendent of the Pittsfield plant of the 
General Electric Company, where he is a 


facturing 


present employed, having the supervisior 


of nearly 4,000 hands 


Mr. Sponsel has made a spe tudy 
interchangeable manufacture, and is a very 
skillful and able mechanic e has had 
issued to him near 100 patent overing 
the various lines of work he ha een em 
ployed upon \ great number ery ust 
ful patents ef his are used t] sele 
I ypewriter 

Mr. Sponsel is a prominet 
the Masonic fraternity, a Knight Templar 
32nd degree Mason, and a Shrine: He 
ilso a member of the Hartt Lodge 
Elks 

Mr. Sponsel is a member of the Amer 
Society of Mechanical Engineers 


Richard F. Rankine. 

Richard F. Rankine, 
treasurer of the Noiseless Typewriter Com 
pany and secretary and treasurer of the 
Silent Writing Machine Company, is wel 
known in paper and traction circles As 
a young man he was prepared for college 


vice-president and 


at Canandaigua Academy, New York, and 
was subsequently graduated from Hobart 
College at Geneva, New York, in 1882 
with a degree of Bachelor of Arts. Fron 


1883 to 1894 he was engaged in the bank 
ing business at Beatrice and Omaha, Nel 
From 1894 to 1899 he was treasurer of the 
Niagara Falls Paper Company. From 1899 
to 1905, he was secretary and treasurer of 
the International Railway Co., owned and 
controlled by the International 
Company at Buffalo, New York, of 
he was also secretary and treasuret 

Mr. Rankine was secretary and treasure 
of the State Reservation at Niagara Falls 
from 1902 to 1904. He is a member of the 
Queen City Lodge 358 F. & A. M., of 
Buffalo, and a member of the Kappa Alpha 


lractior 
whicl 


Society. Mr. Rankine is a very exceptiona 
man He has an acute brain and remark 
ably clear business judgment. In intelle 
tual qualities he is brilliant and well i: 


formed; in character lovable and attractive 
He is 
the requirements of his 
well liked by his associates 


a strong man, admirably adapted 
position He is 
particularly 


and is sure to carve for himself a forem¢ 


place in the typewriter world 


L. D. Camps. 

L. D. Camps, the general sales manage: 
of the Noiseless Typewriter Company 
one of the strongest men in the sales d 
vision of the typewriter world. His early 
experience as a seller of typewriters was 
gained in Chicago, where his energy, « 
thusiasm, force and acumen. w 
distinguished place as a typewriter sale 


man and earned him rapid prom 
\ fe Ww 


Royal Typewriter Company w looking 


years ago, about the time 


] the 


about for good men to handl 














INTERIOR VIEWS OF THE NOISELESS TYPEWRITER COMPANY'S FACTORY AT MIDDLETOWN, CONN. 


Department. 3. Type Department. 4. Woodworking Department. 5. Power Plant, 6. Another 
9. Milling Department. 10. Tool Department. 11. Plating Department. 


1. Draughting Department. 2. Inspection 
View in the Power Plant. 7. Press Department. 8. Drilling Department 
12. Screw Department. 13. Polishing Department 
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sition, they found that the work Camps 
was doing here justified an offer to be- 
come a Royal executive, so they made him 
a good offer to go with the Royal as as- 
sistant general sales manager. He remain- 
ed in this position a couple of years, when 
he was promoted to the post of general 
manager of sales, where he made a distin- 
guished record as an organizer and handler 
of men. 

What Mr. Camps accomplished with the 
Royal Company is a matter of trade rec- 
ord. His work with that organization made 
him a prominent figure in the typewriter 
world. 

Last spring Mr. Camps resigned his po- 
sition with the Royal Typewriter Company 
to become general sales manager of the 
Noiseless Typewriter Company. He 
plunged into his new task with his accus- 
tomed fire and ardor, and has created a 
sales organization even before a machine 
has been sold that might well be the envy 
of a much older enterprise. 

Camps is one of the men who “loom up.” 
Physically he is of average height and 
build; he is cordial, alert, keen, but he is 
‘always at top steam pressure during busi- 
ness hours. He doesn’t make any wrong 
moves or waste any time. His proposition 
is the thing in which he is chiefly inter- 
ested, and it would be a cold man indeed 
who didn’t fire up under the Camps’ in- 
fluence. 

Camps is a remarkable manager of men 
He can almost invariably get the best out 
of every salesman whom he hires. He is 
a general—an organizer and an executive 
of very unusual ability, and is just the sort 
of a man to put over the present proposi- 
tion. 

J. Gilmore Drayton. 

Mr. Drayton, who is secretary and au- 
ditor of the Noiseless Typewriter Com- 
pany of Middletown, Conn., and the au- 
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ditor of the Silent Writing Machine Com- 
pany of Buffalo, New York, is well known 
in financial and brokers’ circles. From 
1890 to 1895 he was engaged in the stock, 
grain, coffee and cotton brokerage and 
public accounting business in New York 
City. From 1905 to 1909 he was chief clerk 
of the Niagara Falls Power Company, of 
Niagara Falls, New York. Last year he 
accepted the two positions which he now 
holds with the Noiseless Typewriter Com- 
pany and the Silent Writing Machine Com- 
pany, respectively. 

Mr. Drayton is a man of ripe experience 
in business affairs and is looked upon as a 
man of sound and conservative judgment. 
His presence among the personnel of the 
Typewriter Company forms an 
strength in that or- 


Noiseless 
additional element of 
ganization 


Nils H. Anderson. 


Nils H. Anderson, 
ent of the Noiseless Typewriter Company 
first started in the typewriter business a 
little over ten years ago. He has had ex- 
tensive experience in the construction of 
fine machinery, having been with the Stan- 
ley Instrument Company as foreman, the 
Grant Manufacturing Company as _ super- 
intendent, the. Standard Gauge Manufac- 
turing Company as superintendent, and the 
Underwood Typewriter Company. 

Mr. Anderson started with the Noiseless 
Typewriter Company in September, 1907, 
and has effected many of the important im- 
provements in the machine. He is a very 
valuable man, and one of the most experi- 
enced machinists to be found in the East. 


Edward S. McAll. 

Edward S. McAIl, assistant superintend- 
ent, has had over seven years’ experience 
in typewriter construction and a total of 
over eighteen years’ experience in design- 
ing tools for high grade machir-ry, having 


factory superintend- 

















been with such prominent concerns as the 
Eddy Electric Manufacturing Company, 
the Pope Manufacturing Company, and the 
Underwood Typewriter Company. 

Mr. McAll has rendered valuable aid in 
connection with the work of Messrs. Lor- 
enz and Clark in developing and systema- 
tizing the manufacture of the Noiseless 
typewriter. 

Edward L. C. Clark. 

Edward L. C. Clark, engineer and fac- 
tory manager for the Noiseless Typewriter 
Company, is a man of very extensive ex- 
perience in engineering work, especially in 
connection with high grade machinery. He 
was for a number of years superintendent 
of experimental work with the Stanley In- 
strument Company of Great Barrington, 
Mass., going from there to take a position 
as assistant engineer of the Remington 
Typewriter Company, which position he 
was filling when he was engaged by the 
Noiseless Typewriter Company 

He has done very valuable work in de- 
veloping the Noiseless typewriter to its 
present state of perfection. 

Ernest B. Bishop. 

Ernest B. Bishop is the chief draughts- 
man of the Noiseless Typewriter Company 
He is a man of peculiar experience in the 
typewriter field. From June, 1901, to June, 
1903, Mr. Bishop was with the Dinsmore 
Typewriter Company of Springfield, Mass., 
after which for four years, or until August, 
1907, he was a member of the engineering 
staff of the L. C. Smith & Bros.’ Type- 
writer Company of Syracuse, N. Y. In 
August of 1907 he resigned this position 
to become chief draughtsman of the Noise- 
less Typewriter Company, which position 
he still retains. 

Mr. Bishop is a man of rare mechanical 
and inventive ability and is regarded as one 
of the strongest men in the mechanical de- 
partment of the Noiseless company. 
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Character 








Is shown as 
much by the se- 
lection of the 
paper stock, as 
by the design of 
the letter-head. 


For that reason a 
clean, high - grade 
paper like 


a 


is especially suit- 
able to large, -con- 
servative houwses. 
It embodies refine- 
ment in quality of 
materials, texture, 
and finish. 


DEALERS 


who appreciate a 
“Quality”? paper at a 
reasonable price, 
should write at once 
for samples and prices. 
They will be interest- 


ing to a degree. 


Southworth Co. 
Mittineague, Mass. 
Manufacturers of high-grade papers 














Don’t cry over spilt mulk! 


Don’t look back over the days 


when the typewriter industry 
was young—don’t envy themen 
that “cleaned up” then. 


The Edison 
Business Phonograph 


holds out to you, now, just as 
creat an opportunity as the 
typewriter offered in its palmi- 
est days. 


When the typewriter came in, it cut the cost of business 
correspondence in two. The Edison Business Phono- 
graph is doing the same thing over again—cutting the 
present cost of correspondence in two. 

The dictator can dictate to the Edison Business 
Phonograph practically twice as fast as a stenographer 
can take it inshorthand. The typewriter operator can 
transcribe from phonographic dictation nearly twice as 
fast as from shorthand notes—and all of the time ordi- 
narily spent in taking dictation in shorthand is spent 
at the typewriter producing. 

No correpondence is ever held up because one sten- 
ographer can’t read another’s notes. Any typewriter 
operator in any office can transcribe anyone’s dictation. 
A stenographer’s lateness or absence doesn’t throw the 
whole system out of its stride in offices where the Edi- 
son Business Phonograph is used. The Edison Busi- 
ness Phonograph develops the highest efficiency possible 
in the entire correspondence staff with an actual cut 
of 50 per cent in the cost of letter-writing. You have 
every argument that the early days of the typewriter 
offered—and far less competition. 


Where Do You Wish to Locate 


We can place five salesmen with dealers already hand- 
ling the Edison Business Phonograph—or if you wish 
to start in business for yourself, we can help you. The 
Edison Business Phonograph is the biggest thing in the 
business appliance market today and the business appli- 
ance market is the best market in the world for you— 
if you are a live one. Write us for full particulars today. 


Edison Business Phonograph Co., 205 Lakeside Ave., Orange, N. J. 
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BLICK 








ENSDERFER 
Typewriters 





Visible 
Writing 


Light 
Action 
Interchange- 
able Type 


Back- 


Spacer 





NEW No. 8 MODEL 
Equipped with DECIMAL TABULATOR for which no charge is made 


SEND FOR CATALOG THIRTY-TWO 


The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 

































rexow _©& Day 
$ S$ 
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TURE ‘ 
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No. 783 


You will find that this table 
is a winner of high-class trade 


iTS sturdy build, the dignity of solid oak or mahogany 
hand-rubbed to an exquisite finish make an appeal of 
strength and beauty to the men of affairs, your 
customers. 

You can furnish banks, offices and directors’ rooms, 
entire, from the Stow & Davis line, and guarantee the 
quality as Grand Rapids’ highest standard of excellence 
in office furniture making. 

When you deal with us you have the pick 
of the largest line of office tables made 


LIKE OUR_CATALOG? 


Stow & Davis Furniture Company 
GRAND RAPIDS MICHIGAN 














“THE CALL OF THE WILD.” 


An unusually fine outing was recently en 
joyed by Charles H. Marshall, president, 
and Frank R. Welsh, secretary, of the Wil- 
liam H. Hoskins Company of Philadelphia, 
and William J. Coane, manager of the Phil- 
adelphia branch of the Joseph Dixon Cruci 
ble Company. 

The party left Philadelphia Wednesday 
afternoon, September 14 Cheir first stop 
was made at Mr. Welsh’s summer cottage 
at Island Heights, where they spent the 
night. The next day they proceeded down 
the Toms River, through Barnegat Bay, 
where at the tip of land which separates 





CHARLES H. MARSHALL, W. J, COANE 
AND FRANK R. WELSH. 


the bay from the Atlantic Ocean, camp was 
struck 

The five days spent in the wilds were 
happy days for the sportsmen. The weath 
er was good, and so was the hunting; the 
fishing, too, was excellent, and a plentiful 
supply of game and fish provided the com 
pany’s table with all and more than enough 

Swimming, fishing, hunting, boating, 
story telling around the big camp fire at 
night, retiring finally, tired but happy after 
a day’s good sport—such was the daily pro- 
gram. 

The party arrived home on the succeed 
ing Monday night, declaring that they nev 
er had had a better time. 

NEW CLEVELAND BRANCH FOR 

THREE BBB. 

O. B. Seigfried & Company have estab 
lished a Cleveland branch for the Three 
BBB Company, Detroit, Michigan rhe 
Cleveland offices are at 303 Electric Build 
ing. The Three BBB line of ribbons and 
carbons is making steady advances in pub 
lic favor, and the Cleveland branch is sure 
to give a good account of itself 
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A FINE BOOK HOLDER. 

The Bal-Klos Manufacturing Company, 
211 East Madison street, Chicago, manu- 
facture high class dictionary and book 
holders. These are made of steel, and aside 
from their beauty, are also recommended 
for their durability. ~Phe ease of manipula- 
tion and the fact that-they are germ-proof 
and will not rust aredeatures that will meet 
with the approval of the buying public. 

The accompanying cut shows the Dann’s 
Wall Bracket Book Holder, which will ap- 
peal to every one who needs a dictionary 
holder, not only on account of its pleasing 
design, but also because it is just the kind 
of book holder that one is likely to want. 

This holder swings to any angle so one can 
conveniently read while sitting, and when 
not in use it can be swung out of the way 
On account of its construction the edges of 
the leaves of the book cannot be injured, 
as the flange serves as a protector. 

Another feature pleasing to its users is 
that the book always opens flat. The action 
in opening and closing is positive, and does 





A BAL-KLOS BOOK HOLDER. 


not depend on springs, as neither springs 
or wood are used in its manufacture. 

This holder is finished in japan or oxi- 
dized copper. 

The demand for this appliance will be 
felt not in the office alone, but also in the 
home, and a good profit will be realized by 
those who undertake and push its sale. 
Full particulars may be obtained by ad- 
dressing the Bal Klos Company, whose ad- 
dress is given above. 


A SIGN OF TRIUMPH. 

A beautifully illustrated booklet, printed 
in fine clear type is being sent out by the 
Underwood Typewriter Company describ 
ing the winning of the Elliott Cresson 
medal, which was awarded to the company 
on February 2 last. 

This medal, which is of gold, was 
awarded the Underwood company by the 
Franklin Institute of Pennsylvania. 

The Underwood typewriter was before 
the institute for investigation for more than 
a year before the final granting of the 
Elliott Cresson medal 


WAS L. C. SMITH’S GUEST. 


With the ascension of Chowfa Maha 
Vajiravudh to the throne of Siam, come 
memories of his visit to Syracuse Novem- 
ber 3, 1902, and of his entertainment at the 
home of the late Lyman C. Smith, the well 
known typewriter mat 

On that asion Chowfa Maha Vajira 
vudh showed much interest and delight in 
the splendid he spitality tendered him at the 


residency t the typewriter man 
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The Secret 








Permanent Alignment 
Lies In The Typebar 


“VICTOR 


NOTICE 


the distance between bearing points 
ONE FULL INCH ay 


or from two to six times wider 
than the typebar bearings of any 


other machine of similar con- 
struction. 








Result: Perfect alignment from 
two to six times longer. Is it 
worth looking into? We think it 
is, and so do those who use the 
Victor. 


Another strong feature of the Victor pivot bearing typebar 
is, that no dust or dirt can get into its bearings to cause it to 
stick. 


Nothing is more annoying to the 
operator than a sticky typebar— 
It kills time and patience. 


Send today for the new catalog for 
No. 2 model. 
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Victor Typewriter Company 
812-814 Greenwich Street, NEW YORK 



















The Taft-Peirce 
Manufacturing 
Company 


Woonsocket, 


R. I. 





Q We develop and manufacture 
high grade mechanical specialties 
on the contract basis. 








@ We have the largest establish - 
ment in the world in our hne, con- 
ducted solely on the contract basis. 


A 
Contract 


Figure Means 
An Assured Profit 













@ We can handle any sized contract, 


q Our proposition is particularly 
attractive to new enterprises. 














@Send for our literature bef 


building a plant of your own. 
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The Light Touch 
MONARCH 





Unlike Any Other 


One secret of Monarch superiority lies 
in the wonderful responsiveness of its key 
action. In no other typewriter in the 
world do the keys so readily yield to the 
slightest touch of the finger. 

That is why the Monarch is easier to 
operate than any other writing machine. 


Monarch 
Light Touch 


That is why it wards off fatigue and 
saves nerve strain on the part of the 
stenographer. In consequence, her work 
is cleaner-cut, more accurate, more rapid 
and greater in quantity than it is possible 
to obtain with any other writing machine. 


For these reasons you need a Monarch 
in your office. And every day without it 
means actual money-loss to you besides. 


Send for Monarch Literature 


Learn the many reasons for Monarch superi- 
ority.. Then -try the Monarch, and be con- 
vinced that Monarch merit rests in the machine 
itself, not merely in what we tell you about it, 


Representatives Wanted 
Local representatives wanted everywhere. 
also a few more dealers for large territories. 
Write for details and attractive terms. 


The Monarch Typewriter Company 
Executive Offices : 

Monarch Typewriter Building 
300 Broadway, New York 
Canadian Offices : 

Toronto and Montreal 
Branches and dealers throughout the 
world, 

















The Light Touch 
MONARCH 
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NEW INVENTION FOR 
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INDEXING LOOSE 


LEAF LEDGERS 





By J. G. Wise, Elgin, Ill. 





HIS new invention, designated by the 

title “New Idea” self-indexing sys- 

tem, for loose leaf ledgers and rec- 
ord books, is a radical departure from the 
methods in general use. 

The central thought and purpose of the 
inventor was to provide a means for index- 
ing loose leaf ledgers, whereby the advan- 
tages residing in the card systems could 
be duplicated in book form, plus the ad- 
vantages already residing in ledgers of the 
loose leaf type, thereby producing a sys- 
tem of indexing superior to either for vari- 
ous lines of record keeping. 

A further object was to provide an index 
of the character stated, whereby indexing 
may be done by geographical divisions and 
subdivisions, or by name divisions, or both, 
and whereby the various types of indexing 
(geographical divisions or name divisions) 
may be brought together in a single loose 
leaf volume, if desired. The difference in 
filing by name or geographical divisions 
consists in the manner of securing the dis- 
tribution, and not in the quantity. 

In its generic nature, the invention re- 
sides in those novel details of construction, 
co-operative arrangement and combination 
of parts, fully described and _ specifically 
pointed out in letters patent, but which, for 
want of space, can be merely hinted at in 
this article. 

Briefly stated, it combines with the usual 
alphabetical tab index, special index sheets 
having suitably collected data and identi- 
fication marks to co-operate with the rec- 
ord sheets in stepped arrangement (either 
as an integral part thereof, or as a separate 
part attached to the sheet), which tabs cor- 
respond to the identification marks on the 
special index sheet, and arranged in stepped 
relation to one another. 

The manufacturers claim special advant 
ages and wonderful range of possibilities 
for practically unlimited high subdivision 
indexing with the “New Idea” 
system, and that their 
demonstrated by the following statements 


indexing 


assert claims are 


=F aeons 


aR a cl a 











WISE’S NEW 





IDEA 


Prior to the invention of the “New Idea” 
indexing the leaf 
ledgers was limited to the available means 
So long 


system, use of loose 
for indexing accounts or names 
as the number was small, little difficulty was 
experienced, but when the number of ac- 
counts was large, loose leaf books had to 
be abandoned, unless a separate index book 
was used from which to refer to the vari- 
ous ledger pages. 

The “New Idea” index supplies the miss- 
ing link between limited and unlimited high 
indexing. It not only duplicates the advan- 
tages and possibilities of card systems, but 
combines with them other meritorious ad- 
vantages not possible with cards 

Take a small ledger of 250 leaves, indexed 
in the usual way, with 25 A-Z index tabs 
arranged along the side of ledger. These 
25 tabs will give you one reference to every 
ten names. The “New Idea” self-indexing 
system will furnish you direct reference to 
one of the 250 names. The dif 
is as 25 is to 250. If you make it 
the differ- 


every 
ference 
a ledger of 500 or more leaves, 


ence is still greater, ranging up to 2,000 
per cent. 
This new invention is elastic and flex 


ible to a degree heretofore thought impos- 
sible, and can, therefore, be adapted to any 
line of business records, it matters not how 
large or small, how fast the business grows, 
or how frequently accounts change. 
Accounts may be entered by names or 
geographically by Indexes must, 
however, be made accordingly. A name in- 
dex will not answer for a town index. They 
are made to meet varying conditions, and 
to provide indexing means for any emer 


towns. 


gency 

In case of name indexing, it will be found 
that certain names like Brown, Davis, John 
son, Smith, etc., run stronger than others, 
and that the usual method of indexing, does 
not provide sufficient reference for these 
The “New Idea” system provides for these 






emergencies by inserting a special index 
sheet, in the same alphabeti order of 
— \ \ 
7 ~~ [MAIN INDEX | 
\ ——e 7 
\ BAA 
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index, and then indexing all 
‘or example, by the given name 


the main 
“Browns,” 
When indexing by towns, the conditions 
that obtain are somewhat different, though 
Take for 
A gen 


the general principle is the same. 
example the state of Pennsylvania. 
eral town index would be made up for this 
particular locate a man’s name, 
you would first turn to the particular town 
which he lived, and then turn to 
Here, however, you 
proposition like Pitts 


state. To 


or city 11 
his individual nam«¢ 
have the large city 
burg, Harrisburg, Philadelphia, and others, 
to take care of. Suppose you have 200 or 
more customers in Philadelphia alone. You 
could not handle it in the usual way. Other 


towns like Phillipsburg, Phillipston, etc., 
would come under the same _ subdivision 
“Phil’’ as Philadelphia, enough for a small 


ledger 

The “New Idea” provides for this emer 
simply by attaching a 
without in any way 


gency easily and 
“Philadelphia” tab, 
disarranging the main index, in regular al- 
phabetical order, placing in a section for 
Philadelphia, and with the index sheet in 
stepped arrangement with the ledger leaves, 
supply indexing means for Philadelphia in 
dependent of the general or main index. 


MORE HONORS FOR LEWIS. 

Elmo Lewis, advertising manager 
of the Adding Machine Com 
pany, has again been honored by the ad 
Associated Ad 


E. St 
Burroughs 
vertising fraternity. The 
vertising Clubs of America is an organiza 
tion composed of all the leading advertising 
clubs of the country. The broad fields of 
its work are divided into several sections 
such as the Novelty Section composed of 
those specially interested in advertising 
novelties; Outdoor Publicity Section, cover 
ing bill board and display sign advertising; 
National Advertising Section, composed of 
all those interested in general advertising 


national in scope. Mr 


of any character 

Dobbs, president of the Associated Clubs 

has just announced his appointment of 

Mr. Lewis as chairman of the important 

National Advertising Section and also 

a place on the Educational Committee 
When we remember that this same | 

at. J Lewis is already president 


ciation of Advertising 
of the Publicity Co1 
Board of Commerce 


the National Ass« 
Managers, 
mittee of the Detroit 


chairmati 


and editor of its monthly bulletin, and is 
constantly lecturing in various parts of 1 
country, we wonder where he finds 

to so ably conduct the immense adve 
tising the Burroughs Adding Machin 
Compa 


OPEN CHICAGO OFFICES. 


The Heinn Company, of Milwaukee, 
Wis., manufacturers of Badger loose lea! 
opened a branch office in 
Morehouse, at 1560 Monad- 
Mr. Morehouse is a 
thorough, practical leaf man and 


knows the business in every department 


devices, have 
charge of C. 
nock Block, Chicago. 
loose 


' 
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You pay NO ROYALTY 
on our valuable patents 














@ In order to introduce the wonderful 


Ross Steel Ball Bearings 


to the business world, we are today selling our high-grade cabinets, 
with the exclusive Ross Patent feature, at the price you have 
always paid for the ordinary kind. 

@ By means of the Ross Patent, the drawer is suspended in its 
niche so precisely that it seems to roll in and out as if it actually 
touched no part of the cabinet at all. The Ross Cabinets are a 
complete system of filing units—perfect examples of cabinet 
making—with this big patented, novelty feature added. 





@ Any dealer can make a success of this line-—but we want the 
Do you belong to that class? Then, 
We can both make money. 


best dealer in each town. 
write today for further particulars. 








ROSS MFG. COMPANY, "vsr2o. 








“A HUNDRED TO ONE SHOT” 


| n Rogers Carbon Papers are so popular 
is that they will not smudge. Then again there is the lasting quality 
—a hundred to one sheet, as it were, explains that the hundred writ- 
ings from one sheet isfa fair and not an empty claim. 


a‘ 
Let us send a few samples and quote prices. 


Rogers Manifold & Carbon Paper Co., 346 Broadway, Ne 


a = = E/TABUSHED IN 1869 8 


One of the many isons why 
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STEEL 
FURNITURE 


for Banks, Court 
Houses, Corpora- 
tionsg, Libraries, 
State Capitols, 
City Halls, etc., etc. 








Send us your draw- 
ings for estimates. 








Van Dorn Steel Files installed in Cook Co. Court House, Chicago, Ill. 


The Van Dorn Iron Works Co. 


METALLIC FURNITURE DEPT. 


CLEVELAND, OHIO 


BRANCH OFFICES: NEW YORK, CHICAGO, BOSTON, PITTSBURG 

















OLIVER 
| 
] 
; 2-Color Attachments for Oliver and Remington | 
; Typewriters, 75c each, $6.00 per Doz. | 
$ . ; 
{ 
3 BEAUBIEN @ BOOTH COMPANY 
» 
$ 43-45 La Salle St., CHICAGO, ILL. 
; Manufacturers of Typewriter Tools and Parts Send for Catalogue 
‘ . 

If you are 

following a good lead 
you will 


lead a good following 














For the best lead try 


Carter’s Ideal 








Ribbons and Carbons 


and just watch your 
following grow 










ARTER' 


is FAERIE QUEENE 9 The propositions which we offer to dealers are very 
attractive and are based on furnishing the best goods tha 
can be manufactured. A postal will bring full information. 


The Carter’s Ink Co. 


Boston New York Chicago 


yy 











INSTRUCTORS TO HOLD CONVEN- 
TION. 


LANS for the National Commercial 
P Teachers’ Federation, to be held in 

Chicago, December 27-30, 1910, are 
practically completed. 

Morton McCormac, whose office is at 
1208 East Sixty-third street, Chicago, is 
chairman of the committee on arrange- 
ments. Others officers and members of the 
Federation, living in various parts of the 
country, from Georgia on the south to 
northern Michigan, and from Massachusetts 
to the state of Washington, will be in at 
tendance. 

\ splendid program has been arranged 
and it is claimed that no meeting of the 
National Federation has ever been give! 
that was of a higher order than this will be 

Leading speakers prominent in the af- 
fairs of commercial education, in the realms 
of business and in the realms of oratory 
will take part and the messages they will 
bring will be of such a character that those 
who have the pleasure of hearing them will 
be fortunate indeed. 

The convention will combine entertain 
ment with pleasure, and among the many 
educational events scheduled are a number 
which tend toward social enjoyment 


) 
f 


The convention will open at 2 p. m. on 
Tuesday, December 27, when a meeting of 
the excutive committee will be held. At 
8 p. m., on the same day there will be a 
reception for visitors held in the parlors of 
the Auditorium Hotel. 

On Wednesday afternoon at 2 p. m. ther: 
will be a program given consisting of the 
address of welcome, the president’s address 
and a discussion of other business matters 

On Wednesday evening at 8 p. m. there 
will be several addresses by leading men in 
the profession. 

On Thursday at 12:30 there will be « 
luncheon held in the banquet hall of the 
Auditorium. Admission to this banquet will 
be by badge. During the luncheon a sym 
posium of business opinion from men of 
prominence in the business world will be 
given 

The program for Friday at 2 p. m. will be 
a general federation meeting and election 
There will also be addresses by men and 
women not directly in the profession, but 
leaders in the work. 
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The program for Thursday and Friday 
evenings has not yet been announced 
NEW FIRM IN THE FIELD. 

A new office appliance business has beet 

started at 20 West Long street, Columbus 

Ohio, under the name of the McDonald-Hil- 


derscheid Company. A full and complete 
line of filing devices and supplies, sectional 
book cases, loose leaf systems, office desks, 
chairs, typewriter supplies and all kinds of 
office necessities will be carried. Both Mr 
McDonald and Mr. Hilderscheid are ex 
perienced in the office appliances trade, and 
the future for the new company looks very 


bright 

















BUSINESS SHOW AT SKINNER & | 
KENNEDY’S. 
The latter part of September saw a very 
interesting display of office devices at the 
store of the Skinner & Kennedy Stationery 
Company in St. Louis. The show contin 





A DISPLAY IN THE STORE OF SKINNER & 
KENNEDY. 


ued for four days, and was open to th 

public each day and evening. } 
The exhibitors included tine following 

The Dalton Adding Machine Co., The Gen 


eral Fireproofing Co., The Browne-Morse 
Co., The Interstate Standard Duplicator 
Co., The L. C. Smith Typewriter Co., Ad 
dressograph Co., The Twinlock Co., The 
Irving-Pitt Co., The Dictaphone Co., The 


Printograph Co., The Toledo Metal Furni 








OFFICE APPLIANCES 








sy eletsias Typewriter >] oF 


Guaranteed 











for one 

year. Folding Paper Table fnent , 
Movable Scale in foreign 
Ribbon Reverse countries. 
Type Guide 
Bell 
Keyboard—-84 Characters 








SOLD ON APPROVAL 


The ‘Bennett’ Portable 














low Priced machine wri 


satisfies their requirements. 


and is backed by the manufacturers’ one year guarantee. 


Those who have secured the agency jor the ‘‘Bennett’’ are 
undvoraniie successful in tts sale df 1 y= thet are co the 


operation of a typewriter as a demons: 
Agents wanted for a few unfilled territories. 


Pointer 


Capital Shift 
Figure Shift 
Visible Writing 

_. Paper Feed Guide 





366 Broadway, New York City 
i= Marginal Stop 








METAL CHECKS 












WAX SEALS CHECKS CORPORATE SEALS POCKET NOTARY 


Om 


WE ArRE NOT Aaunrs For THESE Goops 
WE MANUFACTURE THEM 


SEALS, STENCILS, STEEL STAMPS, BADGES, 
NAME PLATES, METAL CHECKS, 
RUBBER STAMES, Ete 


MEYER & WENTHE 
92 DEARBORN 8T. 
CHICAGO RUBBER STAMPS — 








123 
NUMBERING MACHINES 














ANOTHER DISPLAY AT THE SKINNER & 
KENNEDY BUSINESS SHOW. 


ture Co., The Moon Desk Co., The Ever- 
ett Change Maker, The Protectograph Co., | 
The Defiance Check Protector Co. 

Music for the four days of the “Office | 


Appliance Show” was furnished by The | 
Columbia Phonograph Co., on the new $200 
Graphona Regent 





\lbert S. Longacre is now working as 
city salesman for the Ribbon & Carbon 
Company of North America in San Fran 











Letters from Foreign Buyers 
Acknowledge the Superiority of 


GENERAL 
REBUILT TYPEWRITERS 


The volume of domestic demand also establishes 
their superior quality. 
You are always able to obtain one or the other 
features, “‘price’”’ or ‘quality.’ 
WE OFFER QUALITY AND PRICE 
Rebuilt Like New 


The General Typewriter Exchange, Inc. 
W. H. BEARDSLEY, Managing Director 
21 Murray Street NEW YORK, U.S. A. 


Wholesalers and Exporters Exclusively 








does al] the work of the high cost typewriter.. The only 
iting with a ribbon. It has standard 
keyboard. It is as small as an efficient machine can be (11x5x2 
inches—weighs 44 pounds incase). Thousands of letters from pro- 
fessional and business men testify that the ** Benmett’’ completely 


The **Bennett’’ machine is a product of the Elliott-Fisher factory 


C.N. L. BENNETT TYPEWRITER CO. 
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NEW MODEL OF SUN TYPEWRITER. 

The Sun Typewriter Company, one of 
the oldest of the existing typewriter manu- 
facturers, show commendable enterprise. 
Their efforts in part are directed toward 
finding new fields away from the beaten 
paths. 

The new model brought out by this 
factory is novel in many respects, and 
will likely meet with favor. 

It will be known as the No. 2B Sun 
typewriter, and in the main follows 
the construction of the present No. 2 
model, but supplies 102 characters, 
which heretofore was unheard of in a 
front strike machine. - There are thirty- 
four keys, each cor.trolling three types 
and the two shifts, besides a 
back space key. The 
what increased and the entire machine 
developed and refined along the lines 
the product of this 


usual 


size is some- 


well krown in 
concern, and the list price is remark 
ably low in view of what this model 
offers, but is in accordance with the 
policy of the This new 
model will be offered at $65. 

While it may seem to the uninitiat 
ed that the average typewriter already 
offers ample characters for ordinary 
use of the typist, this model was brought 


company 


out primarily to supply the demands in those 
countries where the alphabet is larger than 
our Roman alphabet, as the Russian language, 
also Armenian, Ruthenian, Albanian, Bul- 
garian and Servian, where this new model 
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has already met with favor and consider- 
able sale, but even in this country there are 
fields where the average complement of 
type are short of special symbols such as 
the lumber, steel and metal trades, as well 


as pharmacists, physicians and literary 





NEW SUN TYPEWRITER. 


men, in addition to those desiring to write 
in different languages who can, therefore, 
be provided with a polyglot keyboard 
The Sun Typewriter Company is doing a 
profitable business and 
will undoubtedly succeed. 


conservative and 


the new mddel 





A DEVICE FOR TYING PACKAGES. 

Business men particularly, and most men 
generally have neither time nor patience t 
spare in tying packages Few of them 
have ever had the necessary experience to 
make a scientific job of it, and as a gen 
one can clap a rubber 
letters or 


the mat- 


eral rule, if 
band around a package 
the parcel he is sending out 
ter rests there. 

A good tie device is bound to be 
looked upon as a boon by hundreds 
and the Universal Package Tie De 
vice Company, of Macon, Ga., antici 
pating its need, are marketing such 
product under the name of the Sim 
plicity Tie Device. These, they claim 
are cheaper than rubber bands and a 
great deal better, as the contents of a 
package are bound secur‘ when the 
‘Simplicity” is used. 

\ good tie device is be 
looked upon 
and the Universal 


as a boon by hundreds 


Package Tie De 


vice Company of Macon, Ga., anti 
pating its need, is marketing such a 
product under the name of the Sim 


plicity Tie Device. These, they claim, 


are cheaper than rubber bands and a 


great deal better, as the ntents of 
age are bound securely when the “Sim 
plicity” is used. 
The ties are made in assorted lors and 


in various lengths, from 12 inches to 60 
inches. Samples will be sent to any one 


interested who will write to the ympany 
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TYPEWRITER CABINETS 


Quality and Prompt Shipments are assets which 
all dealers possess who handle our “Typewriter 


Cabinet Line.” 


One of the Largest, Best Designed, Best Made and 
Quickest Selling Cabinet Lines on the Market today. 


Sixteen Styles and Thirty-Four Sizes 


Made in Quartered Oak, Plain Oak and Birch Mahogany. 


Every Cabinet carries all Modern Improvements. 


THE QUIGLEY FURNITURE CO. 
WHITESBORO, N. Y. 














NEW ATTACHMENT FOR TYPE- 
WRITERS. 

A good attachment for typewriters is 
looked upon with favor by both business 
men and stenographers. Any device that 
will help get out the work in an easier way 
is usually welcome 


The J. L. Chase Manufacturing Com 


pany have applied for a patent on a new 
spring clamp for attaching typewriters of 
all makes to drop desks. This clamp is 
used in connection with the Chase Shock 
and Sound Reducers, which are mentioned 
on another page of this issue. The featur: 


of the new clamp is that it combines a coil 
spring with the clamp and the bolt which 
holds the machine, and the spring acts as a 
recoil in conjunction with the Reducers un 
der the feet without eliminating the metal 
lic and drum-like noise of the machine. 
The combination, it is said, makes the 


touch on any machine light and elastic 





APPLICATION OF CHASE’S NEW DEVICE. 


thereby lengthening the life of the machine, 


for the reason, it is said, that it takes a 


large percentage of the wear off the work- 


ing parts. It is further claimed that ex- 
haustion and fatigue in the arms of the 
operator are lessened to a great degree by 
its use. 

In attaching a machine to a drop desk, 
the reducers are first placed under the feet 
in the proper position, as shown in the cut 


The clamp hook is placed over the side of 
the typewriter so that the flat side will lay | 


close to the machine. The hole in the desk 
is placed just under the hole in the bottom 
flange of the clamp. The bolt is inserted 
up through hole in the desk and clamp. The 
spiral spring is placed over the bolt, then 
the nut and washer. The nut is screwed 
down on bolt, and when clamp is tight the 
machine is fast. Vibration of the machine 
can be made more or less by screwing the 
nut up or down, thereby placing more or 
less tension on the spiral spring on the 
clamp. 

The improved clamp enables an operator 
to adjust her machine exactly to suit her 
Own requirements. 

Further particulars regarding this type- 
writer appliance will be sent to any one 
writing the J. L. Case Mfg. Co., 2220 De- 
troit avenue, Toledo, Ohio. 
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This Machine Produces From 


1 to 1OO Good, Bright Copies 
Quickly—Economically 


—ON 
ANY 
WEIGHT 
PAPER 


No Type to Set 
No Stencils to Cut 
No Washing 

No Soiled Hands 





The Billograph is a new type of duplicating machine that offers an importan 
service to such business houses as require from 1 to 100 copies of origina 
matter speedily and economically made on any weight paper. Although 
the first duplicating machine to offer efficient service in the order and 
billing field, its scope is so broad and varied that it lends the same efficiency 
to rapid and economical reproduction of specifications, statements, statistics, 
reports, notices, inter-house forms, instructions to buyers and salesmen, 
price-lists, stock-quotations, descriptions of real-estate, bulletins, maps, 
plans, real estate plats and other documents in colors, etc. And every copy 
is clear and readable—no blurred carbon effects. The sheets come out flat 


BINLOG RAPH 


DU Ne R 


THE PROCESS fore lost between operations. Bands 
The Billograph process is simple— ™ay be covered with original matter 
no stencils to cut—no type to set. once eachday. The ink is absorbed 
over night and they are again ready 
for use the following morning—and 








Simple Efficient 


From original documents written 
with copying ink—copying ribbon, 


copying carbon or indelible pencil, 0 washing is necessary. 
impressions are made on a gelatine 


band 16 feet long supporte d by a steel THE SAVING 


plate and over which is run a simple The Billograph offers to firms having 
mechanism for feeding and drawing sufficient duplicating work of the 
off copy by the same operation. A character for which the Billograph 
single turn of the crank bringsafresh is intended, a tangible saving of from 
surface into position to receiveanew 25 to 95%. One large business house 
original. As it takes but five seconds states that our machine will save 
to replace a band, little time is there- them fully $25,000.00 per year. 


WRITE FOR BOOKLET 


Our new booklet describing the single type Billograph is just off the press. 
For a more definite understanding of this new machine—and its new mission 
in the business world—simply write us on one of your business letterhea |: 
and we will be pleased to forward one of these booklets to you immediately. 


BILLOGRAPH SALES COMPANY 


444-51 MONADNOCK BLOCK CHICAGO 
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A FOUNTAIN PEN HOLDER. 

C. Ridderhof, Box 999 B, Los Angeles, 
Cal, has a patent pending for a device 
which will make it easier for business men 
and others to use a fountain pen. 

Working on the belief that many who 
own fountain pens prefer to use the old 
style, rather than go to the trouble of re 
moving the rubber tip, Mr. Ridderhof, has 
perfected a contrivance which does away 
with this operation. The invention con 
sists of a device which is clamped any- 
where among the pigeon holes, and holds 
the fountain pen cap in its outer end. The 
pen is thus in instant readiness. Inserting 
or withdrawing it requires but the 
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which no dust will adhere. The pad has a 
triple thickness of felt under each of the 
typewriter feet to absorb vibration 

The clamps are easily applied, and re 
quire no further attention or thought. The 
operator can use the machine pulled for- 
ward as far as the edge of the desk and 
may turn it sideways towards the light if 
the windows are at the side, yet it is not 
necessary to set the machine straight o1 
move it back before closing the desk. As 
soon as the machine is tilted it slides back 
and is guided by the clamps into security 

Cleaning the underside of the machine 


and the pad is simple. The operator mere 





ent sizes. Those interested are asked to 
remit at once, if no deal results the money 
will be returned. When writing, those de- 
siring to act as salesmen should state their 
qualifications and the territory desired 





NEW AUTOMATIC LETTER MA- 
CHINE READY. 

Che new model of the Automatic Letter 
Machine, manufactured by the Automatic 
Letter Machine Company, 
shown for the first time early in October. 
[he company started in business about a 
year ago, with a splendid device, for which 
they had considerable demand 

covered, however, that it was de- 


Chicago, was 


It was dis- 


sirable to make some changes for 





motion of reaching for or replac 
ing it 

The device may be clamped to 
vertical or a horizontal 


illustration 


either a 
partition, as the 
shows, and with equal facility to a 
vertically depending or upwardly 
projecting part, while for flat top 
and roll top desks it is furnished 
with a stand, with either plain 
base or one consisting of a calen- 
dar pad holder. 

Dealers interested should take 
the matter up with Mr. Ridderhof 
It will no doubt help materially in 
the sale of fountain pens 

NEW NOISE REDUCER. 

There have been many devices 
brought out of late for the purpose 
of overcoming the noise produced 
by typewriters. A new one now 
begs an introduction 

The Nott Gravity 
Dustproof Pad are appliances for 
advantages are 


Clamp and 


which _ special 
claimed. Recognizing that the ac 
tion of gravity could be utilized to 
accomplish desirable results, the 
inventor of the Nott clamp built 
his device upon that basis. The 
clamp hook piece 
fastened to the desk with wood 
screws, and a flanged plate secured 
to the side frame of the typewriter 
with a machine screw, one hook 


consists of a 








the improvement of the machine 
and it was, therefore, withdrawn 
from the market until such time as 
would. be necessary to eliminate 
all experiments from its make-up 
The new model is splendidly 
built machine of symmetrical de- 
sign. It carries with it one or two 
special attachments which increase 
its efficiency, and in a few weeks 
the machine will be ready for the 
market and will be fully announced 
in Office Appliances 
NEW DEVICE FOR TYPE- 
WRITERS. 


Richard M. Pettey, of Alexan- 
dria, Va., has been granted a pat- 
ent on a word counter for type- 
writers and typesetting machines 
The invention is based upon the 
principle of the depression of the 
space bar after a word is written, 
and is arranged to count, or not 
count, at the will of the operator 
without the loss of speed 

The = inventio1 is especially 


adapted for newspapers, maga 


zines, book writers and telegraph 
companies 

The new invention of Mr. Pet 
tey is being given an official trial 


Navy 


by the government at the 








and one plate on each side of the 
machine. The hook piece is faced 
towards the front and resembles 


the upper part of an alligator jaw, the 
angle being 30 degrees, and the flange on 
the plat attached to the machine is faced 
towards the hook at the same angle. 

The machine stands on a felt pad, and as 
the desk is tilted in the act of closing, the 
machine is slid by gravity towards the rear, 
causing the flanges to pass below the hooks 
and the inclined faces of the hooks force 
the machine down upon the baseboard, thus 
gradually clamping it securely without 
shock. When the desk is opened, all pres 
sure can be released by sliding the machine 
forward an inch or so. 

The pad is named “Dustproof” as de 
scriptive of its characteristic feature. It 
consists of a felt pad protected on top by 
an English patent leather gloss cover, to 


RIDDERHOF’S DESK ATTACHMENT FOR FOUNTAIN 


ly has to grasp the machine by the front 
rail, slide it forward a little, tilt it back on 
its rear edge, remove the dust and lower 
the machine again. The pad does not have 
to be removed. To take the machine off 
the desk one has only to slide it forward 
clear of the clamps and take it away. 

For stands or desks where no clamps are 
needed the Dustproof pad is furnished with 
rubber pieces on the under side to prevent 
the throw of the carriage from disturbing 
the position of the machine 

The Nott Clamp and Dustproof Pad are 
for sale by the Nott Specialty Concern, 501 
Roanoke Building, Chicago, Capable sales- 
men are wanted in every territory. The 
price of a sample outfit to agents is $2, 
which includes clamps and pads of differ 


Department, Washington, D. ¢ 
PENS. 


DALLAS CONCERN REORGANIZED. 

The Dallas Office Supply company has 
been reorganized under very promising 
conditions. 

Robert Geen, known among his friends 
as Bob, who has been for some years past 
secretary and treasurer of the Dallas Trust 
ind Savings Bank, where he has made him 
self very popular, and J. W. Shelor, for the 
past three years district sales manager for 
the Multigraph Sales company, are the firm 

They will represent for the entire state 
of Texas the Barrett Adding Machine com- 
pany and the Monarch Typewriter com- 
pany. 

In order to take care of their rapidly in- 
creasing business they have just moved into 
an elegant store on Martin street 
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DISPLAY PLUS PRODUCTION. 

In displaying typewriters one of the chief 
difficulties lies in keeping machines clean 
and presentable. This is a very difficult 
matter when machines are displayed on 
counters or on shelves in the stores. The 
ordinary wall cupboards, usually provided 
for the display of merchandise, are cum 
bersome and expensive. The Weis Manu 
facturing company, Monroe, Mich., are ad 





NEW WEIS CABINETS FOR TYPEWRITING 
MACHINES. 


vertising typewriter sections, each section 
having sufficient capacity for two ma- 
chines. 

These sections are similar in construction 
to the regular set up cases made by The 
Weis Manufacturing company, and in fact 
can be stacked up with them. The sections 
are 16 inches deep, 1434 inches high and 32% 
inches wide inside \ number of dealers 
have equipped their typewriter and adding 
machines departments with this style case 
and are expressing themselves as highly 
satisfied with their purchase. 

\dditional information regarding the va- 
rious styles of finish, special construction 
al features, etc., will be furnished by the 
manufacturers on request. 


LENDERSON TAKES TRIP. 
W. G. Lenderson, manager of the Chi- 





cago branch of the Smith Premier Type- 
writer Company, returned a couple of 
weeks ago from a visit to New York City. 
He spent several days there calling on 
friends and renewing old acquaintances. 
Make a determination to do _ to-day’s 


work to-day 
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The SUN Standard Typewriter 


Model No. 2-B 


The Only Type-Bar Machine Made For UNUSUAL Work 


It offers the widest 
range for producing un 
usual or special work 
without sacrificing any 
of the usual commercial 
characters 

For the Steel and Metal 
Trades the Commercial 
Keyboard and all Special 
Symbols for Billing. 

For Lumbermen and 
Woodworkers the Com 
mercial Keyboard anda 
complete set of Fractions 
in Sixteenths, Eighths 
and Quarters any one of 
which may be made with 


one stroke of the key. | he Special 102 Character Machine 


For Banking, the Commercial Keyboard and full set of Monetary Signs. 
For the Linguist, Exporter, Professor of Languages and Translator, all the Accents 





for all Modern Languages on the One Machine. 


The only machine made that will write the Russian Language in all its Characters. 


Remember this machine when you have inquiries for a SPECIAL WORK MACHINE. 


Price $65.00 


With 14-inch Carriage, $75.00 


SUN TYPEWRITER 


317 Broadway - - 


Co. 












For Pharmacists and 
Physicians, the Commer- 
cial Keyboard and all 
Pharmaceutical Signs— 
the only complete key- 
board ever made for this 
purpose. 


For the Chemist the 
Commercial Key board 
and a full set of Sub- 
scripts. 

For Literary Work, the 
Commercial Key board 
and all Grammatical 
Punctuation Marks. 


NEW YORK 




















CHICAGO OFFICE 
243 Wabash Avenue 
FRED D. HILLS 


NEW YORK OFFICE, 


815 Marbridge Bldg. 
Herald Square 
A.B. HUNN 








DEALERS 


Your customers 
demand the best 
in chair manu- 
facture, and they 
will be more 
than pleased 
with the show- 
ing if you dis- 
play 

Marble & Shattuck 

Chairs. 


They are made by 
experienced highly 
paid workmen who 
put something bet- 
ter into their work 
than the mere me- 
chanics of chair 
building. Our cata- 
logue is free for 
the asking. 


WRITE TO-DAY 
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Clears the Desk of Baskets and Trays 


SEND 
TODAY 
FOR 
OUR 


CATALOG 





Saves Time, Space and Trouble 


Here is what you need—to take care of and help you clean up the pile of correspondence, 


papers, memos, etc., that come across your desk and must be disposed of quickly and 


| - The Bristow Radial Distributor 


does away with baskets, trays, pigeon holes, and other space-eating devices; 
more room to work in, simplifies and facilitates the distributing of orders, correspondence, 
etc., keeps your desk clear, neat and businesslike and enables you to do more work in less 


gives yi pu 


time. Simply slip the order, paper or correspondence into the compartment marked for 
the o— or department to whom it is to be sent, and you are through with it, it’s started 
safely on the road to its destination whether it’s another department or your permanent 


file. You are losing time and wasting gray matter as long as you do without one 


Every business man who enters our EREDERICK BRISTOW 


store needs one. Sells on sight. 
Send for terms and description. East Orange, New Jersey 


DEALERS: 














NO. 559 OFFICE TABLE—QUARTERED OAK 
Top, 96x42—Legs, 4 inches 


WE MAKE FOR OFFICE USE 


Tables Costumer’s 
MEDICINE CABINETS UMBRELLA STANDS 





Send for Complete Catalogues 





CONREY-DAVIS MFG. CO. 


SHELBYVILLE, IND. 
OSS AA A 














NEW STAMP AFFIXER. 


\ patent has recently been granted Mar 
vin E. Harwell, of DeKalb, Texas, for a 
stamp affixer invented by him, which is to 


be known as the Fountain Stamp Affixer 

[The new device is described by the 
ventor as “an improvement in stamp affixing 
devices, and has for its object to provide a 
simple and novel construction whereby 
stamps may be conveniently moistened as 
they pass to the point where they are to 
be applied to the envelopes 





HARWELL’S STAMP AFFIXER. 


‘The invention provides means for sup 
porting a strip of stamps and for guiding 
the same to the moistening device together 
with a fountain for supplying water to the 
moistening pad so that the latter will be 
kept moist until the supply of water in the 
ountain is exhausted, means, being also 
provided whereby the fountain can be con 
veniently refilled.” 

This invention is simple, and from the cut 
one will have a good idea of its construc 
tion 
The Fountain Stamp Affixer is being 
manufactured and marketed by the Office 
Supply Company, DeKalb, Texas 


A “SAFETY” PENCIL SHARPENER. 
\n item that should not be overlooked by 
stationers when ordering supplies is’ the 


Modern Pencil Sharpener, manufactured by 
the Hoge Mfg. Co., 108 Fulton street, New 
York, N. Y. This ingenious little article is 
known as the “safety razor for lead pen- 
cils.” It is so designed that it is impossible 


to cut one’s fingers in operating, and for 
that reason it is especially desirable for 


children’s use. It also appeals to women 
on account of its convenien d cleanli 
ness 

This little sharpener is made of tempered 
steel, and will last indefinitely t will ma- 
terially lessen one’s pencil bills, as aside 
from its saving in sharpening pencils, it also 
serves as a point protector when carried 
in the pocket, and as a lengthener when in 
use 

Modern Pencil Sharpeners me mounted 
three dozen on a display card, as do the 
Modern B Clips manufactured by the same 
company and they sell to the same trade 


A “TAMIL” KEYBOARD. 


After years of endeavor to produce a ma 
I 


chine capable of bearing the characters of 
the Tamil language, that of an ancient race 
of people’ in India, the Fox Typewriter 
Company has shipped to that market the 


first consignment of machines. The Tamils 
live in southern India and number about 


sixteen million persons 








a. | 


ee 


i 4 
>r 
le 
ye 
1e 


oe ss & 








TEACHES USE AND REPAIR OF 
TYPEWRITERS. 

Messrs. Poncet and Riotor, of Lyons, 
France, have recently prepared and are now 
teaching in that city a course for typewriter 
operators and mechanics. This course, which 
is said to be the first of its kind in France, is 
not intended for the purpose of making me- 
chanical experts, but it is organized for the 


purpose of giving general instruction re- 
garding use of the various typewriters 
sold in that territory Here is described the 
various parts of the different makes of typ 
writers, and here the students are taught the 
mechanism of the machine, how to remove 
and replace parts for cleaning, making re 
pairs oO! replacing worn out or defective 
parts 

Professor M. Riotor, 1 Place des Cor 
deliers, at Lyons, is in charge of the insti 


tution. He will be glad to hear from type 
writer manufacturers in America regarding 
new attachments or improvements that have 
been made in this line, so that he may in 
troduce them to his pupils and make them 
known generally throughout the _ entire 
southern part of France 

Those interested should write Professor 
Riotor at the above address 
BURROUGHS ADDING MACHINE ExX- 

HIBIT. 

The cut herewith reproduced is that of 

the Burroughs Adding Machine Company’s 














BURROUGHS’ EXHIBIT AT ELECTRIC 
SHOW. 


exhibit at the Electric Show held in San 
Francisco last month 
“BARRETT” OUTLOOK GOOD. 

So encouraging have been the efforts of 
the Barrett Adding Machine company, it 
was reported recently, that in a short time 
200 skilled mechanics will be employed and 
in two or three years 500 men, comprising 
one of the most important industries in 
Grand Rapids 

Enough orders for the machines have 
been secured to guarantee the running of 
the plant at fullest capacity for an entire 
year. Western territory and the Pacifi 
coast in particular have taken favorably to 
the contrivance, it is stated, and the out 


look for the company is declared to be un 
usually bright 
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Make Your Desk Business Gaew 


The dealer with a substantial 
line of desks selling at a mod 
erate price will enjoy a con 
stantly increasing business. 
Good goods at reasonable prices 
give the dealer a degree of pop- 
ularity that enables him to 
make more sales, not only of 
desks, but of all other lines in 





cluded. 


Evansville Desks are absolutely the 
best on the market for the price asked. 
We carry a complete line of roll top, flat top and typewriter 
desks. Write for our latest catalog and price-list. 








EVANSVILLE DESK COMPANY 
EVANSVILLE : . . INDIANA 




















The Reynolds 
Envelope Sealer 


is a wonderful device that will seal all sizes of letters 
without adjustment—seal them evenly and efficiently 
regardless of the bulkiness of the contents, at the rate of 
100 a minute. Although run by hand, this machine will 
probably do more and better work than any high-priced 
motor driven machine on the market. The low cost, $35, 
as against $100 to $150 asked for the more complicated 
machines, places it beyond the power of successful 
Showing the Reynolds machine competition 

sealing all sizes of letters without Read what others say of it: 

soorenggg ee goseye Rigg: Fie s ave used a motor machine for some time. The ‘Reynolds’ 


minute. Size of machine, 7x8x14 re he Us : Laae A A 7 
inches. Weight 20 pounds. Pat Hand Driven Machine beats it." W. C. Free, President Free Sewing 





ented U. S. 1910; foreign allowed Machine Company, Chicago, II]. 
and pending The ‘Reynolds Machine’ is the best Ravelogs Somes have seen at 
any price R. O. Evans, President, Provident urities Company. 


DEALERS 


In the hands of a live dealer, a dealer who is a salesman as well, this device is | 
proving the biggest kind of a money-maker. There is still some unassigned territory, 
and if you write us at once you will be doing a big business with this machine in thirty 
days. If we believe that you can do the business satisfactorily we will appoint you 
our exclusive agent, and turn over to you-all inquiries that come direct to us from 
your field 

This is your opportunity. We want the Iivest concern in your town to handle this 
proposition. Not necessarily the big firm with a high rating, but the concern that can 
handle the machine on a plan of presentation to the user. Properly demonstrated, 
the machine will get the order every time. It requires only intelligent effort on the part 
of the dealer who is willing personally to place thé merits of the machine before his 
customers. Write today for full particulars 


H. J. REYNOLDS & CO., 55 State Street, CHICAGO, ILL. 
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Those desiring a high class office desk or 
typewriter cabinet will be interested in the 
beautiful and instructive catalogue of the 
O. C. S. Olsen Company, 2527 Moffat street, 
Chicago. 

This company has a large and splendidly 
equipped plant, and turns out desks of all 
sorts, but make a specialty of typewriter 


, 
=. ; | A HANDSOME DESK. 
| 


wan \ 


for This 


cabinets. 
The illustration shows the ‘“Chicago’ 
typewriter cabinet, which on account of its 


beauty of design and high class workmar 














oa ship will prove attractive to any one desir : 
| ing such a desk. The “Chicago” is fifty 
four inches long, thirty inches wide, and . 
forty-four inches high. It is manufactured 
of oak, finished light golden, and is weath 
ered to order. The writing bed is quarter 
| . orn 
00 sawed oak, both top and front The writ- : 
| ing bed and typewriter platform are made f 
| up of five-ply stock. There are three draw : 
—* ° | ers on the left hand side and two drawers 
ope Sern a | on the right hand side, the lower being par ‘ 
be s 
on Filing : 
a 
etnods, Systems urniture | 
? | ¢ 
- | : 
he you use a book of good, sound sensible information and suggestions as to | : 
the meeting of filing needs through the most practical and convenient methods, . 
systems and appliances’ . c 
If you can use this book—if you think it will be of assistance to you—all you a 
have to do is write for it on your business stationery 
We send the book fully postpaid, promptly upon receipt of your request 7 
Yes, of course, we have something to sell, but—-if the book doesn't convince 
ou of the superior convenience, practicality and all-around value of ‘‘B-M Qual- b 
ity”’ methods, systems, Filing Furniture & Appliances, you needn't feel obligated d 
to buy a single cent’s worth from us 
it 


All we want is that you should have the book. It tells the whole story. The | OLSEN’S “CHICAGO” TYPEWRITER DESK 
rest is ‘“‘up to you.”’ : 


| titioned for books. Extension slides are a 
Dealers a | furnished on both sides and the upper part fi 


is partitioned off in drawers and pigeon ti 
Dealers who are handling the ‘“B-M Quality Line’’ of Standard Vertical and holes. The desk is fitted with a combina n 
Lateral Cabinets, ‘‘Cabinettes”’ (fractional sections), Transfer Cases, Card Trays. tion lock, brass sockets, and castors. 
Cards and Systems, find that they— One of the most desirable features about h 
Please Regular Customers Draw New Trade thle Gack ts found tm the drop Cevien fem . 
- x typewriters. This device is covered by sev v 
Increase Business Make Profits Grow eral patents, and is an effective and pleas h 
Our prices are ‘‘right’’—terms ‘‘liberal’’—and inducements of the ‘ profit ing contrivance whereby the typewriter cat 
building’’ kind be swung out of the way when not in use, J 
If an ‘‘Exclusive Agents’ Proposition’’ would interest you, mention the fact and a highly polished writing bed swings 


when you write for our catalog. Write to ; 
: into place, converting the cabinet into a d 


3 : perfect desk. The device for lowering and 

Browne-Morse Co., = Hovey st : Muskegon, Mich. raising the typewriter is simple and strong, . 
and there is nothing to get out of order 
With one motion the typewriter is brought 
into its proper position. When in use the 


typewriter is rigid, and when closed the 


EVERY LOOSE LEAF LIES FLAT WHEN USING cabindt Is Gast geek. On account of & 




















THE IMPROVED UNIVERSITY BOOK RING peculiar construction it affords ample knee " 
room. The center drop, being twenty-four fr 

mele Ay . pedicenn Me mye gers oS inches wide in the clear, the desk will ac a“ 
Closes from and stenographer’s note books, commodate any standard make of typé ci 
— eer ae aan lee Tade ~~ writer with regular carriagé \ pair of a 

° light’ i. %. ut ee ee clamps to fasten the machine to the desk «) 

1} inches; No. 2, 14 inches diam- is furnished with each desk y 

afer, Het wolatet Ke. 9, tik ince The “Chicago” cabinet desk is also tur m 

ring, 13 inches diameter. nished in birch, imitation mahogany, with 7 

Patented Nov. 24, 1908 Write for particulars. Patented Feb. 4, 1902 genuine mahogany writing bed and top, if : 


The Olsen Company’s catalog contains 





OTTO KELLNER, JR., 4028 STATE STREET, CHICAGO desired. 











| the 
the 
reet, 


lidly 
t all 
riter 
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forty pages, showing their line of high class 
ofice furnishing, including tables and 
stands as well as desks of various styles, 
designed for various duties. Here will be 
found sanitary roll and flat top desks, ped- 
estal roll and flat top desks, plain oak roll 
top desks, plain oak flat top desks, stand- 
ing desks, etc., all illustrated and described 
in a way that brings the quality of the 
Olsen products out in a highly satisfactory 


manner. 





REMINGTON NOTES FOR NOVEM- 
BER. 

The one thing which makes the strongest 
impression as one turns the pages of the 
current issue of Remington Notes is the 
large number of attractive illustrations with 
which this issue is filled 

Each of the eight articles which make up 
its contents is illustrated with from one to 
five plates, which represent the highest type 
of engravers’ skill in half-tone work. 

Every article is keenly interesting. One 
entitled “Native Typists in Many Lands’ 
shows pictures of native Remington type 
writer operators in China, Indian, Africa 
and the Philippines. Another describes the 
work of Mr. Wiese, an expert Remington 
cemonstrator, at the White House. 

Still another very interesting article is 
cilled “A Factor in Social Progress,” and 
points out the great changes that the Rem- 
ington typewriter has brought about in the 
conditions of office employment, especially 
as these changes apply to the case oft 
women. 

The Remington Key-Set Tabulator, a 
brand new typewriter improvement which 
does away with all hand setting or adjust 
ing of loose tabulator stops, is made the 
subject of another article. There is also 
an interesting account of the work per 
formed in banks by the Model 11 Reming 
ton with Adding and Subtracting Attach 
ment. 

The balance of this issue of Remington 
Notes is filled with other material, the ex 
ceedingly ne character of which 
will be keenly appreciated by every mem 
ber of the typewriter fraternity. 


JOKE ON ADDING MACHINE MAN. 

Conde & Young are the Los Angeles 
dealer agents for the Barrett Adding Ma 
chine. They recently had an interesting 
and rather amusing experience in that con 
nection. The demand for the new machines 
has already exceeded the manufacturers’ 


supply. A Conde & Young salesman left 
a trial machine with a prospect with the 
intention of filling the order, if obtained 
from a lot of machines to be received later 
from the manufacturers 3ut when the 
salesman called to learn the prospect’s de 
cision and to take up the trial machine, he 
was met with this determined exclamation 
“Nix cum raus! You don’t get the machine 
You can have your money for it, but the 


machine is mine. If you want another, get 
it from the manufacturers, but you can’t 
get me to part with this one.” 











CARBON PAPERS and 
TYPEWRITER RIBBONS 


UNEXAMPLED OPPORTUNITY 
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TO PROGRESSIVE DEALERS 








@ Those who wish to promote the sale of their own 
brands of carbon are given every opportunity to 
secure just the quality they wish to feature. 
On orders for 1,000 sheets or more we will print 
special boxes and grant the exclusive right of any 
names coined by the dealer. 

@ Those who wish to push well advertised brands 











of National reputation will find the ““NEIDICH 
PROCESS” line both meritorious and profitable. 
That, 


‘They Lead All Others in Quality” 


has been demonstrated through many years of ser- 
vice. Our Bi-Chrome is the only two-color type- 
writer ribbon in which the two colors will not run 
together. 

@ In either case you will find the goods satisfactory, 
absolutely as represented, and profitable to handle. 
Write us today for samples and terms. 








NEIDICH PROCESS COMPANY 


BURLINGTON NEW JERSEY 


Continental Agent: 
Mr. P. Castelli, Casella Postale 909, Milan, Italy 
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QUALITY 


is essential in office chairs. They have the 
hardest wear, and the most banging 
around. They require a superior grade of 
workmanship and materials in order to 
outlive the desk, of which they are the 
companion pieces. 


COLONIAL CHAIRS 


are built with just this ideain mind. They 
must be beautiful in appearance, original 
in design, and made to last. That is why 
we now have a big plant working night 
and day, although our factory is only 
three years old. 


Dealers: Get wise to this opportunity TODAY. 


Colonial Chair Company 


1732-58 N. Maplewood Avenue, Chicago, Ill. 











— 





A Marvel in Time Stamps 


THE RELIABLE 
Price $18 


Prints in a straight line— 
simple—quick—accurate. 


Built like a watch, bu 
stronger. Weight less 
than two pounds. 

The Reliable Time Stamp 
gives the utmost satisfaction 
and is guaranteed for 1 year 


It prints automatically 
and in a straight line the 
month, day, year, hour, 
minute, A.M.and P.M. Al 
so at the same time, your 
business name and faddress, 
together with six different 
words, such as Received, 
Answered, Paid, C. O. D., 
Shipped, Arrived, Departed, 
Recorded, Commenced, Finished, etc.—or any 
other words adapted to your business. And the 
words are engraved on a cylinder that revolves 
surely and quickly, at your bidding 


Dealers You will find our discounts right 
Our “10 Days’ Free Trial’’ plan 
will help you make sales. The device is one 
of real merit. Write us. 


Reliable Time Stamp Co. 


3 West Broadway, New York City 







ENCIL \y 
SHARPENER ¥ 


A SAFETY RAZOR FOR LEAD PENCILS 





Cannot cut the fingers. 
Specially suitable for 

women and children. 

Carried on the pencil as 
point protector and Pencil 
lengthener. 

Made of Tempered Steel, will 
last indefinitely. 

Mounted 3 doz. on display 
card. same as our Modern B 
Clips, and sells to the same trade. 
Price $3.60 per gross. 


THE HOGE MFG. CO. 


108 FULTON STREET 
NEW YORK 














HIGH GRADE, MODERATE PRICED DESKS 





Sterling Desks are made to conform to modern 


ideas of square-edge construction, and 


date interior arrangement 


They sell at nominal prices, and cart 


margin of profit for the dealet 


To the man who caters to professional and mid 


dle class business men, this line is a necessity 


TODAY 


Write today for catalogue and terms. 


up to 


i fair 








STERLING DESK CO., “saith 























WILL VISIT THE STATES. 

It gives us pleasure to report that Juan 
P. Billiet, of the firm of Billiet & Cia, of 
fice appliances dealers at 585 Reconquista, 
Buenos Aires, South America, is gradually 
regaining good health. Some time ago Mr. 
Billiet planned a visit to this country, but 








JUAN P. BILLIET. 


was obliged to give up the trip « iccount 
of illness. He is now recovering, and we 
trust it will not be long before he will be 


able to commence the journey 


NEW TYPEWRITER FASTENER. 


A simple and. effective device recently 


brought out for holding typewriters to 
desks and reducing the noise is that manu 
factured by F. Roberts at 3854 McDonald 
avenue, St. Louis, Mo. This is known as 
the Roberts Typewriter Desk Fastener, cut 
of which will be found on another page 
Application for patent was filed August 
Ist and patent was allowed September 20th 
Those acquainted with the typewriter 


business or the use of typewriters know 
that when a machine is screwed tightly 


down to a desk, a drumming sound results 


when the machine is operated, but when 
the typewriter is left free in action, scarcely 
any noise is heard. Acting on this theory 
the Roberts attachment is brought out. In 
using the Roberts fastener the noise of 
manipulation is so reduced that it is said 


the only sound resulting is that of the type 
striking the rubber roll. The machine can 
be instantly removed from the fastener 
there being no screws to bother with 

\ desirable feature of this fastener is 
that if so desired one may lock the typ 
writer in desk or on stand. Or, if wanted 
without lock, the attachment can be so fur 
nished 

The device is made to fit all makes of 


machines, and is sold at a reasonable price 








DEALERS ADVERTISE “EMERSON.” 


It is not often that a typewriter dealer 
uses a five-column advertisement in a daily 
paper, especially without writing the main 
office and trying to secure a concession that 
will help pay the expense. The “Book 
Shop” at Joliet, Ill, has won that distinc- 
tion. 

Recently the Joliet Daily News contained 
a big announcement for the Emerson type- 
writer. The company knew nothing about 
its appearance until they opened the paper. 

Although the advertisement itself was of 
exceptional merit, the scheme with which 
it was presented is especially noteworthy. 
On every page and at the foot or head of 
each of two columns some special line of 
business was addressed in bold face type, 
calling attention to the page where the an 
nouncement appeared 

Practically every trade and _ profession 
was addressed and asked to look at that 
page. So clever and frequent w@re the 
statements that one could hardly help turn 
ing to the advertisement to learn more 
about the Emerson product. 

A great deal of interest was directed to 
the Emerson typewriter by this big an 
nouncement, as it was a departure from the 
usual methods pursued by _ typewriter 
dealers. 


MITCHELL BECOMES A BENEDICT. 

Arthur F. Mitchell, known familiarly as 
“Ben,” was married October 15 to Miss 
Bertha Daubert of Columbus, O. Mr 
Mitchell has been about eight years with 
E. H. Sell & Co., the live office equipment 
dealers of Columbus, for which concern he 
does the buying. “Ben’s’” many friends in 
the trade and among the boys on the road 
will all be glad to learn the good news and 
unite with Office Appliances in congratu 
lations and wishes for a long life of con 
nubial bliss 


TAKES GENERAL AGENCY FOR 
ROSS CABINETS. 

P. A. Wetzel, one of the best known 
filing device men in the West, has been 
appointed general agent of the Ross Manu- 
facturing Company of Muskegon, Michigan, 
Mr. Wetzel will make his headquarters at 
185 Dearborn street, Chicago, where a com- 
plete Ross line will be shown. The Ross 
furniture represents one of the high stand- 
ard lines in the field. It is not only made 
of the best materials, but it carries the spe- 
cial feature of steel roller ball bearings of 
which the Ross company has exclusive 
patents Although comparatively new in 
the field, the line is already well known 
among the best dealers 


TENGWALL IN BANKRUPTCY. 

The Tengwall Loose Leaf Company, of 
Ravenswood, Chicago, went into bankruptcy 
on June 17th last, to satisfy the claims of 
their creditors. The liabilities are $84,242 
and the assets are $61,436.78. 
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Made of selected white oak, 26 inches long by 28 
inches wide, and typewriter platform 20 inches 
wide in the clear. The top and typewriter plat- 
form are made of 5-ply, built-up stock, and are 
operated by a simple device of unequalled effi- 
ciency which cannot be used by other manufac- 
turers, as it is fully protected by our own 
patents. The cabinet has four drawers, extension 
arm rest, ball bearing casters, hardwood drawer sides 
and combination lock-on drawers. Finished in golden 
oak, dull wax finish, or weathered, as you prefer 


price. 


0. C.S. OLSEN COMPANY, 2527 Moffat St., Chicago 


Ab-so-lute-ly 


the BEST typewriter cabinet made to sell at a low 
Add a good big profit and it will sell *‘ail 
around” competing cabinets. STOCK U P— 
ORDER NOW—while the weather is good for 
-reight-shipments. 


Ask for No. 27 
Olsen Special 
with money back 


guaranty. 


Catalogues of 
complete line of 
Office Desks and 
“‘Imperial’’ Sectional 


300kcases 





DEALERS ONLY 











The PHONE-EZ 


Telephone Bracket 


E 


=, 


WN 








Stays Put 


Ws 





Style— 
A—Side of 
desk. 
desk. 


tition. 














tion use. 


Seated can use it. 


roll 
top desk. 

B—Top of flat 

C—Side of flat 


D—Wall or par- 


Style F Ask your dealer or write 
SEELY OFFICE APPLIANCE CO. 
95Liberty Street New York City 


Turns All -y 
urns 

Way Around | K 

A child or a grown 

person standing or L I K E 
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SUPERIOR 
PAPER FASTENERS 


hold the papers together secure and 
straight so they can’t pivot 
{ The two points do the business—double the 
gripping capacity as in no other paper fastener. 
§ And “Superior” Paper Fasteners get the busi- 
=e a ness for the dealer because they are the business 
E—1 op of roll man's favorite. 
top desk. 
F—Floor or sta- 


PAY A GOOD PROFIT 
te the trade. Dealers everywhere are having big 
success with the “Superior.” 
¢ Write for samples and prices. 
Superior Mfg. Co., Sydney, Ohio, U.S.A 


Sg 


p 
(E TWO VISES 


TWO VISES 


And they 








No, 481. 





Size 18 in. x 32 in.; 264 in 
x 15 drawer and 10 x 15 slide 





up. Not less than a pair sold. 









high, 12 


Price $3.25 each.K.D. Easily put 


True. 


pose. 


quick 










Stenographer’s Table 


which matches in outline and 
color the Sanitary Desks. 


Handsome, Trim, Staunch and 


Chicago Typewriter Companies 
over all oth 

and try a half dozen packed in 
one crate, 


We are headquarters for Office 
Tables as well as every other kind 
of Standard Table for every pur- 


mense stock. Write for catalog 
and prices, which are the lowest 
for the best goods. 


The Niemann & Weinhardt Table Co.,™* tiicca nL 


Here is at Last a 


This is the selection of 


er makes. Be sure 


Being in Chicago means 
shipments from our im- 
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BEGINS ACTIVE FALL CAMPAIGN. 


The Office Appliance company, 15 State 
street, Boston, Mass., wholesale and retail 
dealers in new and rebuilt typewriters, also 
manufacturers of typewriter parts, which 
was incorporated a year and a half ago, is 
destined to become one of the foremost 
supply houses for such material in the 
United States. Deane S.-Reynolds, treas 
urer and general manager, deserves great 
credit for bringing the business up to its 
present standing. 

The company has recently commenced 
to actively push the sale of typewriter rib 
bons and carbon paper, specializing on the 
goods made by the Carter’s Ink Company 





A NEW PASTE DISTRIBUTOR. 

4 solution has been found to eliminate 
the disagreeable part of pasting and glu- 
ing. Sticky fingers and mussy desks may 
now be relegated to the background by 
those who heretofore have found it neces- 
sary to do this work by hand. 

The Fountain Gum Brush is made for 
this purpose. This contrivance consists of 
a hollow handle which is filled with glue 
or paste, and a brush which screws on one 
end. The gum is fed through the brush, 
which is so constructed that the contents 
will not dry out. 

H. Probyn, 10 Booth street and 47 Brook 
street, Bradford, Yorks, England, is con- 
trolling the territory in the United King- 
dom for this brush. He is also open to re- 
ceive offers for American territory. Those 
interested should write to Mr. Probyn for 
full particulars. 


WINS PROMOTION. 


Harry 
the 


Promotion has come to Taylor, 
formerly assistant manager of Royal 
Typewriter Company at St. Mr. 
Taylor now sits in the manager’s chair of 
the Royal’s branch office at Cleveland. 
Sterling ability and progressiveness are re- 
sponsible for the fine position which has 
come to Mr. Taylor. 


Louis 





C. E. Gaerte, the well known rebuilt 
typewriter man, has purchased the Monad- 
nock Stationery Shop in the Monadnock 
block, Chicago, and is continuing that busi- 
ness with the addition of a line of rebuilt 


typewriters at retail. 





Blood & Temple, agents at St. Louis for 
the Derby Desk Company, recently moved 
from 1109 Olive street to 709 Pine street, 
where they are more centrally located and 
have premises with better light and which 
are better adapted generally to their busi- 
ness. About the first of last month they 
put a new delivery equipment in service. 
A handsome pair of dapple gray horses 
with attractive silver mounted harness, 
hitched to a fine new carriage fitted with 
auto lamps, etc., makes a turnout which 
attracts attention on the streets and is a 
credit to the house of Blood & Temple 
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NEW BUILDING FOR THE ADDRESS- 


OGRAPH. 
On this page is a photograph of the Ad- 
dressograph Company’s plant at the 


southwest corner of Van Buren and Peoria 
streets. This is one of the most attractive 
buildings in the great manufacturing and 
warehouse district on the west side in Chi- 
cago, which at the present time is the cen- 
ter of more rapid growth and development 
than ever before in its history. The large 
addition just being commenced attests the 
yrowth of the business of the Addresso- 
graph company. Now employing 600 work- 
ers, the force will be increased by the addi- 
tion of 150 more as soon as the new quar 
ters can be occupied 


“HISTORY REPEATS ITSELF.” 
A delicately tinted lavender envelope, 
with handwritten superscription, 
has reached us, containing a brochure in 
lavender and white, with the “His 
tory Repeats Itself” in gold on the cover 
There was no letter enclosed 

The message on the inner pages tells of 
the winning of the Grand Prix by the Smith 
Premier typewriter at Paris in 1900, and 
the winning of the Grand Prix at Brussels 
the past year. 

The message appeals with its directness, 
and with its lack of ostentation. It is a 
message of a fine achievement. 


recently 


words 





IN NEW QUARTERS. 

The Allen Typewriter and ‘Office Supply 
Company has rented the south half of the 
store room at 516 North Broadway, Pitts 
burg, Kansas, and are now settled in their 
quarters. The company was formerly 
510% North Broadway, where 


The move 


new 
located at 
they occupied the second story 
was found necessary on account of increas 
ing business. 

The Allen Company deals in typewriters, 
office supplies, stationery, rubber stamp 
goods, mimeograph and supplies, 
also are equipped to do all kinds of short 
hand reporting, typewriting and notary pub 
lic work. We predict a fine future for this 
progressive firm in the néw location 


etc., and 





A NORTHWEST BOOSTER. 

H. W. B. Douglas of the Douglas Com 
pany, Ltd., manufacturers of the Douglas 
loose leaf systems, as well as printers, book 
binders and stationers, of Edmondton, Cana 
da, was*in Chicago late in October. Mr 
Douglas is enthusiastic conditions in 
northwestern Canada. Edmonton has grown 
in five years from five or six thousand peo 
population 


over 


ple to a present estimated 
30,000 All 


perous and the railroads are rapidly pushing 


business pros 


enterprises are 
on toward coast outlets. 

Mr. Douglas spent several days in Chica 
go calling upon firms which his company 
represents as northwestern dealers 














THE ADDRESSOGRAPH BUILDING IN CHICAGO, SHOWING AT THE LEFT THE FIRST 


STORY OF AN EXTENSIVE ADDITION WHOSE CONSTRUCTION HAS JUST 
BEEN COMMENCED. 
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Ten Times Quicker 


than the Card Index 


100 
individual 
name cards in each single metal leaf, and 


Saves its month. 


Bristol board 


cost every 
typewritten 


200 name cards in each double leaf. 
Names instantly removed or new ones 
inserted without disturbing others. Can 
be arranged in alphabetical, numerical 
or geographical order. Made in book 
form,—as a desk stand,—or revolving 
standard. In fact made in any shape 
to suit your personal requirements. 


THE RAND 
Holdall Desk Cabinet 


“*A Place for Everything and Everything in its Place”’ 





Size 10 inches by 94 inches by 4 inches. 
_The Rand Holdall Desk Cabinet con- 
sists of an oak case, 24 green expanding 
folders, each folder supplied with a Rand 
Transparent Index Tab. In the Tab is 


inserted a slip naming what the folder 
contains 

The Holdall Desk Cabinet makes it 
possible for you to lay your hand in- 
stantly on your Pens, Pencils, Postcards, 
Postage Stamps, Rubber Bands, Sta- 
tionery, et 

This cabinet can be placed in the 
drawers of your desk, or anywhere to 


Suit your convenience 
We would like to send you our New Catalog telling about 


35 other time saving devices. You should have it on your 
desk fo: reference. A request brings it absolutely free. 


THE TIME-SAVER CO. 
Dept. 11A, 


Atlanta, Ga 


178 Devonshire St., Boston, Mass. 


San Francisco, Cal. St. Louis, Mo 















WAGEMAKER ENLARGES PLANT. 

Wagemaker Furniture Co., Ltd., Grand 
Rapids, Mich., manufacturers of office fur- 
niture, are erecting a factory addition which 
practically double this concern’s 
pacity. The new building will be two stor- 
ies and basement, 50x100 feet, of concrete 
foundation and brick superstructure. It in- 
cludes new offices for the company and a 
new boiler house and complete new steam 
plant consisting of a latest type 150 horse- 
power Corliss engine, new boiler, etc. The 
new factory will be constructed so that it 
can be enlarged further when desirable by 
increasing the number of stories. The 
Wagemaker Furniture Co., Ltd., has been 
handicapped for some time recently because 
has exceeded its manufactur- 
ing capacity. And the Wagemaker folks 
feel especially gratified by their prosperity 
because they are sure that this has come 
simply because of the remarkably good 
quality of their goods. The company’s en- 
tire product is sold to the trade practically 
by Isaac Wagemaker alone, who personally 
visits the Wagemaker dealer-agents all over 
the country. With the increased manufac- 
turing capacity of the new plant, this con- 
cern will be in a position to handle all or 
ders promptly and to give proper care to 
a largely augmented business 


will ca- 


its business 





NOVEL TALLY CARDS. 
illustrated with 
the newest 


beautifully 
one of 


Tally cards 


real photographs are 


| novelties offered stationery dealers for so 


| cial functions. 





E. H. Harvey, the progressive photogra- 
pher at 1614 Twenty-second street, Supe- 
rior, Wis., is in the originator of this clever 
novelty. 

A fine grade of brown art paper is used, 
on which are mounted real photographs of 
birch trees, whose white bark stands out 
prominently against the dark background 
of the woods. 

The cards are put up assorted, one dozen 
in a package, and sell for 20 cents per dozen 
to dealers, with a discount for cash when 
ordered in lots of 50 dozen or more. 

Dealers looking for something particu- 
larly striking and attractive will do well to 
write to Mr. Harvey at the above address 
for samples. 


“Wroe’s Writings” for October is very 
interesting advertising for W. E. Wroe & 
Company, 309 Michigan boulevard, Chi- 


wholesale distributors of construc- 


cago, 
tion bond paper. There are some splendid 
witticisms and bits of valuable advice to 


be found in its columns, and the two pages 
in the back of the book devoted to descrip 
tions and prices of the different grades of 
paper manufactured and sold by W. E 
Wroe & Company will be welcomed by all 


who are in the market for construction 
bond products. 

It is well to remember that a courteous 
reception is not an invitation to stay 


day 





Io! 











| 42 W. Broadway, 





If you are one of my 
customers you are 
probably glad of it. If 
I do not number you as 
such, a trial order will 
quickly make you a 
regular patron. 


I want to get in touch with every 
live dealer, feeling confident I can 
guarantee a saving decidedly 
worth while. I operate one of 
the largest Typewriter Ribbon 
factories in the U.S., equip 

with all the latest, up-to-date 
machinery and am able to r- 
antee quick delivery at all times. 


If you have tried my ribbons you 
will not need to be told they are 
the best that can be made. If 
you have never favored me with 
an order a trial will convince you 
that my goods are as I represent 
them to be and my prices are 
right. 


I am selling reliable supplies— 
goods that you need every day 
—AT PRICES THAT ARE 
MONEY SAVING AT EVERY 
STAGE. 


Rothschild ‘‘Gold Medal” ribbons 
are fully guaranteed. They won't 
smut—they won't fill the type— 
they are not affected by atmos- 
pheric changes—and because I 
use such good material as a base 
they are extra durable. If not 
satisfactory in every single re- 
spect return the goods and your 
money back—instantly. 


Does this ‘‘look good” to you? 


Then why not slip me that letter 
to-day and put me to the test 
NOW? 


M. M. ROTHSCHILD 


415-417 Dearborn St., CHICAGO 
NEW YORK 
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PLEW & MOTTER PLANT OF THE WORKMAN MFG. CO. 


INTERESTING LOOSE LEAF PLANT. 
The accompanying illustration shows the 
plant in which is manufactured for the 
trade the Plew & Motter line of loose leaf 
devices. This concern is operated’ by 
Workman Manufacturing Company, Chi- 
cago. A handsome insert in this issue gives 
some idea of the Plew & Motter goods. 

The company moved into its new plant 
in May, 1910. The factory is a three-story 
and basement, slow-burning,  mill-con 
structed building, affording 45,000 square 
feet of floor space. Every one of the op- 
erating departments is equipped with the 
most modern and practical machinery, in 
cluding the printing, metal work, bindery 
and ruling departments. 

The slogans of the Plew & Motter Com- 
pany are “Quality” and “Prompt Delivery.” 
Their plant employs some three hundred 
operatives outside of the office force, and 
is equipped to handle all sorts of loose leaf 
orders, large or small, in the promptest and 
most up-to-date manner. Their different 
departments include the manifolding, blank 
book, self-indexing, expert indexing, metal 
tip and guides and loose leaf and metal de- 
partments. They specialize in manifolding 
work, blank books, and all special loose 
leaf forms and devices. 

The company has just issued a new cata- 
logue, a unique feature of which is the out- 
line drawings, showing the structure of the 
Plew & Motter loose leaf line of metal 
parts. This catalogue will be sent to any 
dealer who will drop a line to the Plew & 
Motter Company, Center avenue and Mon- 
roe street, Chicago. 


NABS TYPEWRITER AND GETS 
NABBED. 

One Charles Gonzales showed great ap 
preciation of the L. C. Smith & Bros. type- 
writer in Atlanta, Georgia, last month by 
getting away with four of them, it is said. 
Gonzales’ career was brought to an end 
in a rather unusual way. 

H. M. Ashe, the L. C. Smith & Bros. 





dealer in Atlanta was calling upon one of 
the public stenographers, and was_ sur- 
prised upon being asked why her machine 
had been taken from the office. Mr. Ashe’s 
suspicions were aroused and he called up 
the detective force immediately. 

A man was sent at once up one of the 
main streets, and met Mr. Gonzales with 
a typewriter under his arm. Upon being 
questioned by the detective Gonzales re- 
plied that he was taking the machine to 
have it cleaned up for his sister 

This did not go with the detective, and 
Gonzales was placed under arrest 

Within a day or so he had received a 
sentence of ten years in prison, as it was 
found out that he had stolen three other 
machines. 





DO FINE LITHOGRAPHING. 

The Goes Lithographing Company, whose 
salesrooms are located at 226 LaSalle street, 
Chicago, is one of the oldest and most sub- 
stantial firms doing lithographic work in 
Chicago. Lithographing for the trade was 
originated by them in 1880, and they are 
known far and wide as specialists in the 
production of posters, hangers, show cards 
and labels. Every modern facility for the 
production of high class color and litho- 


graphic work is found in their establish 
ment. 

The Goes company are pioneers in the 
line of stock certificates and bond blanks 
for stationers and printers. 

Samples of the work done by this firm 
will be sent on application. 


BALTIMORE STATIONERS MEET. 

Twenty-six members, representing all but 
three of the stationery houses which be 
long to the Baltimore association, attended 
the regular monthly meeting of the Balti 
more Stationers’ Association late in Octo 
ber in the New Howard hotel 

Mr. Falconer was in charge. The din 
ner was one of the most enjoyable yet held 
and the business meeting which followed 
was highly satisfactory 

\fter the minutes of the last meeting had 
been read and accepted, President Falconer 
read a number of letters received from 
leading stationers who had recently at 
tended the convention, expressing their 
pleasure and profit from the meeting of 
the National Association 
ports from the special committees appointed 


Gratifying re- 


to care for the recent convention were then 
submitted 

It was then moved and carried that the 
reports of the convention committee be re- 
ceived and the committees discharged with 
the thanks of the association. 

An application for membership was re 
ceived from the Hirschberg Art Company, 
and they were unanimously elected mem 
bers of the association 


NOW MANAGES ROYAL TERRITORY. 

A. K. Sykes, formerly Oliver traveler in 
New York state, has severed his connec- 
tions with that company and is now in the 
Royal ranks. Mr. Sykes’ duties are’ con 
fined to the export department, and he is 
in charge of Canada, Mexico, Cuba and a 
part of Central America. He is located at 
Victoria, B. C 


The Idaho Stationery & Printing Com 
pany, of Boise, has taken the agency for 
the Kee Lox line of typewriter supplies, 
under the Coast Typewriter Supply Com 
pany of San Francisco, and will cover alP 
the territory tributary to Boise. 
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AN EXAMPLE OF GOES LITHOGRAPHIC WORK. 
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Quick and Correct Audits are Obtained 
With a National Cash Register 


Proprietors and Office Managers can have an almost instantaneous audit 
for any department of their business for any period of time--without 
extra work or overtime--without chance of human error in calculation. 












ITALLY important, often, is a statement of the business 
of a certain department, or the total business to date, 
or the current bank balance, or some other statement, 

which cannot be furnished quickly on account of the detail 
work necessary. A National Cash Register solves the 
problem--it gives immediately : 


| | hs 5. | . te 
> 1 Bonk Deposits (panne 
10. | nt of 
3. | D: 
4. 1 Cash Rec 11. Amor r resent 
on A it Balance 
on “— : 12. Total An t of Goods 
v. tal 4 unt ork : Receir 
( Ist AC 
13. Total An 1 Bills 
6. Tot ey Paid Ou Paid 
7. Secret | All ¢ 14. Total An 
Re Unpaid 
ALS \ t interfering with 
registr “To unter can be use: ng 
all pet us O parate total desiré : ny 
tim 
This is the key plan of the above Register. 





: > 


Gay) ¢ $0) ) $e } The National method of handling transactions is welcomed by 
SD) (SY (3) cashiers and bookkeepers--saves detail, errors and overtime. 
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CHARGE Gann ( <a) +0) we ic 

LL} B sit , $80) SY A $ In any business a certain classification of departments or accounts 
RECD ON | 1D 7H) 67) (37) (n\ 7 is necessary—with the National Cash Register this classification is 
Looe WY) EY ST LEY not only made but the total of records made under each department 
= =—\ Kom eon See’ Sen / is also furnished at a glance. 

moor) (E)) Gill) (60) ($6) (60) C6 . 

[BANK | kem\ facrn\ fece\ fen\ fo Over 900,000 Nationals have been sold—they protect store- 
DEPOSITS H 00) ($30 ($0 ] (50) (9 keepers in every line of business. Nationals can and do 
fas) AN GA LA LA Gf £ protect offices just as well. 

DRAWN, (K ($400 ($40) ($4) (40 4 : : 2 

foo) - i oe a The National Cash Register can be built to suit the requirements 
receiveo’ (L) ($300) ($30) ($3) (30) (3) of any office—they quickly save their cost wherever financial transac- 
= ><> <>: tions take place and records of them are kept. 

umes] (M) 62H) 620) ($2) (0) (2 | sip 

— on te _ -4 : Especially serviceable in wholesale houses, insurance office, 

tour 6 (N) G70) G10) ($1) C10) ( real estate offices, banks, brokerage houses, lumber offices, 


publishing offices, coal offices, garages, etc., etc. 


Further information regarding our office Registers will be sent promptly on request. Write before you forget. 


National Cash Register Co., Dayton, Ohio 
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A FEW FACTS 


We made inks 85 years ago, improved the 
quality each year, and mind you our inks 
were the best on the market in 1825. 








LIVE DEALERS 


would do well to put in our line of inks and 
adhesives as they give both dealer and con- 
sumer entire satisfaction. Get our prices and 
we'll get part of your business. The merits 
of Davids’ goods can be expressed in one 
word—satisfaction. If you do not carry our 
goods we are both losing money. Let us 
send you our handsome illustrated catalogue. 


THADDEUS DAVIDS CO. 


Office and Factory 


95-97 Vandam Street New York, U. S. A. 








Joa 
ba 
i 








BR TN. RR SR) a: Ti APET EL LS. aD MERE 





hh 





yn 2 











| 


& 








1) 


OFFICE APPLIANCES 105 





“OLIVER 


Typewriter @. 


Supplies Department 


CHICAGO 


ILLINOIS 











REVILO 


typewriter supplies were made originally 
to supply the demand from hundreds of 
thousands of OLIVER typewriter users for 
a quality of ribbons and carbon paper 
equal to the high standard of the machine 
--a kind which would emphasize the clear, 
clean, neat impression the Oliver type. 


The big demand which followed their 


introduction has led to the establishment 


of our Supplies Department, and the wid- 
ening of our market to include dealers all 
over the country as well as Oliver type- 
writer agencies. 


Dealers have found the line extraordi- 
narily successful for the reason that it 
embodies those characteristics of clear- 
ness, neatness, and cleaness which are 
always associated with an Oliver product. 
Indeed, some dealers have traced the first 
beginnings of a really profitable supply 
department to the REVILO line. 





If you have not seen our twenty-four page 
catalogue of the complete line, write for 
it today. You will be surprised at the 
variety and moderate prices. Drop us a 
postal at once, and we will include with 
the catalogue a sample book of typewriter 
papers which contains twenty-one grades, 
embracing every variety of weight and 
texture. 
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ive Hundred and ‘T'welve Big. Broad 
Minded Successful Business 
Men Wrote This Book 


You can have a copy FREE if you will sign the coupon 





Short Cuts and Money-Making Methods was compiled from aciual methods 
hammered out through years of experience by red-blooded, up-to-date live managers and 
2 executives in 239 distinct lines of business. These men need no introduction. They have 
faced a thousand times the same kind of problems in handling lists of names that now con- 
front you. The same difficulties of perfecting systematic follow up methods—the same 
difficulties in the auditing department of promptly getting out statements; the same 
perplexity in your pay and shipping departments that you are dealing with today, these men 
dealt with and eliminated at a profit by the money saving short cuts explained in this book. 





LOOK AT ITS CONTENTS 


PART I--How to Compile a Mailing List Part Ill Getting in the Money Chap. XII. Making Up Factory Re is 

Chap. I Possibilities of Getting Business by Circularizing Chap. VII. How to Make Regular Statements Chap. XIII. Special Uses of the Addressograph 

Chap. Il How to Make Up a Prospects’ List Chap. VIII. Special Systems for Rendering Statements 

Chap. III. How to Compile a Customers’ List Chap. IX. How Public Utility Companies Handle State , . 
PART V—Special Appliances for Special Lists 


Part Il Handling Lists ae ple 
PART IV—Handling the Pay Roll and Miscellaneous Lists Chap. XIV. Operating the Addressograph 


Chap. 1V. How to Make Up and Arrange Lists ; oe . , 
Chap. V How to Correct Lists Chap. X. How to Make Up and Handle a Pay Roll Chap. XV Special Attachments for Special Work 
Chap. VI. How to Use Prospects’ and Customers’ Lists Chap. XI. . How to Handle Stock Holders’ Lists Chap. XVI. Addressograph Equipment 


How You Can Get This Book Free 


Short Cuts and Money-Making Methods is not a leaflet or a booklet— 
it is a complete work—128 pages—cloth-bound—gold lettered and handsomely 
printed and illustrated. We cannot distribute it indiscriminately. We therefore 
ask you to give us the information requested on the coupon—then we shall send 
the book absolutely free, charges paid. 








If you do not care to give us the above information, 
you can have this book for $1.50 











Manufacturers, wholesalers, retailers, dealers, bankers, officials of insurance 
companies, public service corporations, government departments, secretaries of 
associations, auditors, paymasters, heads of shipping departments, officials and 
executives of every business—in fact, everybody interested in and using lists of 
names, should have a copy of Short Cuts and Money-Making Methods. 


To the man who uses or can use a list of names, this book will prove invaluable, because in addition to other 
information, it describes the manifold and profitable uses of the 


Address ogfaph 


Cc PRINTS FROM 


a machine that makes an office boy or girl the equal of twenty clerks in the handling of lists of 
names in each and every department of every business. 


Addressograph 
Company 
903 W. Van Buren 

Street, Chicago 














Please send me postpaid a free 
copy of the new 128-page book ‘‘Short 
Cuts and Money-Making Methods”. 







My name is....-- 








My position is... ...- -+eereeses 









es - ee ere res 


names per month. 





Addressograph Company, You can have this book absolutely free, charges 


repaid, by si ly fill Pc ite M We have about........-««+- 
903 West Van Buren Street, ee ot tor pend Gane. ee 


CHICAGO, ILL. 
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CONTENTS OF CONVENTION SECTION 








Reports, Papers and Addresses of the Sixth Annual Convention 


of the National Association 


Stationers and Manufacturers 








Convention doings described and illustrated. 








Page. 
ABUSE OF THE PRIVILEGE OF RETURNING 
GOODS: 
An Address by Harry V. Elliott 159 
ANNUAL BANQUET...... ‘ 187 


ANNUAL REPORT OF THE SECRETARY: 
Mr. Byers Makes Short But Interesting Report 112 


BLANK BOOK COMMITTEE MAKES EXHAUSTIVE 
REPORT: 


Committee Goes Into Conditions Thoroughly 126 


COLLECTING OUTSTANDING ACCOUNTS: 
An Address by A. L. Paisley.. ‘ 166 


COMMITTEE ON FOREIGN RELATIONS: 
Chairman Pratt Gives a Few Conclusions 133 


CONVENTION PASSES IMPORTANT RESOLU- 
TIONS: 


Detailed Report of Resolutions Committee Report 147 


CO-OPERATION BETWEEN STATIONERS AND 


MANUFACTURERS: 
D. E. Paris Delivers Interesting Address ‘ . 142 
CHARLES E. FALCONER.... ; : 178 
ENTERTAINMENT FEATURES 176 


FILES AND OFFICE FURNITURE: 
Big Subject Ably Handled by Committee... , 152 


GOVERNMENT PRINTING OF STAMPED EN- 
VELOPES. 


Committee Tells Status of Movement Against Free 
Printing eT eT eT Te , ; 144 


HARDWARE AND GLASSWARE: 
Subject Treated in Able and Interesting Manner 141 


LEATHER GOODS: 


Important Topic to Stationers Well Covered by 
Co ET eee Pe eer - saletalesone 148 


LOOSE LEAF GOODS: 


Chairman Marshall’s Report gives Interesting Con- 
| PPE er Teer TT Cree ; nee ine 138 


MISCELLANEOUS ITEMS 
Acting Chairman Makes Comprehensive Report 130 


Page. 
NATIONAL CATALOGUE COMMISSION—ITS AN- 
NUAL REPORT: 


Chairman Gibbs Reads Important Report on Year’s 
Werk ef Cormnnilaslen. .o.c.ncecsseeesseeosses saunas 113 


PAPER AND ENVELOPES: 
Report of Committee a Well Prepared Document.... 135 


PENS AND PENCILS: 
Chairman Stevens Reads Instructive Report........ 121 


PRESIDENT’S ANNUAL REPORT: 
Address of President Bailey Embodies Many Sound 
Suggestions PTT ee CPs fe 110 


REPORT ON INKS AND MUCILAGE: 
Committee Treats Subject in an instructive Manner 134 


REGISTRATION ..cccoscsvasecescbictd ebasanedsabaseue 180 
REPORT OF THE BOARD OF CONTROL: 
Board Makes Several Pertinent Suggestions......... 128 
RUBBER STAMP GOODS: 
Secretary Reads Report by Chairman Clarke ....... 137 
SERIOUS BUSINESS CHARACTERIZES WORK, OF 
THE CONVENTION: 
Good Judgment and Ability Shown in Debates and 
Addresses oon 0ee0ed.oe hme ke-s ai emia aeaaes ae eee 108 
STANDARDIZATION OF FORMS: 
Able Report Submitted by O. H. L. Wernicke....... 133 
SYSTEMATIZED BUYING 
Timely Address by Fletcher B. Gibbs............++- 154 
TRAINED LEADERSHIP: 
Address by the Hon. James Logan.........+-seeeees 172 


TREASURER’S ANNUAL REPORT: 
Good Report From Treasury Gives Encouragement.. 120 


VALUE OF LOCAL ASSOCIATIONS TO THE NA- 
TIONAL ASSOCIATION: 


Address by W. G. Palmer... ..cccccscvsdeccncsccsoves 162 














Held at the Hotel 


Belvedere, Baltimore, 


Maryland, October 10, 11, 12, 13 and 14, 1910. 
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SERIOUS 


BUSINESS CHARACTERIZES WORK OF CONVENTION 








Sixth Annual Convention of Stationers and Manufacturers at Baltimore 


shows earnestness and 


sound judgment 








in debates and addresses 


Convention well attended and meeting hall well filled with mem- 


bers who listened attentively to addresses, reports and discussions 








National association shows splend'd record of progress 


and begins new fiscal year under happy auspices 





OFFICERS ELECTED—1910-11. 
President—Charles E. Falconer, The Falconer Company, Balti- 


more, Md. 


First Vice-President—Henry C. Yeiser, The Globe Wernicke 


Co., Cincinnati, Ohio. 


Second Vice-President—George M. Courts, Clarke & Courts, 


Galveston, Tex. 


Third Vice-President—Robert D. Patterson, Buxton & Skinner 


Sta. Co., St. Louis, Mo. 


Secretary—Mortimer W. Byers, New York City. 
Treasurer—Chas. A. Lent, Brown, Lent & Pett, New York City. 
Auditor—John D. Lamond, Samuel Ward Co., Boston, Mass. 
DIRECTORS ELECTED—1910-11. 
Directors from Stationers. 
S. C. Thalheimer, Myer & Thalheimer, Baltimore, Md. 
H. A. Prizer, Wm. Mann Co., Philadelphia, Pa. 
John Brewer, H. K. Brewer, New York City. 
Frank W. Bailey, Thorp & Martin Co., Boston, Mass. 


LL those who attended the Balti- 
A more convention of the National 

Association of Stationers and Manu- 
facturers came away with the opinion firm- 
ly fixed that Baltimore is a good conven- 
tion city and a good place to visit, and that 
Baltimore people maintain the traditions of 
the South for hospitality and cordial good 
fellowship. 

The convention was well attended by 
both stationers and manufacturers, and a 
liberal number of visitors was also pres- 
ent. One feature of the convention was 
the unusual number of ladies who came. 
This was due in part perhaps to the fact 
that Baltimore is very accessible to the 
Eastern cities, making it convenient for 
the wives of many members to accompany 
them. 

The first delegation to arrive at the Ho- 
tel Belvedere were those from Chicago 
and St. Louis. The former started on Sat- 
urday afternoon from Chicago at 5:30 p. 
m. It consisted of the following people: 
F. B. Gibbs, C. A. Stevens, C. W. Shear- 
man, Mr. and Mrs. Gus Meyer and son, 
John; Sam Mayer, Geo. A. Olney, J. St. 
Clair McQuilkin, M. O. Blackmore, Mr. and 
Mrs. J. N. Hobbs, H. G. von Wedel- 
staedt, St. Paul, Dean Swift, Denver, J 
H. Hildreth, Louis F. Childs, J. G. Rider, 
Rockford; Mr. and Mrs. Harry H. Shaffer, 
Geo. M. Courts, Galveston, Texas; Mr 
and Mrs. H. W. Martin and 
Vivian; William Rodiger, C. W. Johnson, 
Sengbusch Self Cleaning Inkstand Com- 
Mr. and Mrs. 
Severance, the Irving-Pitts Mfg 


daughter, 


pany, Milwaukee, Wis.; 
Frank L 


Millington Lockwood, Buffalo, N. Y. 
Wm. J. Kennedy, W. J. Kennedy Sta. Co., St. Louis, Mo. 


A. Schooley, Schooley Sta. Co., Kansas City, Mo. 


Walter J. Driscoll, The Pioneer Press Co., St. Paul, Minn. 
W. J. Youmans, W. B. Carpenter Co., Cincinnati, Ohio. 
R. B. Sanders, F. W. Roberts Co., Cleveland, Ohio. 


Directors From Manufacturers. 


E. J. Weis, Weis Mfg. Co., Monroe, Mich. 


Frank B. Towne, National Blank Book Co., Holyoke, Mass. 


City. 


Arthur B. Daniels, L. L. Brown Paper Co., Adams, Mass. 
James S. Cushman, Cushman & Dennison Mfg. Co., New York 


L. A. Hawkes, C. Howard Hunt Pen Co., Camden, N. J. 


A. A. Ritz, Diamond Ink Co., Milwaukee, Wis. 


City, Mo.; Charles Ham- 
Morehouse, Milwaukee; E. C. 
Gifford Jones 


Co., Kansas 
burger, C. E. 
Thomas, Minneapolis; W. 
and S. S. 

At Harrisburg the 
the Chicago party was joined by the St. 
Louis delegation, consisting of Mr. and 
Mrs. C. S. Severson, Mr. and Mrs. William 
J. Kennedy and daughter, Naomi, H. A. 
Wantz, Amedee Peting, Mr. and Mrs. 
George H. Dyson. Mr. and Mrs. R. D. Pat- 
terson, Mr. and Mrs. H. A. Van Derslice, 
Mr. and Mrs. F W. Palmer, Mr. 
James <A. Dorsey, Dallas, 
Milligan, San Antonio, 
San Antonio, Tex- 


3arrett. 
following morning 


and Mrs. 
742s, WW. =. 
Texas, L. B. Clegg, 
as, Mr. and Mrs. P. D.- Fisher, Hanni- 
bal, Mo., and H. G. Mathieson, of Burrup, 
Mathieson and Spragton, London, England. 

The combined delegations reached Balti- 
more at 3:20 o’clock Sunday afternoon and 
were met at the depot by the Reception 
Committee, consisting of several stationers 
and their wives of Baltimore, and were es- 
corted to the hotel which was only about 
four blocks distant. The New York dele- 
gation arrived the same evening at 7:35 
o’clock, by which time the hotel was well 
filled with stationers and their friends 

There were many handshakings and much 
social jollity, as old friends and acquaint- 
ances met and were introduced to new 
members and visitors 

On the following day the Board of Con- 
trol met in executive session and as there 
was no session at the convention the most 
of the people formed themselves into small 


parties and took in the sights of Balti- 


F. W. Palmer, Levison & Blythe Mfg. Co., St. Louis, Mo. 
Harry Kiggins, Kiggins & Tooker Co., New York City. 
Gustave A. Meyer, Jr., Meyer & Wenthe, Chicago, IIl. 
J. M. Triner, Triner Scale & Mfg. Co., Chicago, IIl. 


more and surrounding towns. A number of 
people went to Washington, some to An- 
napolis, and others visited thé parks of 
Baltimore. 

Session of Tuesday Morning. 

The first session of the convention 
opened on Tuesday morning, October 11th, 
at ten o'clock, with President Bailey in the 
chair 

After the president had called the con- 
vention to order he announced the arrival 
of Cardinal Gibbons, and all rose while 
His Eminence was escorted to the plat- 
After declaring the Sixth Annual 
open for 


form 
Convention of the Association 
business, President Bailey announced that 
the Cardinal would pronounce the invoca- 
tion, which he did in eloquent words. 

Following the _ invocation Governor 
Crothers of Maryland addressed the as- 
sembly, briefly welcoming the delegates and 
their friends to the city of Baltimore. Fol- 
lowing the Governor’s address Mayor Ma- 
hool of Baltimore welcomed the associa- 
tion to the city in an eloquent and witty 
address 

Following the address of the mayor the 
chair stated that the Baltimore stationers 
had an announcement to make through 
their president, Charles E. Falconer. Mr. 
Falconer came to the platform amid ap- 
plause and in a few brief but heartfelt words 
expressed the pleasure and pride of the 
Baltimore stationers’ association at having 
the convention in their city, touching upon 
the troubles which the stationers of the 
city had overcome after the great fire in 
1904 which destroyed rearly all of their 
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stores and stocks. Coming to a more per- 
sonal part of his address Mr. Falconer 
stated that the stationers of Baltimore were 
proud to have with them the president of 
the National Association, coming from the 
great city of Boston. “Baltimore station- 
ers,” he said, “are separated a little from 
those of Boston by distance, but not by 
sentiment.” 

Mr. Falconer said that he was delegated 
by the stationers of Baltimore to give to 
Mr. Bailey as an expression of their ad- 
miration and sincere and high regard a 
symbol of authority, and at this point pre 
sented President Bailey with a _ beautiful 
silver mounted ivory gavel. This gift evi 
dently took President Bailey by surprise, 
and his surprise was no greater than his 
gratification. In a voice that trembled 
slightly he accepted gratefully the gift of 
the Baltimore stationers 

President Bailey appointed Frank N. 
Palmer, of St. Louis, sergeant at arms, and 
Gus W. Meyer, of Chicago, as assistant 
sergeant at arms 

The report of the Credentials Committee 
was accepted for the roll call, the reading 
of the minutes was dispensed with, and the 
president read his annual report, which is 
given verbatim in another column. 

After the reading of the president’s report 
it was, on motion, received, and the sug- 
gestions contained in it were referred to the 
Committee on Resolutions. 

The president announced that he had pre- 
pared resolutions embodying concisely the 
ideas expressed in his report and turned 
these over to the Resolutions committee. 

Following this Secretary Byers read his 
annual report, followed by a report of the 
treasurer, giving the balance on hand as 
2,279.72. The auditor reported the ac- 
counts of the treasurer to be correct, fol- 
lowing which the Board of Control made 
its report. 

Following the report of the Board of 
Control, William G. Palmer, of New York, 
was introduced, and presented an able ad- 
dress on the value of local associations to 
the National Association. 

Next in order came the address of Harry 
B. Elliott, of Philadelphia. Both the ad- 
dresses of Mr. Palmer and Mr. Elliott are 
given in full elsewhere in this issue. 

Following these two addresses a brief 
discussion was indulged in by the conven- 
tion upon the topics already discussed by 
the gentlemen who had addressed the con- 
vention. 

Tuesday Afternoon. 

The proceedings of the second session, 
on Tuesday afternoon, included a report of 
the Program Committee by its chairman, 
L. G. Wetmore 

A brief discussion ensued on the return 
of goods, after which the president ap- 
pointed a Nominating Committee, consist 
ing of the following members: W. H. 
Brooks, of W. F. Murphy Sons, Phila- 
delphia; Harry C. Sharp, Esterbrook Pen 
Company, Camden, New Jersey; George C. 
Whittemore, Thomas Groom & Company, 
Boston; J. Herbert White, Adams & 
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White, Buffalo; Theo. A. Steinmueller, Lu 
J. N. Hobbs 
Southworth Paper Company, Mittineague, 
nd H. W. Rogers, Wilbur & Hast- 
ings, New York 


Viass., at 
Charles A. Stevens of Chicago was next 


cas Brothers, Baltimore; 


called upon and read the report of the 
Pens and Pencils Committe: his report 
was discussed by various gentlemen, includ 


ing Mr. Ritz, Mr. Wetmore, Mr. Stevens, 
Mr. Williamson, Mr. Brewer, Mr. Hubert 
Mr. Courts, Mr. Hawkes, Mr. Ward, Mr 
Bauer and others 

Following these discussions cam«e 
port of the National Catalogue Commis 
n, which was read by its chairman 
Fletcher B. Gibbs, of Chicago [his re 
port, and that of Mr. Stevens, are given in 
full elsewhere in this issue. Both reports 
were referred to the Committee on Resolu 


tions, after which the Convention listened 




















HENRY C. YEISER, GLOBE-WERNICKE CoO., 
FIRST VICE-PRESIDENT. 


to the report of the Year Book Commit- 
tee by George C. Whittemore, who re- 
ported a total cost of printing and distrib- 
uting 894 copies of $773.47. There are still 
150 copies in the hands of the committee 

A vote of thanks was tendered to the 
Sieber & Trussell Manufacturing Company 
of St. Louis-for furnishing the covers to 
the Catalogue Commission and also to the 
Old Hampshire Paper Company of South 
Hadley Falls, Massachusetts, for their kind- 
ness in supplying stock for the use of the 
Commission 

Session of Wednesday Morning. 

The session opened with the appointment 
t Committee 
Charles A. Lent, Charles A. Stevens, and 


consisting ot 


Following this the convention listened to 
the reports of the Committee on reign 
Relations, Committee on Standardization 
Committee on Blank Books, Committee 
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n Paper and Envelopes, Committee on 
Hardware and Glassware, Committee on 
Rubber Stamp Goods, all of which were 
followed by brief discussion on the floor. 

This concluded the work of the morning 
and the convention adjourned for luncheon. 

Session of Wednesday Afternoon. 

At the opening of the meeting the chair 
nnounced that Mr. Willard, president of 
the Superior Rubber Stamp Company of 
Chicago, was present and invited him to 
iddress the convention. Mr. Willard’s re- 
marks are presented in full on another 
page 

The Committee on Inks and Mucilage 
next reported, followed by the report of the 
Committee on Miscellaneous Items. 

The committee appointed to draft appro- 
priate resolutions upon the death of Charles 
H. Mann reported with the assembly stand- 
ing as a mark of respect to the memory of 
Mr. Mann. The resolutions reported were 
adopted. 

\ndrew Geyer reported for the Commit- 
tee on Necrology, paying tribute to the 
memory of the late Charles H. Mann and 
William Stewart Brown of Baltimore, who 
died on Oct. 6. The report was adopted. 

An address by Fletcher B. Gibbs fol- 
lowed on the subject of Systematized Buy- 
ing, after which the convention listened to 
an address by L. A. Paisley, followed by the 
report of the Committee on Loose Leaf 
Goods. At this point the session adjourned 
until the following morning. 

Concluding Session of the Convention. 

Thursday morning’s session opened with 
an address by D. E. Paris or South Hadley 
Falls, Mass. Following this address the 
Stamped Envelope Committee made its re- 
port. The reports of the Budget Commit- 
tee and the Committee on Resolutions, 
with the ensuing discussions, brought the 
convention up to the report of the Nominat- 
ing Committee, which was read, the officers 
nominated being those whose names ap- 


pear in bold face type on the opposite 
page. On motion of Mr. Lockwood of 
Buffalo the report of the Nominating Com- 


mittee was adopted and the Secretary was 
directed to cast one ballot for the names 

f the gentlemen contained in the report 
as the unanimous choice of the convention 
for officers and directors during the ensu- 
ing year. 

President Bailey appointed Mr. Stevens 
to escort the new president, Mr. Falconer, 
to the platform, where Mr. Falconer feel- 
ingly acknowledged his gratitude for the 
honor done him, 

A vote of thanks was presented to the 
Baltimore Stationers’ Association for the 
splendid manner in which they conducted 
the arrangements and entertainment fea- 
tures of the convention, and for their hearty 
hospitality. 

A vote of thanks was also tendered to the 
Hotel Belvedere. 

\fter a few remarks by Mr. West of Mil- 
kee on the benefits of the convention 
one or two announcements by the 

ir the sixth annual convention adjourned 


Siri¢ die. 
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PRESIDENT’S ANNUAL REPORT 





President Bailey describes the work done by the organization during the year of 
his incumbency, taking up the work of various standing committees and making 
seven suggestions with regard to the policy of the association for the next year 





N presenting my annual report as Pres 
ident of your association, I have tried 
to bear in mind the fact that you are 

chiefly interested in a consecutive state- 

ment of what has been accomplished since 
this body last assembled in convention, and 
that you are next interested in such recom- 
medations as | called upon to make, 
and I shall therefore omit the 
words of greeting and of commendation 


upon the aims and ambitions of our 


feel 
customary 


organ 
ization, because I am sure you will be will- 
ing to take it for granted that the associa- 
tion is worthy of enthusiastic support, else 
it would not have existed for over six years 
You further admit, without 
argument, that organization is the 

of the day, and that nothing can be accom- 
plished in the way of improving conditions 
in our sphere of activity in the absence of 


extended 
order 


will 


earnest and continued effort. 
During the past fifteen 
sociation has amply justified its existence, 


months, the as- 


our continued co-operation will 


The work accom- 


and by 
prosper as never before. 
plished will be shown by reports of officers 
and committees. 


The work of the National Catalogue 
Commission is too familiar to need extend- 
ed comment from me. The distinguished 


chairman of that body will report to us, 
and I can only observe on behalf of the 
association that the commission over which 
he has presided, has imposed a very real 
obligation upon every retail stationer in the 
country by reason of its careful and pains- 
taking labors, and the manner in which its 
recommendations have been set forth 
Your representative National 
Joint Committee, which has had in charge 
the work of presenting legislation, calcu- 
lated to put an end to the stamped envelope 
abuse, The 
progress made in that endeavor is worthy 
of the highest praise. In this connection, 
I wish to call the attention of the conven- 
tion to the fact that contributions were so 
licited by me from various local associa 
tions and individuals amounting to $515.00, 


upon the 


will report to you in detail 


upon the implied promise that these funds 


would be returned out of the treasury of 
this association I would like the judg- 


ment of the convention concerning this. 


Your executive committee was author- 
ized in Toledo to employ a paid secretary 
In October, 1909, these instructions 
carried out. Mortimer W. Byers, of New 
York, was selected to give a portion of his 


time to fill the position, and you have had 


were 


sufficient opportunity to decide whether or 


not the selection was wise. 

In March of this year, by reason of cer- 
tain matters which were brought to my at- 
tention, and after consulting with several 


of the most active members of the organ 
ization, I appointed a grievance committee, 
consisting of Secretary Mortimer W. By- 
Mr. Edward E. Huber, of 
E. Faber & Co., and Mr. John Brewer, of 
John Brewer & Co., all of New York, in 


the hope that specific causes for complaint 


ers, chairman, 


from either manufacturers or dealers in this 
association would be referred to that com- 
mittee for the purpose of investigation and 
report by that body. It was believed that 
such a committee would be of great benefit 
to the association if it were called upon by 
members to do the work for which it 


If you are disposed to ratify 


the 
was formed. 
my conclusions upon this subject, I hope 
at the proper time will present an 
amendment to the constitution and by-laws 


yi su 


establishing such a committee, as a perma- 
nent institution of this organization, defin 
ing its powers and jurisdiction. 
An energetic effort been 
extend the membership of the association 
through the medium of letters written by 
various members of the organization, and 
by the setretary and myself to concerns 
throughout the country, known to be eli- 
gible to membership. We have ap- 
pointed a committee of five traveling men 
to look after and report further names from 
all the states, but this was so recently ac- 
complished that reports are not yet on rec- 
ord. The committee should be continued. 
The secretary’s report will contain definite 


has made to 


also 


information upon this subject. 

The report of the treasurer is gratifying 
in so far as it indicates that in spite of the 
increased activities and disbursement of the 
organization, there is a substantial balance 
carry on the work of the as- 
of the present cal- 


on hand to 
sociation until the close 
endar year when the dues for next year will 
be payable. 

This leads to a consideration of the status 
thy opinion, 
the 


of delinquent members. In 
those who are in 


present time, and who have not explicitly 


arrears for dues at 
resigned from this organization should be 
dropped from the membership roll, a rec- 
ord should be kept containing the name and 
individual 
should be 


address of each, and no firm or 
who has been thus dealt with 
eligible to election in the future, in the ab- 
circumstances justifying 
of the 


sence of special 


such a course, and a payment dues 
in arrears at the time of expulsion. 

There are several matters to which I de- 
sire to direct your consideration in refer- 


ence to the future work of the association, 


and for convenience in discussing I shall 
tabulate them as follows: 
1. I have observed that there is abun- 


dant dissatisfaction on the part of many of 


the merchants in our association over the 


the trade discount allowed by 
certain manufacturers who have established 


market 


question of 


a retail price to the dealers who 


their commodities. From such investiga- 


tion as I have been able to make with the 


help of the secretary, I find that like every 


other question this one has at least two 
sides, and in all probability it is impossible 
for any man or body of men to recom- 
mend a uniform trade discount upon all 
commodities 

I therefore suggest that this convention 


provide for the appointment of a commit- 
tee of seven persons, consisting of three 
manufacturers, three retails and the presi- 
dent of the association or some other im- 


partial person, the duty of which commit 


tee shall be to investigate this subject in 


all its phases, and to report its conclusions 


with reference to each class of articles, at 


the earliest time which shall be consistent 


with a thorough investigation of the sub- 
ject This will involve work similar to 
that done by the National Catalogue Com- 
mission, and will likewise entail a consid- 
erable expense. I believe, however, that 
the result to be attained, to wit: that of 
enabling the dealer to make a reasonable 
profit on every sale, at the retail prices 
quoted by the manufacturer, is of sufficient 
importance to both the manufacturers and 
dealers to justify the expenditure of time 
and money for the sake of reaching an in- 
telligent conclusion upon his subject. If 
in your opinion, this work should be done 
by the catalogue commission, let us con- 
sider some plan based upon that sugges- 
t10on 


2. I recommend the passage 


tion or other appropriate action by the man- 
which shall 


of a resolu 


ufacturers in this association, 


embody an expression of their intention to 


give a trade discount solely upon the basis 


quantity of goods purchased, for in 
no discrimina- 


of the 
my opinion there should be 
in favor of the jobber who sells the 
is able to give 


110n 
consumer, and a dealer who 
as large an order for a given commodity 
asa jobber is entitled to as great a discount 
Under jobbers who 


do not confine themselves to the 


existing conditions, 
legitimate 
sphere of their calling, that is, selling the 
trade, are enabled to place their goods upon 
the market at a price which the retailer 
cannot meet, by reason of the 
count awarded to the jobbers solely upon 


the theory that they sell the trade. 


greater dis- 


3. I find that dealers in _ stationery 
throughout the country, and presumably 
some of our own members, are guilty of 


violating the terms of the contract of pur- 
chase which they enter into with the man- 
ufacturer, either by deducting the cash dis- 
count therein provided when the period has 
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expired within which the same is allowed, 
or by disregarding the terms of credit upon 
which goods are sold, by paying long after 
the due date of their bills. This is a sub- 
ject which has already been discussed be 
fore this body. No particular progress 
seems to have been made, and I respect 
fully submit that there is no time like the 
: us to meet this situation fairly, 


present for 
and do what we can to overcome this prac 
tice. 

I therefore suggest that a resolution be 


passed which shall embody the suggestion 
that hereafter all manufacturers in the as 
sociation be requested to report to the sec 
retary the names and addresses of all deal 


ers in the country who are thus violating 
the terms of their contracts; that every 
four months the secretary shall compile a 


list of the names thus reported, to be print 
ed and distributed to each manufacturer 
and manufacturing stationer in the associa 
tion. This list need not contain the name 
of the manufacturer reporting the given 
dealer if you so elect, but I believe that the 
moral effect of the existence and circula- 
tion of such a list will help to correct this 
abuse. 

No dealer who pays his bills in accord 
ance with the terms of his contract has 
anything fear from such a practice. The 
others are not entitled to very much con- 
sideration in the eyes of the business world. 

4. The undoubted abuse that exists in 
some lines of our business in reference to 
the improper return of goods by the dealer 


to the manufacturer, is probably not cap- 
able of definite solution. At the same time 
I respectfully recommend the passage of 


a resolution pledging the dealers in this 
association to the practice of at least ad 
vising the manufacturer by mail of the rea 
son in each case for returning any par- 
ticular items, and I respectfully commend 
to all members of the association the prac- 
tice of reporting any instance of an al 
leged improper return of goods, to the 
grievance committee for investigation and 
report 

5. I believe that the work of this asso- 
ciation can be materially prospered by the 
establishment of a closer relation between 
the various local organizations and the na- 
tional body. To secure this object, I sub- 
mit that the executive committee of this 
association should be increased by consti- 
tutional amendment so that the presidents 
of all local organizations which are mem- 
bers of this association be eligible to ap- 
pointment on our executive committee; 
such local organizations as are not mem- 
bers of this body from force of circum- 
Stances as distinguished from deliberate 
intention, should be similarly represented 
in the event that the president of such local 
Organization is an individual member of 
this association. I trust that at the proper 
time, an amendment to the constitution 
embodying this point will be introduced 
and adopted. 

With such an enlargement of the execu- 
tive committee, I believe that it would be 
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practicable to provide for three or four 
meetings of that body during the course 
of the year in different parts of the coun 
try, for the purpose of carrying into effect 
the various activities of the association and 





GEORGE M. COURTS, GALVESTON, TEX., 
SECOND VICE-PRESIDENT. 


incidentally to interest local dealers in join 
ing this organization. 

6. I have prepared a list of individuals 
and firms elegible to election to this body 
through the kindly co-operation of several 
of our larger members among the manu- 


facturers, who have instructed their sales- 





ROBERT D,. PATTERSON, ST. LOUIS, THIRD 
VICE-PRESIDENT. 


men to furnish me with the necessary 
names. 

I recommend that your next executive 
committee distribute two or three names 


II! 


upon this list to each member of the asso- 
ciation, holding him responsible for a re- 
port one way or the other upon each name 
so committed to his care. A reasonable 
extension of the membership of this asso- 
ciation is necessary in order that the work 
of the National Catalogue Commission may 
receive the broadest possible support and 
that the various activities of the associa- 
tion may commend the greatest measure of 
co-operation. I earnestly commend reflec- 
tion upon this subject by every one of our 
members, to the end that in twelve months’ 
time we may show an increase of at least 
one hundred per cent. Such an extension 
is absolutely essential to provide the nec- 
essary expenses for carrying out the work 
which lies before us. 

7. I wish to submit for your considera- 
tion the question of increasing the annual 
dues. I trust before the convention ad- 
journs that it will be possible to present a 
tentative budget for the expenses of the 
coming year and from a consideration of 
that subject you will understand what the 
requirments will be and you will then be 
in a position to judge as to the necessity 
for increasing our annual charge. In this 
connection, I desire to say that it is my 
personal opinion that the annual dues ought 
to be sufficiently large to pay all the neces- 
sary expenses of running the machinery of 
the convention. That the banquet held in 
connection therewith should be paid for 
solely by those who attend. That every 
member paying his annual dues is entitled 
to all of the privileges of the convention. 

I am of the belief that the time has come 
when we should seriously consider the ad- 
visability of holding our annual ‘convention 
on neutral ground—we should not be an 
expense to any association or body of men. 


I deem it my duty to speak of the death 
of our friend Charles H. Mann. He was 
a charter member of our association, helped 
in the organization in 1904 and ever after 
was with us in conventions. 1907 we elect- 
ed him president. He was faithful in any 
position—every question with him had a 
just side and it was his quick intuition that 
enabled him to see it. A man of gentle and 
loving, character, he was considerate to the 
employes of the company, of which he was 
chief executive officer. He was a man whose 
heart was in the right place and from whom 
no needy person ever turned empty handed. 
We shall sorely miss his presence and his 
counsel. I recommend that a committe be 
appointed to draft suitable resolutions for 
our records and that a copy be sent to his 
family. 

I trust that you will give all the foregoing 
recommendations your careful thought. They 
are submitted to you as a result of pains- 
taking investigation and are entitled to be 
considered in the light of your best judg- 
ment. 

My work as your chief executive has 
been extremely pleasant in itself and has 
been rendered all the more agreeable by 
the hearty co-operation and kindly spirit 
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which has been manifested by my col- 


leagues. 


It is a source of real gratification to be 
able to add to previous testimony to the 
effect that those who are working for the 


good of your body are of sufficient calibre 


to subordinate all personal considerations 


to the 
connection, it 1s only fair to say 


welfare of the association In this 
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various trade publications have been -gen- 


erous in their support of the admiunistra- 
tion which is now all but a thing of the 
past. Their loyalty has been nuinely ap- 


preciated 


As we take up the work before 


us in this convention, let us approach the 
consideration of all questions with fairness 
urtesy and respect for the « pin rT oth 





ers Let us realize that we 


a mplish something for this associa 
ind bear 1n mind, gentlemet: 


‘ficer is entitled to your kindly 


siding 
pe n, aS you are I g 
prec n 
. “a7 te 
rrank VV b> ey 
President National Ass t c St 
tioners and Manufacturers of t i. te 





ANNUAL REPORT OF THE 


SECRETARY 





Secretary Byers departs somewhat from custom by making a report characterized by 
brevity and pithy suggestions as to the conduct of the work for the coming year 





HE By-Laws prescribe that the sec- 
retary shall report of the 
affairs of the 
they relate to the office of the 
and as I have applied a liberal interpreta 
tion to that this report 
little more general in character than previ- 


present a 
association so far as 
secretary, 
clause, will be a 
ous documents of a similar nature. 

The membership has increased materially 
since you last assembled in convention; at 
that time 392 members, including local as- 
enrolled and today the 
predic- 


sociations, were 
total is 504, notwithstanding 
tions to the effect that the magic number of 
500 would never be reached, in view of the 
from $5.00 to 


dire 


increase of individual dues 
$10.00 In order to present the very en- 
couraging total above referred to, it has 
been over 150 new 
members, last 
total have withdrawn the association 
for one reason or another; of this number 
10 were manufacturers 


carrying membership at their headquarters. 


necessary to enroll 


because over 50 of year’s 


from 


branch offices of 


The increase in enrollment has been ac- 
complished by the personal solicitation of 
your president and other officers, both na- 
tional and local, and particularly through 
the efforts of those two 
National Catalogue Commission who seem 


members of the 


to never weary of well doing for the asso- 
ciation—Mr. Fletcher B. Gibbs Mr. 
James A. Dorsey 

While the 
being able to command the service of its 
permanent prog- 


and 


organization is fortunate in 
prominent members, no 
ress can be made in extending the influence 
of the association throughout the country, 
until each member is willing to take 
himself the burden of bringing in at 
two new members every year 


upon 
least 


Local associations are slowly increasing 
in number although the net gain in the past 
year, so far as I have been able to ascertain, 
associations have 
been formed, known as the Pacific 
Northwest Stationers’ Association, and the 
Louisville Stationers’ Club 


is but one Two such 


one 


other as the 
The former is businesslike in its activity, 


and has sent me a list of its members and 
a copy of the minutes of its first meeting, 


with its Constitution and By 


ter, | am sorry to say, has maintained a 


policy of masterly silence in these respects 


1 


communications addressed to its secre- 
tary are not even acknowledged, although 
none have been returned by the Post Office 
presumably have been de- 


and therefore, 


livered 

The 
ceased to exist, 
is said to have been local irritation attended 


Club of Columbus has 


and the cause of its demise 


Stationers’ 


by extreme lassitude 
To comment briefly on the general affairs 
mandate of the By- 


in obedience to the 





MORTIMER W. BYERS, NEW YORK, SECRE- 
TARY. 


Laws, the following observations are of- 
fered 


The 


nothing in 


efforts of your officers will avail 


the absence of co-operation on 


the part of all, in the serious purposes to 


which your organization is dedicated—such 


co-operation must be based upon a realiza- 


tion of individual responsibility 


The attitude of a great many of the mem 
bers of the association, in reference to the 
duties of membership, seems to be that of 
the average school boy who believes that 
he learns his lessons only to discharge 


some kind of a moral debt to his parent 
and his teachers; he does not realize until 
much valuable time has been lost, that he 
really studies in order to fit himself for the 


battle of life. It seems to be difficult to 
demonstrate to a large part of your mem- 
bership, that work done for the association 


considerable dividends to the 


pays very 

man who does it, through the experience 
that he gains and the wide knowledge that 
he cannot help but acquire. 

This leads to the reflection that if your 
association is strengthened in this way, and 
is able to render the conspicuous service to 
its members that it was intended to per- 
form, you need not worry about an increase 
of membership. If you perfect the ma- 
chinery already provided, if you make this 
association a truly capable instrument, the 


time will come when dealers and manufac- 
turers will keep your secretary busy receiv 


ing and filing applications. 


That time, however, will not me until 
you all realize at least one fundamental rule 
of good business, that is, the priety of 


answering letters I respectfully suggest 


this as the first step to be mastered in this 


matter of individual co-operati 
It would be indiscreet to take up your 
time by reciting what your first permanent 


secretary has accomplished, or what he has 
tried to do 


the former, I am not the proper person to 


1 


If you have no knowledge of 
enlighten you, and you certainly are not in 
terested in a list of my failures 

pr‘ p< r t Say, 


In conclusion, it is that 


real, effective work by any permanent sec- 


retary, whoever he may be, will be greatly 


facilitated by the establishment closer, 
and if possible, an official relati between 
the National and Local Associations, to the 
nd that the efforts of your officers and 
‘ommittees may be directly brought to the 
ittention of many dealers who n r attend 


the nventions. 
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NATIONAL CATALOGUE COMMISSION—ITS ANNUAL REPORT 





Fletcher D. Gibbs describes the important work 


of 


the commission during the last 


year. 





N behalf of the National Catalogue 
] Commission I submit the following re 
port: 

For the information of a large number 
of dealers and manufacturers who have 
been deeply interested in the successful re- 
sults of the commission’s efforts, but to 
whom the history of events leading up to 
the appointment of this committee ts unfa- 
miliar, I will preface my report with a 
statement of the situation as it existed prior 
to the Toledo convention. 

For many years previous to the organi- 
zation of this association in Chicago in 
1904, a condition relative to prices had ex- 
isted which was extremely disquieting to 
both dealers and manufacturers—a condi- 
tion affecting no section in particular, but 
prevailing throughout the entire country. 
Few firms conducting retail business enter- 
prises had had any conception of what it 
was costing them to do business, and in 
their anxiety to increase sales, nearly every 
retailer had been busy cutting down the 
prices asked for staple goods to figures 
lower than he thought his competitor 
would be willing to quote and these figures 
in time had become the standard prices for 
the goods, which others were forced to 
follow. Through ignorance or reckless in- 
difference, this suicidal policy of senseless 
price-cutting had continued until prices had 
been forced to a level where net profits 
were no longer possible 

Attempts had been made through the or- 
ganization of local associations in the 
larger cities to correct this rapidly increas- 
ing evil, but they had been unavailing on 
account of the difficulties of co-operation. 

It was then, in 1904, that the promoters 
of this association conceived the idea of 
uniting the various local associations in a 
national organization, which would em- 
brace not only the associations then organ- 
ized, but all those which might be organized 
in the future; all interested dealers in cities 
where there were no associations and all 
manufacturers making goods for the sta- 
tionery trade 

In the annual conventions which fol- 
lowed the consummation of this plan, rep- 
resentative men from the ranks of both 
dealers and manufacturers met in business 
sessions and social intercourse. In the 
course of time this led to a community of 
interest and a feeling of confidence in the 
motives of the men who were striving so 
earnestly to 
which all were so deeply concerned. 

Deterred by legal obstacles from any 
plan of upholding prices by agreements, ef- 
forts were 
futility of 
the purpose of showing increased sales. 
This was done through the educating influ- 


improve the conditions in 


ide to impress dealers with the 
acrificing net profits merely for 


ences of addresses by leading members 
tending to show the cost of doing busi 
ness, and each year’s convention has made 
converts and helped to extend a rapidly 
growing sentiment for reform 

If goods, according to their character, 
are marked to yield a margin of from 20 to 
40 per cent on the selling prices, and the 
cost of doing business—without taking into 
account the loss incurred by the annual 
shrinkage in the inventory—is from 30 to 
35 per cent, it is not a difficult problem for 
a dealer to understand why his annual 
statement shows so small a net profit or 


none at all. 
Merchants sitting in the audiences gath- 
ered at our annual conventions have had 
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this and similar truths brought home to 
them, and while they have been receptive 
listeners and have acknowledged the force 
of the arguments, they have been waiting 
patiently for the remedy 

The remedy was suggested at the fourth 
annual convention of this association held 
in Boston in July, 1908, when the following 


resolution was offered at the closing hour 
by Mr. James A. Dorsey, of Dallas, Texas, 
and seconded by Mr. A. Schooley, of Kan- 
sas City 

“Resolved, That the board of yntr 
be requested to have prep: red and prit ted 
at once the most complete loos 
logue and price book that is poss 
them to get at. of all items 





counter by the retail stationer, and when 
changes are made to supply the subscribers 
proper change sheets; that this association 
pay the expense of issuing same; that said 
price books be leased only to members of 
this association and used by them as a 
guide in selling their goods; and said books 
shall remain the property of this associa- 
tion and subject to the immediate recall 
of the board of control at any time for any 
cause; and that the users of the price book 
be charged sufficient to pay the expense of 
publishing same.” 

It was too near the close of the conven- 
tion to give so important and far-reaching 
a measure the time needed for its discus- 
sion, involving as it did, the expenditure of 
a large amount of money and labor; and 
upon objections being registered by Mr. 
Clarke of Boston and Mr. Tall of Balti- 
more as to the legality of the proposed 
method of issuing and controlling the price 
books, the resolution was referred to the 
board of control without further action by 
the convention. 

In the interval between the adjournment 
of the Boston convention and the date of 
convening the association at Toledo in July 
of the following year, Mr. Dorsey took the 
matter up with the speaker. I went over 
the proposition very thoroughly as out- 
lined in his resolution, and after a very 
careful consideration of the legal objec- 
tions, suggested a method by which I 
thought all legal obstructions could be 
avoided and the association placed in a 
position where it could make beneficial use 
of Mr. Dorsey’s very excellent plan. 


There could be no possible legal bar to 
a careful study of trade conditions through 
the medium of a committee of competent 
and experienced members, by a National 
association of business men such as this 
organization; nor could any legal objections 
be made to publishing the results of such 
committee’s work, provided such publica- 
tion was made for the benefit and guidance 
of the trade at large whether members of 
this organization or not. 


In other words, all price recommenda- 
tions which were issued would take the 
form of market reports and be subject to 
acceptance or rejection at the option of the 
recipient. 

As scores of firms throughout the coun- 
try had been very thoroughly convinced 
that many changes in their prices were im- 
peratively necessary to insure the placing 

their business enterprises on a profit- 

1ying basis, there was a reasonable pre- 
ption that a majority of the leading 

s would gladly accept and make use 
he committee’s reports, thus securing a 

r action which would quickly stand- 

» the revised figures. The accuracy of 


ap ern 
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this prediction has been more than verified 
by the results. 

This then was the plan suggested as a 
substitute for that outlined in Mr. Dorsey’s 
resolution, and while it did not meet with 


his entire approval, he consented to accept 
it 

As Mr. Dorsey was very firmly of the 
opinion that some definite policy along the 
lines suggested should be adopted d vig 
orously promoted by this organization and 
as he feared that his resolution, even in at 


amended form, might again miscarry, he 


suggested that we call a meeting in Chicago 
under the auspices of the Chicago Station 
ers’ Association, of those stationers in the 


western states who 
logues; and that the 


placed before them for their approval. He 


middle publish cata 


proposed action be 


reason 


suggested catalogue houses for the 


that it is the catalogues which make and 


standardize the most of the retail selling 


it was felt that if the interest 


prices and 
and co-operation of these houses could be 
secured, the success of the measure would 
be fairly assured 

Invitations were thereupon extended by 
the Chicago Stationers’ Association re 
questing the presence of some fifty firms at 
a dinner which was given at the 
Pacific Hotel January 12th, 1909 

Representatives from twenty-eight 
responded 

As president of 
Association, I was made chairman of the 
The 


the Chicago Stationers’ 


discussion which followed the menu 
utmost harmony prevailed and my explana- 
tion of the object for which the meeting 


had been called was received with enthu 
siasm 
The result was the following motion of 


M. Courts of Galves 
carried 


( 7e¢ TY » 


fered by Mr 
ton, Texas, and unanimously 

“That 
(Fletcher B 
cago Stationers’ Association) appoint a Na 


; 


the chairman of the meeting 
Gibbs, president of the Chi 
tional Catalogue Commission to consist of 
five members, the chairman of which shall 
be the president of the Chicago Stationers’ 
Association, said commission to arrange a 
schedule of prices on staple items of sta 
tionery which can be recommended to firms 
publishing catalogues, at prices which can 
be safely adopted as yielding a reasonable 
profit, the expense of said commission to 
be paid by subscription from the interested 
parties.’ 

[ appointed to serve with me on this 
commission the following gentlemen 

Mr. James A. Dorsey, of the Dorsey 
Printing Co., Dallas, Texas 

Mr. Charles A. Stevens, of Stevens, Ma 
loney & Co., Chicago, Ill 

Mr. Robert D. Patterson, of the Buxton 
& Skinner Stationery Co., St. Louis, Mo 

Mr. Frederick C. Bazley, of the Rich 
mond & Backus Co., Detroit, Mich 

As stated in Geyer’s Stationer at the time 
of their appointment, the gentlemen repre 
sent the best of ability and training which 
the stationery trade of this country has de- 
veloped and any one of them is capable of 
speaking on all matters pertaining to the 
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trade with the authority which merits com 
plete confidence. 
Thus the National 


sik nm, so called 


Catalogue Commis 
by its sponsors—tne cata- 
logue houses—was conceived in Texas and 
where, by the time the 


vened, it had 


born in Chicago 
Toledo meeting had been c« 
been reared from an infant to a very heal- 
thy child 

This child was offered to this organiza 


held in 


Toledo a year ago last July and was enthu 


~ 


tion tor adoption at the convention 


Siastically received with open arms. |] 


made at that convention a detailed report 
of the history and work of the commissio1 
from the time of its creation to the date of 


the convention, following which the cere 


mony of adoption was consummated by the 
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unanimous passage of the following resolu 
tion: 

“That Article VII of the Constitution 
and By-Laws be amended by the addition 
of a section to be known as Section 2, read- 
ing as follows: 

“*The president shall appoint a commit- 
tee on prices, to be known as the National 
Catalogue Commission, to consist of five 
members, whose duty it shall be to prepare 
and publish a list of standard prices on 
staple goods, and to distribute said list or 
revisions of same, as the recommendations 
of this organization, and that a charge be 
made for same at their discretion.’ ” 

President Bailey subsequently re-ap 
pointed the gentlemen who had previously 
constituted the committee to serve as the 
National Catalogue Commission for the fol- 
lowing year and an appropriation of $1,000 
was voted by the convention to carry on 


the work. 





am conscious that | have l ns t 
able time in reviewing what, to most of 
you, 1s ancient history, but I have received 
such a surprisingly large r etters 
from firms in the trade wl seemed to be 
ignorant as to the authorit ehind this 

ymmittee and the purposs the 
work for which it was appointed, that | 

nsidered a practical repetit yf last 
year’s report a necessary troductory t 

lescription of this year’s 

The newly appointed I 
sumed its work on the 4tl t I I 
wing the Toledo convent ind fron 
that day until the beginning this year’s 
summer vacation the two Cl go members 
f this committee—Mr. Cl \. Stevens 
ind myself—have averag ut three 
nights per week except during these inter 
vals when one or the othet has | 
ul avoidably out of the city 

Our work-room is in my residence in 
Oak Park, a suburb of Chicag adjoining 
the city on the West. The | e of Mr 
Stevens is within the city li bout tw 
miles distant. A line of cars nnects the 
two. Our working hours were from 7:30 
to 10 o’clock each evening and were seldom 
iried 

The work, while extremely arduous, has 
not been without its compensations, and its 


warded us 
ted to it 
agreeable work- 


educative benefits have fully re 
for the time which we have 


Mr. Stevens has been an 


ing partner, and I use the word “working” 
in the fullest sense of its meaning 
f do not propose to weary \ u with a 


detailed account of how we d all 
illustra- 


these 
evenings, but will give one or tw 


1 


tions to show how the results were accom- 


plished and the number of details which 
some of the work has invol 

[ake for example the list time books 
m pages 20 and 21 in the printed list of 
recommended prices. We spent three even- 
ings checking over the lines the cata- 
logues of four manufacturers d making 
comparisons. We then began to make 
copy Difficulties were immediately en- 
countered; the descriptions in the manu- 
facturers’ lists were in many ses found to 
be faulty or incomplete Some of the 
prices were subject to doubt \fiter a cor- 
respondence conducted with tw rr three 


factories involving several letters of inquiry 
and replies, we concluded that it would be 
necessary to have a full line of 


from each manufacturer. These 


samples 
were ac- 
cordingly sent for and very willingly and 
promptly forwarded. 


And I will digress here for a ment to 
state that in all 8ur work we have had the 
hearty co-operation of the manufacturers 
In not a single instance has any hesitation 
or reluctance been shown by any manufac- 
turer to assist us in any way that he pos- 
sibly could; and this assista has fre 


quently been attended by no small expense 
and personal inconvenience 

With the aid of the samples, the lists 
were very quickly completed 

It then became necessary to have them 


typewritten and copies mailed to the other 
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three members of the committee, by whom 
they were carefully reviewed. Criticisms 
and suggested alterations had to be consid- 
ered and replied to, involving a lengthy 
correspondence. After the copies had been 
O. K’d. by all the members of the commit- 
tee, seven additional copies of the corrected 
lists had to be prepared for the trade pa- 
pers. At this point we might reasonably 
be expected to shake hands and congratu 
late ourselves that we had at last finished 
with these particular lists. But no; like the 
cat, they had the habit of coming back. 
One paper after another would send proof 
sheets of the various lists with the request 
that we compare and correct them, and 
finally we received the proof sheets of the 
official report which was printed in St 
Louis. 

Our experience with other lists varied 
from this only in character or detail. Take 
for example, the list of “Dairies and Calen- 
dar Pads” occupying less than a page in 
the printed report. 

Several nights were spent in studying 
these goods and making comparisons of the 
prices at which they were listed in some 
twenty catalogues issued by as many com- 
mercial stationers. The results showed 
that the goods were listed at widely diver 
sified prices, the figures in some cases being 
so mercilessly slaughtered as to indicate 
either a tendency to lunacy or a desire for 
bankruptcy. We finally concluded that the 
lines of goods included in this list were of 
such a staple character as to be worthy of 
special attention. 

We therefore prepared and had printed 
an itemized list of the goods and this we 
mailed to one hundred and four of the 
largest houses in the leading cities, accom- 
panied by a circular letter in which we re- 
quested each recipient to check the items 
which he carried regularly in stock and to 
enter against each the price he sold it for. 
Seventy-three replies were received from 
the one hundred and four letters. When 
we consider the large number of procrasti- 
nators who lay everything to one side to 
be done at a later period—which seldom ar- 
rives—this large percentage of replies may 
be considered as indicative of the interest 
which was being felt in this work of the 
commission, even at that early period. 

These replies were all carefully collated 


and were great assistance in helping us 


to edit the final recommendations 
I have submitted these illustrations of 
our working methods to indicate the care, 


thought and study which have been used in 
compiling tl published lists of recom 
mended pri as I am well aware that the 
prime factor affecting their general accept- 
s that of confidence. 

It has been my observation in the many 


ance and usé 


interviews which I have had with dealers 
that there is 
the figure tl 


prevailing uncertainty as to 
-onstitutes the correct price 
for any given orticle. A price therefore, 
that comes to merchant with the assur- 
ance that it has been carefully figured out 
by a committee of competent and experi- 
enced men, will be accepted by him with a 
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confidence which he frequently lacks in his 
own figures: and this confidence will be 
strengthened by the knowledge that the 
price in question is one that is currently 
asked for the item 

While many of those evenings which 
were devoted to this work by Mr. Stevens 
and myself might be described as strenu- 
ous, they were like the quiet of the village 
church-yard when compared with the high 
pressure under which everyone worked in 
my office upon the days which followed 
them, when copy for the National Cata 
logue Commission had the right of way on 
all the typewriting machines and the busi- 
ness of Shea, Smith & Co. was for the time 
side-tracked. The entire force was fre- 
quently brought into requisition to assist in 
comparing the typewritten copies with the 
original manuscripts and the alterations 
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and corrections would often carry the work 
far into the business day. In the meantime, 
correspondence relative to the commis- 
sion’s plans and policies would be arriving 
by every mail and representatives of the 
press would be patiently waiting for copy 

Thus it will be seen that the work of the 
commission was carried on both night and 
day throughout the entire year and almost 
without interruption. 

Until January 14th, 1910, when the com- 
mission held a meeting in Chicago, at 
which all the members were present, the 
recommendations were published in the 
trade papers and mailed to members in the 
dress of printed bulletins 

\t this meeting it was decided, in view 
of the attention which the work was 
tracting throughout the trade, to plan for 
its publication and distribution in the form 
of a loose leaf book; the need of a con 
venient method of filing and preserving the 
} 


een 


reports for ready reference having 
voiced by a large number of members 
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As it was estimated that the cost of car- 
rying out this plan—notwithstanding that 
two manufacturers had respectively agreed 
to furnish the loose leaf binders and the 
paper—would very nearly consume what 
was left of the appropriation made for the 
commission’s use, the members agreed for 
the purpose of saving expense, to hold in 
future as few committee meetings as pos- 
sible. 

As soon as the publication of the com- 
mission’s official report was determined 
upon, the Chicago members immediately 
began a review of all work done to that 
date for the purpose of making any needed 
corrections occasioned by change in costs. 

The corrected copy and all new copy was 
forwarded to the printers—the Buxton & 
Skinner Stationery Co., St. Louis—as fast 
as prepared and approved, and on June 15th 
last the bound report was issued. 

The report as published contained thirty- 
one pages 11x3% of carefully worked out 
price recommendations; four pages of tent- 
ative recommendations for the use of those 
who were compiling catalogues; a set of 
blank index leaves for the purpose of divid- 
ing contents to suit the convenience of the 
user; a title page and introductory. All 
printed on Old Hampshire bond paper, do- 
nated by the Hampshire Paper Company, 
South Hadley Falls, Mass., and bound in 
ornate “Unimatic” loose leaf covers, the 
gift of The Sieber & Trussell Mfg. Co., St. 
Louis. 

A copy carefully boxed and wrapped was 
sent to each member of the association who 
had paid the 1910 dues. 

The report, as printed, contained the réc- 
ommendations of the commission so far as 
they had been completed at the date of pub- 
lication. The commission’s task, however, 
was not then, nor is it now, by any means 
finished. In fact, a beginning has only been 
made. The work should be continued until 
every item handled by a stationer has been 
reviewed. 

Subsequent lists and all bulletins an- 
nouncing changes in prices—made neces- 
sary by reason of advanced or decreased 
costs—should be printed on pages punched 
to fit the covers containing the official re- 
ports and mailed to the holders thereof. 

Some of the members of this association 
ind at least one if not more of the mem- 
bers of this committee, are of the opinion 
that the circulation of the bound lists of 
recommendations and all additions thereto 
should be confined in future to members of 
this organization exclusively and that the 
commission should discontinue to publish 
the lists through the medium of the trade 
press. 

For reasons explained in the preface to 
this report I am inclined to dissent from 
this opinion, 

So long as the price recommendations of 
this association, as worked out by the Na- 
tional Catalogue Commission, are issued as 
items of public information—subject to 
adoption or rejection at the option of the 
interested parties, and are published with- 
out restraint or restriction for the benefit 
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of the entire trade, there need be no fear of 
any infraction of the many laws—federal 
and state—which have been placed upon the 
statute books for the purpose of preventing 
price agreements made in restraint of trade. 

I must admit, however, that this work has 
been undertaken for the benefit of this as- 
sociation; that its’ successful issue depends 
upon the labor and energy given to it by its 
members; and that to carry it to comple- 
tion will entail a heavy burden of expense 
It seems only fair, therefore, that its bene- 
fits should be confined to those who con- 
tribute to the cost of its production. 

I must also admit its value as an incentive 
to membership. This has demon- 
strated during the past year by the large 
number of dealers who have joined the or- 
ganization for the purpose of obtaining the 
and the bulletins 


been 


price recommendations 
which are to follow, and there is no doubt 
that applications for membership would 
rapidly increase if interested members of 
the trade found that these reports could be 
secured in no other way. 

I will have had no opportunity to discuss 
this very important question of policy with 
the other members of my committee before 
this report goes to the printers, and would 
therefore state that I will be pleased to 
withdraw my dissenting opinion if it can 
be shown that it is for the best interests of 
the organization to have the circulation of 
the price recommendations confined within 
the limits suggested, and that such limita- 
tion can be legally consummated. 

The argument that a promiscuous 
tribution of the price lists will lead irre 
sponsible dealers to discount them has no 


weight with me, as these same dealers are 


dis- 


cutting prices at the present time and will 
doubtless continue to do so irrespective of 
any action which may be taken by this or- 
ganization; and it must be admitted that 
cut prices figured from corrected standards 
will cause less trouble than the same class 
of quotations figured from prices which 
have heretofore ruled. 

On the other hand, there are many thous- 
ands of small dealers—drug stores, news- 
stands, etc.—Who have been kept informed 
through the columns of the trade papers, 
of the current prices which have ruled upon 
these staple items of stationery which they 
carry in stock. 

Dealers of this 
price-cutters, and the figures at which they 
dispose of their goods—if correctly guided 
—can have a decidedly influential bearing in 
affecting market conditions for the larger 


a rule are not 


class as 


houses. 

The question of restricting the circula- 
tion of the price recommendations is one, 
therefore, that should be very carefully con- 
sidered before deciding upon any definite 
action. 

Early in the work of the commission we 
began to receive urgent requests for the 
completed lists from a great many houses 
who were looking forward to the publica- 
tion of new catalogues or were already en- 
gaged in compiling new editions of old cat- 
These desired to have 


alogues. dealers 
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their prices conform to the new standards, 


and most of them seemed to entertain the 
opinion that the task which had been as- 
signed to this committee was one which 


could be completed in a few weeks 
Here was a problem which had not been 


FRANK W. BAILEY, DIRECTOR. 
anticipated. The work could not possibly 
be made to progress rapidly enough to fur- 
information within the 
And yet, it was 
catalogues 
corrected 


nish the desired 
time that it needed 
desirable that 


should 


was 


highly any new 


coming out contain the 
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prices. The only solution seemed to be an 
immediate review of these goods, the prices 
of which had been the most frequently cut, 
and the preparation of a list of tentative 
recommendations which could be submitted 
with the understanding that they were sub- 





ject to revision, if found necessary at a later 


date, when the various ite were taken 


up and considered in detail 
This plan was adopted 


tive recommendations will be found in the 
official report printed on pink sheets to dis- 
tinguish them from the balar f the lists 

To ascertain with certainty which of the 
staple lines these catalogue houses desired 
the committee to cover, and for the purpose 
of making these houses more fully ac- 


quainted with the scope and design of the 
commission’s work, it 
able to call them together in 


was deemed advis- 
nsultation 
This was accordingly done wherever pos- 
sible, and a series of meetings followed, 
with results which fully justified the time 
and expense devoted to them 

\ personal message assists to a clearer 
understanding of the situation and helps to 
broaden views which have become warped 
by environment; it also tends to bring 
about that feeling of confidence which is so 
necessary to any movement whose success 
depends upon voluntary co-operation 

Notwithstanding the acknowledged ne- 
cessity and value of this movement for im- 
proved market conditions, the welcome of 
whose advent has been voiced letters re- 
ceived by the commission from Sec- 
admit that in 


requires 


every 
tion of the country, we must 
the revision of price standards, it 


considerable courage and no small amount 
of self-reliance for a house to take the in- 
itiative and be first in the field with a cata- 
logue containing prices in advance of those 


of all his competitors 
therefore, confident 


their 


[Those houses who 


of their strength and the justr 
become the pioneers 
in this service to the trade, and to break the 
ground for those who are to follow, should 
be entitled to the highest enconiums of 


ess ot 


positions—consent to 


their fellow-dealers. 

[ regret to say, 
quent tendency is to distrust the motives of 
that behind 
desire to 
there 
pro- 


however, that the fre 


the promoters and to suspect 


what appears to be an altruistic 
forward the interests of competitors, 
sinister motive designed to 


and it is not always 


is some 
mote individual ends; 
task to convince those who are to 
entire trade 


an e@€asy 
be the advance guard that the 
is in sympathy with the movement; that 
the old catalogues now in the field will very 
quickly become obsolete; and that the re- 
vised prices will therefore become current 
in a surprisingly short space of time 

The first of these meetings was held Feb- 
ruary 14th in Kansas City and was attended 
by dealers from Kansas City and St. Jo- 
seph, Mo.; Topeka, Leavenworth and 
Wichita, Kas.; Omaha, Neb., and Dallas, 
Tex. Mr. James A. Dorsey and myself 
were present as representatives of the com- 
mission. The meeting occupied two days, 
upon the evening of one of which the Kan- 
sas City Stationers’ Associati banquetted 
the visitors. Our reception was most cofr- 
dial and the results of the cor 


rerences tfaf- 
reaching 

The day following the Kansas City 
ing, Mr. Dorsey and myself were invited to 


meet- 
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visit Topeka, Kansas, where we had t 
pleasure of meeting and addressing the five 
firms engaged in the stationery business in 
the Kansas capital 

On the &th of the following April a large 
meeting was assembled in Cincinnati, Ohio, 
at which were present in addition to the 
Cincinnati stationers, Vice-Presidents 5. E. 
Hilles and Charles E. Falconer, Secretary 
Mortimer W. Byers, all five members of 
this commission, and dealers from Rich- 
mond, Va.; Birmingham, Ala.; Pittsburg, 
Pa.; Louisville, Ky Memphis, Tenn.; 
Little Rock, Ark.; Houston, Tex., and Mun- 
cie, Ind 

This meeting, like that at Kansas City, 
occupied two days and was most success- 
ful. A cordial welcome was extended to 


the visitors and guests by the Cincinnati 
Stationers’ Club, by which organization a 
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banquet was tendered upon one of the 
evenings 

Following this meeting, Mr. James A. 
Dorsey visited Indianapolis, Ind., Memphis, 
Tenn., and Little Rock, Ark., in the inter- 
ests of the commission, in all of which 
places he was successful in accomplishing 
results highly beneficial to the advancement 
of the committee’s work 

Later in the same month of April, two 
notable meetings having an important bear- 
ing on the work of the commission were 


held in the Northwest 


The commi ttee was represented at these 
meetings by the speaker. At the first, 
which was held in St. Paul, April 28th, 


iddition to the lead 
ing St. Paul stationers, dealers from Min 
neapolis, St. Cloud and Mankato, Minn.; 
Fargo, N Dak.; Sioux Falls, So. Dak.; 


there were present 


Omaha, N« and St. Louis, Mo. The at 
tendance at the Minneapolis meeting, held 
the followir lay, was confined to local 
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dealers with the addition of half a doz 
stationers from St. Paul 

Both meetings were held at mid-day and 
The mes 
sage from this association was in each case 
received with enthusiasm, with the result 
that a large section of new territory was 


each was preceded by a dinner 


prepared for the reception of the commis 
sion’s price recommendations and a num 
ber of new members secured for this or- 
ganization 

On July 13th, in response to an invitation 
received at an earlier date, I addressed, i1 
ciation of 


This address was made be- 


behalf cf the commission, an ass 
lithographers 
fore an audience at a convention held in 
Chicago, at which were present delegates 
from fifteen states. Many of those present 
were not only lithographers, but stationers 
as well 

Tack of time has enabled me to make 
nly the briefest mention of these various 


j 


eetinges to which has been carried, during 


he year, the story of the commission’s 
vork, their importance, however, in for- 
arding the success of the committee’s 
lans and in securing new recruits to the 
ssociation’s membership, can hardly be 
ver-estimated. 

Many mere such meetings could have 
been held had we had the necessary funds 
o work with. 

The mention of dinners and banquets in 
‘onnection with the meetings described 
nay leave the impression with my audience 
that these trips were in the nature of pleas 
ire excursions, and it may be well, there- 
‘ore, for me to add that while we were 
everywhere cordially received and delight- 
‘fully entertained, there was scarcely a mo 
ment that we were not either actually en- 
raged in working or planning for it. After 
the Kansas City and Topeka meetings, Mr 
Dorsey and myself went to the New Elms 
Hotel at Excelsior Springs and spent two 
entire days writing the record from each 
ther’s notes. On the Sunday following the 
Cincinnati meeting, all five members of the 
commission spent the entire day preparing 
copy for the trade press. 

The published descriptions of these meet- 
ings, the printed interviews with members 
of the commission, the frequent mention of 
progress of the commission’s work, and the 
numerous editorial comments have been in- 
valuable helps in spreading the news and 
gaining converts for which we are indebted 
to the trade press, but the publishers will 
tell you that in much of this work of pub 
licity the commission has had to furnish 


the copy, thus adding one more to its long 
list of duties. 

While the work of this commission has 
attracted the attention and enlisted the 
co-operation of dealers in nearly every sec- 
tion of the country, the manufacturers were 


ve first to recognize its real value as an 
assistance in standardizing profit-yielding 
retail prices 

In response to suggestions made by the 
commission, the Dennison Mfg. | ha 
] 


mpiled and published a list f ret 


t 
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if ! | W 
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sold in broken package quantities; the 
Globe-Wernicke Co. has printed and circu- 
lated a similar list applying to the station- 
er’s goods contained in their catalogue 
number 609; the Weis Mfg. Co. have com- 
pleted a catalogue of their products in 
which the retail prices have been reviewed 
by the commission, and many other manu- 
facturers who have catalogues in process 
of compilation have expressed a desire for 
the help of the commission in assisting 
them to conform to its standards. 

The copy for the price list referred to as 
having been issued by the Globe-Wernicke 
Co., was prepared by the Commission, a 
ask that consumed several weeks, without 
ounting the two or three nights spent in 
orrecting the proof sheets. 

The Commission has been greatly handi- 
apped by the lack of sufficient funds. At 
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the Toledo convention, the association ap- 
propriated for our use, the sum of $1,000. 
This has been spent in the following man- 
ner: 
Traveling expenses ...... : 
Catalogue filing cabinet, 
10-25-09, Yawman & Erbe 
Mie. Ce sniscest as ke 35.59 
Postage stamps, used for 
mailing bulletins and 
correspondence ....... 49.75 
Office expense, 


$ 128.35 


10-17-09. % doz. Dixon’s 
penc ils No. 
2088: S| FS 18 


1 doz. A. W. Fa- 
ber’s No. 2 


round pencil 40 
1 only 15”- box- 

wood ruler .. 33 
1 only handy pen- 

cil sharpener. .60 


1 doz 120 bict 
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10-21-09 


10-27-09 


12-9-09. 


12-16-09 


1-24-10, 
2-10-10 


3-1-10 
3-21-10. 
3-24-10 

5-3-10 
5-11-10 


5-13-10. 


5-28-10 
6-30-10 


5-28-10. 


ters, 1-12 cut. 


500 sheets 
paper, 
blocked 

1,000 envelopes, 1, 
000 letter- 
heads 


quad 
84x14 


100 manila envel 
opes No 11. 
printed corner 


card 
om FP €h Ss 
white, 84xll 


1 telegram. 
1,000 letterheads & 

LM envelopes 
500 No. 10 


lope, printed 


enve 

corner card.. 

Express charges. 

Express on pack 
age to St 
Louis 

1 telegram 

1 telegram 

7 oa: FF. a 3s 

84x11 

Punching same 

W. UU. telegram 
Do’s bill 

Telegram to An- 


white 


drew Geyer 
500 No. 10 enve 
lopes_ printed 
corner card 
1 rm. 84x11 white 
a Se 
Reprinting 3M let 
terheads 


84%xll T 


1 rm 
W. paper No 
4 


Price bulletins and circu 


lars sent out 


previous to 


official report 


10-21-09 


10-30-09 


1-10-10 


3-15-10 


3-31-10 
6-10-10 





300 bulletins No 


1 on rubber 


bands $ 


300 bulletins No. 2 
on rubber 
bands 

l lot of form let 
ters for calen 
dar pads 

1 lot of second 
sheets ist of 
calendar pads 

300 four page bul 
letins 

500 four page 
folders 

500 circulars 

Addressing circu 
lars 

150 circular letters 

Folding and stuff 
ing 800 circu 
lars 

Addressing circu 

lars 


05 


ho 
“J 
st 


*) 
“NI 
Jt 


2.50 


SU 


40 


5.30 


1.16 


12.00 


1.40 


21.00 


27.50 


6.50 


36.04 


88.45 
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Official 


cost of 


copies sent out to date. 


7-14-10. 1,000 price 


39 pages, 


distribution 





reports including 


of 


1 
11Sts, 


11x 


8% collating, 


punching, 


iriserting 


cover, etc 


OUU set, 


in 
$429.30 


22 leaf in- 


dexes, cut in 


blank tabs 75.00 
Express prepaid 

on 426 official 

reports 78.61 
Wrapping and 

shipping same. 21.30 


A. SCHOOLEY, 





DIRECTOR. 


600 copies bulle 

tin No. 6. 2.54 
6OUU copies bulle 

tin No. 7 9.75 
Express charges 


on bulletins ¢ 


& 7. 


600 copies bulle 
tin No. 9 4.75 
Express charges 
on bulletin 
mo. 9... 
8-9-10. 500 circular let 
sere. .« ; 3.5 


1,000 each 7 pages 
of price list 
on box files 


etc 4 
Postage on the 

above 5.05 
1,000 Dennison’s 

clasp enye 

lopes. No. 90 

printed 13.51 
Express charges 


prepaid on 35 
official reports 
shipped be 


tween 7-15-10 


ind 8-25-10 7.25 
13 9¢ 
Total expenditure o 142.24 
Credit by receipts from 
sale of nine official re 
ports at $2.50.... 22.50 
Net amount expended 1,019.74 
Less appropriation voted at 
Toledo convention 100.00 
Deficit : 19 74 
In addition to the above the members of 
the committee have spent fr r own 
pockets in traveling expenses the total sum 
of $428.05 
The amount charged up fo: > eX 
penses includes only those it whose 
tangibility suggested a bill \ large nut 
ber of additional items could sily have 
been included, to say nothing of it halt 
the time of a couple of stenographers, | 
we had the funds to charge thet gainst 
The weakness of the off 1 
count I am willing to waive hink 
that the members of the commi should 
be refunded for their traveling expenses es 
specially as more than half tl mount 
roes to Mr. Dorsey and he is g ways 
from hon 
Having committed this slur upon Mr 
Dorsey, it will be no less than fair to read 


what he had to say upon the subject in a 
letter written in reply to a request from 
me as to how much traveling expense he 
had incurred in behalf of the committee, for 


which he had not been reimbursed 


“Referring to yours of the 17th, will say 
that I do not have any idea what I have 
spent in performing my duties as a mem- 
ber of the National Catalogue Commission 

“T have been so interested in this work 
that I have not paid any attention to the 


n 


1e 
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1B. Ralph Bauer, his plaid coat and his auto, all the way from Lynn, Mass., to Baltimore. 2B. H. G. Mathieson of Burrup, Mathieson & 
Spragton, of London, England, on the left, talking to Charies Stromberg, of Stromberg, Allen & Co., of Chicago. 3B. Mr. Mayer puts Mr. Balley to 
sleep. 4B. A quiet gentleman who saw everything that went on. 5B. Mr. Bainbridge tries to convince Mr. Ward. 6B. The oldest man at the 
convention, N. A. Hanna of Cadiz, O., 84 years old and vigorous. 7B. J. G. Rider of the Rider Pen Co., Rockford, Ill., waiting for the medicine 
ball to come his way. 8B. The three twins—R,. W. Weissenborn, American Lead Pencil Co., New York; Uncle George Olney and Henry Bain- 
bridge, posing specially for the Camerist. 9B. R. S. Moore, Ault & Wiborg Co., Cincinnati, merrily toots his horn at Bay Shore Park. 10B. Tom 
Brownell and H. C. Miller enjoy the entertainment at the park. 11B. A New York trio—Charies A. Lent, Edward V.- Brokaw and John Brewer. 
12B. Harry Sharpp of the Esterbrook Pen Co. in a quiet moment. 
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expense, and it is all right with me if the 
association does not reimburse me. 

“The trip to Kansas City, Indianapolis, 
Memphis and Little Rock, of course, was 
done for the sole benefit of the association 
and I am out fully $250 for same, but if we 
can only get the members to adopt our 
recommendations I will feel fully repaid.” 

After listening to this report, I think the 
members of this association can appreciate 
that the work imposed upon this commit- 
tee during the past year—work that has 
filled nearly every moment of nearly every 
working day throughout the year—is too 
big a task to assign to any single committee 
of active business men and that the plan 
cannot be successfully continued. 

I would therefore suggest that the work 
of fievring price recommendations in fu- 
ture be divided among the following ten 
standing committees: 

Cemmittee on Blank Books. 

Cemmittee on Paper and Envelopes. 

Cemmittee on Files and Office Furniture. 

Committee on Hardware and Glassware. 

Committee on Inks and Mucilage. 

Committee on Pens and Pencils. 

Committee on Loose Leaf Devices. 

Committee on Leather Goods and Nov- 
elties. 

Committee on Rubber Stamp Gonds. 

Committee on Miscellaneous Items. 

When this association was organized in 
Chicago provision was made by its pro- 
moters in its Constitution and By-Laws 
for these ten standing committees and it 
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was anticipated at that time that these 


committees would be called upon to per- 
form the work which has since been be- 
gun and carried forward by this commis- 
sion. 

And I further recommend that the ten 
committees mentioned carry on this work 
under the supervision of the National Cata- 
logue Commission; that the latter be con- 
tinued with advisory and executive duties, 
and that its chairman be appointed each 
year as one of the three members of the 
executive committee. 

Under the suggested readjustment, the 
Committee on Blank Books will be ex- 
pected to continue the work of the commis- 
sion in so far as it pertains to blank books, 
submitting its findings from time to time, 
as completed, to the National Catalogue 
Commission, who in turn will have them 
prepared for printing and distribution. 

Each and every one of these committees 
will then have some definite and useful 
work to perform throughout the year: each 
will be provided with plenty of material 
for the making of interesting and educa- 
tional annual reports, and a largve number 
of able promoters of the association’s pol- 
icy of price revision will be brought actively 
into the field. 

The National Catalogue Commission will 
then be at liberty to devote a greater 
amount of time to other matters of equal 
importance, such as calling meetings of 
dealers for the purpose of influencing sen- 
timent in favor of the revised schedules and 





interviewing manufacturers on matters in- 
timately related to the work. 

That the association needs more money 
and will have to raise its annual dues | 
think is apparent to all. Personally I am 
of the opinion that nine members out of 
ten would rather pay twenty-five dollars 
for value received than to contribute ten 
dollars for mere sentiment; and heretofore 
this seems to have been what most of our 
members have thought they were paying 
ror. 

In closing, I cannot refrain from ex- 
pressing the pleasure which I have experi- 
enced in working with the men who have 
been associated with me on this commit- 
tee. It is not necessary to make special 
mention of Mr. Stevens, as he has been 
closely identified with me from the begin- 
ning in all the work that has been done and 
the esteem in which I hold him is well 
understood. But to the other three mem- 
bers of the commission, Messrs. Dorsey, 
Patterson and Bazley, located respectively 
at Dallas, Texas, St. Louis, Mo., and De- 
troit, Mich., I wish to express the great 
satisfaction which I have felt throughout 
the year with the promptness thor- 
oughness with which they have executed 
their individual tasks in the committee’s 
arduous and difficult work and to thank 
them most sincerely for the hearty, sympa- 
thetic and cordial co-operation which they 
have yielded in all important matters. 

Respectfully submitted, 
Fletcher B. Gibbs, Chairman. 


and 
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Showing of this officer gives encouragement to members with regard 
to the stability of the associat'on’s finances for the coming year 





EREWITH find a report covering 
H the receipts and disbursements for 
the 15 months, ending October 10th, 
1910: 
Receipts. 
Balance from previous treasurer. . . $2,373.25 


Received from former sec- 
retary, dues for 1910...$ 40.00 


Received from secretary, 
dues for 1910, 504 mem- 


a eae Ee 5,040.00 
Received from secretary, 
dues for 1910, paid in 
eee PO ee 70.00 
Received from secretary, 
dues for 1910, paid in 
error and refund re- 
fused rms Sey 10.00 
Received from M. Lock 
wood, balance from To- 
ledo convention.. 388.53 
Received from _. various 
sources, contributions 
to National Envelope 
Committee ie 515.00 
Received from secretary 
for 9 copies of cata 
9? sn 


24 udu saeacs sane 22.: 





ee Ee Pe Oe 29.89 $6,115.92 
$8,489.17 
Disbursements. 
Traveling expenses...... $1,032.24 
Traveling expense Natl. 

Envelope Committee... 86.10 
National Catalogue Com- 

DL, cr tan er ende sod 1,042.24 
SS Ee ee ee 773.47 
Secretary’s salary, 10 

ND Naddasrescne 3% 1,666.70 
Secretary’s expenses..... 242.80 
Treasurer of National 

Envelope Committee... 485.00 
Printing, postage, etc.... 666.18 
Postage National Envel- 

ope Committee........ 13.35 
Dues paid error, refunded 70.00 
Exchange ..... eee 26.27 
3ond of treasurer........ 20.00 
Committee rooms at To- 

DN Suse vee en wa¥ ae 50.10 
Flowers, funeral of C. H. 

Sey cetee See 35.00 $6,209.45 





Balance on hand....... $2,279.72 
Respectfully submitted, 


Chas. A. Lent, Treasurer. 


Memorandum Accompanying Treasurer’s 
Report. 


October 10th, 1910. 


National Catalogue Commission. 


ee RO FIRE ee $1,042.24 
Credit for 9 extra catalogues. 22.50 
Net disbursements................ $1,019.74 
National Envelope Committee. 
Received from various sources....$ 515.00 
Paid treasurer of committee...... 485.0 





Balance to the credit of account.$ 30.00 


Comparative Statement of Receipts and 
Disbursements for Six Years. 


Receipts. Expenses. Balance. 
Ist Year....$ 782.00 $ 523.71 $ 248.09" 
2nd Year.... 1,177.72 649.56 528.16 
3rd Year.... 1,63239 1,385.15 249.24 
4th Year.... 2,544.56 1,066.59 1,477.97 
Sth Year.... 4,821.19 2,447.94 2,373.25 
6th Year.... 8,489.17 6,209.45 2,279.72 


*Used to defray convention expenses at 
St. Louis 
A. Lent, Treasurer. 


Chas. 
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PENS AND PENCILS 





Charles A. Stevens of Chicago gives an interesting and instruc- 
tive report on this important item of the stationer’s stock 





WAS very much surprised when I 

] found I had been appointed chairman 

of the Pen and Pencil Committee, for, 
as a member of the National Catalogue 
Commission, I thought that I had about all 
the association work that I could con- 
veniently handle. After thinking it over, 
however, I decided there might be a few 
odd hours that I could devote to the work 
of this committee. This decision was made 
last summer, but when in April I got my 
new gasoline wagon, and the nice summer 
days and evenings began to come along, my 
good resolutions in regard to work for the 
Pen and Pencil Committee commenced to 
fade. 

If there is any one thing I love to do 
rather than work it is to drive an automo- 
bile with a good jolly crowd behind me. 

As the convention drew closer, I knew 
that I must begin on some kind of a report, 
so I wrote to both the other members of 
the committee, Mr. Ed. E. Huber, of New 
York, and Mr. Harry C. Sharp, of Camden, 
N. J., asking them to write me everything 
they knew about pencils and pens, and, as 
each of them have spent, at least, half a 
century in their respective lines, I felt sure 
that they would be able to help me out. To 
their able assistance, and to several other 
authorities whose valuable information on 
these subjects I have freely used, I am in- 
debted for the technical facts contained in 
this report. I will take up the subject of 
lead pencils first. 

In writing to several manufacturers ard 
stationers, asking their views on this sub- 
ject, I inquired how this committee could 
be of most use to them. One of the manu- 
facturers answered that the committee 
could be most useful to him by forgetting 
all about the subject, and not bringing in 
any report at all. Evidently this party is 
entirely satisfied with the conditions as 
they exist today, and is not inviting advice 
as to how to run his business. But, as I 
always keep in mind the old saying, “two 
heads are better than one,” I am going to 
offer advice anyway, and possibly this same 
manufacturer may find something in this 
report that he may see fit to take advantage 
of. If so, he is welcome to it. I have had 
a whole lot of experience in changing auto- 
mobile tires on country roads, but you can 
rest assured that suggestions or a little help 
from the other fellow is more than welcome 
before I get through. 

The average dealer probably does not 
appreciate the number of operations in the 
manufacture of lead pencils. The making 
of a lead pencil, beginning with the board 
which is received by the factory from the 
cedar mill in the South, requires more than 
two hundred operations. 

First, in regard to the lead used in pen- 
cils, as much care has to be exercised in 


mixing its constituents as in compounding 
medicines. The black lead, or graphite, as 
it comes from the mines, is cleaned and re- 
fined, then mixed with clay, which acts as a 
binder, and then thoroughly ground up, 
sometimes for many weeks at a time, in 
order to get the proper degree of uniformity 
and fineness. After this is done, it is put 
through hydraulic presses, and made into 
the shape of the lead in the pencil, cut into 
the proper length, and is then baked in 
very high temperatures until it is hard and 


The refining process is carried to 


tough. 





JAMES M. TRINER, DIRECTOR. 


extremes, so that there will be absolutely 
no grit in the finished lead. 

In the making of leads, the matter of pro- 
ducing the various degrees of hardness is 
a matter that tfequires great care and the 
closest inspection of each lot of lead pro- 
duced. Quality and degree of hardness 
must be carefully examined and inspected. 
The subject of uniform designation, either 
by number or letter of various degrees of 
hardness, is one that should be carefully 
taken up by this convention. The commit- 
tee recommends that the manufacturers es- 
tablish some uniform designation, and sug- 
gests the following schedule for commercial 
pencils knows as Nos. 1, 2, 3, 4 and 5: 

No. 1—B, very soft. 

No. 2—HB, soft. 

No. 3—H, medium hard. 

No. 4—2H, hard. 

No. 5—3H, very hard. 

In going over the various designations 
of the manufacturers I find the following: 

One manufacturer designates: 


No. 1—extra soft. 

No. 1%—soft. 

No. 2—medium soft. 

No. 24%—medium. 

No. 3—medium hard. 

No. 34%—hard. 

No. 4—extra hard. 

No. 5—extremely hard. 

Then again, I find: 

No. 1—soft. 

No. 2—medium soft. 

No. 3—medium. 

No. 4—hard. 

No. 5—very hard. 

Another manufacturer: 

No. 1—soft. 

No. 2—medium soft. 

No. 3—medium. 

No. 4—medium hard. 

No. 5—hard. 

In omitting the word “medium” from 
more than one designation, it simplifies the 
designation of the five degrees mostly used 
on commercial pencils. Where 14 or 15 
degrees of hardness are used, it is, of 
course, necessary to so designate the vari- 
ous degrees by adding the word “medium,” 
but on the five ordinary grades of the com- 
mercial pencil this could be eliminated. 

The finished leads are put into the 
grooved cedar slats just half the thickness 
of the pencil by girls whose deft fingers 
work with amazing rapidity. The other 
slat, which forms the other half of the 
pencil, having been glued, is placed over 
the one containing the leads and the two 
are put into a press, where they remain 
until thoroughly dried. The slats are then 
run through the shaping machines, where 
the superfluous wood is cut away, and the 
shape of the pencil—either round or hexag- 
onal—is given. The pencils are then sépa- 
rated from one another, they are run 
through sandpapering machines, and the 
various finishes are then put on, sometimes 
as many as seven to eight coats of varnish 
being used. The ends are trimmed off 
evenly near the end of the process. 

You will all remember that the leads used 
in most pencils now are round, and some 
of us can remember far enough back to 
the time that most of them were square. 

There is a story that a former manager 
of one of the pencil companies, upon sharp- 
ening a square lead, naturally had to make 
a round point, and he made the suggestion 
that all of this extra effort and material be 
saved by making the lead round in the first 
place. The suggestion was adopted, and 
today a square lead is almost a curiosity. 

Here is another interesting fact in regard 
to the lead, and that is that different grades 
and degrees of lead have different diame- 
ters. The difference is slight, of course, but 
is perceptible with finely adjusted instru- 
ments. 
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It may be interesting to know how the 
rubber plugs or tips are made that are used 
in pencils. 

The crude rubber is washed and refined, 
and is then mixed with other constituents, 
such as oxide of zinc, which gives color and 
life, and sulphur is also used, which has a 
similar effect, and fine pumice stone, which 
gives the erasive quality. The rubber is 
then vulcanized, and cut into long, round 
pieces, or “plugs,” just the diameter of a 
pencil rubber, which, in turn, are cut into 
short lengths for use in the pencil. 

Without vulcanizing, rubber is soft 
sticky, and without the pumice, it would 
It can be given 


and 


have no erasive quality 
any color desired by using the proper in 
gredients 

In the process of manufacture the unfin 
ished goods proceed from one department 
to another, are handled by numbers of em 
ployes, and the details in following up the 
of keeping each lot by itself re 
attention of numerous 


system 
quires the constant 
inspectors. 

Most dealers who have visited a pencil 
factory, and the various operations 
through which the pencil goes before it is 
completed and packed for shipment, find it 
difficult to realize that it can be made at a 
cost that enables it to be sold to the con 
sumer at such a trifling figure 

In addition to the numerous costly opera 
tions in handling the goods in the factory, 
must be added the manufacturer's office and 
4 manufacturer buying 


seen 


selling expense 
crude material is subject to increased cost 
without any opportunity to provide in ad 
vance for such increases, and in making up 
the goods, is subject to carelessness of the 
employes producing them, all of which are 
part of the cost in the manufacture of the 
finished article. 

In making up lead pencils, large quanti 
ties made up regularly for stock with stock 
stamps, are figured on a basis of uninterrupt 
ed development. Many of the dealers ask 
for pencils with their own imprint, and do 
not realize the additional that is 
entailed in manufacturing in small quanti 


expense 
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ties, because of the special stamps, special 
tips, boxes, labels, etc. The dealer’s par- 
ticular attention is called in this report to 
the fact that the manufacturers of lead pen- 
cils have no sinecure, and that lead pencils 
can only be produced economically where 
large quantities of one particular style and 
grade are put through. 

The stationer purchases the ready-made 
article, sells it at the price published in the 
manufacturer's catalogue, and takes chances 
on the amount of profit which he makes 
on the sale. If his expense of doing busi- 
ness exceeds 30 per cent on his sales, and 
he sells the goods at even a small discount, 





W. J. YOUMANS, DIRECTOR, AS THE KO- 
DAK CAUGHT HIM. 

the chances are favorable for his making a 

loss. 

Dealers and consumers fail to realize how 
much waste there is in the cedar that is used 
in the manufacture of lead pencils. 

An officer of one of the large pencil man 
ufacturing states that there is 
90 per cent waste, and it has been quite a 
problem for the deter 
mine where they are to obtain enough ce 
to keep the supplied, 


cedar comes 


companies 
manufacturers to 


wood factories 
the best 


the Florida supply is becoming rapidly ex 


dar 


from Florida, and 


as 


hausted 


There have been a number of experi 











GROUP 


ments by the United States Government and 
find 


tor 


by pencil manufacturers in trying to 
another that can substituted 
cedar, and, without doubt, many 
pencils with 
I have, and hope 


wood be 
Stationers 
sharpened this 


in them; 


present have 
different wood 
the supply of 


throughout my lifetime. 


cedar will last, at least, 
the best authorities in 
sup- 

had 


follow- 


I wrote to one of 
the United States on the matter of the 
ply of cedar, and asked woods 
substituted for cedar, and the 


what 
been 
ing are extracts from his reply 

to 


“Many experiments have been made 


find a substitute for cedar, but, so far, with 


very little success 


“Some time ago a German patent was 
granted to parties in Hamburg for the soft- 
ening of native woods with acids and ani 
line colors, and I understand some Euro- 
pean manufacturers are now using these 
woods in small quantities. They are also 
using our own Sequoia wood as substi- 
tute for cedar; the latter, by the way, has 
been used by some American manufactur- 
ers in the past. Most of the experiments 
along the lines of softening wood have been 
made by the United States Fi restry De- 
partment, who have submitted to the vari 


ous manufacturers, after treatment, samples 


of all kinds of American woods’ grown 


from Maine to California, such as ordinary 
white wood, white cedar, bass, California 
cedar and others. 

“It might be interesting to know, if not 
already informed on the question, that 
there is enough red cedar in Santo Domin- 
go alone to supply all the pencil manufac- 


world for at least 100 years to 


turers in the 
come, basing the supply on present 


Unfortunately 


demand, 


for the making of pencils 

though, there is not enough water to float 
the logs from mountain districts to the riv- 
er and shore. Attempts have been made, at 
great expense, by cutters of cedar slats to 
market this wood, but the exper of first 
cutting into small pieces, and then carry- 
ing overland from Santo Domingo on mule- 


backs, has made it prohibitive 
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“There are also quantities of cedar in 
Haiti, but it grows mostly among the rocks 
and is very knotty, therefore useless for 
pencil purposes 

“Cuba is covered with red, also Spanish 
cedar, this latter growing on the Northeast 
coast, so that when the country is opened 
up, American manufacturers will receive the 
benefit of this timber. 

“Lately red cedar has been discovered in 
German West Africa, but not enough is 
known about this matter to be of any pres- 
ent practical value or guide to manufactur 
ers. 

Red cedar abounds to some extent on 
Long Island, also along the Hudson river, 
as well as in a great many states of this 
country, but little of it is suitable for mak 
ing pencils. Oregon reports enormous 
quantities, but the location of it makes it 
almost useless at the present time, for the 
reason labor of cutting it down and making 
into boards, to say nothing about trans 
portation, is greater than the present mar- 
ket value of the article 

One of the manufacturers reports that 
the pencil business is one where complaints 
are as numerous as a cat’s kittens. The 
dealer is too receptive of complaints with- 
out trying to controvert them, preferring 
to report the matter at once to the fac 
tory, and condemning the pencil an account 
of the leads breaking or the wood splitting 
The manufacturer investigates, and in 90 
per cent of the cases, finds the trouble lies 
with the user 

The stenographer has a knife which she 
has used to open sardine cans and expects 
it to make a celan shave of the wood and 
lead. The office boy has been taking the 
pencils from the top shelf of a ten foot 
cabinet, and has dropped the entire box. 

A peculiar complaint was made by the 
manager of a large office force. He re- 
ported to his stationer from whom he pur 
chased his pencils, that the leads constant 
ly broke. The dealer informed the manu 
facturer who sent a representative to inves- 
tigate. He discovered the gentleman with 
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several pencils on his desk, with deep in- 
dentations showing where his teeth had bit 
ten into the pencil. At that very time the 
manager during his conversation bit the 
pencil at intervals. The representative no 
ticed this, and inquired whether there were 
any pencils around in the original package 

Being furnished with the samples asked 
for, he immediately proceeded to sharpen 
five or six with perfect results, and then 
pointed out to the manager his habit of 
breaking the leads by the pressure of his 
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teeth. The point was well made, and will 
never be forgotten 

The object of this association is to edu- 
cate the dealer to make a profit. The man 
ufacturer arranges his list prices at figures 
that will enable the dealer when disposing 
of goods in retail quantities at the price 
per dozen, to benefit by a fair margin 
Many dealers, however, make the mis 
take of-using standard brands of pencils as 
leaders, with the idea that cut prices on 
goods whose current values are known by 
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the consumer, will bring customers to his 
establishment to whom he can sell other 
and more profitable goods. This method of 
attracting custom was first in vogue, when 
Noah released the animals from the ark, 
and is today so familiar to the average con- 
sumer that he is inclined to regard a house 
throwing out this kind of bait with consid- 
erable suspicion. Notwithstanding this, a 
great many houses continue to conduct 
their sales along these lines, and the man- 
ufacturers are constantly in receipt of com- 
plaints relative to this class of houses from 
those of their customers who are endeavor- 
ing to maintain profit-yielding prices, espe- 
cially on those goods like pencils which are 
called for every minute im the day. 

These complaints place the manufacturer 
in a difficult position. It is usually met by 
a communication addressed to the price 
cutter, requesting him to desist and in flag- 
rant cases the manufacturer will sometimes 
cut off his supply of goods. This policy 
usually antagonizes the price cutter, who 
retaliates by obtaining the goods through 
some other source, and by cutting the 
prices on them a little worse than before, 
with the result that no gain has been made 
either by the manufacturer or the complain- 
ing dealer. 

Just what to recommend in such cases I 
am free to confess I am unable to state. 
Investigation has shown that the manufac- 
turers prefer to have their prices sustained, 
and will assist this association in any legi- 
timate way they can to this end. It has 
been the experience of the National Cata- 
logue Commission, whose members occa- 
sionally have been called upon to assist in 
settling complaints of this description, that 
the average price cutter works in ignorance 
of the harm which he is not only doing to 
others, but to his own business as well, and 
that a heart-to-heart talk is usually suffi- 
cient to pull him back on the straight track. 

It would greatly assist dealers in main- 
taining proper prices, if the manufacturers 
would print the retail gross and dozen 
prices on the labels of the goods. 
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Many stationers complain, and I think 
very justly, that many of the manufacturers 
are filling for the consuming trade orders 
which legitimately belong to the commer- 
cial stationer. I am willing to admit that 
in cases of large orders placed by railroad 
and express companies, and large corpora- 
tions for special goods bearing special im- 
prints, the manufacturer is justified under 
some circumstances in accepting and filling 
the orders direct, but where these orders 
call for staple goods under standard labels, 
they should be filled, if possible, through 
the stationer. In some cases the manufac- 
turer may not be able to avoid accepting an 
order similar to the last mentioned, in which 
case the goods should not be billed at bet- 
ter thas a jobbing discount, thus leaving the 
avenue open for a dealer to fill subsequent 
orders at a jobbing profit should the oppor- 
tunity be presented. This, of course, ap- 
plies to goods purchased in a quantity suffi- 
ciently large to warrant the discount men- 


tioned. If the order is for a retail quan- 
tity, it should be sold at retail prices 
Competition for business is so keen 


among the manufacturers that it is doubt- 
ful whether they will subscribe to this view 
of the matter, one arguing that if he let 
the order slip, another would gobble it. A 
few years ago twenty or thirty different 
numbers of pencils was a sufficient assort- 
ment to meet the ordinary demands of the 
average stationer’s customers; today this 
same stationer is compelled to carry from 
200 to 300, and sometimes more. We can all 
remember when one line of drawing pen 
cils filled all demands for this 
goods, while today we have to carry the 
goods of from two to three manufacturers, 
each containing from eight to seventeen de- 


class of 


grees. 

Several years ago, when my company was 
taking its annual inventory, I spent some 
weeks dissecting it, and classifying the dif- 
ferent lines of goods, and found that our 
stock of pens and pencils combined amount- 
ed to 15 per cent of our total inventory, 
and in some houses I am informed that the 
percentage will exceed this figure. 

The manufacturers are continually bring- 
ing out new brands. It seems that every 
time one of them has a wakeful night he 
thinks of a new finish and name for an old 
pencil, and the result is that in sixty days 
another new pencil appears in the market. 
If the dealer fails to take kindly to it at 
first sight, then the advertising department 
gets busy, and floods the country with sam- 
ples, thus creating a temporary demand. 
After the dealer has received one or two 
calls for them, he excitedly wires an order 
for ten or twenty-five gross to come by ex- 
press. Before they are sold, however, an- 
other manufacturer has a rarebit dream, 
which means another new pencil of about 
the same grade and quality, but finished in 
pink instead of green—the same kind of 
sampling, the same number of calls, the 
same old telegraph order to ship by ex- 
press. The first lot are dead ones in the 
shelves, because every salesman is pushing 
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the latest arrival, and after this ha@ been 
repeated month in and month out, the deal- 
er wakes up to find that his surplus capital 
instead of resting snugly in the bank vaults, 
is invested in gold bricks in his shelves. 

As the pencil will prob- 
ably discover it before I get through, I may 

that what I don’t know 
pencils would fill several 


manufacturers 
as well confess 
about making 
large volumes. I cannot help, however, be- 
ing impressed with the fact that the manu- 
facturers would find it greatly to their ad- 
vantage to weed out about two-thirds of 
their numbers, which represent old goods 
under new and confine the large 
sums which they appear to be spending for 
few 


names, 
advertising in giving publicity to a 
standard goods. 

The manufacturer 
that he is forced by competition to meet 


will doubtless claim 
each new selling style gotten out’ by his 
fellow-manufacturers, and the originator of 
the first design will claim that he was com- 
pelled to make it in response to a demand 


from a customer. Notwithstanding this ar 
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gument, I am still of the opinion that the 
manufacturers, jobbers and retailers would 
all be better off and better satisfied if the 
long list of numbers made by each of the 
domestic manufacturers could be cut down, 
at least, 6634 per cent. 

A manufacturer by concentrating his fac- 
tory energies on a limited line would be 
able to produce a higher grade of goods at 
a lower cost, and to concentrate the force 
of his advertising in a way that would 
bring definite results. Consider, for in- 
stance, “Pear’s Soap,” “Walter Baker’s 
Cocoa” or “Boston Baked Beans”—would 
any of these sold under other names, even 
supposing, if you will, the beans were 
packed in green buckets with gold bands in- 
stead of in the time-honored Pittsburg tin 
cans? 





Furthermore, if the numbers which each 
manufacturer produced were reduced to a 
reasonable limit, orders placed prior to the 
4th of July could be delivered by Christ- 
mas time instead of keeping customers 
waiting until Washington’s birthday. And 
this leads me to suggest that the manufac- 
turers introduce in their order departments 
some method of notifying customers when 
it is anticipated that there is to be an un- 
usual delay in the filling of an order. This 
courtesy will prevent irritation on the part 
of the dealer, and at the same time will give 
him an opportunity to square himself with 
his customer. 

Having unloaded as much valuable advice 
as I think the manufacturers can stand in 
one dose, I will now turn my attention to 
the dealer. 

I will not attempt to give you any advice 
as to where the goods should be kept in 
stock, or how they should be cared for, as 
this was very fully covered in a very able 
paper on “The Care of Stock,” delivered by 
Mr. Sam Mayer, at the Toledo convention. 
I will suggest, however, that if surplus 
stock can be placed in the store vault, pro- 
vided there is one large enough, about 50 
per cent can be saved in the insurance pre- 
miums on stock so stored. 

When a customer comes in to buy a 
cheap pencil for a class of work in’ which 
the stationer knows a higher grade of pen- 
cil would give greater satisfaction, train 
the salesman to give him what he asks for 
and at the same time place a pad of paper 
in front of him and invite him to test a 
pencil of a better grade. In most instances 
the customer will select the better grade, 
but if he fails to do so, invite him to take 
the sample with him, and nine times out of 
ten the return order will be for the higher 
grade goods. 

Salesmen should be invariably instructed 
to push the better grades of goods, and this 
applies to other lines besides pencils. A 
more satisfactory profit can be made and a 
customer can usually be better pleased on 
the better grades, and a satisfied customer 
is the best advertisement any house can 
have. 

A dealer has suggested to me that the 
trade could be greatly assisted if the Na- 
tional Catalogue Commission would con- 
sent to make a comparative list of the 
pencils made by the different manufacturers 
so that by referring to the familiar number 
of any one manufacturer he could ascertain 
at a glance the other manufacturers’ stock 
numbers for goods for similar grades and 
values. This stationer would undoubtedly 
find such a list to be as invaluable as the 
Commission’s Comparative List of Blank 
300ks, but does he realize what an awful 
job he is trying to unload on this commit- 
tee? As a member of this commission, I 
wish to thank him for the compliment im- 
plied, but does he think that it’s a snap to 
have nothing to do but work? He should 
try it himself. 

The question of the amount of profit that 
a dealer should make on pencils or pens 


bearing special imprints has been fre- 
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quently presented. Some dealers seem to’ dealer should bring a fair margin of profit the 18th century. It was not until 1830, 
incline to the question that the special im as in creating a demand for them not a however, that a really satisfactory steel pen 
print goods should be sold at lower prices little effort and expense are required, Many was produced, and it was not until about 
than goods of similar value bearing the dealers have found it profitable to push 1860 that the manufacture of such pens was 
manufacturers’ standard labels. I think goods of this description, for the reason begun in this country. Today, including 
this is a very serious mistake. While there that the advertiser of the name brings re the American agencies of Birmingham ad- 
may be some question as to whether staple rders dresses, there are only four hundred and 
numbers made by a manufacturer under a The subjects of Pencils and Pens are’ eighty-nine manufacturers of steel pens, but 


dealer’s imprint are always handled in the very closely allied and what I have stated there are only four or five of them having 
factory with the same amount of care and_ relatively to pencils from the viewpoint of factories whose addresses can be located. 


attention as the manufacturer devotes to’ the dealer will, in most instances, apply to Most of the others carry their stocks in 
his own goods, I do not think that they pens. We have the same problems of the’ trunks and their office addresses are under 
should be priced at lower figures. sy this manufacturer selling the consumer, only to their hats. 

I do not mean to infer that the manufa an intensified degree, and when it comes to I have often thought, particularly during 
turer purposely refrains from making a goods bearing special imprints it is a seri the past year, that if all dealers and manu- 
product bearing a customer’s imprint with ous question whether the volume of such facturers distributing pens under special 





4 Cc f- 

1C. Secretary Byers looking pleasant. 2C. Alvah Bushnell, George A. Olney, Edwin |, Baer, Miss Vivian Martin, D. H. Archibald of Eber- 
hard Faber, N. Y.; J. W. R. Merckle, Thaddeus Davids Co., New York; A. W. McCloy, Pittsburgh, Pa. 3C. Chas. H. Shields, Toledo; Du Monte A. 
Whiting, Buffalo; Henry G. VonWedelstaedt, St, Paul; Samuel Ward,.Boston; Joshua N. Hobbs, Chicago. 4C. C. N. Roth, the Macey Co., Grand 
Rapids, Mich.; H. A. Van Derslice, Jos. Dixon Crucible Co., St. Louis; R. B. Sanders, Cleveland, O.; Walter Petty, Cleveland; C. J. Buntell, 
Tower Mfg. & Novelty Co., New York; J. H. Lewis, Joseph Dixon Crucible Co., Atlanta, Ga. 5C. Readers will recognize among others J. N. 
Hobbs, E. J. Weis, J. W. R. Merckle, D. H. Archibald, Uncle Geo. Olney, Ray Martin and !. P. Dennison. 6C. “Billy” Baxter of the Interna- 
tional Stationery Co., enjoying a comfortable seat in Ralph Bauer’s automobile. 


f names would register them with the Na- 


the same care that he devotes to his own goods distributed does not exceed that 


goods, but that he is handicapped by the the manufacturers’ standard numbers. tional Catalogue Commission, the latter 
way in which these orders are turned out I had prepared for the purpose of this could act as a bureau of information for the 
No manufacturer of any line of goods in paper fifty-two typewritten legal cap pages, purpose of advising dealers where such 
volving so many patterns and different giving a history of the origin and progress goods of this description as they have calls 
styles of finish as that of pencils can guar of the pen’s manufacture, with a detailed for, could be obtained. 
antee to have a lot of every grade in statement as to the number of worthy cit! This would result to the benefit of the 
process of making when the dealer’s order zens it has been responsible for putting distributors or owners of the imprinted 
is received, and the average stationer fre behind the bars, but, as Mrs. Stevens, after pens, as well as to the dealers. 
quently fails to give him a sufficient length two weeks of insomnia, went to sleep on Notwithstanding the increased use of 
of time t ll an order of this description page 20, I have decided not to inflict it typewriting machines, the perfection of the 
The result is a hurried execution, such as upon this audience However, I cannot indispensable fountain pen and the recent 
a manufacturer would not permit in the pass this part of my subject without, at re-introduction of the ink pencil or stylo- 
case of his own good least, a few words graphic pen, there are more steel pens 
Notwithstanding this implied disparity of I am informed that the first experiments manufactured today than at any time dur- 
values which, after all, may be imaginary, I in the manufacture of steel pens were-made ing the history of the industry. 


think the special imprint goods of any in France and England toward the close of The question frequently has been asked 
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as to whose line of steel pens is the best, 
and it is still unanswered, there seeming 
to be almost as many tastes among con- 
sumers regarding pen points as there are 
users. It is one of those lines or classes 
of goods where the consumer has to be the 
judge, and there is little opportunity for 
the dealer to push any particular line to the 
exclusion of others. 

I might extend this paper by commenting 
upon the growing habit of the manufac- 
turers to approach the consumer direct; the 
multiplying difficulties of the dealer, by 
reason of the daily increasing stock of num- 
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bers which he is compelled to carry; the 
confusion in filling orders, caused by the 
habit of manufacturers of applying the 
same number to several different pens—fine 
—medium and coarse; the suggestion that 
manufacturers print the prices of the vari- 
ous numbers on the box labels; the raising 
of the manufacturers’ lists to 
larger margins to the dealer; and a variety 


allow of 


of other suggestions which have been made 
by different members of the 
but these subjects are all so familiar and 
have been discussed so many times that I 
ask to be from them 


organization, 


will excused giving 


more extended mention. The subject of 
Pens and Pencils is to me an intensely in- 
teresting one; they have been and will long 
continue to be the tools used to shape the 


destinies of nations. They are the tools 


which have been largely instrumental in 
shaping the destiny of Stevens, Maloney & 
Co., and if the profits on their sales today 
were no greater than they were a few years 
ago, they would have done to us what Cleo 
patra did to Anthony—take away our pay 


envelope 


CHARLES A. STEVENS, 





BLANK BOOK COMMITTEE MAKES EXHAUSTIVE REPORT 








Ralph S. Bauer of Lynn, Mass., together with Edw. R. Morey and William 
C. Bardenheuer, go thoroughly into present conditions touching the han- 
dling of blank books and the relations of the dealer and the manufacturer 





N approaching the subject of blank 
books, your committee, appreciating the 
importance of the subject, sent out two 

letters dated April 23 and May 2, 1910, to 

every prominent stationer and manufactur 
er in the country, asking for specific sug 
gestions and complaints. 

The following extracts from the reply let- 
ters received, show the character of most 
of the answers: 

“It is our opinion that no branch of the 
stationery business is so satisfactory, and 
gives so little trouble, as the blank book 
end. If you can suggest some way in which 
we can aid you, remember we are at your 
service.” Isn’t that encouraging and help 
ful? 

Here is the reply, full of good meat, from 
a prominent stationer in the Middle West 


“IT do not know much that I can write 
that will be new about blank books. 1 
sometimes think that the manufacturers 


could do much better on the delivery of 
goods, and if they would wrap all books 
singly it would add to the appearance of 
the stock. 

“There are many 
are similar, and if the 
it would be much better for the retailer 


that 


down 


books made 


line 


too 


was cut 


“The prices we are getting are very sat- 
isfactory as we have adopted the Catalogue 
Commission prices, which leave us a fair 
margin of profit. 

“Memorandums should be put up in box- 
es, both good and cheap, and we would be 
willing to pay more for goods put up that 
way. I am speaking of the cheaper class 
of goods.” 

Another reply from a leading New 
follows: 


Eng- 
land stationer runs as 
“Answering your letter of May 2, 
seem the that 
largely covered the blank 
There is one improvement that 
made by the blank book manufacturers, 
which would greatly benefit stationers, that 
is, to stamp the number, ruling and thick- 
ness on the back of all blank books. It is 
the custom of most stationers to display 


it would 
we had 


be « 1k 


from same, very 
Situation. 


could be 


their blank books in an upright position on 
the shelves, and you can see how important 
it is that all books should identi- 
fication number on the back so that a clerk 
can put his hands quickly on the book he 
is looking for without take a 
number of books down 
open them up and see what the ruling is. 
to me, therefore, that a portion 


bear an 


having to 


from the shelves, 


It seems 


of the paper might be devoted to the ad- 
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vantage and importance of having the books 
so marked.” 
You see there are a few good sugges- 
tions in some of the stationers’ answers. 
And now we 


language from a prominent blank book ma‘- 


want to quote the exact 
ufacturer who seems to utterly fail in his 
effort to understand the true purpose of 
our national organization, which is one of 
manufacturer, the job- 
and to the consumer. 


helpfulness to the 
ber, the retailer, 
Listen to this! 





“We are in receipt of your inquiry in 
reference to the blank book situation, and 
in reply do not know that we have any 
thing special to say on this subject 

“It is clearly manifest that the manufa 
turers’ problem and the stationers’ prob 
lem differ radically, and as we consider your 
organization to be primarily one that is in 
tended to further the interests station 


seem to us that the man- 
empha 
There 


are- comparatively few manufacturers there, 


ers, it would not 
ufacturers’ point of view should be 
sized too strongly at the meetings 


« 


and those who do attend, usually go out of 
courtesy, and for social purposes rather 
than with the idea of relieving any busi- 
ness difficulties.” 

Can you beat it? 

It is just such blankety-blanked sense 
as this that more than once caused the 
chairman of this committee to wonder what 
he had done to President Bailey that he 
should be selected as chairman of a com 
mittee to work out some helpful sugges 


the blank book end of the 


business. 


tions to benefit 


stationers’ 


\ careful canvass of the average station 
er’s business enables us to make state 
ment that the blank book end of the bus 
ness is fully one-quarter of total business 
The importance of the line innot be 
overestimated, and we want t ery em 
phatically suggest to every ma here 
that he cannot give too much tion t 
the proper selection of this class of goods, 
particularly as to a well assorted range of 
prices, styles of bindings, thicknesses, etc 

The loose leaf industry, which of late 
years has grown considerably, has given 
many stationers the impression that this 
business 1s encroaching largely on the 


lines, and thereby caus- 


bound blank book 


ing the falling off in the sales 


| 1 
this class 


of goods 

\ very diligent canvass of the manufac 
turers of stock goods enables us to say that 
this is by no means the case, for the growth 
of the Blank Book business shows a great 


gain, fully proportionate to the general in- 





of 
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crease of business throughout the entire 


country. 

While on certain classes of goods, loose 
leaf devices have supplanted bound books 
of special styles, the increase in the sale 
of bound books in other branches of the 
blank book line is more than equal to the 
falling off in the particular lines affected by 
Loose Leaf books. 

In getting replies to our inquiries we 
regret to say that we received but very lit 
tle to work on, the main points being the 
question of how to carry the goods in 
stock, and as to what margin of profit 
should be made on this class of goods. 

On the last point we have suggestions 
varying from a recommendation that 50 per 
cent be added to several statements to the 
effect that fully 100 per cent should be add 
ed on all goods. 

We believe the question of prices has 
been very satisfactorily settled by the rec 
ommendations made by your Price Com 
mittee, these recommended prices fully cov 
ering the important points, and if these fig 
ures are adhered to by the trade through 
out the entire country, the Blank Book por 
tion of the business will be as profitable as 
any other line in a_ stationer’s establish 
rent. 

We want to here express our thanks to 
the National Catalogue 
their great work, and we earnestly recom 


Commission for 


mend to the trade at large that the prices 
quoted by this commission be taken up and 
carried out just as outlined 

We can assume that the price matter is 
for the time being settled, and the question 
now arises what other moves can be made 
to help this part of the stationer’s business 

As the margin of profit added to the cost 
of goods is fairly satisfactory, the only 
other ways in which the line can be helped 
would be in the carrying out of stocks, sav 
ing of interest, and so on 

On this point, considerable can be done, 
and might be taken up under the following 
heads: 

Packing. 


The day of unit packing has arrived and 
we recommend to the manufacturers that 
every folio and quarto blank book be 
wrapped singly and properly labeled. This 
would be one of the first moves toward 
economy from the retailers standpoint as 
it would enable him to save the cost of 
damaged goods, and, further, would insure 
fresh stock being given to the customer 
at all times, which cannot now be done 
where the books are packed from two to 
six in one wrapper, and the package left 
broken on the stock shelf to accumulate 
dirt and get shopworn 

On memorandum books of the _ better 
grades a suggestion that each book be prop- 
erly wrapped or packed so that it could be 
taken out of the box, and in the original 
wrapper handed to the customer, would be 
a very great help. 

Of course, a move of this kind would 
mean an increase of cost to the manufac- 
turer, and would have to be provided for, 
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and could only be done by concerted actio1 
mn the part of the manufacturers 

We believe this could be readily accom 
plished if the trade would insist upon pur- 
chasing their goods packed in this shape 
only, and if they would co-operate with 
those manufacturers who would meet their 
views on packing, by giving them the pref 
erence, and when making price compari- 
sons, be sure and consider this item of 
packing as a part of the purchase 

The cheap memorandums should be pack 
ed in dozen boxes, and not a half gross 
under a single wrapper. 

Size of Books. 

In the course of years the manufacturers 

of blank books have increased their lines 
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so that to-day altogether too many varia- 
tions in thicknesses, sizes, styles and bind- 
ings are to be found, and there are too 
many grades. We recommend that the 
manufacturers adopt fewer grades, and a 
universal assortment of thicknesses to be 
carried on all lines. This would prove of 
great benefit, and would in no way affect 
the volume of the total business. 

A very good example of this is the line 
of Columnar books that in the last few 
years have been placed on the market, and 
are so popular. 

These goods were originally stocked in 
but two thicknesses, namely, 150 and 300 
pages, and if any one of you will carefully 
go over his records of demands from the 
trade on this class of goods, we do not 
believe that any inquiries were made in 
sufficient numbers to warrant any other 
thicknesses being carried by the stationer. 
Why can’t this same rule be carried out 
further? 

Take, for instance, a line of half cloth 
crown blank books, one of the most popu- 
lar books in general demand, such as Nos. 
9 B. and P.; 774 National, and 66 Shaw, as 
described on the third page of the cata- 
logue commissions prices. 

If vou refer to these, you will find a book 
made in 150 pages at 80 cents, another book 
in 200 pages at 90 cents, or, in other words, 
a difference of 10 cents. Would not the 
consumer be perfectly satisfied with one or 
the other of these books? Further on in 
the same book you will find 300 pages at 
$1.20; 400 pages at $1.40; 500 pages at $1.60, 
and 600 pages at $1.80. A variation of but 
20 cents between the various thicknesses, 
and in order to be able to make these 
prices, the stationer must carry a fair stock 
of every single thickness. It is hot reason- 
able to assume that if a stock of these books 
in 150, 300 and 500 pages be carried, the 
demand of any customer could be supplied 
without any trouble of any kind to the 
salesman. , 

Go further on in this book and refer to a 
Demy quarto book, such as is described on 
page 6, Nos. B. and P. 38%, National 812, 
and Shaw 150. You will find 100 page 
books at 50 cents, 150 page books at 60 
cents, and 20C page books at 70 cents, 300 
page books at 90 cents, and 400 page books 
at $1.00. 

How much business would you lose if 
you carried a stock of 150 page books at 60 
cents and 300 page at 90 cents only? 

Go further on this subject and take a 
duck bound book, such as B. & P. 67%; 
National 892, Shaw 308, on page 4, and you 
will find a 200 page book, 55 cents; 250 page 
book, 60 cents; 300 page book, 65 cents; 
400 page book, 75 cents, and 600 page book, 
95 cents. It is necessary to have stock of 
every one of these thicknesses in order to 
supply the demands of your customer, the 
variations in price between thickness being 
10 cents a book? What would you lose 
were you to have a stock of this number 
n 150, 300, and 500 pages? 

Take the better class of goods, for in- 
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stance, the Crown folio book in No. 2 
ledger paper, such as B. & P. 88%, Na- 
tional 974, and Shaw’s 410 on page 1. You 
will find that according to this list a stock 
would have to be carried of 300, 400, 500, 
600, 800 and 1,000, with the variations of 
50 cents per 100 pages on this high-class 
stock. Would you have any trouble if you 
were to confine your stock to 400, 600 and 
800 pages? 

In thinking over this subject, it occurs to 
us that considerable saving could be effect- 
ed not only by the stationer, but by the 
manufacturer, with the result that more 
complete stocks would always be available, 
there would be fewer “shorts” from the 
manufacturer, and the consumers would be 
perfectly satisfied. 

We at this moment are not in position to 
recommend particular thicknesses, but 
would suggest that this question be taken 
up and canvassed very thoroughly, and we 
have no doubt but that a solution could be 
arrived at which would be most satisfac- 
tory to all concerned. 

To-day we make the suggestion simply to 
start the ball rolling, that all books which 
are commonly known under the head of 
half bound bindings, either in duck, cloth 
or paper sides, with leather back or other- 
wise, should be made in 150, 300 and 500 
pages only, and when it comes to the small- 
er sizes of these books even the 500 page 
book can be eliminated. 

All books commonly known as 4 bound 
books and full bound, which would mean 
a book with spring backs, etc., should be 
made in 200, 400, 600 and 800 pages, and 
when it goes to the higher price and larger 
books, the 200 page thicknesses should be 
omitted 

This question is very important, and 
could not only be accomplished by mutual 
agreement with all of the manufacturers, 
for should one particular manufacturer 
make a book varying in thickness to these 
given thicknesses, it might result in mis- 
understanding on the part of the consumer, 
and result in price cutting. 

Take the question of letter copying 
books; in looking over the line you will find 
that most books are made in 300, 500, 700 
and 1,000 pages. The difference of price 
between the various thicknesses being so 
little that it seems foolish to carry a stock 
in this slight variation. We recommend on 
this that it be universally adopted that the 
thinnest letter books made be 500 page, and 
only one other thickness, namely, 1,000 
page, made as a thicker book. There is not 
a particle of doubt but that the consumer 
will be just as well satisfied if this plan be 
adopted instead of as it is now with four 
thicknesses 

Again, however, we 
can only be done by co operation of a 

The subject of invoice books is another 
one that can be treated in the same manner 
Look at your list, and ll find in 


you will 
‘ks made in 250, 300, 400, 500 and 
Just as much business would |! 


must say that this 


11 


voice he « 
600 pages 


done if the books made in only 300 


were 


and 500 pages 
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time 
with 


Printed head cash books and folio 
books and all special form books, 
printed heads, should be made in not more 
than two thicknesses, say 150 and 300 page. 

This subject can be carried on through- 
out the entire line, and we believe that in 
calling attention to this we are showing the 
way for improvements, not only in the car- 
rying of stocks and keeping stocks more 
complete, but if followed out carefully, a 
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very fair reduction in the stock necessary 
to be carried can be brought about by judi- 
cious buyers. 

Of late years a number of special rulings 
have been added to the lines of 
Blank Books, necessitating an increase of 
stock, and unfortunately numbers of these 
rulings have been added to almost every 
line brought out by the manufacturers, in- 
stead of making these only in particular 
lines. 

If some plan could be worked out to con 
centrate special rulings in specific lines of 
Blank Books made by all of the manufac- 
turers, better satisfaction would undoubted- 
ly result, as today a number of these special 
rulings are shown in the cheaper class 
goods, where this is entirely unnecessary, 
but as long as they are made by a manu- 
facturer, one or the other stationer carries 
them, and the consumer not always know- 
ing the difference in quality is led to be- 
lieve that one house makes very much 
lower prices on this article than another. 

We do not want to bore you by stretch- 
ing out this question, and before dropping 
the subject simply ask you to consider this 
and determine whether or not the subject 


various 


is worth going into thoroughly. 

In the replies to the committee we find 
a number calling attention to the fact that 
manufacturers should be requested to not 
sell to railroad companies and large cor- 
porations direct. On this subject, we want 
to say this question rests entirely with you 


stationers, for as long ‘as you buy. from 
the manufacturer who does this, you are 
encouraging him to continue this policy, 


are discriminat- 
is work- 


ind not only that, but you 
against the mantfacturer who 


ing with you. This subject has been 
brought up so frequently that it is almost 
worn threadbare, but the fact remains— 
Stationers—it is entirely up to you. 

We also have numbers of remarks rela- 
tive to the display of blank books, and as 
opinions differ so greatly on this, we will 
not touch on the subject other than to 
bring out one particular point, and that is, 
no matter how you display your stock, be 
sure to keep it complete, and more than 
that, keep it clean, and in such a condition 
that clerks turn to it without 
trouble. 

The subject has been brought up by sev- 
eral to decide on a uniform price for let- 
tering on’ backs and sides of books, special 


your can 


paging, indexing, etc., and we want to say 
some years ago the manufacturers in New 
York adopted a fairly good list of prices 
to be charged for these operations, and we 
would suggest that these prices, which are 
the cost price to the stationer, be taken as 
a basis, and selling prices made accordingly 
and adopted universally. 

The question of selling prices is brought 


up very frequently on “made to order” 
books. This is too difficult a subject to 
tackle without going into carefully, as local 


bearing on 
however, in 


conditions have considerable 
this matter. We 
a general way, that no blank book should 
be made to order in special forms, that does 
not bear a profit of fully 100 per cent on 
the cost. 
Respectfully 
300k Committee. 
RALPH S. BAUER, 
EDW. R. MOREY, 
WM. C. BARDENHEUER. 
REPORT OF THE BOARD OF 
CONTROL. 
HE board of 
that the by-laws be changed so as to 
provide for the election of new 
members by the executive committee 
rather than by the board of control, as 
heretofore, and to make this effective it 
suggests that Section 3 of Article VI be 
amended by striking out the last six words, 
and that Section 6 of Article III be 
amended so as to read as follows: 
“Application for membership, either club, 
individual or association, shall be made in 


should say, 


submitted by the Blank 


Chairman 


control recommended 


writing, accompanied by the regular fee to 
the secretary, and such applicant may be 
elected by the executive committee.” 

Mr. Falconer submitted to the board a 
resolution which has been adopted by the 
Baltimore Stationers’ Association for pre- 
sentation to the convention, and upon mo- 


tion, duly made, seconded and carried, it 
was resolved that such resolution has the 
approval of the board of control, and is a 
proper matter to be brought to the atten- 
tion of the convention. For the purpose 
of this report, it may be stated that the 
resolution has to do with an attempt to 
induce the manufacturers to take proper 


T 
i 
measures to regulate the retail selling price 


of their various products for the purpose of 
ting price-cutting 


prevel 
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MISCELLANEOUS ITEMS 





Robert D. Patterson, acting chairman of the committee on miscellaneous 
items, covers his subject thoroughly and makes some straight-from-the-shoulder 
suggestions to stationers with reference to the conduct of this department 





HE Committee on Miscellaneous 
Items being in a decrepit condition, 
owing to the chairman having made 

so much money during the past year as 
to enable him to tour Europe, and on ac- 
count of his absence not being able to pre- 
pare a report, and the other members of 
the committee, owing to stress of business 
engagements being unable to do any work, 
your president decided that a report must 
be prepared by some one. After looking 
over the available material for this post of 
honor, and overlooking many men much 
better qualified for the position than your 
humble servant; men at whose feet we 
could profitably sit’ and make notes, as 
words. of wisdom fall from their ‘mouths; 
notes which could be coined into 
hard cash in the way of profits if we would 
but “stop, look and listen,” and adopt the 
suggestions offered by them—suggestions 
born of long years of experience, experi- 
ence dearly bought, because they had to 
find out for themselves by trying various 
schemes, and not by attending national 
conventions, and having gocd ideas handed 
to them. He finally decided that I should 
present the important subject. 

Items.—It is a 


good 


Miscellaneous very im- 
portant part of our business, so important, 
in fact, that I hardly feel capable of 
handling it in the instructive manner it 
should be, for I believe it should be given 
much care and study by all stationers, for, 
like Alladin’s lamp, large profits will accrue 
as the result of much polishing, in the way 
of a well selected, well displayed, properly 
priced stock of miscellaneous items. This 
stock should not only be kept in perfect 
condition on the shelves, well wrapped, 
marked and labeled, but should be attrac- 
tively displayed in the show cases. We 
have found the displaying of them in small 
wooden trays with the single retail price 
marked in plain figures, and the tost and 
quantity price in characters the best 
scheme. The assortment should be large 
and complete, and from time to time stock 
should be carefully gone over and those 
items picked out which have become slow 
sellers or changed in style; these should 


be promptly pushed to close them out, 
selling at cost if necessary, as the princi 
your money back and 


pal point is to get 


invest in other merchandise’ bearing a 
profit 

The caption “Miscellaneous Items” cov 
ers a multitude of goods carried by sta- 
tioners, and its ramifications enter the field 
of every standing committee to a greater 
or less extent, so if we trespass during 


these few remarks, our desire for a duty 

well performed is our apology Among 

others it covers: 
Parchment, typewriters 


fountain pens, 


business phonographs, conductors’ punches, 
carbon paper, toilet paper, typewriter rib- 
bons, wire goods, diaries, numbering ma- 
chines, date books, pencil sharpeners, paper 
clips, adding machine paper, push pins, tally 
registers, twines, duplicating machines. 
When selecting your fountain pen line, 
first determine what line you want to carry. 
Select one that embraces all the necessary 
qualifications of a good line, one well ad- 
vertised by the manufacturer, one com- 
bining all the degrees of fineness or coarse- 
ness and flexibility of points, sizes and 
style 
demands. Carry 


your ef- 


self-filling and old 


shapes of 
so that 
a complete 
forts to the one 


pens, 
cater to all 
assortment, 


you 
confine 
sales- 


line, have all your 
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men sell them, but have one man whose 
special business it is to see that the trays 
are kept clean filled 
pens filled with ink, each one properly la- 
and 


work 


and with pens, the 
beled with price, style of point, etc 
that all pens that do not 
from the 


to also see 


properly are promptly removed 


case, so that a customer in trying them 
cannot possibly get hold of a defective one; 
offer to exchange if point doesn't suit after 
a few days’ trial: do everything you can 
to please. Put forth all your efforts on 
the one line, and your fountain pen sales 
will increase, and if there are any rebates 


for increased sales, you will be able to col- 
and on 
one line he 


to help 


from the manufacturer, 
your pushing the 


more 


lect them 
account of 
will be willing to do 
with the sale, by-special advertising, etc., 


you 


will your competitor, who carries 
from different manu- 


make any 


than he 


a varied assortment 


facturers, and does not 
lar effort to push one special line. 
ribbons and 


important 


particu- 


Typewriter carbons form 
miscellaneous 


important 


one of the most 


items we carry, and one far more 


than many stationers appreciate. Some 
years ago the stationers had practically all 
of this business; they neglected their op 


specialty 
and 


portunities in the matter, and 


up, handling ribbons 


houses sprang 
their 
typewriters and scalping stationery 


Keeping in closer touch with 


carbon as main item, and repairing 


orders 


as side lines. 


this item than the stationers, they have 


succeeded in getting the bulk of the busi- 
about real 


There are thirty-five 


manufacturers of ribbons and carbons, and 


ness 


a countless number of so-called manufac- 


turers (who are in reality only jobbers), 
selling ribbons and carbons to the trade. 
The total business of the United States 
amounts, annually, to approximately $2,- 


This amount was arrived at by 
several of the 
bulk of 


250,000.00. 
averaging the estimates of 


largest manufacturers doing th 
the business. 

When you 
cost to the 
you will appreciate the magnitude of this 
what an op 


ngures are 
retail 


realize that thes¢ 
dealers, and not prices, 


branch of the business, and 


portunity for large profitable business is 
slowly, but surely, slipping away from us, 
simply from lack of 
part of the fact that the 
the exercise of common sense 
can practically control this large and grow- 
ribbon 


appreciation on our 
stationers, by 
and energy, 
ing item in the business. Special 
and carbon departments should be 
special rep 


opened 


up; place them in charge of 


resentative, not a general salesman, one 


who can concentrate his efforts on this 
line, and other typewriter supplies; go after 
the business hammer and tongs, and in 
time a large proportion of the business now 
controlled by the typewriter machine com- 
panies and specialty houses, would come 
to its rightful protectors, the stationers 
If vou will but think, you will realize that 
in this day there is hardly a transaction in- 
volving from five cents to millions of dol 
lars, but that involves the use of type 
vriter ribbons and carbons at some stage 
durit g its consummation Do not neglect 

opportunity longer, for some plat 
like the above is followed, the subject will 
W ts own salvation, the stationers will 
control the majority of the business, the 
manufacturers will seek them as their nat 
ural outlet (and they would rather deal 
with the stationers than others), and in 


time would practically confine sales 


to those made through the stationery trade, 


and our work of eliminating the abuse of 








the manufacturer selling the consumer 


would be greatly, greatly advanced. 
Duplicating 
item, but they require intelligent special 


machines are a_ profitable 


representation to make them so. Not all 
salesmen, no matter how bright they may 
be, can sell a Daus Duplicator, Mimeo 
graph, Planotype, Multigraph or Neostyle 
Salesmen must be trained so as to meet in 
emergencies that 


an intelligent manner 


may arise, and which if he were not posted 
would kill the deal 
tives confining their efforts to this line 


Trained representa 


alone will produce good re sults. 


Pencil sharpeners should be carried in 
good assortment \ll kinds sampled for 
the inspection of and trial by customers 


should be kept fastened to a counter ready 
for use, well oiled, and the cutting knives 
frequently changed, so that they are ready 
for trial by any prospective customer. A 
stock of repair parts and cutting knives 
should be carried, so that immediate serv 
ice can be given when they are wanted 
The dismantling of good 
clerks to get repairs for customers is a 


machines by 


pernicious habit, and should be prohibited, 
as the salesman nearly always fails to r 
port to the department manager or buyer 
the sale of the part, and the result in a 
short time is a variety of cripples, each 
with some very important part of its anato 
my missing 

Moore’s push pins are a small item, one 
on which, when purchased in the ordinary 
way, there is only a fair profit; if, how 
ever, they are purchased in the jobbing 
quantity from the manufacturer, the profit 
becomes a very good one. 

I cannot refrain from urging all dealers 
to carry in stock, in addition to the cheaper 
five and ten-cent grades of toilet paper, 
« good grade that will retail at twenty 
cents a package or roll, and $2.00 a dozen 
The sale is not large, but a certain amount 
of business can be done, and it will steadily 
increase, as there is a demand for that 
class of goods, and when once converted 
to the use of a better grade, customers will 
not go back to the cheaper ones; in fact, 
this should be the effort on all lines. The 
better goods bear the best profit, and there- 
fore the largest return for the effort ex 
pended in addition to a well-satisfied cus 
tomer. 

These individual suggestions could be 
continued ad infinitum, but the few given 
above will suffice to impress the fact that 
care must be exercised in the selection of 
your stock of miscellaneous items, the as 
sortment must be large and varied, goods 
must be well displayed and purchased in 
such quantities as will insure the minimum 
cost, thereby obtaining the largest profit. 
The stationer must be up and doing, not 
neglecting his opportunities, watching his 
business, so as not to allow good profits 
to be taken from him, simply from lack of 
attention on his part, and as the cost of 


doing business is large, and the return very 
small, personal attention is at all times 
necessary. The best illustrations of neg- 
lected opportunities that I know of are 
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the fancy stationery and die stamping now 
largely controlled by jewelers and depart 
ment stores, and ribbons and carbons met 


tioned above 
If stationers do not already carry them 
ind many do, the following are some of 


~ 4 | 
find profitabl 


the lines they will e, pro 
vided, of course, the trade in their parti 


lar locality are consumers of them 


Duplicating devices, brief cases, stam] 
pads, file bands, magnifying glasses, di 
tionary holders, reading glasses, parchment 
nger pads, sleeve protectors mor 
changers, staats, vest protectors, condu 
tors’ punches, art gum (buy direct fron 
manufacturer to get best profit), time 
stamps, money trays, banker’s cases. push 
pins, wallets, toilet paper (good quality) 
stationery racks, numbering machines, wall 
ilendars, pencil sharpener machines, rub 
ber stamps, adding machine paper, tele 
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phone rolls, adjustable book locks, adjust 
able index tabs, typewriter oil, call bells, 
thermometers, tally registers (particularly 
in cities where they have a boat service. 
Used by clerks on boats for checking sacks, 
live stock, etc., on and off the boat), metal 
polish, furniture polish, chamois, nail clip 
pers, cuspidors, cuspidor mats, telephone 
brackets, poker chips and racks 

These, of course, are only a few of the 
profitable items, there being many others 
that may be profitably carried, varying in 
different localities and governed by local 
conditions. 

The miscellaneous items in this business 
come from manufacturers widely scattered, 
and importers, frequently a manufacturer 
making but one or two things. They are 
not always in close touch with the needs 
of the trade, and before determining their 
selling prices, it would pay them to attend 
this convention and consult with the vari- 
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ous delegates as to the necessary percent- 
age of profit required by the retailer, so 
that he could make a fair profit and would 
insure his taking an active interest in the 
line. Goods should be packed in strong 
boxes of a convenient size, nicely labeled 
and well wrapped. It is a good idea when 
goods of this nature are received to mark 
each individual package with the cost and 
selling price, and then rewrap them so that 
they will keep fresh and bright in stock, 
of course not forgetting the key letter or 
figure (as suggested by the Blank Book 
Committee in a previous paper) on each 
package, to indicate the date of purchase. 

In miscellaneous items are many bearing 
orly a moderate profit, some a fair one, 
and some a good one. This condition, I 
think, is caused partially by the manufac- 
turers not realizing the amount of profit 
necessary to pay the cost of doing a retail 
stationery business, and making his price 
so low that only a small commission re- 
mains for the dealer, and as a result, only 
faint efforts are made to push that particu- 
lar line. 

On the other hand, other manufacturers 
consult members of the trade as to the 
retail price and discounts to be allowed, 
with the result that prices and discounts 
are better balanced, and a more favorable 
reception by the trade is accorded. 


New specialties should be added to your 
stock whenever possible. But before in- 
vesting your money you should bear in 
mind that adding new high-priced special- 
ties to your line is something more of a 
problem than just giving an order to the 
manufacturer and putting them in stock. 
That is, if you want to turn your money 
over and make a profit. After you deter- 
mine you would like to add a certain spe- 
cialty to your line (taking for granted that 
the retail price is satisfactory), your op- 
portunities for sale should first be care- 
fully looked over, to see if they are suffi- 
cient to justify the additional investment. 
Then the question of necessary display 
space arises, the proportion of your rent 
it can stand, and whether by adding the 
new item, the sale of articles you already 
handle will be advanced or retarded. 

The manner of disposing of it should 
also be considered, whether your regular 
men can handle it successfully, or if a spe- 
cial man will be necessary. If the latter, 
what will he cost? 


An important matter is the advertising; 
what kind is necessary to accomplish the 
desired publicity, and whether you or the 
manufacturer pays for it; what assistance 
he is to give you in the way of window 
display, sale prospects, special salesmen to 
assist your men, and in other ways. You 
will next want to consider the subject of 
repeat orders for supplies, how much busi- 
ness you can do, what competition you will 
be subjected to, and what amount of stock, 
in dollars and cents, it will be necessary to 
carry. After the above points are settled 
to your own satisfaction, you are then in 
a position to come to a final conclusion in 
the matter, and discuss understandingly the 





132 


discount and terms offered, and can tell 
very quickly if you will be enabled to 
make a profit on the line, or whether you 
will work for glory and the benefit of the 
manufacturer only. 

Prices on ordinary miscellaneous items 
for a single piece, say up to five or seven 
dollars and fifty cents each retail, should 
always bear a profit of 100 per cent on 
the factory cost, and on some very small 
items it will run over that. The dozen and 
gross price, however, will necessarily be 
on a different basis. Taking the small 
sales, which average on the factory cost a 
gross profit of 100 per cent, and the larger 
sales, which will run from 20 per cent to 
50 per cent, and frequently lower, you can 
readily see that 100 per cent is not exces- 
sive. For illustration, take a concern doing 
a business of $100,000 a year, $25,000 of 
which is sold on a basis of 100 per cent 
gross profit, and $30,000 on 50 per cent 
gross profit; $30,000 on 25 per cent gross 
profit; $15,000 on 20 per cent gross profit. 

$25,000 sales at 100 per cent gross profit, 
or $12,500 profit. 

$30,000 sales at 50 per cent gross profit, 
or $10,000 profit. 

$30,000 sales at 20 per cent gross profit, 
or $6,000 profit. 

$15,000 sales at 20 per cent gross profit, 
or $2,500 profit. 

$100,000 sales; gross profit, $31,000. 

Deduct from this 25 per cent on the 
sales, cost of doing business, $25,000, leav- 
ing $6,000 profit, or six per cent on the 
sales, seemingly a fair percentage, but if 
you will deduct from this orders taken from 
railroads, large consumers, and others on 
a five and ten per cent commission basis, 
and the thousand and one things the sta- 
tioner does because he feels he is compelled 
to for which he gets no return, and his 
apparent six per cent profit on the sales 
will dwindle quite appreciably, and I be- 
lieve you will all agree that one hundred 
per cent is necessary just as often as you 
can get it. 

The head of one concern told me during 
the last week that it cost him over thirty 
per cent on his sales to do business. In 
his case the above example would have left 
him $1,000 gross profit, and I think the 
example a fair one. 

There are some patented fixed price spe- 
cialties, however, on which the manufac- 
turers have a schedule that must be fol- 
lowed, or you cannot handle the line. On 
these, of course, it is necessary to adopt 
their schedule or eliminate the line from 
your business. As they are usually lines 
well advertised that sell at a good price, 
and the manufacturer assists so much in 
the sale, they can be handled at a less per- 
centage of profit than smaller items where 
the sale depends entirely on your own ef- 
forts. 

Advertising in local papers, and the giv- 
ing of mailing slips bearing only the name 
and address of the local dealer is a good 
form of advertising for the manufacturer, 
to assist in the sale of his goods. The mail- 
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ing slips, however, should not bear the 
manufacturer’s name and address, but only 
that of the local firm. This will insure the 
distribution of the slips and benefit to all, 
while if the manuacturer’s name and ad- 
dress appears in twelve-point type, and that 
of the dealer in six-point or smaller, as 
they frequently do, they are usually con- 
signed to the waste basket, where they be- 
long. 

Manufacturers of small articles in out-of- 
the-way places should arrange to have a 
stock in some one of the natural buying 
centers, so that packages may be sent for 
enclosure, thereby avoiding excessive ex- 
press charges. 

Cash discounts in the retail stationery 
business are a mistake, and should not be 
allowed. All prices quoted should be net. 
sills should bear the inscription: “This bill 
is net, no discount for cash,” and these 
terms should be adhered to. Our prices, 
those of the catalogue commission, are as 
close as they should be, without any fur- 
ther corners being clipped off of them. The 
successful retail stationery business is one 
of special service, by highly trained men, 
the average sale is a small one, and a regu- 
lar customer will frequently make several 
purchases each day, often necessitating the 
delivery of less than a dollar’s worth of 
goods two or three miles away, involving 
not only the cost of the delivery boy, but 
an expenditure of ten cents or more car 
fare, then te allow one, two or three per 
cent cash discount is simply adding another 
burden to an already overloaded business. 
If it were a strictly wholesale business, 
where the sales would run in large 
amounts, and deliveries less frequent, it 
would be a different matter. The amount 
charged on the bill is the net amount to be 
paid, should be our slogan. 

Mr. Byers sent out for the benefit of this 
committee, a large number of circulars to 
the trade, asking seven questions. We have 
received to date just fifteen replies to some 
of the questions only, indicating that very 
small interest is being taken in this most 
important subject, or else all but the fifteen 
have such good ideas, they want to keep 
them to themselves, and thereby get all the 
profit. Which is it? 

As the answers received are quite varied, 
we give the questions and the answers 
only, and hope they will be productive of 
a free and open discussion to the: benefit 
and profit of all. 

1—What other subjects do you suggest 
for consideration by this committee? 

a—Selling of typewriters. 
b—Lettering of blank books. Should 
an extra charge be made after the first 





line? 
c—Is it any object to sell peddlers 
and allow them to cut prices to con- 
sumers? Emphatically no. In St. Louis 
we sell them only at full retail price, no 
discount. 
2—Do you wish any one of the subjects 
already covered to be further reported? 
(Specify.) 





a—Adding machines. 
3—Have you found any of the sugges- 
tions previously set forth to be erroneous? 
(Specify. ) 
a—This 
asked too often. 
b—Have not had time to read the vo- 
heretofore sent out. 


question has already been 


luminous reports 
The conclusions arrived at should be 
codified in alphabetical loose-leaf form 
for easy reference. 
4—What line of goods (properly classi- 
fied under the title of “Miscellaneous 
Items”) not generally carried by stationers, 
can be profitably added to the line? 
a—Post cards and photo supplies, cam- 
eras, photo albums, etc. 
b—Sell the better qualities of all lines, 
check perforators, cuspidors, etc. 
c—Get the department store idea, add 
anything that sells, but do it systemati- 
cally. 
d—Typewriters, adding machines, du- 
plicators, phonographs, etc. 
5—Should departments be established for 
the handling of specialties under the direc- 
tion of some one man, or can the regular 
salesman handle the same to advantage? 
a—General salesmen do not seem to be 
able to make specialties profitable. Wish 
committee to give specialty question con- 
sideration. 
b—Specialty departments are profita- 
ble. 
c—Certain classes of specialties must 
be handled by specialty men exclusively. 
d—Regular salesmen. 
e—Departments should be established 
in the hands of competent, up-to-date 
salesmen. 
f—No. 
g—Yes, on important lines, such as fil- 
ing systems, loose-leaf ledgers, typewrit- 
ers, if the business of the concern justi- 
fies it. 
h—The general salesmen cannot han- 
dle a specialty to advantage; he, of 
course, can sell some, but not in a profit- 
able way. 
i—Yes. 
j—In large concerns, yes. In _ small 
concerns, no. 
k—Yes. 
1—Yes. 
6—What percentage of profit should be 
added to the factory cost on miscellaneous 
items in order that a profitable selling price 
may be adopted? 
a—40 to 100 per cent. 
b—100 per cent. 
c—100 per cent. 
d—Not less than 50 per cent, and in 
many cases 100 per cent, dependent 
somewhat upon how well the item sells, 
and how often stock is turned over. 
e—100 per cent. 
f—100 per cent. 
g—50 per cent. 
h—100 per cent, high-priced, quick-sell- 
ing specialties less than that. 
i—40 per cent of selling price. 
j—Fifty per cent. 
k—At least five to six per cent above 
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full cost The cost of 
doing business to include salary to the 
firm and six per cent on capital. (He 
will have to come into the one hundred 


of doing business. 


per cent class.) 
1—Never less than 33% per cent if 
order is over $500. 
m—Percentage should vary. 
mate given 
7—How can 
to you? 


No esti- 


this committee be of service 
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a—Follow-up system, how to handle it 

b-—Report in full on all items under 
this head 

c—Help us increase our profit 

d—Answer the above question. 

e—Report what larger stores are doing 
along these lines. 

The aim of every member of this associa- 
tion should be the same. We should all 
work to the common goal of a better ac- 
quaintance and closer friendship with each 
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other. A better knowledge of the motives 
actuating our competitors, for a better op- 
portunity of assisting each other, for a 
closer alliance to better our conditions, and 
resist the wrongs that have crept into the 
business, and for a better outlook in the 
future and larger profits. 

ty so doing, supporting the efforts of 
this association, and those of the National 
Catalogue Commission, and working united- 
ly, we will in time accomplish our end. 





STANDARDIZATION OF FORMS 





O. H. L. Wernicke sends in report suggesting 
certain standard dimensions for cards, forms, etc. 





OUR Committee on Standardization 
by begs leave to report as follows: 
After a conference held in Cleve- 
land early in the year, and a careful con- 
sideration of the subject in its various 
phases, the definite conclusion has been 
reached that the subject is one of great im- 
portance to the industry and deserves ear- 
nest attention from the executive board as 
well as financial support, so that practical 
and beneficial results which are possible 
may be realized. 

Any proposition to deal arbitrarily with 
standards that have long been in commer- 
cial use is beset with dangers and cannot 
be intelligently dealt with by the present 
committee, and we therefore advise that 
the association take suitable action to create 
a bureau qualified to deal with the complex 
problems involved and support such a 
bureau with necessary financial resources 
to make its work effective. There is scarce- 
ly an item which enters into the stationery 
trade to which practical rules of standardi- 
zation could not be applied with great 
benefit to the manufacturers as well as the 
dealers; including lead pencils and their 
numbers, scratch blocks, pocket and bill 
books, blank books, memorandum books, 
typewriter paper and ribbons and filing cab- 
inets, price lists and catalogues, card index 
records, and guides, loose-leaf books, copy 
books, etc., etc. 

Your committee has not undertaken to 
deal with these items in detail, but in order 
to bring the matter before the convention 
for further and more formal action, make 
the following recommendations, to wit: 

That in describing size of flat forms, the 
first figure—unless otherwise specified— 
shall be taken to represent the height, and 
the second figure the width. For example, 
full size letter head, 11x8&%, the first figure 
in all cases applying to the vertical and the 
second to the horizontal. This rule will 
obviate much confusion. There is at the 
present time no standard rule governing 
shapes unless height and width are specified 
in the dimensions given. 

We further recommend following stand- 


ard sizes under the captions of the forms 
mentioned below: 


PRINTED FORMS. 


Letter heads, full size. er 
Letter heads, half size......... 54%x8% 
Bill heads, full size...............11 x8% 
Bill heads. Belt GiRe. os osises sacs 5%x8% 
8 Ss ocd boc ccd ee ae R4%x5% 
Note heads 8%x5% 
Crete GAGNOR ic ot wideisscs 5%x8% 
Debit memos 5%x8% 
Checks 354x8% 
ee Oe ee me 356x8% 
Receipts 354x8% 
Drafts LT ee oe eee 
RULED PAPERS. 
Legal cap, when folded.............14x8% 
Fools cap, when folded.......... ..14x8% 
Journal cap, when folded...... ..14x8% 
Ledger cap, when folded... .14x8% 


INDEX CARDS 
2%x4, 3x5, 4x6, 5x8, 8x5, 11x8%, 8x11. 
DEPOSIT TICKETS. 

In order to utilize index cabinets, it was 
recommended that deposit tickets be made 
in size to fit 3x5, 4x6 or 5x8 index drawers 

In addition to the above, it is earnestly 
recommended that at ‘least one standard 
size catalogues and price lists will be 
adopted and your committee recommends 
that this be the same as the standard letter 
head, i.e., 8%xl1l1, or 11x8%. 

Your committee does not recommend 
that the question of grades enter into the 
standardization problem—at least not until 
sizes have been standardized 

Your committee further 
that the manufacturers who will be par- 
ticularly affected by any change in size 
or other standard, be consulted and in- 
duced to acquiesce in any changes contem- 
Your committee believes that the 


recommends 


plated 
specific recommendations as to sizes in 
printed forms might be safely adopted be- 
cause all the items mentioned would be 
practical in size and can all be cut from one 
standard sheet, which in itself would be a 
great advantage because it would eliminate 
the necessity for carrying paper in various 


sized sheets. 


The bureau of standardization could be 
presided over by the secretary and a com- 
petent assistant, and should become a regu- 
lar department of the association work. 





REPORT OF COMMITTEE ON FOR- 
EIGN RELATIONS. 


BOUT fifty replies to the circular 
A letter sent out by the Committee 


on Foreign Relations have been for- 
warded to the chairman. A majority of 
the replies indicated no familiarity or in- 
terest in the work which might properly 
fall to the committee. A considerable num- 
ber of stationers, however, replied that they 
were regular importers of various goods, 
notably lead pencils and one or two well- 
known foreign inks. It is an established 
fact that some foreign made merchandise 
can be imported direct much cheaper than 
it can be bought from the jobber in this 
country, and an investigation of the import 
terms of certain standard lines is recom- 
mended to the commercial stationers of 
this country. 

The chairman of the committee has had 
the pleasure of entertaining two London 
stationers within the past year, and has 
also furnished letters of introduction to two 
members of this association who have been 
abroad. 

It has been suggested that a bulletin, uni- 
form with the bulletin of the National Cata- 
logue Commission, be issued, giving a table 
of imported merchandise commonly carried 
in stock by stationers with the various du- 
ties thereon. Such a bulletin would doubt- 
less give the members of this association 
a clearer idea of the present tariff law, as 
it applies to the goods in which they are 
most interested. 

If issued in comprehensive form it would 
also be very helpful to all importing station- 
ers in making out their custom house en- 
tries. 

This suggestion deserves mention as it 
is the only definite, practical suggestion 
that has been made to the committee. 


ABNER K. PRATT, Chairman. 
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REPORT ON 


INKS AND MUCILAGE 








George M. Courts, W. S. Stafford and Henry 


S. 


Hutchinson tell of 


inks and adhesives. 





HIS committee, after having careful- 

ly canvassed the ink and mucilage 

situation in the United States, offers 
the following report: 

We believe that of all the different lines 
of goods carried by the stationer there is 
none that requires your attention more than 
ink and mucilage. 

Placing Orders for Ink and Mucilage.— 
We find it is the exception and not the rule 
for dealers to keep a record of their pur 
chases. The buyer who keeps a record 
that can be referred to instantly, showing 
each size and brand carried, and the date 
when stock was last taken, also the amount 
of stock as well as the quantity purchased 
at that time, is in a position to keep from 
being overstocked on any item, and when 
necessary can intelligently drop out any 
numbers that are not moving as rapidly as 
they should, or to ask his salesman why 
certain numbers are not being sold. There 
are two or three very easy methods for 
keeping such records and when properly 
kept it is an easy matter to refer back for 
one, two or three years and see just exactly 
what you have been doing. This committee 
will be glad to inform any dealer on forms 
best adapted for ink and mucilage. 

Numbers of Brands.—Is there any econ- 
omy in carrying a multitude of brands? 
We think not and base our reasons on the 
following facts: Generally speaking, the 
bulk of the ink trade is divided between 
two or three manufacturers’ brands. In 
some parts of the country (A) will pre- 
dominate and (B) will take second place, 
and (C) will have a slight demand, then in 
other parts of the country, the conditions 
are reversed. After the third brand, how- 
ever, you will occasionally have calls for 
six, perhaps seven or eight other brands, 
none of which are in general demand, or at 
all well known. Now we believe that the 
successful business man tries to please his 
customers. We think that the best means 
of pleasing customers is to give them what 
they call for, unless in your knowledge of 
the business you are satisfied that the arti- 
cle which the customer calls for is not of 
sufficient merit to warrant you in taking 
the chance of displeasing him by giving 
him inferior goods. It is often better policy 
to use a little salesmanship and show this 
customer what you have in stock and ex 
ploit the qualities of same. Never, how- 
ever, insist on substituting for the brand 
called for, one you may be carrying un- 
less you first advise and convince your cus- 
tomer that he will be as well, or better, 
pleased. If the merchant or dealer attempts 
to carry a line of every manufacturer who 
has created only an occasional call for their 
brand, he would have a cellar full of inks 
and mucilages, and the chances are he 
would not have a complete line of any 


brand. Therefore it seems reasonable and 
good business policy to sell the two or 
three makes which are the best advertised 
and best known and confine our efforts to 
those lines and stand by the manufacturer 
who after he has sold you a bill of goods, 
helps you to move it off of your shelves. 

The stationer will sometimes succumb 
to the seductive bait of larger profits of- 
fered by the small manufacturer’ and will 
lay in a stock of goods, the result being 
that the dealer's capital is tied up in goods 
which are difficult to sell and which are @pt 
not to give satisfaction when sold The 
demand has been created for the prominent 
manufacturers’ lines so that the dealer is 
obliged to use considerable persuasion, 
which takes time to affect the sale and 
when his stock is finally sold he awakens 
to a realization of the fact that the capital 
invested in the small manufacturer’s line 
could have been turned over three times 
as often if used to purchase the advertised 
brand, and even though he has made one 
hundred per cent greater profit on each in- 
dividual sale of the obscure brand, he is 
still a loser on the transaction. The moral 
of this is: It pays to handle well adver- 
tised goods even though the initial profit is 
smaller. 

The balance of profit and loss at the end 
of the year is largely dependent on the 
volume of sales and the volume of sales is 
controlled by the demand and the ability of 
the stationer to turn his capital over fre- 
quently. 

This is a cold world and we don’t think 
there is much love wasted in business. We 
do not think that any manufacturers of ink 
and mucilage are lying awake nights trying 
to devise some means of forcing two dollar 
bills into our pockets when they can ac- 
complish the purpose with a one, but we 
do believe that the manufacturers are right 
in upholding the prices of their products 
At first glance this may sound nonsensical, 
but when you hear the following figures 
read you may change your mind: The last 
census of the United States will probably 
show a population of 105,000,000. The esti- 
mated output of ink and mucilage in the 
United States is less than $3,000,000 per 
annum. If the average life of a man is 
35 years, the cost per man for an absolute 
necessity is $1.00 for an entire lifetime. 
or 2 31-100c. per capita per year. Ink is a 
product we cannot force the people to use 
for any other purpose than writing. There- 
fore the output is limited and regardless of 
how low or high the price may be, there 
can and will be only iust so much used. 
Ink and mucilage are bulky and hazardous 
articles to handle. Freights are the highest 
and the weight is extreme and yet we add 
only our little 33% per cent or 50 per cent 


f handling and 


to the invoice for the cost « 
profit. If all inks were to be offered by 
the manufacturers at a flat price of $2.00 
per dozen quarts, we are of the opinion 
that the average merchant would still add 
only that same little 33% per cent or 50 
per cent for expenses and profit, and if we 
are right in this we would have to sell at 
least twice as much to make the same 
amount of profit that we do when the cost 
is kept up to the prevailing price of today, 
which we believe is from $4.50 to $5.00 
per dozen quarts. Figuring on these lines 
we would either have to double the con- 
sumption of ink and mucilage or one-half 
of us would have to quit business (and 
come to Baltimore to live) Even at this 
price of $4.50 or $5.00 per dozen quarts 
we do not know of any real millionaire 
ink makers. 

Imprints.—One feature of the business 
which does not seem fair to the manufac- 
turer is the imprinting of ink by the deal- 


ers. There are many arguments offered 
by the dealers in support of the imprint 
goods, but is there a valid one? In the 


first place, inks that are put up under a 
dealer’s imprint will not have the same 
care and attention in the process of making 
that the manufacturer will give to the goods 
put up under his own label (and we believe 
that today there are very few of the leading 
manufacturers that will put up imprint 
goods for anyone), and if this is true is it 
good policy to assume the parentage of 
an inferior article? The unfair side of this 
idea is shown when some manufacturer, 
usually one that has not made a success 
under his own label, will offer to put up 
for you at a very low price, or one-half of 
the regular manufacturer's price, a line of 
imprints. The bait is often taken and then 
you start to build a trade by selling your 
goods at a price, under your own name, 
below the regular established prices on 
advertised goods, and by so doing give 
away the profits which the salesman that 
sold you the imprint line told you you 
would make. Every time you sell a bottle 
of imprint ink it requires an extra effort 
and you have to usually talk against some 
well established brand. If every dealer in 
the United States who has an imprint line 
will confess to the truth, there will not be 
one in ten that can positively show where 
he ever made a cent or gained a name to be 
proud of by selling imprint inks. We be- 
lieve some dealers who have imprint inks 
are selling them at the regular established 
prices. Those who DO show good sense 
and if we must have imprint lines let us 
sell at the highest market price or not sell 
at all, or if we must have imprint goods 
why not use labels of both the manufac- 
turer and the dealer. 
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PAPER AND ENVELOPES 





Charles N. Bellman of Toledo read thorough and well considered 


report embodying much 


careful 


investigation and analysis 





Y INTRODUCTION to the print- 

ing business occurred during my 

boyhood days at home and from 
that time up to the present I have kept 
continually on the job 

So, practically during all my life I have 
been handling paper and envelopes, yet 
I did not realize the importance of so com 
mon a commodity until I accepted the chair- 
manship of this committee and started to 
figure out in what way this subject could 
be handled to be of some real benefit to 
the members of this association. 

It looked easy when our secretary offered 
to send nquiry blanks to the entire 
membership, but when the fourteen replies 
were tabulated we found enough work in 
sight to keep a real live committee busy for 
a whole year 

This was rather discouraging in view of 
the fact that we had allowed ten months of 
our year to slip by. 

We started in to make the best we could 
out of the situation and during the past 
two months have endeavored to cover as 
much of the ground as possible. 

Circular letters containing twelve ques- 
tions of what we considered the most im- 
portant items to be considered were mailed 
to five hundred printers, stationers and 
blank book manufacturers. To this cir- 
cular about three hundred replies were re- 
ceived. 

Another circular letter containing the 
items affecting paper mills, envelope manu 
facturers and jobbers was mailed to one 
hundred and fifty of such firms. To this 
letter less than one-third replied. 

The three hundred replies received to the 
first letter showed that the trade in gen- 
eral were considerably interested in the 
items suggested therein 

To the first question 

Would you like to have all ledger papers 
wrapped 500 sheets to the ream? 

There were only two negative replies, the 
balance were all in the affirmative. The 
reason given in the first objection was that 
the package was too heavy. The second 
that all double sizes should be wrapped in 
packages of 250 sheets. 

This matter was then taken up with the 
two mills complained of and the following 
replies were received: 

“In regard to paper being wrapped 500 
sheets to the ream, we would say that we 
are not in favor of it, and if there should 
be a general demand, we would wish a year 
to get rid of our present stock of 480 sheets 
to the ream, and also wish to revise our 
Price list, owing to the fact that changing 
to 500 sheets would necessitate our handling 
20 more sheets in our finishing rooms, lofts, 
etc.” 

The second reply was 

“In regard to ledger mills adopting 500 
instead of the 480 sheet count, we can only 


say that, if there is a general demand for 
this, we shall of course “get into line.” We 
feel, however, in justice to the manufac 
‘urers that they should have at least a year 


‘ 


before the adoption of this matter in order 
to close out the large stocks, which they 
have on hand. This would enable the mills 
to make up their new stock the 500 sheet 
‘ount, but you can understand it would be 
a tremendous loss to the mills to put up 
what papers they have in stock 500 sheets 
to the ream, provided they were made on 
the basis of 480 sheets. Should this plan 
be adopted, we sincerely hope that consid- 
eration of this kind will be granted the 
mills.” 

The second question: 

Do you favor having all flat writing pa 
pers, including 21x33, wrapped 500 sheets 
to the ream? 

The third question 

Do you favor changing the count on cor- 
respondence papers from 120 to 125 sheets 
in a box? 

There were four negative replies received 
to these questions. The balance were al! 
in favor of the change. No replies from 
manufacturers to these questions 

To the fourth question: 

Do you experience any trouble in ledger 
and flat writing papers not being of uni 
form size and accurately trimmed? 

The replies were thirty in the negative 
and the balance in the affirmative 

The greatest trouble seems to be in the 
loose leaf sizes and cheaper flats 

To this question one mill replies: “Wé« 
always take the greatest of pains with any 
thing of this kind, knowing the trouble that 
printers have when goods are not trimmed 
Another: “Our 
trimmed as accurately as it is possible for 


accurately.” paper is 
and human being to do, with a very close 
supervision kept over it at all times.” An- 
other: “We make every possible effort to 
cut paper accurately and uniformly.” An- 
other: “We believe they are sd now, as 
closely as the present machinery can pro- 
duce them.” The balance of the replies 
are all similar to those just read 

To the fifth question: 

Do you find many papers short of the 
weight marked on the package? 

Over 50 per cent of the replies were nega 
tive. The majority of the affirmatives find 
shortages principally in the cheaper grades 

The replies from the mills are all similar 
“We aim to run all our paper full weight 
and our records show that on the average 
they run a little over the normal weight.”’ 

To the sixth question: 

Do you find many cases in your territory 
where the manufacturer is selling paper, 
envelopes or private water marks direct to 
the consumer not in our line of business? 

The replies were equally divided. The 
complaints were nearly all against the man- 


ufacturers of envelopes. The only reply 
received from a manufacturer of envelopes 
reads as follows: 

“There are certain consumers who have 
been for years and probably always will be 
mill buyers and the envelope manufacturers 
will probably continue to cater direct to 
this class. 

“The custom did not originate with us 
and is indulged in more or less we believe 
by every manufacturer of envelopes in the 
country to-day. If a movement among 
envelope manufacturers to consider this 
proposition was sufficiently general we 
probably would take the matter under ad- 
visement.” 

Regarding the selling of paper and pri- 
vate water marks direct to the consumer 
not in this line of business one mill writes: 

“We believe that the one proper way for 
your association to do in order to handle 
this one question is to take same up with 
the Paper Trade Association, of which most 
all manufacturers are members and through 
them work out some solution of this diffi- 
cult problem. We might personally say 
that we would not accept this class of trade 
but by so doing the business would simply 
be reverted to some other mill as we know 
the universal way with insurance compa 
nies, banks, etce., where large business is 
handled is to place their orders with the 
mills direct, and we do not think that there 
is a mill in the country but what would ac- 
cept business that is offered them, pro- 
viding the business is large enough.” 

To the seventh question: 

Do you consider the better grades of 
papers put up in pound packages desirable 
for retail trade in a commercial stationer’s 
shop? 

Considerably over half the replies were 
in the negative. 

To the eighth question: 

Do you consider private water marks of 
any particular value to the stationer and 
printer? 

One-third of the réplies were in the nega- 
tive, two-thirds affirmative. Some of the 
reasons given are as follows: 

“Tn some cases it is a detriment because 
a competitor can easily show that it is done 
for heading off competition.” “Very little, 
brings reorder occasionally.” “No—after 
many years’ experience.” “In some cases, 
yes, generally no.” “Very much so.” “Very 
great value.” “Yes, in many cases it helps 
secure business.” 

To the ninth question: 

Do you think the general advertising of 
papers by the manufacturer the most effect- 
ive way to assist the dealers or can you 
suggest a better way? 

Two-thirds of the replies were in the af- 
firmative, one-third negative. Some of the 
reasons given were as follows: “General 
advertising seems to us a matter for the 
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manufacturer and not for the stationer.” 
“Yes, if direct to the consumer.” “Well 
advertised papers are easier sold.” “Push- 
ing the sale by reputable printers or sta- 
tioners best system.” “Samples are more 
effective.” “We tell the manufacturer to 
create a demand and let the dealer supply 
it. His advertising creates the demand but 
it also leads to direct inquiry and opens the 
way for direct supply. We think this ad- 
vertising scheme is O. K., but also think 
that the manufacturers should ignore di 
rect inquiry and so word his advertising 
matter that the consumers will understand 
that they must go to a dealer in order to 
get a supply.” “Furnish sample book to 
the printer to give to the customer.” 

To the tenth question: 

Would you favor having manufacturers 
and jobbers quote all prices on paper and 
raw material delivered F. O. B. to the 
customer? 

All but ten replies were in favor of a 
delivered price on paper and raw materials. 

To the eleventh question: 

Do you think manufacturers have too 
many sizes and weights of paper? 

The replies were equally divided. 

To the twelfth question: 

Do you think standardizing ought to be 
emphasized more? The replies were all in 
the affirmative with three exceptions. 

The suggestions sent in to this commit- 
tee were regarding loose leaf sizes, cards 
and folders used in filing devices, weight 
of paper means nothing unless size is given. 
Blue means anything from a sky-blue to 
the deepest shade, etc. 

One manufacturer replied as follows: 

“This is an opportune time to place this 
question before the National Association of 
Stationers and Manufacturers for the rea- 
son that the various manufacturers of sup- 
plies and office furniture are about as near 
to what they call a standard size in the 
different lines of supplies as they will get. 
However, it is true that some manufac- 
turers vary a fraction of an inch in certain 
supplies which enables them to stand off 
competition. We have the 3x5, 4x6, and 
5x8 cards that should be standard and the 
guides should have a % tab with either ™%, 
%, % or 1-5 cut, all of which could be stand- 
ard and cut out the centimeter idea en- 
tirely. 

Then we have the vertical file guide, 
drawers of which are made 12 inches wide 
by 10% inches high. There should be a 
standard size folder and a standard size 
guide to fit these drawers, the guides to 
have a % projection. A legal cap size file, 
in our experience, should be made 15% 
inches wide by 10% inches high and the 
supplies made accordingly. The same thing 
could be done with commercial reports, 
check files, document files, etc. The alpha- 
betical index could also be arranged by a 
standard, for instance, they could run in the 
following manner: 25, 50, 100, 150, 200, 300 
and up by 100 made into subdivisions and 
the subdivisions themselves could be ar- 


OFFICE APPLIANCES 


ranged in such a manner that they would 
be all alike. 

We also wish to add that there are many 
file manufacturers that make vertical files 
where they file the contents on end, and it 
seems that it is absolutely necessary in 
some cases to have the files made in this 
manner so that these should be standard- 
ized. 

We have every reason to believe that by 
concerted action on the part of the asso- 
ciation authorizing a certain committee of 
men equal to this task of standardizing the 
supplies to be a very good plan and would 
cut out a good deal of the difficulties en- 
countered at the present time.” 

Another manufacturer writes: “We are 
in thorough accord with the standardiza- 
tion of supplies and believe that index 
cards and stationery can be made of stand- 
ard size. The sizes which are usually con- 
sidered standard along these lines is for 
cards 3x5 inches, 4x5 inches and 5x8 inches 
and for the stationery 8!4x11 inches. 

In the matter of folders they can also be 
standardized and we believe that our stand- 
ard sizes will fit more filing cabinets than 
any other size and recommend the follow- 
ing: 

Letter size, 115g inches wide by 9 5-16 
inches high. 

Cap size, 1434 inches wide by 9 5-16 inch- 
es high. ‘ 

Bill size, 974 inches wide by 7 inches 
high. 

Commercial, 9 inches wide by 6 inches 
high. 

Over all. 

Another sending samples of cards states: 
These cards have been standard with us for 
over thirty years, and are on the metric 
system because of the necessity of an inter- 
national standard. 

The smallest size is the standard accept- 
ed by the libraries of the country, and it is 
also a standardized postal size with the 
United States Government. 

Because of the large quantity of cards, 
guides, and cabinets now in use, it would 
be practically impossible to change this 
standard. 

Another: 
supplies mentioned are already standard- 
ized as much as it is possible.” 


“It is our opinion that these 


A number of complaints were made to 
this committee about paper wrinkling and 
creasing while on the press. 

Your committee found the manufacturers 
more interested in this subject than any 
other that had been put up tothem. They 
have all had plenty of trouble along this 
line. 

Some of the reasons given for this trou- 
ble are as follows: 

“Our theory is that paper finished too 
quickly after being made is much more 
likely to stretch and wrinkle (even though 
it may stand a long time after being fin- 
ished) than paper that has had a chance to 
season well in the rough. Paper finished 





green is much more likely to cause trouble 
if used in a climate varying greatly from 
that in which it is made. This refers par- 
ticularly to differences in humidity.” 

Another: “This matter has been brought 
to the writer’s attention a number of times 
recently and we are doing all we can to en- 
deaver to discover the difficulty, but we 
have not been able to locate just what the 
trouble is. We think, however, that as a 
general rule the highest grade of paper does 
not make trouble. The trouble comes on 
the medium and the cheaper grades of pa- 
per. Then, too, we think the trouble is not 
found in the smaller sized sheets. The trou- 
ble commences when double sizes are run 
and it may be possible that the offset press 
has something to do with the difficulty ow- 
ing to the way the paper is handled on this 
press. Weather conditions have a good 
deal to do with the way paper acts. Paper 
made during muggy weather is apt to make 
more trouble than paper made during clear, 
dry, cold weather. Of course all paper can- 
not be made under the best conditions. We 
think, as a rule, however, there is less trou- 
ble with paper made in the winter time or 
when the weather is cold than in the sum- 
mer time when the weather is apt to be 
muggy. Seasoning the paper has some- 
what to do also and we think there is some- 
thing in that contention.” 

Another: “Paper, if well made, should 
not wrinkle or crease on the press if there 
is only one impression, but if it is for litho- 
graphing several impressions, then the pa- 
per to properly register should be made 
some time so it will cure either at the mill 
or where it is used, before being printed.” 

“It is not always the fault of the paper. 
We have followed it up at times when ev- 
erything was laid to the paper, and we 
found other conditions in the press room, 
but paper is less apt to give trouble if al- 
lowed to rest some time before being cal- 
endered, and allowed to rest after being cal- 
endered some time before being used. Rack- 
ing the paper in your establishment helps to 
cure it.” 

Another topic sent in for consideration 
was: “Ought not stationers generally use an 
unusually good quality of stationery? We 
say most decidedly, “Yes.” 

Part of your advertising is the stationery 
you use. If it is in good taste and of good 
quality it naturally leaves a good impres- 
sion. I believe as in the foregoing illus- 
tration too much care cannot be given in 
selecting the stationery we use and the 
wording of our letters. 

I know of an instance that occurred in 
my own town where one of our manufac- 
turers sold $40,000 worth of goods to a new 
customer. After the sale was made the buy- 
er said you can credit this sale to your sta- 
tionery. I was attracted by it and thought 
a concern using such high-class stationery 
was all right. 

In view of the fact that the replies were 
practically unanimous in favoring a change 
of the count on all ledger and flat writing 
papers from 480 to 500 sheets in a package 
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continue the work of standardization 


we recommend that this association adopt nfe with manufacturer advising muitee 
the 500 sheet count as a standard for all them of tuis action, that the change may be d keep at the manufacturers and jobbers 
such papers and that instructions be given’ brought about as speedily as poss these most difficult problems are 
the new paper and envelopes committee to W nmend that tl “ solved. 





RUBBER STAMP GOODS 





Eugene H. Clarke, chairman, prevented by illness from attending 
convention, sends report of comm ttee , which is read by the secretary 





OUR Committee on Rubber Stamp has to set the type the type must Now, if any sane person can see how the 
Goods begs to report that little prog ked in achase with other stamps, clerical work alone on this stamp can be 
ress can be made towards getting up 1 plaster mold mad wh must be done for 10 cents, it is beyond our compre- 
a satisfactory statement of the condition baked hard as_ ston hen a sheet hension. No order for a single line stamp 
and the existing troubles that affect this ubbet stamp gum laid 1 the should be taken for less than 25 cents, and 
line . mold, and the entire form placed in the’ all over a single line should show 100 per 
We have written stationers in various  vulcanizer. After it is vulcanized the mount cent profit if the stationer expects to make 
sections of the country, and find very few must be made for same and the stamp sen anything. The sale is usually a small one, 
of them make rubber stamps. They are sup to the store and the clerical work done is worth more 
plied by manufacturers, and outside of the The clerk must then wait on the custome than the amount of the sale. 
large cities get a fair price. We find, how again to make delivery, or in many cases Your committee would suggest that the 
ever, in several of the larger cities, where the stamp has to be billed and delivered manufacturers of rubber stamp goods get 
the goods are manu together and adopt, 
factured, that no at- & if possible, a uniform 





























tempt is made to have 

a uniform 
Your 

informed 


price 

committee 
was that a 
stationer in 
the 
a large 
displayed i1 
window reading, 
“Rubber Stamps 10 a 
Line.” Also dating 
stamps displayed at 5 


or 


one 


larger cities had 


printed sign 


his show 


cents each. This style 


dater is listed in job- 


ber’s catalogues at 9 
cents each This is 
Sheer folly, if you will 
stop to consider the 


detail work connected 


with the taking of an 
Order for such a 
Stamp to be made 
An order lor a sin 
gle line rubber stamp 


has to he 


shop order 


written, a 


made for 
same, the compositor 


1A. Loose leaf men were there in force—Messrs. C. E. Morehouse, |}. 
F, L. Severance and S. S. Barrett, 
Darktown—taken where the Bay Shore cars started. 
rewards of good conduct. 


the camera. 


M. F. Hallenbeck, Onoto Pen Co.; S, T. Buckham, Thaddeus Davids Co., New York. 


P. Dennison, G. E. Hamlin, Geo. A. Olney, H, C. 
4A. Messrs. Coane, Gibbs and Stevens pose with the gifts they got for being good boys. 
5A. Another class of good boys—Mayer, Lockwood, Bailey and Hobbs—happily displa 
6A. Uncle George and ‘“‘Denny”’ supporting Lupton of Louisville, who had to be run down and tied before he woul 
7A. Some ink and pen men—J. W. Merckle, president Thaddeus Davids & Co.; A. Walling, Sanford & Bennette Fountain Pen Co.; 


list and issue a cata- 
logue similar to the 
work done by the 
National Committee. 
This, we believe, 
would in a measure 
correct the evils that 
now exist. 

They should also 
look to the quality 
instead of trying to 
see how cheaply the 
goods can be made, 








and try to improve 
them in every way. 

We do not think 
that the average sta- 
tioner can make his 
own stamps _profit- 
ably. The volume of 
business is small and 
does not justify the 
outlay, unless he can 
do a large business. 

What we would 
impress on the deal- 
er is profit. 


Miller, H, L. Murdock 
3A. A future belle o 
the 
face 
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LOOSE LEAF GOODS 





Louis T. Marshall of Chicago gives the results of correspondence and investigation with regard to 
certain conditions which are becoming evident in the handling of loose leaf goods by stationers 





F YOU are bored by the quality or the 
quantity of the report of your loose- 
leaf committee, please lay it to the un- 
fortunate mistake of appointing three en- 
thusiasts as a committee on that subject. 

The chairmen of other committees, from 
their own experience, know the difficulty in 
finding a starting point of operation. The 
necessity is for some common ground of 
equal interest to both dealer and manufac- 
turer, and this committee feels deeply grate- 
ful to Mr. Mortimer W. Byers, our busy 
secretary, whose timely 
launched us fairly on our way. 

Your committee was pleasantly Surprised 
at the prompt and courteous replies re- 
ceived to its information-seeking letters 
sent broadcast over the United States. In 
almost every answer was shown a vital in- 
terest in this, the loose-leaf subject. 

Ten years ago the average stationer was 
devoting his time and attention to the old- 
style blank book almost exclusively. Today 
the amount of space- devoted and the 
amount of capital allotted to the loose-leaf 
department is a close second, if it does not 
exceed that of the blank book department. 
Inquiry reveals that there is not one com- 
mercial stationer in the United States in 
whose stock the loose-leaf idea is not rep- 
resented one way or another. 

As a general rule, the 
modity is sold at manufacturer’s list, which 
allows in most instances a fair profit. There 
are, however, many instances where this 
list has been established by the manufac- 
turer without due consideration for the sta- 
tioner, and your committee urges that our 
friends (the manufacturers) will in the fu- 
ture examine the dealer’s profit percentage 
under the “spot light,” and on that the 
percentage shall be based on the selling 
price, and not on the cost. At this point 
it might be well to consider the cost of 
conducting a loose-leaf department. 

In seeking information, one of the ques- 
tions asked by this committee was as fol- 
lows: 

“Assuming the cost of doing the general 
stationery business to be 25 per cent (most 
of us find it more), do you consider that 
the cost of selling loose-leaf goods exceeds 
that amount?” Ninety per cent of the an- 
swers were in the affirmative. In other 
words, it is the consensus of opinion that 
the cost of conducting a loose-leaf depart- 
ment exceeds 25 per cent, basing that per 
cent on the selling price. A few moments’ 
analysis reveals where that excessive cost 
is. In the first place, there are few lines in 
a stationery store that tie up so much capi- 
tal as a complete loose-leaf department. In 
many loose-leaf departments there is more 
money tied up than in the entire blank 


suggestions 


loose-leaf com- 


book stock, and this condition is becoming 
more pronounced constantly. 


Any one of your salesmen can sell lead 
pencils, ink, blank books, etc., but it is the 
best and highest-priced salesmen that are 
selling loose-leaf goods. This is necessarily 
so. The amount of technical knowledge 
required by the successful loose-leaf sales- 
man is tremendous. If he has not that 
knowledge the department will suffer—the 
business will go elsewhere. 

Another drain on the loose-leaf depart- 
ment, small in each individual case, but 
large in total, is the constantly increasing 
demand for sample sheets. The man who 
has not made up his mind as to just what 
he wants will not be satisfied with one or 
two samples, but demands a complete set. 
Perhaps we are unconsciously contributing 
to the office scratch paper. It is not only 
the expense of those samples, but the time 
consumed in getting them out and supply- 
ing an explanation to go with each. This 
explanation, by the way, is promptly for- 
gotten, and must be given at least once 
more before you can expect your customer 
to show the color of his money. 

You who are conducting a catalogue busi- 
ness know the vexation and expense at- 
tached to making a loose-leaf sale by corre- 
The blank book can be sold by 
the loose- 


spondence. 
a half dozen brief paragraphs; 
leaf ledger requires as many pages, more 
samples and at least two follow-up letters. 
At the end of that time you are fortunate 
if your customer has not changed his mind 
or placed his order through the local drug- 
gist, from whom comes a letter in a few 
days offering an order for those very items 
if you will give him a discount. 

Another expense not to be overlooked is 
that of mistakes in making binders of spe- 
Those mistakes generally hinge 
side.” 


cial size. 
upon that elusive phrase, 
They can, of course, be eliminated, but at 
the same time the watchful care that pre- 
vents them is expensive. 


“binding 


The space given up to a loose-leaf de- 
partment is, as a rule, the most prominent 
and therefore the most expensive space in 
the store. 

Adding to the above the natural and nor- 
mal expense of conducting a_ stationery 
business, which for the sake of argument 
we have assumed to be 25 per cent, it per- 
haps is not exaggeration to state that it 
costs 35 per cent to sell loose-leaf goods. 
Is this not a good argument, Mr. Manufac- 
turer, that your lists shall be high and 
your discounts long, and you, Mr. Stationer, 
that your selling prices shall be those same 
long lists without discounts? 

That those lists can be 
proven by the fact that in many of the 
larger cities absolutely no discount is given. 

There has been some complaint on the 
part of the stationer that the manufacturer 


maintained is 


is selling loose-leaf goods directly to the 


This is wrong, and can be easily 
Become yourself, Mr. Stationer, 
The 
line 


consumer. 
stopped. 

the manufacturer’s 
manufacturer seeks, as do we all, 
of least resistance, and if you can make it 
possible for him to do so, he will confine 
himself to a few “live-wire” dealers in your 
his 


customer. 
the 


best 


city, and leave the field clear for them. 
fact hasbeen strongly proved to this com- 
mittee. Where the correspondence we re- 
ceived evinced a live interest in the loose- 


leaf subject, and where large stocks are car- 


ried, we found that the dealer does not 
have to compete with the manufacturer. 
On the contrary, a very satisfactory condi- 


tion seems to exist. Conversely, we found 
the manufacturer courting the consumer in 
those cities where our replies were brief 
and without interest in the subject. Go to 
it, Mr. Stationer. Properly handled, the 
loose-leaf department is profitable, and cer- 
tainly a big drawing card for your store. 
Furthermore, your blank book department 
is not what it used to be, here is a 
chance to fill its place. You who have not 
gotten into it very deep will be surprised at 
the amount of business done in this line— 


and 


and there is a big slice waiting for 
The experimental stage in the loose-leaf 
Already it has, to 


line of 


you. 


a large ex- 


standard, 


line is past. 
tent, settled 
staple items. A 
the standardizing of sizes and forms. 
made in 


down to a 
former committee urged 
No- 
changes are being that 

The price book punchings and 


ticeable 
direction. 
sizes are rapidly approaching a permanent 
standard, and we find a tendency in the 
same direction with the loose-leaf ledger. 

If it has happened that any of you have 
been disappointed in the loose-leaf depart- 
ment failing to reach to the high point of 
your expectations, it may be pertinent in 
closing to advance a reason for the failure. 
It undoubtedly is the inefficiency of the 
man behind the counter. The following 
question was asked of 100 of the largest 
stationers throughout the country: 

“Do you find the average floor salesman 
sufficiently well posted to make the most 
of the possibilities presented by the pros- 
pective customer?” The answer was “No!” 
The remedy is simple. Educate them your- 
self. Take these winter months and devote 
one evening a week to the talking over 
with your salesmen of the important points 
in correctly handling and using loose-leaf 
books. You will find them apt pupils, and 
as anxious to learn as you are to have them 
learn. This technical knowledge, added to 
the natural authority felt by the salesman 
behind the counter, will make him appear 
to your customer as a veritable prodigy. 
The sales will begin to double up in size 
and quantity, and you will feel that your 
evenings have been well spent. 
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THE BLANKS OF QUALITY 


—AND WHEN YOU — 
Are in the Market for anything Special in the Line of 
Posters, Hangers, Show Cards,Labels, 
Color and Commercial Lithographing of any description, 
BET OUR PRICES. 


G 0 E LITHOGRAPHING CONPANY -SIXTY-FIRST & CLARK STS. CH I CAG Q. 
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REPORT ON HARDWARE AND GLASSWARE 





By DuMont A. Whiting, Samuel E. Hilles and William N. Pelouze, Committee. 





ARDWARE and glassware in a sta- 
tionery store are quite as necessary 
as sugar in a grocery, but while 
being just as staple, have the additional 


advantage of paying a fair profit. 

In the investigations made by your com- 
mittee, it has been duly impressed on our 
minds that the stationers are not satisfied 
with the profit made on these particular 
lines, and very good reasons are found for 
this dissatisfaction. 

Considering these lines as a whole, they 
are hard to display, they take up much 
valuable space, and are slow sellers. Take 
inkstands as an example—a customer may 
buy one or more inkstands as he may need, 
at the time, and this means that for years 
his wants in this line are supplied, unless 
the office boy helps out by smashing them, 
but unfortunately we can’t depend on him; 
and inkstands don’t wear out. Again, the 
ordinary inkstands are so cheap that no 
matter what percentage is added, the ag- 
gregate profit is small. 

This is also true of many of the kindred 
lines, such as paperweights, spindles, files, 
mucilage glass trays and sponge 
cups, moisteners, stamp racks, etc., and for 
the reasons given, these should pay a good 


stands, 


round profit 

It may be true that many of the small 
goods are paying a satisfactory profit, but 
there are many patented articles and staple 
lines on which the profit is altogether too 
small. 

Take, for check 
numbering machines, pencil sharpeners, du 
plicating machines, time stamps, postal 
similar goods, on which the 
the trade discounts 
Here is 


example, protectors, 


scales, and 
manufacturers 
ranging from 20 to 35 per cent. 


ike 


allow 


where the stationer is entitled to a vigorous 
kick, for taking the percentage of profit in 
connection with the slow sale of such lines, 
we have as a result the handling of a lot of 
goods with but little or no profit, and dis- 
satisfaction follows as a matter of course 

As a solution of this condition of things, 
we suggest that the manufacturer should so 
adjust his prices as to allow a discount of 
not less than 50 per cent from his list, and 
this list should be made the standard retail 
There are some manufacturers who 
to the gratifica 


price. 
already use this schedule 
tion of the trade. 

The line of stationers’ Tin Goods is an 
other stock item which would pay a round 
profit on account of the room taken, and the 
fact that on account of the low cost, the 
aggregate profit is a small matter, and the 
loss from shelf-worn goods reducing the 


regular profit far more than in most other 
lines; the selling price should cover all of 
these conditions. 

Lines of wire and metal office baskets 
take up lots of room, though usually they 


pay a good margin of profit Paper 


clips, punches, stamp pads, shears, paper 
fasteners, and the thousands and one small 
items coming undere the heading of Hard 
ware and Glassware, we believe pay a good 
profit and should do so 

In the matter of prices on all of thes¢ 
lines, we find that stationers are getting 
better prices than formerly, and we desire 
to express our appreciation of the splendid 
work of our Price Commission 

We are very sure that there is not a 
stationer in this country who is at all 
familiar with their work but is willing to 
doff his hat to this Commission headed by 
the man we all regard so highly, the Dean 
of this Association, Fletcher B. Gibbs, of 
Chicago 

Regarding the desirability of 
fancy glassware and decorated crockery in 


handling 


a commercial stationery establishment, we 
find a great majority of the trade believe 
that they are out of place in such a store. 
properly belonging in a crockery or depart 
ment store. It is possible that some of the 
trade may find these lines desirable, but 
they are exceptions, as shown by our in 
vestigations 

We are all interested in increasing our 
sales and in these particular lines, we know 
of no better way than by making a good 
display, either on tables or in show cases 
so that the goods may catch the eye of the 
man who is strolling around trying to re- 
the office. 


member just what he needs i1 

In connection with the display, have your 
salesmen wide awake to the fact that oppor 
tunity waits when your customer is in the 
store made familiar 


with the merits of the different goods so 


Salesmen should be 
that he can, in a few words, impress the 
customer favorably and make the sale. This 
is particularly true.of patented articles, the 
most of which possess real merit, but need 
explanation to a prospective buyer 

We all find that it pays to push a good 
article paying a good profit. The writer 
has in mind a certain inkstand which for 
a time we handled in a small way, buying 
them in % dozens at 33% per cent dis 
profit; we 
Rather 


count, making a large additional 
push the line and buy in quantities 
skeptical at first, the effort was made, and 
with the result that we now buy in gross 
lots at 50 per cent discount. 

In the replies to the letter sent out by 
this committee, we find little or no com 
plaint of the manufacturer selling the con 
sumer, and are of the opinion that but little 
of this is done in these lines. 

One of our New York 
that they have trouble from the jobber who 


friends writes 
buys of the manufacturer at a special price, 
then supplies the consumer at the same 
price that the dealer has to pay, which is 


certainly a hardship. We have had the 
same complaint from other sources, and be- 
lieve that this matter should be taken up 
by the association through the proper chan- 
nel, and a strong effort made to stop it. 

From the manufacturers’ side, we get this 
juestion: “What about the dealer who does 
not push or carry our goods in stock?” 

There are certainly many pros and cons 
to this question, for it involves the matter 
of placing certain goods on the market 
without the support and help of the local 
dealer. Here’s the problem: given, a fac- 
tory turning out goods which meet with 
ready sale elsewhere, local dealers who re- 
fuse to stock the goods, a firm faith that 
the goods are wanted, and what would 
you do? 

Certainly, the dealers must grant that 
under such conditions, manufacturers are 
likely to protect their interests, and are 
justified in doing so. 

\s against such a proposition, we all 
know that a legion of would-be inventors 
are everlastingly bringing out something 
new, either good, bad, or indifferent, and 
the dealer is asked to try them out by 
putting them into stock. There’s little 
wonder after some experiences that dealers 
refuse to buy everything presented. 

One of our replies to the query, “What 
can the committee do for you.” suggests 
that we deliver them from just this sort 
of thing. ; 

The remedy for these two propositions 
isn’t to be found in the books, so we sug- 
gest that they must be worked out by each 
stationer to his own satisfaction, or dis- 
satisfaction, as the case may be. 

The manufacturer is assuredly on the 
right track who co-operates with the re- 
tailer in the introduction of his specialties, 
by supplying plenty of advertising matter; 
ziving assistance in introduction through 
his salesmen; absolutely protecting the 
dealer in the matter of price by referring 
the consumer to the dealer; or if quotation 
is made, to protect the dealer by ample 
margin and if order is sent in direct to 
see that it is filled by the dealer. 

Another suggestion from a manufacturer, 
we commend to the careful consideration 
of all stationers; that is, to order goods 
in original packages as much as possible. 
This, we are told, is very often ignored 
even though the catalogue gives the quan- 
tity in a package; and causes much addi- 
tional expense to the manufacturer. 

The matter of boxing hardware and glass- 
ware is suggested as worth taking up, as 
to whether it is better to use wood boxes 
or pasteboard. We received this sug- 
gestion too late to get reports for this 
meeting, and leave it for another com- 


mittee. 
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Among the replies to the letter sent out 
by this committee was this: To the ques- 
tion, how can this committee be of assist- 
ance to you, the reply came back: “Send 
me some money.” This was evidently in- 
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tended for some other committee, fcr 
though the financial question is very often 
a hard one, the hardware and glassware 
committee do not believe that financial 
matters come under their jurisdiction, and 


suggests to our correspondent, that he 


might try our treasurer. 
DuMont A. Whiting, 
Samuel E. Hilles, 
Wm. N. Pelouze. 





COOPERATION BETWEEN STATIONERS AND MANUFACTURERS 





An address delivered by D. E. Paris of the Hampshire Paper Company 
before the sixth annual convention of stationers and manufacturers 





HE subject which has been given me 

—co-operation between the stationer 

and the manufacturer—is so com- 
prehensive that to make much more than 
a dent in its surface is a task more difficult 
than I would dare undertake, so I will con- 
fine myself to two of its phases. 

True co-operation in business is distinct- 
ly a new thought. It is an ideal, and the 
choicest one, I think, of those that are 
slowly finding places in the business world. 

The word “co-operation” is much abused. 
It has an alluring sound, and flows glibly 
from the tongue of the clever talker. But 
few know, or at least realize, what it means. 
If you do a man a favor, that is not co- 
operation; if you do him a dozen favors, 
that still is not co-operation—but the 
trouble is your man begins to think it is. 
Co-operation implies mutuality. A co-op- 
erator is always a booster. 

The stationer and the manufacturer are 
interdependent, for it is clear that the for- 
mer could not manufacture for his own 
consumption all of the articles in his stock, 
nor could the latter hope to maintain thou- 
sands of stores carrying his goods alone. 
And yet the import of this childishly sim- 
ple statement is disregarded when the man- 
ufacturer sells direct to the consumer, and 
when the stationer establishes and pushes 
a private brand. 

I realize in taking up a question of this 
kind I am treading on dangerous ground. 
I do not hope to point out a perfected plan 
by which this condition can be remedied, 
but I earnestly trust that I may start a 
few people thinking in the right direction. 

I have talked this matter over with sev- 
eral manufacturers, and they claim that if 
they did not sell their goods direct, the 
sales would be lost, not only to themselves, 
but to the stationer as well, for the reason 
that the consumer who buys direct is gen- 
erally a large corporation, a railroad or the 
government, and they would go to the 
smaller manufacturer, who is not particu- 
larly interested in selling the stationery 
trade. I then asked how much a loss of 
this business would mean, and whether it 
might not be profitable to adopt a firm 
policy to sell only through the stationery 
trade, and abandon to the smaller manu- 
facturer what business they could not se- 
cure through this channel. The manufac- 


turers seemed interested in the problem, 
and were apparently willing to do what 
they could to get together. 

Still, underlying all of their statements 
could be felt the influence of the following 


thought: That if we do this, what, in turn, 
will the stationer do for us? He will want 
us to put up our goods under a private 
brand, and he will bend all his energies on 
that brand, selling our brand only as he is 
called upon to do so. I venture to say that 
many of you have not fully realized what 
a menace a private brand is to a manufac- 
turer—just as much, surely, as the practice 
of selling direct is to you. It would seem, 
without getting into the details, that any 
manufacturer making goods of merit is en- 
titled to stamp his name or brand upon 
them. The manufacturer enters the retail- 
er’s field when he sells direct, but, on the 
other hand, the retailer enters the manu- 
facturer’s field when he appears before the 
public as the manufacturer or proprietor of 
a brand of goods. 

I have also talked with many stationers 
on this problem. They tell me that their 
private brands were introduced to help them 
build up and hold their trade. They are 
not willingly antagonizing the manufac- 
turer any more than the manufacturer is 
willingly antagonizing them. Each one is 
so busy thinking about himself that he has 
no time to consider the other fellow. Each 
one thinks that he sees an opportunity to 
make a little more money, and rushes to it. 
Here is where sincere, deep-rooted co-oper- 
ation should step in. 

One form of co-operation that is growing 
slowly, but nevertheless surely, into favor 
is destined, I think, to lead us into a settle- 
ment of this very perplexing problem. I 
refer to the selling agreements signed be- 
tween manufacturer and stationer to main- 
tain retail prices. The manufacturer who 
insists upon such an agreement is certainly 
taking a step in the right direction. The 
stationer who accepts and endorses this 
plan is taking another. The Hampshire 
Paper Co. has adopted this policy, and we 
do not feel that we have lost by it. 

I confess to being an admirer of at least 
some of Col. Roosevelt’s methods. As this 
association grows in power and influence, 
I would advocate a moderate flourishing of 
the big stick. I don’t go so far as to say 
that we should club one another into line, 
but I do suggest that our officers and our 
committees take up the various problems 
that confront us, and when their reports 
are given us, and we have acted upon them, 
see to it that our action means something. 
For instance, two years ago, when I first 
became interested in the price maintenance 
idea, I endeavored at our Boston conven- 
tion to get some points on the subject. My 


success was indifferent. Now, I claim that 
as an organization we ought to know what 
we think of this matter—and then we 
should get the maximum benefit from our 
If this plan of price mainte- 
have more of 





knowledge. 
nance is we should 
it, and if it is bad, we should cut it out. 
And now I would like to say a few words 
on advertising, as far as it concerns the 
co-operation of the stationer and manufac- 
If there is any one point on which 


good, 


turer. 
we should understand each other, it is in 
the making of a market for the goods 


which one of us produces, and which the 
other distributes. 
Millions of dollars are 
advertising. Advertising is a powerful fac- 
tor in modern merchandizing. I think our 
association should recognize this, and adopt 


spent yearly in 


some definite policy toward advertised 
goods. 
Any man, manufacturer or retailer, who 


thinks that advertising is a club is living 


in the last decade. Let me illustrate my 
point: 
The individual spends the greater part 


of his income, and yet his desires are sel- 
dom completely gratified. Therefore the 
process of selection enters, and it becomes 
a case of the survival of the fittest. If the 
automobile agent succeeds in selling Mr. 
Jones a touring car, the tailor loses, the 
piano man fails to get his order, and the 
drawing-room is not done over according 
to the ideas of the lamented Louis XIV. 
Now, the manufacturer of this automobile 
helps his agent sell this car, not only by 
popularizing the brand name, but by doing 
his share in picturing the general delights 
in owning an automobile, and in keeping 
up the desire in Mr. Jones’ mind to a red 
heat. So the agent, in working with the 
manufacturer, has really put one over on 
all the other men who are looking for a 
slice of that $5,000 that went into the auto- 
mobile. 

Modified somewhat by detail, this is about 
the history of every business transaction. 
Any manufacturer selling goods through the 
stationer who starts an advertising cam- 
paign deserves his very heartiest support. 
If, for instance, a box of paper is advertised, 
an interest created in it, a desire aroused 
for it, and the sale is finally made, then just 
so much of that person’s income is turned 
into the stationery store, instead of the con- 
fectionery store, we will say, or the cigar 
store, according as the purchaser is a lady 
If all of us had as much 
should 


or a gentleman. 


money as we ‘wanted—perhaps I 











he 


_ or 





% 
f 


<1 REY 








apologize for taxing your imagination to 
this extent—all of us would buy an auto- 
mobile, and, moreover, a new piano, a new 
suit of clothes and have the drawing-room 
done over as I said before, but as most of 
us are not fixed up this way, a keen compe- 
tition rivalry exists over the distribution of 
our income. 

As a concrete example of this, take the 
A dozen years 
ago very few safety razors were used. Now 
in by the stationer for a 


history of the safety razor. 


every $5 taken 
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safety razor is due directly to the advertis- 
ing by the manufacturer, which created a 
desire to possess one of these articles. Were 
it not for this advertising this $5 might 
have found its way into the box office of a 
theater, or into the haberdasher’s hands. 
Unfortunately, the stationer has not fully 
appreciated this in the past, and the manu 
advertises his product has 


facturer who 


been very often looked upon as a “butter 


in” rather than a booster. 
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It should be remembered that the maga- 
zines are full of advertisements asking for a 
slice of our income, and don’t you see that 
if you hold back and let the other retail 
establishments work with the advertiser in 
selling advertised goods, then every dollar 
so spent is a dollar that cannot come over 
your counter, and that you are allowing 
these other establishments and their manu- 
facturers to get the first slice of the income 
that at best is too small to go around? 





STATIONERS AND RUBBER STAMP MEN SHOULD WORK IN 


HARMONY 





Remarks by Mr. Willard. 





DESIRE to make a few remarks re- 
] garding the advisability of the Station- 

ers and Rubber Stamp Manufacturers 
working in harmony in so far as their lines 
are competitive. To give you a clear con- 
ception of the present conditions it will be 
necessary for me to preface my remarks 
with a little history of the past, but I will 
make it as brief as possible as I know there 
are many matters of importance for this 
body to consider before its adjournment. 

For the past fifteen years or more, as is 
well known by all dealers in the Rubber 
Stamp line, there has been spontaneous out- 
breaks in price cutting among the manufac: 
turers of this line of supplies. 

Of course, I refer to what is well known 
as the Hill-Independent fight. 

After a long period of this demoralizing 
price cutting the warring factions would 
partly patch up their differences, similar to 
some of the South American Republics, and 
for a short interval conditions on the sur- 
face seemed serene but such was not the 
case for it was only “pent up anger” which 
soon blew up with the same old price cut- 
ting result. Those of us who were familiar 
with the inner workings of the two warring 
factions knew that peace could not be re- 
stored until one or the other quit the field. 
on October 9th, 1909, 
when the Independent Mfg. Co., of Mus- 
kegon, Mich., purchased the entire plant 
and business of the B. B. Hill Mfg. Co., of 
Philadelphia, and re-incorporated under the 
name of the Hill-Independent Co. I wish 
to say at this point; not from an egotistical 
standpoint, but to assure you that my re- 
marks are based on facts; that I am part 
owner of the Hill-Independent Co. as well 
as part owner and Vice-President of the 
Superior Rubber Type Co., their Western 
selling agent. 


The climax came 


Immediately after purchasing the Hill 
plant we established an advanced schedule 
of prices to the dealers, based on the cost 
of production, allowing ourselves a reason- 
able manufacturer’s profit and I am pleased 
to state that since that time there has been 
practically no change in these prices. This 
condition is gratifying to the dealers as 


they are now able to figure on a stable basis 


of costs which was an impossibility under 
former conditions when prices fluctuated 
from day to day. 

This advance in prices came at a 
inopportune time as the cost of all crude 
materials had advanced to such a point we 
were suffering a severe loss on many goods 
and we were compelled to raise our prices 
to a point that would not only cover this 
loss but would also give us the profit all 
manufacturers are entitled to, and which all 
fair-minded dealers contend we_ should 
have. You know, gentlemen, that line 
daters at three cents each, and self inkers at 
70 per cent discount from the list was far 
from profitable to us, and those, and similar 
prices on other goods, were in effect for 
nearly two years preceding the sale of the 
B. B. Hill Mfg. Co. plant. 

Now, gentlemen, be patient with me for 
a moment longer and I will show you that 
these remarks are not for the purpose of 
advertising my firm but are wholly for the 
purpose of showing you the demoralized 
condition of the Rubber Stamp trade at 
that time and the reason why such a condi 


very 


tion existed. 

Many Rubber Stamp Manufacturers low- 
ered their prices in proportion to the lower 
prices they were paying for supplies and 
catalogues, showing these low prices were 
distributed by the dealers throughout the 
land. Of course, our sudden advance in 
prices, while not unlooked for, was a hard- 
ship to the Stamp Manufacturers and they 
seemed unable to cope with the situation. 
Immediately after this advance in our prices 
to the dealers I started on a “Mission- 
ary tour” among the trade in the territory 
including, and lying west of, Cleveland, 
Ohio, with the Chicago I WILL determin- 
ation of assisting them in getting a fair 
profit on their business. Many cities had 
tried in vain to organize local associations 
and I soon learned that their main difficulty 
was Suspicion and Distrust of their com- 
petitors. 

In many instances it was difficult to get 
them to attend a preliminary meeting, but 
as soon as they had met a few times in a 
sociable way they began to have more con- 
fidence in each other and I am happy to 


state that today every city in the territory 
mentioned, with two or three exceptions, 
have their local Rubber Stamp Manufac- 
turers’ Association and are getting decid- 
edly better prices than heretofore. 

There is one matter, gentlemen, that I 
wish to call to your especial attention, and 
that is the fact that the Stationers almost 
invariably are selling what we term Shelf 
Goods, such as Pads, Line Daters, Rubber 
Type, etc., at lower prices than have been 
established by the Rubber Stamp Manu- 
facturers’ Associations. In most cases this 
is through ignorance of what prices are be- 
ing charged by the Stamp Trade, but in a 
few instances I have had Stationers tell 
me that the Stamp Trade prices on these 
goods were unreasonable. This is not true 
for the Stamp maker is an absolute neces- 
sity in the Office Supply business and should 
they be compelled to sell their Shelf Goods 
at lower prices it would cause them to ad- 
vance their price on Rubber Stamps and 
possibly cut the discounts to the Station- 
ers. Inasmuch as you all need the Stamp 
Manufacturers in your business, would it 
not be well to co-operate with them on this 
matter by adopting their prices? The Rub- 
ber Stamp Manufacturers’ Shelf Goods have 
always been their greatest source of profit 
and by depriving them of part of it their 
only recourse will be to advance retail and 
wholesale prices on such goods as they. 
manufacture. 

Yesterday I had the Superior Rubber 
Type Co. enrolled as a member of this As- 
sociation, for two reasons, namely: first, 
because we manufacture many office devic- 
es that are sold by all dealers in Office 
Supplies and we desire to become better 
acquainted with this outlet for our product, 
and second: For the purpose of trying to 
bring about a more harmonious feeling be- 
tween the Rubber Stamp Manufacturers 
and the Stationers with a desire to see them 
afhiliated in so far as their lines are com-_ 
petitive. - 

Gentlemen, I would like your views on‘ 
this subject, and will assure you that if at 
any time I can assist you it will be a pleas- 
ure for me to do so. 
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GOVERNMENT PRINTING OF STAMPED ENVELOPES 





Report of the committee on above subject by Theo. L. C. Gerry, chairman, 


gives encouragement as to the passage of a bill 


eliminating this abuse 





DO NOT intend to make a detailed re 
port of the work of the committee, on 
- Which I have the honor to represent 
this association, owing to manifold reasons 
I think that one or two of the reasons will 
satisfy your curiosity as to “why,” and that 
you will appreciate them 
In the first 
make this report lengthy. 
to detail the work of the 
would not be able to stop until I was com 
pelled to do so by reason of your request 


have no desire to 
Were I to start 
committee, | 


place, | 


You of course realize that the details of 
twelve months’ work, if fully recited, would 
take up so much time that there would be 
room for nothing else. Then again, this is 
not a complete report, as the work which 
was appointed to be done is not yet fin 
ished, and hence it can be called, strictly 


speaking, nothing more than a report of 
progress. 

It is highly probable that many of those 
present know something of what is neces 
sary to pass a bill through Congress, and 
can understand, therefore, why this report 
should not be other than brief. I had a 
faint idea fifteen months ago how hard it 
to accomplish anything in this 


limited 


might be 
respect, but, after one year, in a 
way, in connection with such work, that 
idea has grown strong enough to enable me 
to make a comparison, and the only thing 
to which it can be fittingly compared is an 
effort to drive a railroad spike through the 
armor plate of a battleship with a tack ham 
mer; and that can be accomplished if you 
have the necessary patience, and take suffi- 
cient time; and further, provided the tack 
hammer is of the right quality. 

Then, too, the members of the committee 
are in different sections of the country, and 
while the principal work was done at Wash 
each one of the members of the 
doing 


ington, 


committee were something at the 


dictation of headquarters, and it would not, 
under such conditions, be possible for any 
one to know in detail what the others were 
doing. The work was planned to accom- 
plish one purpose, without regard to what 
one member might be able to do to the 
accomplishment than another. We 
were interested in attaining a certain end, 
and you, I feel sure, are more desirous of 
than in 


more 


knowing what we accomplished 


knowing the full details of how it was done 

Deeming the free printing of special re 
turn request on stamped envelopes by the 
United States 
class legislation, you authorized, at the To- 
ledo convention, in July, 1909, the appoint 
with 


government, a species of 


ment of a committee to co-operate 
committees from other associations to the 
end that 


tinued. 


this practice might be discon 

[ was appointed by the executive commit 
tee to act as your representative in this 
matter, and in response to a call issued by 
Mr. R. P. Andrews of Washington, D. C., I 
attended a meeting on October 8, 1909, held 
at the Hotel Raleigh, Washington, for the 
This 
meeting was attended by representatives of 
the American Envelope Manufacturers’ As 
sociation, the United Typothetae of Amer 
ica, the Printers’ League of America and 
the National Paper Trade Association. At 
a subsequent meeting the committee was 
enlarged by the addition of representatives 
from the National Editorial Association and 
the International Association of Photo En 


purpose of organizing a committee. 


gravers. 

At the meeting of October 8 Mr. R. P 
Andrews, who represented the Nationa! 
Paper Trade Association, was elected chair 
man and Mr. Byron S. Adams of Washing- 
ton, representing the United Typothetae of 


America, was elected secretary-treasurer 


The committee adopted the name of “The 


National Joint Committee on the Free 
Printing of 
United States Government,” and discussed 


such 


Envelopes by the 


Stamped 
plans of and attended to 
matters as are usually made the business of 
Several meetings were held 


operation 


a first meeting. 


during the winter and spring to hear re- 
ports, and go further into business details 
as the work progressed; to amend old plans 


and to adopt new ones. Headquarters was 


established and necessary arrangements for 


conducting a strenuous campaign were com 


officers during the periods 


pleted by the 
between meetings 

The object of the committee was to se 
+] 


cure the passage of the Tou Velle bill, then 


in the House Committee on Postoffices and 
Post Roads, and of the Nelson bill, then in 
a like committee of the senate. The text of 


both bills are the same, and if passed by 


both branches of Congress, and signed by 
the President, will make it unlawful for the 
Postoffice Department, or any officer or 
head of bureau or chief of division thereof, 
to print or have printed, or sell or offer t 


stamped envelopes. bearing upon 
direction, giving name or 


street 


sell, any 
them a printed 
postoffice box, or any 


which they 


number of 
number or name of building to 
should be returned if uncalled for or un 
delivered; but it would not apply to those 
envelopes printed with a return card left 
blank as to name or address, and which only 
gave name of town or city, state, district or 
territory 

You will see by this that there has been 
no attempt to deprive the public of postage 
stamps or envelopes with postage stamps 
printed thereon, as was contended by some 
who were very active in trying to defeat the 
bills 


How to secure the passage of the bill was 
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the subject of much discussion, and the 


method finally decided you are 


familiar with, for many of you have partici- 


upon, 


pated in the work and helped the commit- 
Your 
help was necessary in order to create a de 


tee perhaps more than you realize. 


mand, and the demand was created, and it 
was too strong to be long resisted. This 
work was augmented by and through the 
officers of the committee, in personal inter- 
views, watching closely daily events, and 
in keeping tabs on our opponents, for we 
had opponents, and from quarters least ex 
pected. The first evidence of the result of 
the work was in the form of an item in the 
Postoffice appropriation bill, providing that 
no part of the money appropriated for con 
ducting the business of the postoffice was 
for printing envelopes with the 
But this item, when 


to be used 
special return request 
passed, was so worded that it would not 
apply to the existing contract, which does 
not expiré til June, 1911. This measure, 
we were afraid, would not give us the re- 


lief we sought, for the provisions of the 
item would hold for only one year, and we 
might be compelled each year to go before 
Congress, and ask that the same condition 


be imposed 

The only sure and permanent relief, 
therefore, was in the passage of a bill that 
would make the practice of free printing 
unlawful, and hence we continued the fight 
on the Tou Velle bill. This work was tedi- 
ous, and could not be pushed as fast as 
one might desire It had to go along as 
circumstances and other things would per- 
mit You can 
ror Congress to act on one meas 


realize how impossible it 
would be 
ure exclusively before it considered another 
And so we were compelled to bide our time 
and keep 


The first thing to be secured was a hear- 


working 


ing, and this was finally granted and fixed 
for April 4. Our side was well represented, 
both in numbers and arguments. The op 
position was there also, and in full force 
It consisted of representatives from the 
Postoffice Department, the Mercantile Cor 


Dayton, ©. (that is the present 


portatior 
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contractor), the Merchants’ Association of 
New York and the National Association of 
Employing Lithographers. The result of 
the hearing was favorable to our side, and 
in June the bill was reported, and passed 
the house a vote of 192 ayes to 27 nays, 
showing conclusively that the members of 
the house had been persuaded that the free 
printing should cease. 

The next move was to have the Nelson 
bill reported by the senate committee and 
passed. Unfortunately there was not time 
enough before Congress adjourned to do 
this, or at least that was the contention of 
the committee. “There were other and 
more important bills demanding attention, 
and time could not be given our measur 
until next December or January.” This 
statement was made to Mr. Bailey and my 
self by Senator Crane, of Massachusetts. 
He agreed, however, to give the bill his 
favorable attention, and help us in our ef- 
forts to pass it if we would come to him 
next January. 

The work of the joint committee could 
not be done without funds, and in a letter 
to the members, I asked for contributions 
Mr. Bailey had previously asked the local 
association for donations. The total amount 
collected was $515, $350 of this being from 
the local association, and the remainder, 
$160, from individuals. We contributed to the 
joint committee $485, and have in the treas 
ury a balance of $30. 
trips to Washington, $86.10, other trips be- 
f the joint 


] expended on four 


ing paid for out of the funds « 
committee, and for postage and telegrams 
$13.35, making a total of $99.45 

Recently, it has developed that contrary 
to a well established custom, the depart 
ment has advertised and received a bid for 
a four years’ contract, the present contrac 
tor being the only bidder. Usually the re 
quest for bids is advertised in January, and 
the bids are opened in March. It would 
appear that the department is resorting t 
sharp practice to circumvent us, in spite of 
the will of Congress, so forcibly expressed 


the passage of the Tou Velle bill, an 


] 


Is using its great power to prevent our get 
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ting the bill through the senate next win- 
ter. Effort is being made to have the bids 
called for and opened at the usual time, 
so that we may have an opportunity to try 
at least to pass the Nelson bill. You will 
be appealed to help, and I trust you will 
respond promptly. Do as the committee 
requests. Do it promptly, and you will 
most likely do it effectually. We want to 
win this fight. This work of the joint com- 
mittee you have authorized. It is in your 
interest, and I believe now that it has pro- 
wressed thus far, you are desirous of hav- 
ing it successfully terminated. We are here 
to consider this matter, and I trust some 
action will be taken regarding the present 
phase of the situation. Decisive action at 
this time may mean success. 


| do not believe that this work could 
or would have been done without the moral 
support of an association, and while at this 
time it may be that we have not attained 
the full measure of success, we have ac- 
complished enough to justify the contention 
that the existence of the National Associa- 
tion is a force for good, and that our ef- 
forts in association work should have the 
support of the entire trade. 


[ cannot conscientiously close this report 
without complimenting in particular, Mr. 
\ndrews, our cheirman, and Mr. Adams, 
our secretary, and in general those who 
were working with them daily in Washing- 
ton, for their unceasing efforts, and the re- 
sults, which they have attained. They were 
on the grounds all the time, watching every 
move, and working with a will, and what 
has been accomplished thus far is to their 
credit. The passage of the bill through the 
house was no small accomplishment. It 
was presented and passed in the same Con- 
gress, which is something that does not 
happen to every bill, even though it may 
be of greater importance. 


Let me thank those who responded to the 
committee’s requests to write senators and 
representatives. It was fine work, and de- 
serves mention. 

Following is the circular read by Mr. 


Gerry previous to the report. 
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Postoffice Department Proposes to Violate 
the Plain Intent of Congress. 


Editors, 





Thousands of Printers, Country 
Paper Merchants, Stationers, Sought to 
Be Denied Long-fought-for Legis 
lation Against Monopolistic 
Government Competition 
Will the Department Win or Will the 
Storms of Protest Prove Availing? 
Washington, September 21, 1910. 
Dear Sir: 
For the information of persons interested 


the following state- 

















for bids to be submitted o1 


September 29, 1910, for the entire ntity 
of stamped envelopes required during thi 
four years beginning July 1, 1911 Chess 
specifications include an_ estin that 
during this four-year period | of 
about four billion six hundred million 
printed request envelopes will be required 

No reason has been given why the bid 
ding should be expedited in this mannet 


and there is no hint in the specifications 
distributed of any possible interference, by 


mount 


any pending legislation, with the 
ot request envelopes to be supplied on its 
face, therefore, this 


action of the depart- 


ment of recent de- 
velopments in the ment is plainly an 
movement to prohib- effort to forestall and 
it the future issue of thwart the ntem- 
free printed special plated action of Con 
request stamped en- gress, and reate 
velopes by the Post- an implied vested 
office Department is right in the ntrac 
submitted: tor to furnish the 
The Tou Velle bill, vast quantity of en- 
which absolutely velopes mentioned 1 
prohibits this  print- the specifications 
ing after June HW, This viev f - the 
1911, passed the case immedi: 
house of representa- curs to. the S 
tives in June last by 1D. Charley Stevens leads a couple of friends to the steamed oysters. 2D. Chesapeake steamed ~eerreige’ _— A am 
a Pnacerge oe = oysters and clams were popular at Bay Shore. 3D. “Bill’’ Smith of Aikin & Lambert, enjoys the  aptiay at wate : 
> . </ against Baitimore oyster with F. D. Waterman and Charics Walden, 4D. The Casino at Bay Shore Park. ~ ” ie 
the —~ It had 5D. Mr. Von Wedelstaedt warns Mr. Dunleavy of the danger of eating too many oysters. Mr. ab we a = ng 
been saverabty a Peabody, however, remains unafraid. 6D. Mr. Peabody, Mr. Sperry and friends still enjoying the Os: = i ” bac 
ported to the house iunch, sand publishers of 
from the postoffice weekly newspapers, 
committee by a unan- also thous S if 
by the department to certain large purchas job printers, Stationers, envelope manufac 


after exhaustive hearings in 
which the department and the contractor 


had fully presented their views in opposi- 


imous vote 


tion to it. 

The bill then went to the senate, where 
it is now pending, with encouraging pros- 
pects of passage early in the coming ses 
sion. 

Meantime the annual appropriation bill 
for the fiscal year beginning July 1, 1910, 
prohibited the payment of any money by 
the department for such free printed 
stamped envelopes during the current year, 
provided this prohibition should not inter 
fere with any existing contract. 

The Postoffice Department has entirely 
ignored the prohibition contained in the ap- 
propriation bill, and is furnishing special 


envelopes as_ heretofore It is 


request 
stated, however, that notice has been given 


ers of these envelopes that the free print- 
ing will be discontinued after July 1, 1911. 
And the postmaster-gen- 
eral, in addressing 
postmasters during the 
stated the fact that such free printing would 
named 


assistant 
state 


fourth 


past summer, has 
cease at the date last 

The contract for 
stamped 
which runs four years, expires by limita- 
tion June 30, 1911. It has heretofore been 
customary for the department, during the 
month of January preceding the expiration 
of these contracts, to advertise for bids to 
be submitted and opened during the March 
following, thus allowing three months for 
bidder to prepare facilities 
But this year spe- 
calling 


existing furnishing 


envelopes to the government, 


the successful 
for manufacturing, etc. 


cifications were issued in August, 


conventions of 


scattered throughout the 


indignant pro 


turers, etc., 
united voice in 


heard 


try, W hose 


test has been and heeded by Con 
gress 
It is that 


postal service and of the national 


believed if the heads of the 
dminis- 


real 


tration can be fully advised as to thi 
situation, the award of the proposed con- 
tract may be postponed until the usual time, 
to wit, March, 1911, thus giving opportunity 
action by the senate in 
bill, which has 
such 


for untrammeled 
passing on the Tou Velle 


through the house by 


already gone 
an emphatic vote. 


THE NATIONAL JOINT COMMITTEE 





The wash-wringer is a very homely affair, 
but its virtue is its utility—it is a wringer: 
it squeezes things clean through 
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CONVENTION PASSES IMPORTANT RESOLUTIONS 





Report of the resolutions committee, composed of Millington Lockwood, William J. Coane and 
Samuel Ward, adopted with slight modifications by convention.— Other resolutions adopted 





HE convention adopted the follow- 
ing resolutions recommended by the 
resolutions committee: 
The Board of Control. 

The committee on resolutions recom- 
mends the adoption of the following amend- 
ments to the by-laws as suggested by the 
board of control: 

Resolved, That section 3 of article VI be 
amended to read as follows: 

Resolved, That section 3 of article VI be 
amended by striking out the last six words 
and that section 6 of article III be amended 
to read as follows: 

“Application for membership, either club, 
individual or association, shall be made in 
writing, accompanied by the regular fee, to 
the secretary, and such applicants may be 
elected by the executive committee.” 

President’s Report. 

We recommend the adoption of the fol- 
lowing amendments to the by-laws, as sug- 
gested in the report of President Bailey: 

Resolved, That the following section, to 
be designated as section 12, be added to 
article VII: 

“The president shall appoint as soon as 
practicable after the final adjournment of 
each convention a_ grievance committee, 
consisting of three persons, of which the 
secretary shall be chairman. It shall be the 
duty of such committee to receive all com- 
plaints from members of the association, in- 
vestigate the same thoroughly and impar- 
tially, and report its recommendations in 
the premises to the executive committee 
with all convenient speed. This committee 
shall be empowered to calluponany officer 
or standing committee for such information 
and co-operation as may be necessary to 
enable it to adequately perform its duties.” 

Resolved, That the following section, to 
be designated as section 5, be added to arti- 
cle IV 

“A member who is delinquent in the pay- 
ment of the annual dues five days before the 
assembling of an annual convention shall be 
dropped from the roll of membership by the 
executive committee. Such member may 
be reinstated by special vote of the board of 
control upon payment of all arrears.” 

Resolved, That section 3 of article VI be 
amended to read as follows: 

“The officers and directors shall consti- 
tute the board of control. The ex-presi- 
dents of the association shall be ex-officio 
members. The president shall appoint from 
the board of control an executive committee 
of three persons, one of whom shall be the 
president, such committee to have, subject 
to such restrictions as may be made by the 
board of control, all the powers herein dele- 
gated to said board. The president shall 
have the power to appoint associate mem- 
bers of the executive committee, whose duty 
it shall be to act solely in an advisory ca- 


pacity to said committee, and to perform 
such duties as may be assigned to them by 
the executive committee.” 

The persons who are eligible to such ap 
pointment are the presidents of all local 
clubs or associations, provided that such 
presidents or their firms are members of this 
association. 

Committee on Pens and Pencils. 

We have considered the recommendations 
of the committee on pens and pencils in re- 
gard to the uniform designation of grades 
of lead pencils and in regard to printing the 
retail prices on the labels, and we recom 
mend that no action be taken 

National Catalogue Commission. 

In accordance with the recommendation 
made in the report of the chairman of this 
committee we recommend the passage of 


the following resolutions: 





S. C, THALHEIMER, DIRECTOR. 


Resolved, That the duties assigned to the 
various permanent committees as set forth 
in article VII, section 8, of the by-laws, be 
construed to include the making of price 
recommendations which shall apply to the 
goods classified under the interests which 
the committees respectively represent. All 
reports shall be made through the national 
catalogue commission and subject to this 
committee’s approval. In the event of any 
question arising as to which committee any 
particular line of goods shall be assigned 
the national catalogue commission shall bs 
the arbiter. 

Resolved, That the sum of $28.05 expend 
ed by the members of the national catalogue 
commission for traveling expenses be re- 
funded by this association and that the 


same be and is hereby appropriated from 
the treasury for this purpose. 
Committee on Blank Books. 


In regard to the report of this committee 
we consider the various recommendations 
worthy of consideration, but the subject is 
too large for your committee on resolutions 
to digest in the short time allowed for de- 
liberation and we therefore recommend that 
the subject be referred to the incoming 
committee on blank books with a request 
that the various recommendations be taken 
up with the manufacturers of the goods and 
the results be reported at the next conven- 
tion. 

Committee on Foreign Relations. 

With regard to the suggestion contained 
in the report of the committee on foreign 
relations we do not consider it feasible to 
present any recommendation in the absence 
of information as to the expense of such a 
project. 

Address of Harry V. Elliott. 

Following the suggestion made in this 
address, we report favorably the following 
resolution: 

Resolved, That it is the sense of this con- 
vention that all members of this association 
who deem it proper to return any goods to 
the firm or individual from whom the same 
are purchased shall advise the latter in 
writine of the cause thereof before making 
such return. That failure to observe this 
custom be promptly reported to the griev- 
ance committee for investigation and report 
if deemed advisable. 

Committee on Files and Office Furniture. 

We recommend that the suggestions in 
this report be referred to the national cata- 
logue commission. 

Report of Committee on Standardization. 

The recommendations in this report are 
of such a character that this committee does 
not feel qualified to formulate for the con- 
sideration of this convention any resolu- 
tions that would adequately convey the 
very valuable suggestions therein contained, 
and we therefore recommend that the sug- 
gestions be referred to the incoming com- 
mittee on this subject with the request that 
the members thereof make an effort to 
elaborate upon them in the report that will 
be submitted at the next convention, and 
with the request that the results be put in 
the concrete form of resolutions that can be 
acted upon. 

Committee on Hardware and Glassware. 

This report apparently calls for no action 
on the part of this committee. 

Committee on Paper and Envelopes. 

In accordance with the recommendations 
made by the chairman of this committee we 
offer the following resolution: 

Resolved, That in the opinion of this as- 
sociation the 500 sheet count should be 
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adopted as the standard of manufacturers in 
wrapping, ledger and flat writing papers, and 
that the incoming committee on paper and 
envelopes be instructed to confer with the 
manufacturers with a view to persuading 
them to adopt such a standard within a 
reasonable length of time. 
Committee on Inks and Mucilage. 
Relative to the recommendation of 
committee that the association take positive 
action during this convention calculated to 
influence the manufacturers’ prices to the 
consuming trade, we respectfully suggest 
that this is a matter which we think should 
be more closely investigated and that the 


this 
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manufacturers should be permitted to pre- 
sent their side of the case. We therefore 
recommend that it be referred to the griev- 
ance committee. 

The suggestion in the same report that 
the manufacturers be requested to establish 
fixed selling prices on their products be re- 
ferred to the national catalogue commission. 

Committee on Rubber Stamp Goods. 

The committee recommends that the sug- 
gestion contained in this report be referred 
to the national catalogue commission. 

In closing the committee would respect- 


fully suggest that copies of all reports and 





convention 


addresses made at any future 
that contain recommendations calling for 
action by this association be mailed to each 
member of the committee on resolutions at 
least ten days before the opening of the 
convention and that they be accompanied 
by resolutions drawn in proper shape to 


recommendations The brief 


cover such 
periods between sessions of a convention 


are totally inadequate to permit of the 


proper review of such papers and the fram- 





REPORT ON LEATHER GO 





By William H. Brooks, Chairman. 





N behalf of the Committee on 
Leather Goods and Novelties I de 

sire to report to you as follows 
The secretary of the association has sent 
out for the committee a circular to which 
there have been received but seven replies, 
from which has been gained little informa 
tion of value to the association, the major- 
ity of answers being no and none. This 
kind of an answer is not instructive or com- 
prehensive and closes the subject abruptly. 
The balance of the circulars have no 
doubt found waste bas 
fiets, fireplaces or other handy places where 
indifferent or lazy 
requires a little time 


resting places in 


who are 
that 


many people 
place anything 
and thought. 

I wish to thank those who have taken the 
courtesy of an an 
they 


time and extended the 


swer to the committee, as have at 


least shown some interest. 
The subject of leather goods and novel 


interesting one to 


ties may not be an 
many, but it might be profitable, if proper 
ly taken up and intelligence and taste exer 
cised in the selection of the lines to be 
handled, the location and the probable cus 
tomer being carefully taken into consider 
ation. 

The stationer 
with a line of leather goods should be cen 
trally located and good transient 
trade, then he can use traveling bags, suit 
ladies’ bags, 


who would best succeed 


have a 
cases, wallets, card cases, 
pocketbooks, leather belts, 


razor strops, trunk straps, and, in fact, al- 
most everything found in a fully equipped 


jewel boxes, 


leather store excepting trunks, which are 
bulky and not to be thought of by the 
stationer. 

The stationer who is not centrally lo 


cated and does not have a good transient 
trade would do well 
goods to a small but well selected line of 


wallets, card cases, and purses, which, dis 


to confine his leather 


played near a line of cutlery or some other 
goods of like description, should show rea 
sonable activity. 

The question of profit on leather goods 
is one which seems to have the attention of 
replies have been re 


from whom 


those 


‘ department 


ceived and the consensus of opinion on this 
subject seems to be that a profit of 100 per 
cent should be added on account of the per- 
ishable character of goods of this kind and 
the depreciation of value incident thereto. 
A profit of this kind may be possible in 
some localities and with great 
individuality, but with staple lines I believe 
the profit suggested would be excessive and 
with leather houses, 
stores, drug stores and others 


goods of 


competition goods 
who handle leather goods would not permit 
of a profit of over 50 per cent. 

The issuing of comprehensive illustrated 
catalogues by the manufacturers of leather 
goods is suggested, and the pricing in these 
catalogues either by a supplemental sheet 
or with list prices subject to large dis- 
counts, also a suggestion that the staples 
be maintained in the lines, as many articles 
have been dropped which-are popular and 
have been in use for a long time and many 
conservative people are almost impossible 
to suit with the new styles because they are 
set in their ways about the pocketbook or 
wallet they use as they are about their 
pens and other articles in daily use. 

In displaying leather goods for sale great 
care should be taken to keep them in a 
glass show case as dust proof as possible 
and the different kinds of card 
cases, pocketbooks, etc., should be kept in 
trays that can be easily removed from the 
with the possible 


wallets, 


case and shown least 


trouble and in the most complete way. The 


show case that extends to the floor and is 
as much’ glass as possible, with glass 
shelves and metal brackets to hold the 
shelves, is the most effective way of dis- 


playing goods of this character 
Regarding the advertising of 
goods, a snappy short advertisement in 
your local paper with a cut of the article 
and an 


leather 


if a novelty or if a staple a cut 
attractive price will hold the attention and 
gain a buyer. The small 
dodgers sent out each month with bills and 


enclosing of 


statements, and in your daily mail is an 


effective and cheap way of calling your 
customer's attention to goods of this de- 
scription. The best time to do this kind 


ing of the recommendations in such form 
as 1S necessary to secure proper action by 
the convention 

ODS 

of advertising is just before Christmas and 
in the late spring before the vacation time 
A window display is another method of ad 
vertising which produces good results 
Care should be exercised in placing goods 
of delicate shades that are easily damaged 
by the sun well back in the window on 
swinging shelves and other devices used to 
hold such goods. 

Leather goods should be carefuly gone 
over at the end of each seas d sucl 
as are shopworn or unsalable for other rea 
sons should be removed from the line be 
cause One poor piece will sometimes mak 
such an unfavorable impression that a cus 
tomer will become unreasonably critica 
and a sale may be lost. 

The unsalable and _  shopwort goods 
should be placed on a counter cast 
by themselves and offered at a very consid 
erable reduction which will attract atten 
tion and make a bargain of the goods A 
bargain is just as attractive to a man as to 
a woman and defects and style are forg 
ten in the enthusiasm of the buyers when 
they think either he or she has advan 
tage. It is much better to sell at cost or 
less in order to move goods of s kind 
as the deterioration is rapid and the pric 
obtained will be much less if they are held 

The novelty end of the stationery trade 


ig of a very great interest and profit to the 


trade, and while the novelty lasts should 
be worked for all it is worth. Care should, 
however, be exercised in stocking up witl 
goods of this kind as the rush once off the 


goods generally have to be sacrificed, pri 
viding they are simply a novelty, but should 
they have merit and strength they becom: 
staple and the first rush being off they 
take their place among the thousand and 
one other articles one has to carry and so 
add to our other troubles. 

The novelty should be displayed in the 
and on the 
get his hands on 


windows cases where the cus 
tomer may them and 


tempta- 


novy el 


there are few who can resist the 
tion of getting something 
to show to their friends and enjoy 
ure almost that 


one who discovered or invented the 


new and 
a pleas- 
by the 


j 
articie 


equal to enjoyed 
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This Is Really 


Interesting Advertisement 


You never know where you are going to strike a gold mine. 
Sometimes you may find it when you least expect it—in the most un- 
certain places. Then, again, you can make scientific calculations 
and determine accurately the mine’s location, before you even begin 
to dig—which is the sure way. 

This is why this advertisement is interesting to you. It is about 
another gold mine and one about which there is no doubt— 

So we are tell- 


Ne 
=> be ing it to them— 
OP eight million peo- 
ple—who read the 
national maga- 


zines. Numbers 
of people in your 
selling district are 
in that aggrega- 
tion. You will 


For years and 
in every country 
on the globe it 
has been sold 


TRADE 
again and again 
to the same users, 


who number more 


by three times 
than those of any CARBON PAPER 


other carbon pa- 


MARK 





per ever made. Of course there are mil- be called upon to meet the increasing de- 


lions who never knew about MultiKopy 

that one sheet of it made 100 clear, 
distinct lasting copies; that with it could 
be taken 20 copies at one writing. They 
never knew that it made the most per- 
fect records, or they would have been 
using it. 


mand—are you ready? "nd 

We don’t even want you to order 
yet, until you are absolutely con- 
vinced, but we don’t want you to de- 
lay, because soon every minute will 
mean part of that gold mine running 


away. 


MultiKopy Carbon Paper is made in black, blue, purple, red and green 
in various manifolding powers, for typewriting, pencil and pen work. 
Star Brand Typewriter Ribbons are sharing in the MultiKopy public- 


ity and will be found wherever it is used. 


They are guaranteed to give 75,000 


impressions of the letters ‘‘a’ and ‘“‘e’’ without so clogging the type as to show on 
the paper. They will stand all kinds of weather, will not dry out—and doj not 


fade in the original document or copies. 


Made in all colors for all machines. 


If you are interested—write for further information on the subject. , 


F. S. Webster Co. GEWiSety 


TRADE op 338 Congress Street, Boston, Mass. 


UTIROPY 


396-8 Broadway 


Chicago Philadelphia 
211 Madison St. 


908 Walnut St. 


London Paris 


Pittsburg 
CARBON PAPERS 432 Diamond St. 67 King William St. Rue Saulnier, 10 


Vienna 
Adlergasse, 16 


Berlin Budapest 
Friedrichstr, 60 


V-Alkotmany, u, 19 
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ABUSE OF THE PRIVILEGE OF RETURNING GOODS 





Harry V. Elliott of the Charles H. Elliott Company delivers address before 
the convention suggesting remedies for the abuse of an important right 





HERE appears to be a growing 
tendency on the part of the retail 
Stationery dealers, to increase, if 
not actually abuse, the privilege of return- 
ing goods, and there is a great lack of co- 
operation between the dealer and manufac- 
turer in the vast majority of these trans- 
actions. 

My firm, the Charles H. Elliott Co., oc- 
cupies an unusual position in this respect, 
inasmuch as we make both staple and spe 
cial goods, and goods that are salable at 
certain seasons only, so that no iron-clad 
rule can be applied to the return of goods 
by our customers. 

Acting on the supposition that all manu 
facturers are desirous of correcting any 
faults of shipping, checking of numbers or 
possible defects in goods or errors on the 
making out an 
fixed the re 


part of the customer in 
order, there 
sponsibility of 
such goods both ways and the proper credit 
upon their return, which responsibility can 
only be ascertained by some investigation 
on the part .of the manufacturer, and it is 
obvious, therefore, that he should have 
from the dealer timely notice of the inten 
goods with a statement of 
Should the error be 


remains to be 


transportation charges on 


tion to return 
the cause of return 
on the part of the manufacturer, he should 
pay the transportation both ways on one 
shipment of goods, unless, of course, all 
of his goods are delivered prepaid 

Should the error be on the part of the 
dealer he should stand the transportation on 
the return and reshipment 

There should be a uniform method of re- 
turning goods, that is, after notice has been 
matter 


given the manufacturer, and the 


return, an invoice showing 


method of 


adjusted for 
date and route or shipment 
should be sent him, thus avoiding the deal- 
credit memorandum, and 


he 


er’s awaiting a 
charging on his books the goods whicl 
has returned, and at the same time enabling 
the manufacturer to pass the invoice, check 
off the replace them 
promptly, making the transaction a simple 
from the dealer back to the 
manufacturer. Under existing conditions, 
have received, and still continue to re 


return goods ahd 


sales record 


we 
ceive, goods without any previous notifica 
Sometimes with large 
thereto, 


tion of their return. 
collect charges 
which shipments, according to our system, 
are refused upon presentation at our re- 


express attached 


ceiving department, owing to the fact that 
there is no invoice or bill of lading, or even 
a purchase order number on file with the 
receiving department for such a shipment. 

Should the dealer be in a hurry to return 
his goods, he should at least bill them back, 
showing on this invoice the reason for re- 
method of shipment, thereby 
manufacturer to act 


turn and 
enabling the 


intelli- 


at the same time 


accounts 


them, and 
book 


bad business transaction 


gently upon 
keep the 
as it is certainly 
to ship any goods without a charge being 


dealer's straight, 


made against someone for them. 


Upon refusal of these shipments by our 
receiving department, the dealer receives 
notice that the shipment is on hand at the 
North Philadelphia Express office, and in 
some instances becomes vexed at our sup 
posed inattention, whereupon it is neces- 
sary to explain that we cannot receipt for 
know nothing, 


corresp¢ mnd- 


shipments about which we 
and after 


ence, the necessary facts are usually gath- 


some considerable 
ered and the matters satisfactorily settled. 
We have had instances where goods were 


from across the 


returned without notice 
continent, and these shipments have lain in 
the express office for months on account 


f collect charges which we could not pay, 


and in one case almost lost the customer by 
adhering.to our method; finally, however, 
succeeding in showing him the reason for 
our action. 

Certain goods are not returnable, such as 
special imprinted goods, or goods made for 
a certain local trade, and to meet those 
local conditions. 


special 





Frank B. Towne, Chas. A. Stevens and Charles 
Hamburger. 

Again, we cannot credit or exchange 

goods returned after ten days of their re- 

There must be a time limit for the 


merchan- 


ceipt. 
inspection and acceptance of all 
dise, and ten days seems to us a very liberal 
time for the dealer to ascertain any error 
or cause of complaint. On goods intended 
for sale at certain periods of the year, such 
as holiday goods, the dealer should return 
them at once, that is, within five days of 
their receipt, if he desires credit, because 
it is manifestly unfair to the manufacturer 
to return these goods after the season has 
passed for him to resell them. 

We have had an instance of a dealer 
wishing to return for credit a small portion 
of his order for calendar pads after Feb- 
ruary Ist of the year appearing on the face 
of the pad, and as these goods are on sale 
about fourteen months 


for a period of 


previous to the date on the pad, credit could 
not be them. In fact, calendar 
pads should be handled by the dealer at a 


protect 


given on 
sufficient to enable him to 
small 
simple 


profit 


himself on a percentage of unsold 


goods, as a business precaution. 


We believe our line sells as readily as any 
on the market, but it is manifestly impos- 
sible for the dealer to order exactly 


for his requirements, unless he has a card 
system of his last year’s sales, and is a very 
conservative buyer. Our experience in this 
respect shows that the stationery dealer is 
lamentably weak on records of his sales and 
requirements, and in the vast majority of 
even locate his last 


cases, cannot 


invoices for similar goods. 

It seems paradoxical that a man selling 
up-to-date office equipment, would fail to 
use it himself, but we know of such cases. 
These remarks apply to the 
dated or 
should be particular to return 


return of all 


seasonable goods, and a dealer 
within the 


specified period, any of these shipments 


which have been incorrectly made by the 
manufacturer. 

We had a customer in West Virgini 
returned for credit on December 20th, with- 
calendars billed in Oc- 


a who 


out notice, some 
tober, and as we could not find any reason 
for the return of these goods, it was after 
the first of January before credit was finally 
given for them, and we had the goods on 
the shelf for another full season 
return of cal- 


December 


Several instances of the 
endars at or about the last of 
have necessarily been a matter of discus 
sion, as we do not feel that holiday goods 


should be returned two months after their 


receipt without some very good reason 


We have a customer in New York State 
who nearly always has a claim make 
on his goods. Our packers and shippers 


are particularly careful with shipments, and 


we begin to believe that his trouble has not 


been with the packing at our end, but with 


the opening of his cases when received, as 
we have always found our counts and en- 
tries to be correct on these shipments, but 
as they are usually composed of a number 
of small packages within one large case, it 


is our opinion that the receiving clerk loses 
these small packages through careless han- 
dling, and we have been forced to take this 
position with this party, owing to the fre- 
quent and unwarranted claims which he has 
made 

In order that we may more exactly in- 
vestigate any claims for shortage, we send 
with each invoice a slip showing the num- 
ber of packages and contents, with the 
packer’s number and the inspector’s numbef 
marked thereon, with the date of packing 
which slip we request returned in case 0 
This is sometimes overlooked by the 


nay 


claim 
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The H&M 


ADAPTED FOR 


COUNTY AND OFFICIAL RECORDS, 
MINUTES OF CORPORATION MEETINGS, 
BILLING AND CHARGE SHEETS, 
Etc., Etc., Etc. 


Leaves are released by moving the rod only about 
a half inch. Can be used with any typewriter. 


Circulars on application. 


HALL & McCHESNEY 


Sole Manufacturers 
SYRACUSE, N. Y. 
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The Greatest Advertised Card Game in the World is 








“CHANTECLER” | 





A circulation of over 28,000,000 in Magazines and Periodicals in the months of October, November and December 1910 
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| The Standard Playing Card Co., Chicago, M1. 
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GET IT NOW 


ALL THE RAGE 


Saturday Evening Post 
Everybody’s 

Munsey’s 

Scrap Book 

McClares 

Red Book 

Blue Book 

Green Book 

Woman’s World 


Iowa Homestead 


Everyday Life 
Cosmopolitan 

Popular Magazine 
Modern Priscilla 

Home Life 

Housewife 

Vickery & Hill 

Peoples Popular Monthly 











Household 

W. J. Thompson Co. 
Home Friend 
Popular Epitomist 
Wisconsin Farmer 
Home Instructor 
Hampton’s Magazine 
American Magazine 
Popular Mechanics 
Pictorial Review 


Aside from the fact that the Name is popular, and that it is well advertised, 


the game is exceedingly attractive, has merit and SELLS ON SIGHT. 
MAY WE ENTER YOUR ORDER ? 


The Standard Playing Card Co., 345 W. Michigan Street, CHICAGO, ILL. 
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customer, and has to be written for, as it 
is of material assistance to our factory in 
an investigation. 

In the 
but without 


department 


returned prepaid, 


held in our 


gor yds 
these are 
until we 


case of 
notice, 


receiving ascertain 
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from the customer what disposition he 


wishes us to make of them. 

sy the above svstem of invoicing all re- 
turned goods, with date and route of ship- 
statement of claim, the matter 


ment, and 


of credit on return goods is simplified, and 





with due care on the part of the dealer 


to make unfair or unjust claims, the matter 
handle: 


of return credits can be fin are 
markably short period 


Courtesy makes all life’s pathways easy 





FILES AND OFFICE FURNITURE 





Report submitted by A. Schooley of St. Louis, chairman of Committee, notes changes in style 


and architecture, and suggests departmentization of stock 


in charge of 


skilled salesmen 





OUR Committee on Files and Furni 
ture finds that the subject matter of 
this report has been gone over in 


thorough fashion in preceding conventions 
and that there is in fact little that can b 
added to it in this paper 

A list of questions prepared and mailed 
to the members of this association by your 
painstaking secretary elicited less than thir 
these from thos 
office 


ty replies and many of 
stationers who 
indicating a measure of apathy on a subject 


which should be of vital interest to the st: 


handle no furniture, 


tioners 
Office furniture, particularly desks, chairs, 


tables, as well as files and office book-cases, 
are more and more coming to be recog 
nized as essential to the stock of the pro 
gressive stationer. The furniture depart 


ment, when properly displayed, lends tone 
to the less attractive office sundries and 
makes for increased volume of business and 
indeed greatly aids in bringing to your 
place of business the customer who is seek 
ing to buy a new outfit, as well as the one 
who is adding additional equipment to his 
office. The sale of an office furniture outfi 
is almost certain to be followed with the 
usual accessories from the stationery stock. 
a bookkeepink outfit, together with print- 
ing, etc., depending in a measure on the 
extent of the stock at 

Thanks to the change in desk 


ture from the full pedestal pattern to the 


hand 
architec 


so-called sanitary or leg type, which change 


to have stimulated 


has been sO radical tS 


to an business of the 
manufacturer and dealer. This 
offset by the 


unusual degree the 
advantag: 
however, has been necessity 
of sacrificing profits on the out-of-date pat 
of the 


a number of 


dealers are even 


obse ilete 


terns, and many 
today burdened with 
desk patterns which refuse to move at any 
price Also the frequent change in color 


is often the cause for the sacrifice of profits 


in order to move some particular desk, 
chair or table that happens to be a trifle 
too light or too dark to match some later 


arrivals from the factories 

Your committee recommends a more uni 
form finish for portable office furniture 

It is generally conceded that office furni 
ture should be given a special department 
and be under special men qualified to intel- 
ligently discuss points of comparative con- 


struction, finish, etc.. with the customer. In 


the larger centers the entire time of a man 


ager and several men can be profitably de- 
voted to the 


ment l 


development of this depart 
with the 


t »zether 


alon Keeping in touch 


agents of large office buildings, 


with a friendly tip from the head janitor, 


has helped to place many an order on the 
books 
abl 


Competition and the 


and has led to a subsequent profit 


account 
) 1 
iacK O in apprecia 


f doing busi 


tion of the 
ness has Ik d to less than the 


excessive expens¢ 


normal profits 





A. N. RITZ, DIRECTOR. 


It is suggested 
double the 


in the furniture department 
that the should be 
factory 


retail price 


and while at first glance it 


cost, 
might be thought 
found to yield more than fair profits. To 
offset this satisfactory margin of profit will 


excessive, it will not be 


be the obsolete pattern that is sold at about 
off-color table, chair 
a discount: the 


cost and freight, the 
or desk that must be sold at 
big contract running into thousands of dol 
value” is fully 


where the “advertising 


exploited by the wily purchasing agent, etc 


lars 


etc., together with the extensiy | ex- 
pensive floor space, salesmen, finishers, driv 
ers, helpers, up-keep of wagons, 

tor trucks, etc. Sectional office partitions 


and railings that can be cart stock 
for immediate delivery ar¢ 1ended 
as al excellent accessory to tl etter 
known office equipment 

Filing cabinets are more than mere furni 
ture and the salesman who appre tes the 
necessity for rendering service in the i 
stalling of a workable filing system in co! 
junction with his file order will 1 t with 


a larger degree of success that ne whi 


does not Indeed the “workal ten 1s 
as much needed as the furniture where 
the foremost argument of the selle made 
to this end there will be no 
the shading of list prices 

The majority of the replies from th 
members of the association tl ubject 
of better discounts were about inimous 
that a better discount be had « ! hould 
it be found necessary to raise the t prices 
There is no question but that the expense 
of selling a stated amount of fil is i 
excess of a like amount of office ture 
ana the expense of the latter is ve the 
discount which prevailed on tl eading 
makes of filing cabinets for n ears 
It would seem*in view of the t der 
standing that exists among = stationers 
throughout the country, due 11 rge meas 
ure to the influence of this ass: that 
an increased discount would reck 
lessly sacrificed and should be n the 
near future 

[Insistent criticism over the great variety 
of finishes usual to filing cabinets is gen 
erally reported Whether this bs spe 
cial adyantage to the individual manufac 
turer we are not informed \ 1 
form finish is recommended 

Especially that suitable for vaults, should 
receive the attention of the stationer Che 
demand for this equipment is steadily in 
creasing among banks, municiy yuild 
ings, county court houses, etc., d_ will 
largely increase the volume of business in 
the furniture department. Price schedules 


are obtainable from the manufacturers 
whereby the salesman can desig d esti 
mate on any special job at will. Metal lock 
ers, metal library shelving, et: come 


under this head 


re Seed 
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606. CONCRESS 


PLAYING CARDS 


IVORY OR AIR-CUSHION FINISH. 


LARGE fONGRESS 


INDEXES. PLAYING CARDS 
—- 606 


IDEAL FOR GOLD EDGES 


COPYRICHT BY 





CINCINNATI, U.S.A 

















BRI DG E. Tue U.S.PLayinc CarpCo, 


Look for the name “Congress” on every box 
75 CONGRESS designs, actual cards, are shown on a handsome folder—write us 
and we will send by return mail, FREE OF CHARGE. 
You can then make up your CONGRESS order—designs of your own selection. 


5 EDCES. 





COLD 


You can order 
CONGRESS put up 
companion designs 
(Bridge pairs) in 
our two-pack carton 
three to each half- 
dozen. 
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808. BICYCLE 
Playing Cards, 


IVORY OR AIR-CUSHION FINISH. 
THE MOST DURABLE 





~~ rsA BOS SN 





25c. CARD MADE. 





Every card player knows and 
appreciates the splendid dealing and 
wearing qualities of BICYCLE and 
their Ivory Finish—but we have 
added Air-Cushion Finish—it reduces 
chance of misdeal. 

CLUB INDEXES—large and unmis- 
takable. 


THE U. S. PLAYING CARD COMPANY. 
CINCINNATI, U. S. A. 
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SYSTEMATIZED BUYING 





An address delivered before the convention by Fletcher B. Gibbs, vice-president of 
Shea Smith & Co., Chicago, and president of the Chicago Stationers’ Association 





N my discussion of “Systematized Buy- 

ing” I propose to treat the subject from 

the view-point of the retail merchant; 
the man who is conducting a business of 
average dimensions. 

I shall not confine my remarks to the 
domain of the buyer, but shall take the lib- 
erty of entering a few of the channels lead 
ing from or up to his office, making such 
suggestion as I think may be helpful. 

I shall speak largely from my own ex- 
perience, and while I am conscious that 
what I may have to say will fall short of in- 
teresting a great many of my hearers, who 
are now employing as good or better sys- 
tems in their buying department, I hope 
to be able to outline a few simple rules 
which can be profitably followed by those 
whose house organizations have not yet 
reached their full development. 

The business of merchandising consists 
of buying and selling goods. 

Any system of buying to be successful, 
must have the co-operation of the sales de- 
partment. The relations between the two 
departments are so close as to make their 
interests practically the same. The buyer 
should endeavor to confine his purchases 
to goods which the experience of the sales 
manager teaches him are saleable, and the 
sales department should lend its best ef- 
forts to unloading the buyer’s mistakes 

To preserve correct equilibrium in judg 
ment between the two authorities, a set of 
stock records is an absolute necessity pro- 
vided it is the desire of the firm—as it 
should be—to maintain the maximum of 
efficiency upon a minimum investment. 

This record may consist of one or more 
bound books, a loose leaf binder contain- 
ing a series of leaves, or a set of indexed 
cards, as may seem the most convenient 
and practical to the interested parties. The 
simpler the arrangement, the better. The 
trouble with most systems is their complex- 
ity. The busy man finds it difficult to de- 
vote the timé needed to keep his records 
up-to-date. 

In the stock record, a sufficient amount 
of space should be assigned to each and ev- 
ery line of goods carried in stock, no mat- 
ter how small and insignificant some of 
these lines may be. Every buyer will ad- 
mit that it is the small miscellaneous items 
which give him the most trouble. 

The record of each line of stock should 
contain the name and address of the man- 
ufacturer making the goods, the name and 
address of the local agent or traveling rep- 
resentatives of such manufacturer, the ship- 
ping instructions, an itemized list of such 
items in the line as are carried in stock, 
and—if a separate set of cost books is not 
kept by the buyer—the costs and terms. 





The leaves or cards should be ruled with 


a series of double vertical columns—with 
box headings for dates—in one of which 
columns should be recorded the goods on 
hand at the time an order is placed, and 
in the other, the goods ordered; using dif- 
ferent colors of ink for the two classes of 
entries. 

No firm can fail to recognize the refer- 
ence value of a set of stock records such as 
I have described. If a buyer does not al- 
ready possess one, and is disposed to be 
candid, he will confess his daily need of 
such an invaluable help to his work; and 
will doubtless state that while it has been 
his intention to compile such a record, he 
has been unable to find the time to devote 
to the work. 

If a buyer will keep tab of the time that 
he daily loses in searching through the of- 
fice files for information and authorities 
which should be matters of record within 
reach of his hand, I will venture to state 
that within sixty days the total time thus 
employed will be found to have been amply 
sufficient to have completed the coveted rec- 
ord. : 

The object of this record aside from its 
reference value, is to indicate the goods 
which are moving. It aids the buyer in 
determining the amounts of his purchases; 
it enables him to keep his stock complete 
and at the same time within reasonable 
limits. Frequent study of its pages will en- 
able him to weed out goods which are 
shown to be unsaleable and to increase his 
orders for these goods which are moving; 
thus increasing the efficiency of his stock 
without enlarging the investment. 

The record of a year’s purchases will en- 
able him to determine the amount of each 
saleable item it is desirable to have at all 
times in stock, and if he so desires, these 
amounts can be entered in the respective 
stock lists in some distinctive color of ink, 
when any boy in the office can make up an 
order by comparing the stock clerk’s report 
of goods on hand with the amounts which 
the record indicates should be carried in 
the shelves. 

While a set of stock records is absolutely 
essential to any system of correct buying, 
it will be found equally useful to the sales 
department. References will be made to 
it every hour in the day to ascertain the 
quantities of certain items carried in stock 
in view of prospective orders. 

Its value as a monitor in safe-guarding 
the buyer’s propensity to over-stock items 
seemingly in demand because occasionally 
called for, will be appreciated by the man- 
ufacturer, to whom so many appeals are 
now made to take back or exchange un- 
saleable goods. 

In the performance of his work, the buy- 
er will find the assistance of a well trained 


stock clerk of inestimable value. It is his 
duty to receive and care for the stock and 
upon the efficiency with which this is done, 
will depend very largely the ease with 
which the buyer’s duties will be accom- 
plished 

Occasionally an experienced stock clerk 
can be engaged, but more frequently he has 
to be trained to his work. A great deal 
depends upon his care and vigilance. A 
careless stock clerk can cost his employer 
many times the amount of his salary. He 
receives and distributes all incoming goods 
consigned to his department of the busi- 
ness, whether delivered by messenger, mail 
or express, or turned over from the re 
ceiving room. 

And here, I will ask permission to digress 
for a moment while emphasizing the nec- 
essity of a central receiving room in every 
establishment embracing more than one de- 
partment, to which can be directed all bulky 
goods coming into the house, and from 
which their distribution can be made after 
their receipt has been properly recorded 
and the correct weights compared _ with 
those entered in the freight expense -bills. 

The cases turned over by the receiving 
room to the department stock clerk, are 
opened by him or by a clerk under his su- 
pervision and the contents checked with 
the invoices or orders: A sufficient amount 
of floor space should be assigned to this 
which it can be expedi- 
methodically done, a 


work in 
tiously and 
space that shall be inviolate from trespass 
and from which it will be thoroughly un- 
derstood by every clerk and salesman in 
the establishment that no goods are to be 
removed except by requisition on the stock 
clerk. This will result in fewer complaints 
of shortages, as many alleged shortages 
are undoubtedly due to the removal of 
goods—for the purpose of filling orders— 
before the stock clerk has had an oppor- 
tunity to properly check his invoices. 

After the goods have been checked with 
the invoices, the latter should be checked 
with the orders, or vice-versa. 

After entering upon the invoices’ the 
amount of the freight and drayage charges 
paid upon the shipment, and _ attaching 
thereto—in a blank provided for the pur- 
pose—a detailed history of anything that is 
wrong with the shipment, all papers should 
be sent to the buyer’s office where the 
prices and extensions are checked and any 
necessary correspondence conducted with 
the shippers. 

The latter can facilitate the work of 
both the stock clerk and buyer by render- 
ing a separate invoice for each individual 
order. I do not mean a separate bill for 
each page of an order consisting of several 
sheets mailed under the same date, but a 
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/ VOLGERS 
‘| New DEPARTURE 
QUICK DRYING INK 
9 77-0 .7/— 7-0) ae -., 
a 
\ WOT AY EECTED BY 
‘ AT MOSPRERIC MAS YA= 
\ ALA. COLORS. 


See 
WILL NOT SMUT OR BLUR. 














Known and Sold 
Wherever 
Rubber Stamps 
Are Used 


“Excelsior” Self-Inking Stamp Pads 
“New Departure Quick Drying Ink” Pads 
Volger’s Indelible Ink Marking Outfits 
Volger's Guaranteed Indelible Inks 
Volger’s Superior Stamping Inks 


(In Bulk, Brush Bottles and Combined Ink 
and Distributor Cans) 


Volger’s Superior Sign Marker Inks 


Volger’s “ Opake” Waterproof Ink for 
Stamping on Tin, Wood, Leather, 
Aluminum, Tracing Cloth, Etc. 


Volger’s “New Departure Quick Dr ying’ 
Penetrative Inks 


(Guaranteed not to injure Rubber Hand 
Stamps). Will stamp perfectly on paper, 
cotton goods, linens, leather, wood, and any 
surface that will absorb ink. 


We supply, free of expense, samples of 
our specialties, electrotypes and 
advertising matter 


For upwards 25 years we have confined 

our efforts to the above Special 
Lines. Our reputation rests on the 
Superior and Uniform Excellence 
of our goods. Commercially, we 
enjoy the highest rating. 





Established 1884 











B. G. Volger Mfg. Co. 


INCORPORATED 


PASSAIC, N. J. 
wv. 3.° A. 


Incorporated 1902 











oe 


his name represents the 
highest development in the art of 
Filing Cabinet Manufacture 






Filing cabinets made in sections have now come into 
such general use that, as with Macey Sectional Book- 
cases, the principle needs no argument. The modern 
business office demands expansible equipment that will 
always harmonize with the original purchase. The most 
modern and the most adaptable filing devices ever produced 


are the Macey 


Filing Cabinets. The name describes the basic idea-—Inter- 
changeable Interiors. This Inter-Inter Idea allows you to 
select and arrange a cabinet to suit your exact requirements— 
with all others your requirements must be modified to suit the 
cabinet. It’s a system of interchangeable interior units com- 
prising every modern filing device and—a series of outside cab- 
inets having open spaces to receive the units. Saves time, 
money, space and annoyance in any business office. Whether 
youare a professional man, manufacturer or retail merchant—the 
Macey Inter-Inter is the filing cabinet you need. Sold by deal- 
ers. New 120-page catalogue number X-4210 sent on request. 


MieNicey Co 


GRAND RAPIDS, MICHIGAN 
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series of orders mailed upon successive 
dates and forwarded in one shipment. The 
most annoying and difficult shipment to 
check through, is that in which goods or- 
dered by two separate departments are 
shipped in the same case and billed upon a 
single invoice. Upon opening the mail, the 
question immediately arises as to which de 
partment the invoice shall be assigned. A 
situation may subsequently develop where 
the goods arrive and are held by one de 
partment while the invoice is in the pos- 
session of the other, and while one is writ- 
ing for a bill, the other is requesting to 
have the goods traced. And finally after 
this complication has been straightened out, 
the invoice has to be passed back and forth 
between the two departments, while the 
goods are being checked, and the total of 
separated into the different 
are to be charged to the 
depart 


the invoice 
amounts which 
stock accounts of the 
ments. 

The stock clerk should be held responsi- 
ble for the care of stock. He should rec- 
ognize the economical advantage of seeing 
that all in-coming goods are properly pack- 
ed or wrapped being placed in 
the shelves; that the stock is 
in a clean and orderly condi 
show 


respective 


before 
entire at all 
times kept 
tion; and the 
cases in presentable shape. 


shelves, counters and 


exhaustively 


As the care of stock was 
covered at the last convention in a very 
able paper on this subject by Mr. Sam 


Mayer, I will not attempt to further de- 
scribe this part of the stock clerk’s work 

His most important duty is to watch the 
stock with a view to reporting to the buy- 
er’s office the necessity for renewals, and 
in this he has ample opportunity to dis 
play his efficiency 

Next to the work of creating a demand 
for the goods, the greatest problem in any 
merchandising have the 
goods in stock to satisfy the demand when 
made. The solution in 
creases with from 
the source of supply. 

It does not suffice to re-order goods when 
completely sold out; the time when the sup 
ply of any particular item is likely to be 
exhausted, must be anticipated and the stock 
restored to normal proportions. 

There are a number of ways in which the 
stock clerk can be assisted in the perform 
ance of this branch of his work. There can 
be kept upon his desk in a conspicuous po- 
“Want-Book” in 
floor sal 


business is. to 


difficulty of its 
the merchant’s distance 


sition, the time-honored 
the order clerks and 
enter 


which salesmen 


are instructed to such goods as are 
found to be low or entirely 
be furnished to each and every member ot! 
the order and sales force, a supply of print 
ed blanks in enter any item for 
which an order of quantity has 
been filled. Such 


stoc k clerk’s desk 


Every customer's: order whether received 


out; there can 


which to 
unusual 


report to be filed on the 


through the mails or the floor or city sales 
men, should pass the inspection of the 


yr other responsible person 


manager 


1 
saies 
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for a variety of reasons not directly con 
nected with the subject under discussion; 
and as an added precaution, these orders 
as they pass in review, should be carefully 
scanned for items calculated to deplete the 
stock. 

When the necessity 
one or more items in a line of goods, the 
stock clerk should be required to make an 
inventory of the complete line upon a ruled 
and printed blank provided for the purpose. 
After entering the quantity of each item in 
stock, he should turn to the stock record 
and copy therefrom the quantity of each 
when the previous record was 
amount of each ordered in 


arises for renewing 


on hand 
made and the 
the meantime. 

This report, together with any necessary 
memoranda, relative to any particular item 
needed in a hurry for the purpose of filling 
a customer’s order, should be placed upon 
the buyer’s desk. 

Certain classes of stock should be watched 
more closely and ordered more frequently 


than others; these include the staple items 


for which there is the most frequent de 
mand and of which we have to carry the 
largest quantities, and that long list of 
small miscellaneous items, only occasion- 


ally called for, and of which we carry only 
skeleton stocks,—the two extremes 

Lists of the various lines of stock includ 
ed in these two classes should be turned in 
by the stock clerk upon fixed dates separat 
ed only by short ‘intervals. 

If renewals are not forced by exigency, 
the stock can be safely left to 
the establishment is favored 


the rest of 
such times as 
by calls from the salesmen representing the 
various lines. 

mail advance 


card is re- 
ceived it should be stock 
clerk with instructions to promptly supply 
blank—with a 


salesman should 
As soon as an advance 


referred to the 


Every 


cards 


the buyer—upon the usual 
report of the condition of the stock which 
such salesman represents. The buyer can 
then have that salesman’s order ready for 
him when he arrives, thus giving the latter 
the time and opportunity to spend his ex- 
something besides hotel 
leather 
one 


money on 


pense J 
accommodations and shoe 
The largest stock of any 


goods carried by a commercial stationer is 


» - ’ 
ciass ot! 


g 
that of blank books. It occupies a large 
amount of shelf room and includes a leng 
list of items. It seems to be a difficult 
line for many buyers and stock clerks to 
become entirely familiar with, for the rea 
son, I suppose, that it requires a little 
study. In reality it is the simplest and eas 


iest line to care for in the entire stock 


In our own store, a list of the complete 


stock of blank books is made four times 
each year, when we place orders large 
enough to bring the amounts of the vari 
ous items up to the fixed average. During 


the intervals, a daily record is made on ev- 
This record is taken 
orders and filed with the buyer 


ery sale. from the 


customers’ 


it the close of each day’s business. On 


Saturday of each week these reports are 


collated and an order sent in to the factory 
for sufficient renewals to replace the week’s 
sales. Our stock is thus kept at all .times 
in a fairly normal condition and we rarely 
lack an item with which to fill a customer’s 


order. 
The orders which are placed at those 
times when the entire blank book stock is 


inventoried, are usually large for the reason 
that many small sales which are overlooked 
or purposely permitted to slip through the 
weekly dragnet accumulate in time to re- 
spectable proportions, and such orders us- 
ually include many special lines which can 
be economically made only in large quanti- 
ties. 

Having led you through the stock, we will 
now return to the office of the buyer 

No store should have more than one buy 
er purchasing the same kind of stock sy 
this I that it is a mistake to have 
two or more men buying the same class of 


mean 


goods and acting independent of each oth 
ef. If the stock clerk or 
other employes be privileged to issue 
are commonly termed “pick-up” orders for 


sales manager, 


what 
items, it is advisable to have 
counter-signed or O 
the buyer. Not that the ability of 
worthiness of the other man is held in ques 
enable the buyer to make note 


emergency 


orders K ‘d by 


such 
trust 


tion, but to 
of goods frequently called for, that are not 
carried in stock, and with a judgment born 


of experience, to be certain that the order 
in hand has been directed to the most avail 
able source of supply. 

Avoid placing verbal orders. If for any 
reason it becomes necessary, send a con 
firming order by the same day’s mail. This 


applies also to orders placed by telephone 


or telegraph 


Use duplicate order blanks Make the 
form as decorative as may be dictated by 
individual taste, but condense the printed 
directions into as few words as possible 


All orders should be numbered consecutive 
ly in duplicate. 

It will be found a convenience to have 
several different forms: 


One for the emergency orders mentioned 


in a previous paragraph, which we wil] call 
“pick-up” order blanks. 

One for stock goods which are to be 
shipped from factory to the store, which we 


will call “regular” order blanks 


One for goods which are to be shipped 


from factory direct to customer, which we 
will term “direct” order blanks 

Each of the forms mentioned should car 
ry a distinctive line of order numbers as 
an aid for ready identification, when 
der is quoted by letter, telegram or other 
Wis¢ 

The “pick-up” orders are for daily emer 
gency purchases. They are either filled o 


cancelled within 24 hours 
orders and the invoices covering the goods 


delivered on filled orders, should be checked 
each day in the office with the carbon dup- 
licates. If the goods which have been ob- 
tained on the filled orders are such as are 
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SOONER OR LATER - 


You will show it in your stock. The other enter- 
prising dealers are. 


A New Post Binder 


Slotted, with a simple locking device on an 
entire new principle, 












Unquestionably the simplest, neatest, easiest working, most secure locking 
device ever used on a post-binder. 

This locking device consists of two hardened steel balls or rollers so held in 
position by 2 simple mechanical device that a movement of the button slide 
drops them into a wedge-shaped slot in the steel carrier plate, thus forming a 
‘ball clutch,”’ the most secure and reliable clutch known. 

A reverse movement of the slide instantly releases the clutch and at the same 
time opens the slot so that cover can be withdrawn without the necessity of 












raising same over the posts. 
They are bound in heavy drab duck with round leather corners. 
‘The exposed metal parts are heavily plated and highly polished, making a 
most attractive binder 
Packed six in a heavy, white cloth-stayed box, with green label, 









Every binder fully guaranteed. 
A large number of stock sizes alwayson hand. Special sizes to order 
Sample to the trade upon application. 


IRVING-PITT MFG. CO. 


Kansas City, Mo. 

















Materials for the User 








Your trade is held successfully be : (jd Retiabte The Monarch pastes, glues and 
cause here is a product that possesses er Ny mucilage possess that tenacious stick- 
all the good qualities—clearness, MNO r ing power which makes them at once a 


boon to the user, and a 
re-order bringer for the 
dealer who handles them. 

They fill the bill completely. 


MONARCH PRODUCTS INCLUDE 


A Complete Line of 


Pastes, Gums, Mucilage, Inks of All Kinds, Liquid and Solid Flexible 


strength, economy, readi- 
ness. Keeps perfectly in 








all climates. 

















“Se ~=Glues, Dry Glues, Envelope Gums, Printers’ Make-Ready Paste, Etc. 

' RIM SQN Special Attention is given to the manufacture of gums and glues for special requirements. 

“¢. We have on hand or can prepare formulas for any and every possible gum or paste. Write us 
WRITINCDANE Cor in full regarding your need 


ie 
There is a good profit in Monarch Brands for the dealer. At the same time they possess 9 MUC 
Write for complete information The Monarch Glve Ce 


Corowa! 


5 TH MONARCH GLUE ct an inherent quality that makes them indispensable 





THE MONARCH GLUE CO., 125 E. 2d. St., Cincinnati, 0. 
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regularly carried in stock, they should be 
entered upon the stock record. 

If these pick-up orders are being signed 
and placed by employes outside of the buy- 
er’s office, and independent of the buyer's 
supervision, a weak point is being devel- 
oped in the buying system, especially if the 
goods thus ordered are not being entered 
upon the stock records. 

A situation might develop where a cer- 
tain line of goods might be continuously 
re-ordered from local dealers at local job- 
bing prices without the stock records indi- 
cating to the buyer that the goods were in 
the slightest demand. 

After a “regular” order for goods to be 
shipped from the factory to the store has 
been made out, and the proper entries of 
the items therein contained made in the 
stock record, the carbon copy with the 
stock clerk’s report attached thereto, should 
be filed in a temporary file containing only 
“live” orders. 

This file should be gone through at least 
once a week by the buyer’s assistant and 
a follow-up letter or “chaser” sent after or- 
ders known to be overdue. 

When the goods have been received and 
the order with the checked invoice returned 
to the buyer’s office, all items which for any 
reason have not been shipped, should be 
transferred to a “short memorandum.” This 
list of shorts besides containing the name 
and address of the manufacturer and any 
other necessary information, should be en- 
dorsed with the number and date of the 
original order and take the place of such 
order in the temporary file, together with 
carbon copies of any correspondence rela- 
tive thereto. The original order can then 
be permanently filed. 

Whenever a new order is written, refer- 
ence should unfailingly be made to the tem- 
porary file and the manufacturers’ attention 
called to any item which a short order 
memorandum indicates the shipper failed to 
forward on a previous order. 

The carbon copy of an order addressed 
to the jobber or manufacturer for goods on 
a “direct” order blank which are to be 
shipped direct from factory to customer’s 
address, should be attached to the custom- 
er’s order and should remain with it, in the 
unfilled customer’s order file until the 
transaction has been closed, when it finally 
accompanies the customer’s order to the 
permanent file. Previous to the copy leav- 
ing the buyer’s office the goods ordered 
should be entered upon the stock record. 

Stock goods which are made in the firm’s 
own factory should be ordered in exactly 
the same manner as though the order were 
placed with an outside house. The order 
should be written with equal care, the items 
definitely specified and entered in due 
course upon the stock record. 

Use care in writing orders. If necessary, 
refer to the stock record for the correct 
name and full address of the firm for whom 
the order is intended. If there is any doubt 
relative to the correct descriptions of the 
items to be ordered, refer to the manu- 
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facturer’s catalogue or list. Endless con- 
fusion and loss of time can be saved by this 
latter precaution. Unless the order be ad- 
dressed to some firm or company with 
whom the buyer is having frequent transac- 
tions, have it include the terms of delivery 
and in any event be explicit in giving ship- 
ping instructions. The phrase “cheapest 
way” no longer goes. The cheapest way 
for the shipper may be the express compa- 
ny whose team will call at his door, while 
the cheapest way for the consignee may 
be something different. 

I have said so much privately and in pub- 
lic about the negligence of shippers to fol- 
low shipping instructions, that I expect any 
reference to this frequently debated sub- 
ject will occasion an expression of pain on 
more than one face. The New York ship- 
pers and those doing business in adjacent 
territory, are the worst offenders. New 
Yorkers, while extensive travelers abroad, 
seem to be ill-informed relative to trans- 
portation facilities in their own country. 
They may be familiar with London, Paris 
and Berlin, but Chicago is only a dot on 
the map. If a New York man was asked 
what railroad reached Chicago, he would 
probably reply, “The 20th Century Limited” 
and then the chances are favorable that he 
could not explain how it got there. 

Chicago, the terminus of 26 different trunk 
lines of railway, representing 43 per cent 
of the entire railway mileage in the United 
States, has become so large a distributing 
point for freight that several of the more 
important Eastern trunk lines are now op- 
erating daily express freight trains between 
the seaboard and the Garden City. These 
trains are made up of cars consigned to 
Chicago or points farther West and make 
the distance between the two cities on a 
schedule of 72 hours. 

When explicit shippings instructions are 
given in an order to have the goods deliv- 
ered to one of these trains, it would seem 
to be incumbent upon the shipper to make 
every possible effort to have them fol- 
lowed, especially when one considers the 
bearing which that important element “time 
of delivery” has upon the economic han- 
dling of the merchant’s business. 

When a request is made to mark the 
cases for a certain train on a specified 
road and to deliver them to a certain station 
of that road where the goods for this par- 
ticular train are received, it will not suffice 
to merely mark the goods and deliver them 
to the nearest station of the road to the 
shipper’s plant. 

To illustrate: A New York manufacturer 
wrote us: 

“The shipment about which you write is 
ready. It is so late in the day, however, 
that our teamster cannot make the train 
specified in the shipping instructions. As 
tomorrow is a holiday, we have concluded 
to save a day’s delay by delivering the 
goods to the nearest station of the railroad 
mentioned.” 

One day’s delay was saved in shipping, but 
the goods were loaded on a mixed freight 





train, were three weeks in transit instead of 
72 hours, and arrived in Chicago at a freight 
terminal so far distant from our place of 
business that it required a half day’s time 
for a two-horse dray to bring the shipment 
in, which consisted of a single case. Pend- 
ing the arrival of the goods, we were put 
to the expense of buying locally at jobbing 
prices, for the purpose of filling orders 
which could not be held, a number of the 
items contained in the shipment. 

Shippers should be promptly 
when goods check short or over. 

Make no alterations or changes in the 
shipper’s invoice: 

If goods are shipped short, O. K 
voice, and bill back the shortage. 

If goods check over, O. K. the invoice 
and request shipper to render additional 
invoice for the goods received over and 
above the order, provided it is the desire of 
the consignee to retain them. 

If invoice contains errors in prices or ex- 
tensions, which will decrease the total, 
O. K. the invoice and charge back the dif- 
ference. 

If these changes increase the total, either 
request shipper to render corrected invoice 
or a bill for the difference. 

If any deductions for freight, drayage, or 
other expenses have to be made, make them 
in the form of a charge against the ship- 
per’s account, and mail him an invoice. 

Alterations in invoices cause confusion 
in the accounting departments at both ends 
of the line and should be avoided. 

All bills should be paid promptly when 
due. If there is a discount for cash in ten 
days, the invoice should not be retained in 
the buyer’s office so long as to render it 
impossible for the accounting department 
to take advantage of the cash discount. 

Be concise in correspondence. Use 
simple language and direct terms. By 
avoiding the correspondence school style 
of dictation, a large percentage of the work 
on the typewriting machines can be saved 
and the stenographer’s time used with 
profit for other purposes. 

In a previous paragraph relative to the 
use of care in itemizing orders, I spoke of 
referring to the catalogues or lists of manu- 
facturers. 

Outside of his Cost Books and Stock 
Records, the buyer has no more valuable 
asset in his office than his library of cata- 
logues and price lists and if he has not al- 
ready done so, he should lose no time in 
providing a suitable cabinet in which these 
lists can be filed for ready reference. In 
these days of sectional office furniture, a 
cabinet occupying a very small amount of 
space can be assembled to conveniently ac- 
commodate any kind of an assortment of 
catalogues. 

Every catalogue, circular and price-list 
which reaches the office should be retained 
and filed, provided they pertain to goods in 
any way related to the business. 

When a new edition of a catalogue or list 
is filed, the old one should be invariably 
destroyed. 

If the house subscribes to one or more 
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IT’S THE 


“WEARING QUALITY” 


THAT COUNTS IN THE 


GOLF PLAYING CARD 


Will wear longer and deal better at the 

end of their service than any other 

card made. ‘They are sold all over the 
civilized world. 
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We are so Closely allied to our Paper Mill that we may honestly say that we make our own 
paper, cuat and finish our board, make our finished product all under our own direction. 


Every material and every process is carefully supervised and firSt class. 
We make a full line of all goods. Let us send you samples. 


THE AMERICAN PLAYING CARD COMPARNT; 
Kalamazoo, Michigan 




















CLIPLESS PAPER FASTENER 


Guaranteed for Five Years 





Increases Capacity of your Files 25 % Saves, Time, Space, Money 
THE CLIPLESS PAPER FASTENER DOES IT ALL 
(STAND MACHINE.) Securely fastens from two to ten sheets of paper together without the use of foreign material, in one operation, thus eliminating 


the use of clips, pins or fastenings of any kind, and their attendant expense. } 
The paper itself forms the fastening—it is neat and secure and destroys none of the paper. It is as strong as the paper itself—a clip 
or pin is no stronger. The above illustrations show the fastening. 


Every file remains independent of every other file—no clips to push off or pins to fall out. 
Use it to attach the carbon reply to your letters, before it leaves your stenographer’s hands, thus avoiding the possibility 


error. 
Use it to attach to your letter check, drafts, estimates, price-lists, invoices, statements, etc. 
Use it wherever you would use a clip or pin. - ; i 

As to construction the Fastener is made of the best tool steel and is as perfectly finished as a surgical] instru- 


ment. It will last a lifetime. We guarantee it for five years in all its parts. ‘ 
he idea is all ours—we are not imitators—we are the inventors, manufacturers and sole distributors of 














the “‘Clipless’’ 
Ask your dealer for the ‘Clipless’ or write us. We will be pleased to send one to any responsible party 
on five days’ trial, express prepaid. We have - 
sold thousands in this way to the best firms 
‘+n this country—we bank on your judg- 
ment. You will find it indispensable to 
your business—you will buy it. Itis 
our faith in the ‘Clipless’ ~that 
prompts this offer Send for one 
today. 


—PRICE $3.50— 





(HAND MACHINE) 





LENGTH 6 1/2 INCHES 








Witte for toads Aoeuet. No middleman’s profit. You deal with us direct 
a CLIPLESS PAPER FASTENER COMPANY 
HEIGHT 5 1/8 INCHES NEWTON, IOWA 

















President Falconer greets Mr. Mathieson of 
London, England. 
of the trade papers, an office assistant 


should be trained to review each week's 
copy and blue pencil or cut out the new 
advertisements and these should be either 
filed the same as the printed lists or the ad 
vertisers should be written for their printed 
literature relative to the goods advertised 

The time-saving and educational value 
of a complete and systematically filed 
library of catalogues and price lists is in 
raluable and filing systems as applied to 
house catalogues is a topic which could be 
interestingly and profitably discussed at 
some future convention. 

It is to be presumed that every buyer 
keeps a record of his costs either in con 
junction with his stock record or in a sep 
arate book or set of books and that he 
keeps his cost system up-to-date 

The speaker uses for this purpose a set 
of four Tengwall Binders with one inch 
backs. These binders are filled with leaves 
made from heavyweight manila paper. The 
firm’s catalogue has been cut into sections 
and pasted on these leaves; the illustrations 
and descriptions of the goods in a column 
at the left, and the memoranda relative to 
costs at the right. For the convenience of 
ready reference, the goods are divided 
among the four volumes in the following 
manner: 

Vol. I—Pens and Pencils. 

Vol. IIl.—Blank 
velopes and File Goods 

Vol. Il Il.—Hardware and Glassware, Inks 
and Mucilage and Rubber Stamp Goods 


Vol. I1V.—Miscellaneous 


Books, Paper and En 
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This has been found a very convenient 
way in which to record costs, for the reason 
that the books contain not only the costs 
but full descriptions of the goods as printed 
in our catalogues. It, of course, must be 
understood that any system of cost books 
is valuless unless eternal vigilance is prac- 
tised and the frequent changes in prices 
faithfully recorded. 

It has been suggested that I describe the 
qualification which would entitle their suc- 
cessor to be regarded as an efficient buyer, 
but I am not equal to the attempt. It may 
be accepted as certain, however, that if all 
buyers were in the same class, that variety 
of. experience which lends spice to the trav 
eling man’s continual round of pleasure 
would be absent. 

Most buyers entertain ideals; a few pos 
sess definite aims. The former digs through 
the day’s disorganized work with hopeful 
cheerfulness while futilely dreaming visions 
of orderliness, the wage slave of driving 
necessity The latter, realizing that the 
amount of work which any one man can 
do is a trifle, has learned to cultivate a 








The Thaddeus Davids Auto with J. W. R. 
Merckle, president, Thaddeus Davids Co., S. T. 
Buckham, a Davids New York salesman, and A. 
Walling, salesman for the Sanford & Bennett 
Pen Co. 


latent executive ability and through the 
iid of system, to so plan his daily toil as to 
achieve the inner joy and meaning of labor- 
ing for the pure love of labor 

While I do not claimethat the system of 
buying which I have described is by any 
means perfect, it is one which has enabled 
our company to restrict its purchases to so 
well defined an average as to cause our 
annual inventory of stock to vary from 
year to year less than five per cent and at 
the same time to give our customers a 
service that they claim is yielded by few of 
the houses with whom they deal 

To adapt the system to the 
those firms who may have been interested 


needs of 
in my discussion, it will be necessary to 
enlarge or modify it to meet individual re- 
quirements 

No discussion of a system of buying 
could be considered complete without a 
more extended reference to the traveling 
salesman. 

It is he who has educated the buyer. In 
the course of years he has imparted so 





complete a fund of information to_ the 
buyer as to 


of the traveling fraternity to be regarde: 


as high school masters in the sch: 
commerce 

Many buyers have obtained fro 
source the major part of their knowledge 
of goods, which has enabled them to satis 
factorily perform the duties of their posi 
tion. Few, comparatively speaking, have 
had the advantage of that invaluable post 
graduate course which consists of visiting 
the factories and actually seeing the o& 


made. We must therefore take off t it 


to the traveling salesman, and th 


who fails to greet him with the “gl 
and a “welcome-to-our-city” smil¢ 
losing a golden opportunity to add 
store of information 

It has been said that there is 
ment in business, but those of us wl 
a quarter of a century, have been coming 
contact with the men behind th 
books, must admit that those chai 
tics which in any vocation of life sta 
men as leaders, have left their impress 


many of these and that we cannot he 


garding them with a feeling closely 
to the respect and love which we y 
our intimate friends 

True it is that the great are few, th 
mediocre many, but the few wh have 
scored highest in the business gam ré 
the men who have built on quality —Edw 


W. Moor 








R, C. Martin and W. D. Bevin of the Boorum & 
Pease Company. 





entitle many of the members 
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To 30,000 Men We | 


Have Proved that 
This Book is First 


<- Among All Loose 
Leaf Binders 








And those times are simply cas¢ where 

reful business men asked for proof—even 
lared us to prove that our Kalamazoo 
Loose Leaf Binder was all the good thing 


laimed for it And in each of those 30,- 


es we closed a sale by actually pre 


ou, that the best bindez 


Ving, 
sily prove to 


n any point of view, 1s the 


This statement we made to the thirty thousand. And the re t 
that we proved thirty th ind times and will prove to you 
1 to 1000 sheets and Among all binders the Kalamazoo is the quickest and easiest to 
absolute alignmen in / ed while ordinarv pera rhere are no complications, the mechanism works 
, oveavgees: (a eps aye ye ta? a saages thl positively and smoothly. No other binder permits of inserting 
unde rs 1 ive a certa t ) eets Detore they emoving leaves as quickly as the Kalamazoo You simply push 
will grij the button on the rapid opening device in the left cover and 


that tl } draw your covers apart rhe whole operation is done in less 
SECOND, a time than it takes to find the key of the average ledger 





FIRST, that the Kalamazo 


flat as a board, no 


matter how mar heets are in it It removes the annoy 

ing bulge, tl making transcription eas‘ We do not want you to merely accept our word; we want you 
eS" ns . aie ee a to let us prove what we say—to convince you and make our 

THIRD, that with few orr enclosed, you can record 30,001. 

suspend the Kalamazoo bir r 1 single sheet and it — 

Sul itt Gani doe coadl T Monge aceiaag oR ni Mle Geo. P. Wigginton, General Manager 

you place an account in the Kalamazoo, itis there tostay. Kalamazoo Loose Leaf Binder Company 
nese are Only three point r many Ve might mer 

tion, but they are enous if proved—to convince you KALAMAZOO, MICH. 





Stays Just Where It’s Put 


The Meilink is the only swinging stand with a 
ive lox king de vice 








By a quarter turn of a large thumb-screw the 
tand is positively locked in any position 

remai id. Can be used on either side of 

k the requisite amount of desk 

or card boxes, et« Tops, enameled 

yak or mahogany finish. Size, 14x18 

The rods and hinges are fini he in nickel, 


er or DiacK ename 


Oxidize Copper Finish $4.00 
Nickel-plated Finish - - - - 4.00 
Enameled, three coats, polished, 3.50 


Meilink’s 
Swinging Desk 
Stand 


Viate the oubdie Gealers usually 


ith in the loss of small parts for attaching 
lesk, and the difficulties of packing f 
ing 

I Meilin is entirely collapsible, and is 
packed in a package 14x19 inches and 24 inches 
thick. They are shipped in half-dozen lots crates 
4, label on each package tells its contents To 
re ip the dealer has but to puta heavy piece ol 
paper around the package If for local delivery 

ill the parts are complete in the package 
Any one can erect the stand without difficulty 
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THE DESK 
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by following the illustrated instruction sheet at 


ar 


tached. 
DEALERS We have a special line of safes that 


by the Best Office Supply Dealers at a 





good profht Get our complete atalog 


Meilink Manufacturing Co. 
Toledo O., U.S. A. 





161 














*““Where Is 


rc 








q Is your eraser tied to the 
end of a string so that every 
time you want it you have to 
reel in a yard or so before the 
eraser appears ? 

( That is time-wasting. Be- 
sides, the string is always in 
the way. The solution of the 
eraser question is the 


GREGG ERASER TRAY 


@ With it you don’t have to 
rummage through drawers, 
under the machine, or reel in 
string—the eraser is always in 
sight in the handiest possible 
place. 

@It provides a convenient 
place also for pencils and 
paper fasteners. Once used, 
you wouldn’t part with it. It 
is durable, is always in place, 
and is handsomely finished in 
bronze. 


For all machines, 


Price, 50 Cents 








ASK YOUR STATIONER OR 
ORDER DIRECT FROM US. 


The Gregg Publishing Co. 


NEW YORK CHICAGO 
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VALUE OF 


LOCAL ASSOCIATIONS TO THE NATIONAL ASSOCIATION 





An address by William G. Palmer before the sixth 
annua convention of stationers and manufacturers 





IRCUMSTANCES 


beyond my con 


trol have made it impossible for me 
to devote the time and thought to the 


preparation of this paper that my interest 
in the subject made me hope that I could de- 
vote to it. 
however, that the thing itself of 
I am going to speak is of such importance 
that the particular way in which I speak 
of it is relatively unimportant. 

I shall be brief, to stick 
very closely to the central idea, and leaving 
you to supply from your own experience 
I want 


which 


endeavoring 


any details that may be necessary. 
to take this thought of the “Value of Local 
Associations to the National Association,” 
and, as Abraham Lincoln used to say about 
his method of expressing big ideas simply, 
I want to try to bound it North, South, 
East and West, in such a that its 
full significance will strike home to all of 
you men who have a deep and an abiding 
interest in the growth and the development 


way 


of this association 
This National 


Manufacturers has 


Association of Stationers 
reached a stage in 


future course must 


and 
its evolution where its 
be laid out along predetermined lines. It 
has grown under the guidance of a small 
group of men, enthusiastically supported 
by a large number, until it has come to be 
recognized as a power among associations 
of its kind in the country, and its strength, 
both present and potential, must now be 
earefully directed in the channels where 
the opportunities for the accomplishment 
of useful work are greatest. Thoughtful 
preparation is necessary where big results 
are to be produced 


York 


who has 


last 


New 
man 


Over in my own city of 
week, Mayor 
lemonstrated what sturdy manhood can do 
in giving a city of nearly 5,000,000 peopl 
“There is no short 
wants to 


Gaynor, a 


good government, said: 
cut to results. Everybody 
achieve has got to sit down and be a man 
of detail. We sometimes talk about genius, 
but there is not any genius in the world, 
getting ready; if I 


who 


except the genius of 
may cite an instance, that is all the genius 
that Napoleon had. He had 
enough to get ready znd organize condi 


tions before he attempted to do a thing.’ 


even genius 


Gentlemen, members of this 
National Association, want to be sure that 


you are getting ready for the big things 


you, as 


which you plan to accomplish, and that you 
are organizing conditions for future work 

I am firmly of the belief that this asso 
ciation has grown in ideas and plans very 
much more rapidly than it has grown in the 
development of an organization through 
which these ideas and plans can be made 
effective in practice. I believe, in view of 
this fact, that the greatest single need of 


There is comfort in the thought, 





the association at the present time—a need 


which is of far greater import than any 


other— 
ism through which all of 


is the need for sonie sort of mechan 


these l 


ide as and 


plans for improvement can be put into 


practical operation 


Local associations will, in my opinion, 
supply that mechanism, and | know of 
nothing else which could be substituted for 


them and yet achieve the same end. What 


there is a crying need for is a small group 


of earnest men in practically every large 
city in the United States; men who will 
stand steadfastly by the principles for 


WILLIAM G. PALMER. 


stands, and I| can 
work 


this association 


prospect of the 


which 


see no association’s 


catching up with its ideas until there are 


such groups of men 
Throughout the years of the association’s 


life, countless ways in which stationery 


could be improved, have 


Speeches and reports 


trade conditions 
been made apparent 
have been given at the various conventions 
whose specific recommendations, if carried 
into effect throughout the country, would 
go far toward bringing about the conditions 
which are desired 

[| have personally read the verbatim re- 
ports of all these conventions, and I have 
been astounded at the amount of extremely 
valuable material which they contain. On 
almost every page are ideas and suggestions 
which might serve to bring any stationery 
business out of mediocrity into success. 
Resolutions have been passed which go 
right to the heart of some of the greatest 


unsolved, with which the 
country are 


have 


problems, still 
stationers of this 
today. things 
upon the records, there to remain niore or 
less inactive, from year to year. 
This is true in the case of many 
associations of this character, but my con 
tention is that it cannot remain true if this 
association is to conserve its strength and 


confronted 


These been entered 


young 


take advantage of its present exceptional! 
opportunities. 
The practical effect of these ideas and 


recommendations, carefully outlined by 
capable men, must not continue indefinitely 
to be minimized for lack of means through 
which they can exert a powerful influence 


from that which they have 


entirely aside 
upon those who hear them at these annual 
conventions. They must be transferred to 


the daily routine, not of the few, but of the 


many stationers, if it is to be demonstrated 
that organized activity in the stationery 
trade has the force for good that you and 
I believe that it has 

In other words, we need the local asso- 
ciations to bring these things home the 
men who can make use of them. We want 


them to become operative, to be discussed 


and moulded to suit varying conditions 


after the pleasure and the excitement of 


these annual conventions have become a 
part of the past 

Good ideas are not enough; occasional 
meetings are not enough; keeping in toucl 


with national headquarters through corre 
spondence is not enough—all of these 
things their place, | 

they have fully demonstrated their value, 
but there must be the intimate association 
of man with man coming into daily contact 
with one another before this uplift move- 
ment being fostered by the members of 
this association will take on the strength 
succeed as 


have grant you, and 


which it must have if it is to 
we hope that it may. 


There has never been a time in this 
country when the influence of men over 
men was so strong as it is today. This is 


not so much a generation of laws and cus- 
toms as it is a generation of forceful men’s 
influence over their fellows 

We are dealing with big things, 
tionary in that they attempt to overthrow 
the accumulated mistakes of years and we 
need the work of the local 
supplement that of the national. I am al- 
most of the belief that the time will come 
when that situation will be 
should welcome a time when the local asso 
ciations were so strong that the National 
would be called upon only to direct and 
to supplement their work. There would 
be a splendid element of strength in such 


revolu- 


association to 


reversed. [I 


an organization. 
As this association grows in strength and 




















influence, the necessity for local organiza- 


tions of the kind which I describe becomes 
more and more apparent. 
than ever, before. 

The monumental the 
Catalogue Commission is an example. 


National 


The 


work of 


It is plainer now 


self-sacrificing efforts of its members, head- 


ed by the father of this association, Fletcher 


B. Gibbs, will never begin to realize fully 
the in their until 
there is some means by which their recom- 
home to the 
country, and 


possibilities usefulness 
brought 
stationers the 
their merits continually urged upon them 


mendations can be 


throughout 


until they become operative as a part of the 
regular daily routine. 

To them through 
impossible; to secure their loyal co-opera 
tion as individuals by correspondence or by 
published bulletins is scarcely less so. The 
cities where 


reach conventions is 


way to success lies in those 
there are grouped a few men who have the 
courage of their convictions, and who are 
banded together to carry out the 
tion plan in their respective communities. 

I believe that local 


which springs into being under the influence 


associa- 


every association 
of this body contributes enormously to its 
strength, in creating a nucleus of support 
for every one of its plans, and in establish- 
ing a center from which almost unlimited 
good can be accomplished 

This association’s officer is counsel, and 
its members in convention, can biaze the 
trail and demonstrate the necessity for re- 
forms. They can prepare the ammunition, 
if you will, but they are without the most 
powerful weapon which they could possibly 
wield when they lack local associations in 
the various which they are 
working constantly and intimately, and 
through which they can reach the rank and 
file of the trade. 

There is nothing 
this. 

The reason that 
conditions in the high and low places of 
our government not 
any lack of right ideas in the minds of a 
few trained men as to what good govern- 
There were just as pratical and 
democratic 


cities, with 


new or novel 


we have undesirable 


today is 


ment is. 
just 
forms of government centuries ago as there 
are today. You can find students of gov- 
ernmental problems in colleges and 
universities today who can outline a perfect 
form of government for the town, the city, 
the state or the nation, and yet these same 
confess that the thing which 


as excellent ideas about 


our 


men are free to 
they describe does not exist. 

The need here also is for groups of men 
—small, if need be—wherever government 
is, who will fight for honest governmental 
methods, whatever the cost to them in time 
and effort, and keep on fighting, until they 
achieve results. We have as good a gov- 
ernment as the majority of people in this 


country will to have, and it can never be | 


greatly improved without a vast amount of 


work on the part of those who know what 


superior methods are, and who are willing 
to carry them into practice, working with 
others closest to them to this end. 


about | 
It obtains in other fields of activity. | 


because of | 
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Mr. Consumer: 


Why not try “iinteck loose leaf devices and forms? We are 
selling thousands of them all over the world and they are giving 
perfect satisfaction everywhere. /Zntock devices are extremel 
durable (no complicated mechanism) and made to conform with 
your individual demands. 


An idea for every office need. And a complete line 


in every idea. 


Our catalog “F”’ is full of things you want to know. While you’re 
thinking about it, scribble off a line on one of your letterheads 
and say you want it. Might also ask for the name of our nearest 


agent. 











Mr. Stationer: 


It’s to your advantage to secure the Zzndock agency in your local- 
ity. We'll send you the name of the agent nearest to you if you'll 
ask for it. Then ask him. If he don’t tell you that there's money in 
a Tninleck agency, why—but what's the use. He will—that’s all. 
After we go into a little detail with you, you'll find our proposition 
a very attractive one. Just say on one of your letterbearl that 
you're interested and we ll tell you all about it. 


Remember, we manufacture everything in loose leaf 


—EVERY THING. 


825 Sycamore Street CINCINNATI, OHIO 
NEW YORK LONDON, ENG. 
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Politics will never be reformed from 
Washington, or from any other center 
alone. They will never be reformed by an 
excess of criticism of present methods, or 
a deluge of suggestion for improvement 
They will be reformed when groups of sin 
cere, determined men in the towns and 
cities throughout the country make it their 
business to see that they receive a 
dollar in value for every dollar which 
goes into the public treasury, and 
that a public office is a public trust, 
to be discharged with a high sense of per 
sonal responsibility. 

I do not wish to be understood to mean 
that there are not at present local associa- 
tions which measure up to present needs 
There are such associations, and their suc 
cess is in a sense a vindication of the truth 
of the assertions which I have made. It 
is a notable fact that the strength of the 
National Association today is in cities 
where there are local associations, and that 
its influence is relatively weak where there 
are no such associations, indicating that the 
power of the one is inseparably linked with 
the power of the other. 

I believe in this connection, however, 
that the relations between the majority 
of the local associations already organized 
and the National Association can profitably 
be made more intimate, and that their work 
can be carried on in closer co-operation 

Just as soon as there is in every cit) 
where this association’s membership is now 
represented a group of men who are strong 
enough to rise above the conditions in that 
city, and to stand loyally by the trade prin 
ciples which they believe to be right, just 
so soon will the development toward better 
conditions in the stationery trade be given 
a new impetus forward which will carry 
it beyond even the expectations of those 
who place the greatest confidence in its 
future 

There is another phase of the value of 
the local association to the National which 
deserves emphasis. Among the accurate 
standards by which to judge the future of 
any business is the type of young men who 
are attracted to it. One of the highest 
functions of association work in this trad: 
is to demonstrate the fact that the station 
ery business is one of dignity and high 
standing, and those engaged in it are recog 
nized as among the responsible business 
men in the communities where they live 

To do this, the trade must attract young 
men of ability and character, and it must 
not only attract them, but if the plans of 
this association for the future are to be 
carried out, it must educate them in the 
principles and methods which you are advo- 
cating [here must be training schools 
where men can be developed to carry or 
this work which has been so well started 
and these training schools can best take 
the form of local associations 

Attendance at the conventions of the 
National Association is impossible for a 
majority of the younger men in the trade, 
as it is for many of their elders as well, 


and those interested in improving the trade 
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can ill afford to withhold from them the 
full benefits of association work. 

You say that they have the printed re- 
ports of the conventions. True enough, 
but these reports lack the warmth and in- 
fluence which they had for those who shared 
in their proceedings. Moreover, they lack 
the steady “hammering-away” method of 
emphasizing and re-emphasizing important 
truths. 

The most effective work along education 
al lines must always be cumulative in 
effect—results coming gradually from a 
slow, steady, persistent development—only 
possible where men can come together fre- 
quently and solve their problems as they 
are developed from day to day. This work 
of education is peculiarly the work of the 
local association, the nature of the Na- 
tional Association’s work making it almost 
impossible for it to fulfill this very im 
portant function. 

The National Association cannot, in my 
opinion, hope to carry out unaided or under 
present conditions as they concern local 
associations the program of education 
which it has laid out. It must have the 
hearty co-operation of the local bodies al- 
ready organized and others to be formed, 
working as cogs in the wheels of its own 
activities. If it proceeds independently 
of the local organizations, it will lose one 
of the chief elements in its strength, and 
if it goes further without appraising them 
at their proper value, its development wil! 
be impeded 

[ have aimed to say little about how 
best to develop local associations, as this 
did not seem to come within the province 
of my subject. This much I would say, 
however: a small group of men who un 
derstand one another, drawn together by a 
common purpose and determined to do 
the thing which they set out to do, is far 
better than a large group made up of men 
who have nothing more than a very in- 
definite idea as to why they are members 
of the organization at all. Small units 
work best. \ few earnest, sincere men, 
banded together with ties which are strong 
enough, can change conditions in an entire 
city, provided they are fixed enough in 
their determination 

The value of the National Association oi 
local associations made up of men of this 
type, working along the lines which I have 
endeavored. to outline, cannot be estimated 
in the words with which I am familiar 
Local organizations of men who will look 
facts squarely in the face and stand stead 
fastly for the things which they believ: 
to be right will give the National Asso 
ciation that which will enable it not only 


to undertake the most difficult tas 
to bring them to a successful conclusio1 
as well 

Without the strength which such organi 
zations would bring, I repeat my firm he 
lief that the National Association will fall 
far below the record of achievement which 
those who have faith in it have set for 
their goal 

\s this convention progresses many of 





you who attend its sessions may become 
thrilled with the idea that the stationery 
business is, in some miraculous way and 
without your help, being carried on very 
rapidly to bigger and better things for 
those engaged in it. There will be refer 
ences to the very valuable work which this 
association has done. Splendid prospects 
for the future will be held out. Under the 
spell of the moment you may become en- 
thused with the thought that these things 
are already accomplished, or very nearly 
so 

It is not so. You are pinning yoir faith 
to an illusion. Big things are never done 
that way 

The thrill and the enthusiasm will pass 
away. In order to achieve these things 
you and | must go back to our places of 
business and fight for these principles of 
trade. We must make the sacrifices which 
are necessary wherever men are fighting 
for principles, and we must do the small 
and perhaps very humble things in our 
several home cities which will make great 
accomplishments possible in the future 
We must work with the man next door, and 
with the man around the corner. We must 
work together day in and day out, organ 
ized locally and nationally, and we must be 
satisfied with slow progress. 

Above all, there must be absolute and 
unalterable fidelity to the principles for 
which this association stands Member 
ship carries with it a responsibility and 
a trust, and if we are false to that respon 
sibility and trust, what support can be ex 
pected from those who are still outside of 
the association? 

If this spirit is carried into the work in 
all of the cities represented here today 
this association will succeed in elevating 
the standing of one of the country’s most 
important trades, and that is indeed a task 
to which the best in any generation of 
business men may well be proud to dedi 
cate their efforts 

I ask you for no enthusiasm for my shart 
in bringing these ideas to your attention 
I do appeal to you to keep this matter of 
the “Value of Local Associations to th 
National” uppermost in your’ minds 
throughout this week. I ask you to think 
it through to the bottom, and, if the idea 
is worth working for, to make it reflect 
itself not only in the work of this conven 
tion, but also in your own work after you 
return to your homes. I believe that the 
heaviest weight of achievement in asso 


ciation work in the stationery trad 


with the local associations, and that it 
chiefly through the agency of the local 
associations that the benefits fron the 
work of the National Associatior be 
made real and vital to those engaged 1 
the business throughout the country, and 
I believe further that tt is high time that 
the members of this association determined 
whether or not this is true If it is, it 
should be known, and the campaign for 
the work of the next year planned d 
ingly There is no time to be lost 


Gentlemen, I thank you 
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Perfect Fitting, air-tight joints form a perfect, abso- 
lutely non-leaking ting instrument. 
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SS tHe Ri val > S* . RIVAL SELF-FILLER 


SELF FILLER No metal parts to injure rubber sacs. Can be 
; twisted to fill right or left and cleaned at same 


— Catalog, illustrating all styles 


nd giving prices and dis- 
oa ibesent to deaiers 
on request, We guaranties 
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IMPORTED BRUSHES “ 
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9 
STATIONER § TRADE There is just one bit of business equipment which every man has to have— 
\ T . a business card. 
RIDENT RUSH ES Usually the better card you carry the better standing you will have among 
~ xC both your associates and customers. They both judge you and your firm by the 


card you present. 











The very best thing in the way of cards, and the one used by men of the best 
taste and judgment of what is best, is the 
Peerless Patent Book Form Card 


Peerless —because nothing in cards 
equal or excel them 


—because the method of bind- 
ing and detaching is our own, 
Patent and protected by patent, all 
edges being absolutely smooth. 


—because they are bound in 
books of 25 cards each, with 























TEEL COMPANY 4 Book Form tissue paper between to afford 
PITTSBURGH. PA protection from dirt and 
_K. HARRIS PISHER BUILOING crumpling, 
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Appearance of Card in Case. 
, Write us and ask us for a sample ta these cards and see what they are for 
We carry in stock German Water Color Brushes. yourself—What they would mean to you individually as a part of your equipment. 


Our imported line of these brushes is uneacelied for 
One to eight. "Samples and prices sent on application. THE JOHN B. WIGGINS COMPANY 
WE CAN SAVE YOU MONEY 


Engravers Die Embossers Plate Printers 
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Mr. Office Appliance Man: It is Your Duty to Know the ZCP 


y, ~ulwe hoaee And you can not know it by 
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So drop us a line (a postal 
will do) and learn more about 
this interesting machine; interest- 
ing to your customers for the 
good it does them and to you for 
the profit. 


Profit:—Isn’t that what you’re 
in the business for? 


Write today. 


The ZONO CHECK PROTECTOR sells readily because it protects as per- ZONO MFG CO 
. 7) 2 


fectly and operates as quickly as the highest priced machines, and yet sells for 


only Ten Dollars. 50 Union St., Pasadena, Calif. 
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COLLECTION OF OUTSTANDING 


ACCOUNTS 





Address by A. L. Paisley. 





Y SUBJECT indicated to me that I 
was to prepare a talk for men who 
have outstanding accounts which 
need collecting, so that what I have to say 
here will be of no interest to those of you 


who do not have bad accounts, and you 
may, if you so desire, withdraw while | 
talk to those of you who have need of 


counsel in the matter of protection against 
pocr collections. 

A friend of mine 
some time ago at a convention, and after 
proprietor of a 


delivered an address 


wards a _ long-whiskered 
grocery store at Four Corners came up and 
said that he was glad to meet him. He said 
he liked the speech, but it didn’t just suit 
him, for the that it 
like his wife’s kimona—it covered the whole 
subject, but did not touch at any particular 


reason was too much 


point 
Now, I shall not 
whole subject, but I shall attempt to touch 


attempt to cover the 
at a few particular points 

Just to give you an idea of what it means 
to stay in business for any considerable 
period, listen: Not long since a 


failures in the 


mercantile 
agency published a list of 
United and 
the preceding four years as 51,460, an ave 


States, gave the number for 


age of nearly 13,000 a vear. Poor credit 
systems were credited with nearly 3,000 ot 
these failures Some mercantile agencies 


claim that of every 100 concerns starting in 
business, 90 fail, and the mercantile agencies 
tell us that the cause of nearly nine-tenths 
That 


nac 


of the failures is mismanagement 


means too much extension of credit, 


curacies in figuring costs and selling ex- 


pense, and consequent inaccuracies in sell 
ing prices, resulting, eventually, in the in- 
evitable—no profits or too small profits and 
subsequent failure 

Now, gentlemen, does this give you any 
hint task have before you 
to continue in business? To do that ther 
is one thing you must never lose sight of 
along with the others—if you would keep 
out of the clutches of your creditors, keep 
out of the clutches of your debtors. 

This is one of the that 
everybody likes to take a fall out of at one 
time that is, everybody 


who is in business, and yet it is a subject 


of what a you 


subjects most 


or another; most 


on which there are perhaps as great a va 


there are people in 


riety of opinions as 
business 

The average head of a business house 
likes to make himself believe that he is 
running close to a cash business, and in 


order to bolster up that opinion of himself 
he gives voice when opportunity offers to 
“arguments” in favor 
of doing business on a cash basis. And to 
if you did not know better, 


his “opinions” and 


hear him tell it, 
you might be excused for thinking that if 
you bought anything from him you should 


be prepared to plank down the cash. Those 
of us who know that man well know that 
if we were to look through his books we 


about 


would find them loaded down with 
all the long-time accounts his business 
would stand. 

Now, it would be, I think, an exhibition 


of folly on my part to consume time here 
talking on the value of a strictly-cash pol- 
icy for doing business, because we all know 
that there are mighty few business concerns 
importance that do not 
and, 


and 
number of 


of any size 


have a goodly accounts, 
what is more, there are big, successful con- 
cerns in kind of business in 
every city which are living examples of the 
that under the conditions they 
themselves have worked out 
it is possible to carry a considerable line 
make them pay a 


most every 
statement 


and impose, 


of open accounts and 
profit worth while. 
of all 


accounts is, in 


drawbacks to carry- 
nearly all 


The greatest 
ing open cases 
that have come under my observation, lack 
of right kind of men to handle them once 
they are taken on. Good credit men are 
not at all as plentiful as they might be 
Really good credit: men are few 
Why? Because this 
scientific handling of 
infancy. It is 
the past few that 
swords’ points on most every other subject 


and far 
between. matter of 
credits 


within 


artistic and 


is just in its only 


years men who are at 
have come to realizé that it is vital to the 


bank 


stated 


interest of their respective accounts 


that 
and discuss ways and means to.hold down 


they get together at intervals 
credit without seriously impairing the vol 
ume of Moreover, it is only 
within the past few years that the 
“Credits and have crept 
publicity, and under the ‘glare of its light 
there has been an awakening to the impor- 
tance of controlling credit for the salvation 
that has been wholesome to a 


business. 
subjects 


Collections” into 


of business 
Especially is this true 
1907-8. The 
benefit from the 
lesson of too 


very high degree. 


since the panic of business 
who did not lesson 


mutch 


man 
of that panic—the 
is a constant menace to himself and 
creditors. His name will not 

Dun’s or Bradstreet’s in the 


safe, so far as it 


credit 
his own 
be written in 
list of the few 
said of any business house that it 
is safe. And one has but to read the news- 
papers to see clearly how unsafe it is to 


who are 


may be 


say that anybody is safe for any consider- 
able length of time. 
The remedy? We all 


know what it is— 


curtail credit But how? 
The average dealer is in mortal fear of 
losing an order or a sale to his nearest 


competitor for refusing credit to a newly 
would much 
least to 
hesitates, 


account, which he 
take, yet 


considered He 


offered 
rather not 
be seriously 


which is at 


thinks of his competitor, and winds up by 
accepting the proffered account, when down 
telling 
thinks of the 


in his heart a wee small voice is 
him, “Don’t do it.” But he 
sale, and he thinks of the chance to add a 
account. 


doubt: 


new customer, and he accepts the 
And while he is taking on this new, 
ful account, and thus doing an act of char- 
ity for his competitor in saving him from 


temptation, if you could look in on the 
competitor about that time I venture to 
say you would find him engaged in the 
very pleasant pastime of going through 
just about the same performance as I| have 
just described. 

And thus in their anxiety not to lose a 


sale, each to the other, they both lose even- 
tually a part if not all of the account, and, 
what is worse, the goods. Well, you say, 
we are all familiar with that old evil, but 
what shall we do to correct it? You can’t 


correct it entirely. Nobody can do that 
until a combination is formed whereby 
everybody in business is bound by an iron- 
clad agreement to refuse credit to every- 


body else, and even then I venture to say 
there will be a plenty who will keep the 
back door open for book accounts 

Most 
as dealers, and nearly all of you are in the 
retail business, and most of you are called 
upon frequently to consider new accounts 
offered from both city and country 

Let us begin with the salesman 
common practice with business houses gen- 
erally to neglect the education of the sales- 
man by the house, and leave him to edu- 
cate himself. One day the credit man—he 
may be a member of the firm or he may not 
“So-and-So has 


of you men here today are classed 


It is a 


—comes to you and says: 


closed up. We’re stung for $500. Smith 
got us in bad.” You listen to this recital 
thoughtfully, call for a statement of the 


account and the facts, and place the matter 
in the hands of your attorney, with instruc- 
tions to get all he can out of it 

the fault? The credit 
Some of you will 
the aver- 


Now, whose was 
man’s or the salesman’s? 
say, both. However that may be, 
age salesman is certainly not as careful in 
the matter of taking orders and recom- 
mending extension of credit as he might be, 
and that is because he is not working for 
the right kind of an employer. In a great 
many cases the education of the salesman 
is neglected. He is not taught the little 
that are employed by the clever 
to arrive at a decision that is as 


tricks 
salesman 
near correct as possible as to just about 
how much credit to give to a customer, and 
to hold to that without offending him and 
losing him. A salesman properly handled 
by the house can learn to be invaluable to 
the credit department, and assist to a won- 
derful degree in keeping money coming in 
and still go on selling 


from delinquents 
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is not like other carbon paper. 


It is absolutely in a class 
by itself 


Its appearance alone will create 
a sale. It is also unique in wear- 
ing and writing qualities and 
once tried a pleased customer 
is secured—made fast for as 
long as you sell this exceptional 
quality. 
By selling ‘Quality Goods” you 
build up a first-class reputation 
for yourself. 

Beware of Imitators 
We are the only manufacturers 
using the name Columbia. 
Write for samples. (Each sheet 
stamped.) 


Every Kind for 
Every Purpose 





Thomas gummed tape is made in all widths— 


all kinds—ail grades—including KRAFT. 


q It is being used for a hundred different purposes, in laundries, 
in box factories, in binderies, in distilleries, in department 
stores, in libraries, in banks, in groceries, in flower stores, 
in express offices, in furniture factories. 


Stationers and Office Appliance Dealers Everywhere 


are getting big results with the Thomas line from users of all 
makes of sealing machines. 





Write for Catalogue—Surprising Prices. 


Thomas Stationery Mfg. Gompany 


New York Salesrooms: Rooms 537 Pear! St. SPRINGFIELD, OHIO 
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them goods in sufficient quantities and at 
prices that make it profitable for the house. 
But right here is a point on which many 
houses fall down. They lack the right kind 
of man in the house. I have for years come 
in contact with salesmen who are shrewd, 
far-seeing, clever men in every way, even 
to an intelligent comprehension of how to 
sell questionable accounts and get the 
money, and have seen their houses let these 
men get away to go into business for them- 
selves or to go to other concerns, when a 
slight raise in salary or commission would 
have kept them on and contented. I spoke 
of lack of men in the house capable of edu- 
cating salesmen. We all dislike to admit 
it, but the longer we live, and the more we 
come into contact with the methods em- 
ployed by houses of all classes and sizes, 
the more we are impressed with the incapa 
bility of the man in the house to cope with 
the great question of handling men and 
accounts. The percentage of such men who 
need self-education is amazing. In this 
category I include salesmanagers, credit 
men and heads. 

He it is who, after the order has been 
taken by the salesman, or if it has come in 
by mail, must get together what informa- 
tion he can as quickly as possible, and de- 
termine whether or not the goods may be 
delivered or shipped, and on what terms 
The taking on of a new account is always a 
serious matter. The report of the salesman 
cannot be too complete. It is up to the 
credit man to make good use of the man 
on the ground—the salesman—get a report 
on which to base his decision as regards 
credit. The man who says the salesman is 
not to be relied upon for such report con- 
fesses himself lacking in qualities that he 
should have. 

I know a large and wealthy concern that 
has become rich largely on account of its 
method of handling book accounts, but that 
concern has smooth men at its head, who 
know how to train salesmen, collectors and 
credit men. They are both shrewd and 
smooth. They are careful in their selection 
of a new man for one of those positions. 
They are keen in their judgment of appli- 
cants. They are at all times clear in their 
own minds as to just what kind of a man 
they want, and if they find after they have 
taken on a new man for one of those posi- 
tions that he is wanting in some of the 
qualities that are essential for a house do- 
ing a large credit business for profit, they 
tell him that both he and they have made a 
mistake, and he makes room for another. 

It is not too much trouble for those men 
to be constantly studying the needs of their 
business, their men and their customers. 
The secretary, who is really the credit man, 
gets a report from the bookkeeping depart- 
ment of all accounts due over 30 days. He 
keeps in close touch with the salesmen, and 
from contact with him they soon acquire a 
habit of quiet watchfulness over their cus- 
tomers, and they seem to know by intuition 
when and how to get away with a small or- 
der from a customer who is too far behind. 
And they know also when he is too far be- 
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hind. These men are just as much a part 
of the credit system of the house as the 
“Old Man” himself, and he is the one who 
makes them feel their responsibility. 

They are constantly on the alert for in- 
formation which will guide the collection 
department, give it its cue when to bear 
down a little, when to ease up, when to 
bear down hard, and finally when to put on 
the screws. And this is all worked so nice- 
ly that the salesman is protected from the 
disfavor of the customer. 

And here let me say a few words about 
the collectors. Too many concerns neglect 
this important department. They have a 
beautiful store, carry a fine stock of goods, 
have excellent salesmen inside and outside, 
have a good delivery system, and then em- 
ploy men as collectors who know as little 
about the art of making collections as I do 
about raising mushrooms. The secretary- 
credit man of the concern I referred to a 
minute ago has about the smoothest bunch 
of collectors I ever came in contact with. 
I sat in his office one day when a couple of 
them came in. He told them not to mind 
me, but to go ahead with what they had to 
say. Gentlemen, in the ten minutes those 
men discussed a certain delinquent I heard 
those collectors—and they looked more like 
prosperous business men than collectors— 
give that credit man a line of history on 
that delinquent that was amazing. The 
credit man listened intently, asked a few 
questions, made. some memoranda and 
then thanked the collectors for their good 
work, and told them he would then take the 
matter up himself. Now, mind you, up to 
this time not a harsh word had ever been 
spoken to the delinquent. The collectors 
were just as smooth and diplomatic as their 
boss, and it was he that had made them so. 
They were never betrayed into saying or 
doing anything that could be taken as an 
offense by the cutsomer. Their conduct, 
just as with the salesman, was all a part 
of the system. 

And now the matter had come up to the 
credit man. He did not go to the delin- 
quent, but wrote him a®%hice little letter, 
telling him his account had got so far be- 
hind that as a matter of protection to him- 
self he had no choice but to take it out of 
the collector’s hands, and he asked the de- 
linquent to give the matter his personal at- 
tention, and either write him or come in 
and tell him what was the best he could do 
about it. 

If the customer does not come in or write 
in a week or so, the credit man calls him 
up on the phone, exchanges a few words of 
greeting, and asks him if he got his letter. 
If the man says he did not, the credit man 
tells him what he wrote, and asks him to 
send a check. No hint, yet, mind you, that 
the house is “sore,” no suggestion of threat, 
but just a quiet, effective persistence that 
the delinquent is conscious of, and all the 
time the salesman has been dropping in 
occasionally, exchanging a few pleasant 
words, but gracefully sidestepping taking 
an order, and all the time watching like a 
with ears open for a sign of 


hawk and 


danger. Thus the combination works to 
the growing alarm of the delinquent until, 
in a large majority of cases, unless he has 
determined to quit suddenly and defraud 
his creditors, he produces a check, and 
squares his account. Then that smooth, 
diplomatic and gracious salesman appears 
on the scene, congratulates the man on hav- 
ing fixed it up with the house, expresses his 
gratitude, and suggests that he stock up 
again. Somehow the man feels that the 
salesman has been his friend, and he gives 
him an order. 

Now, you dealers really know very little 
about each others’ affairs. You may think 
you know a fine lot of inside facts about 
your competitors, but you don’t. What you 
do know in nearly every case is just what 
the other fellow wants you to think you 
know, and it may be the truth and it may 
be just the opposite. So stop worrying 
about your competitor and his accounts. 

If your credit man is not a man of quiet, 
strong personality that makes itself felt in 
all his conversation or correspondence with 
delinquents, let him take another position 
to which he is more suited, and put a man 


on credits and collections that at least is 
willing to learn. 
And remember this: Unless you are 


equipped with men who know the art of 
carrying book accounts at a profit by keep- 
ing enough revenue coming in from them 
all the time to make them pay a profit as 
a whole, the less you have to do with them 
the better. For if you are not capable of 
carrying outstanding accounts and holding 
them to a certain amount and stil! selling 
the customer right along, you are nurtur- 
ing a menace that will sooner or later so 
get into the vitals of your business that it 
will no longer sustain itself, and your de- 
linquent customers as well, and you wil! be 
the one to suffer, not they. 

And let me say, above all else, be gentle, 
but be firm with the Don't 
ever lose sight of the fact that you need 
the customer, but no customer needs you 


delinquent. 


Watch your books yourself. See to it that 
you are kept posted right up to date. 
Watch the accounts. See to it that you 


know when a customer pays up and drops 
out. Don’t lose sight of him. If his name 
does not show up on the books soon again, 
write a personal note, and ask him to tell 
you what’s the matter, and 99 times in 100 
he'll do it, and give you a chance to get 
him back. 

If a customer stops buying without pay- 
ing up, find out the matter. Get 
him to tell you. 
measure your right to preside over a busi- 
ness than by your ability to keep the money 
coming in for goods sold on time, and yet 


what's 
There is no better way to 


keep the good-will and patronage of the 
customer 
You should know accurately how your 


cash and 30-day sales are averaging at all 
times, and you should know exactly how 
much in proportion to them you can carry 
in slow accounts and still meet all the re- 
and never 
beyond 


business, 
credit 


quirements of 
stop 


your 


hesitate to extending 
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Christmas Selling 


Is it not reasonable to assume that there 
will be found among your Christmas q 
shoppers enough sensible people looking 
for sensible gifts to make it pay you 
well to display a line of sensible station- gq 
ery for men? ‘‘The Stationery of a 
Gentleman” is a real gift—but better 


still, it will sell after December 24th— q 
if for no other reason than that the men 
who find it in their stocking Christmas q 


morning will come back for more. 
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turer who makes ship- 
ments more promptly 
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that safety point. When credit business 
is offered beyond that point, be diplomatic 
about it and don’t offend, but let it go to 
your competitor. 

I guess this is a topic that will make 
you all sit up and take notice. 

Certainly about the most aggravating 
man the credit man comes in contact with 
is the one who does not answer properly 
written letters. I think most of you will 
agree with me that the sooner you take 
whatever measures are necessary to get 
your money from such a man and cut him 
off your list, the better. Let us not waste 
time talking about him 

gut the debtor is not always to be blamed 
for his not answering a letter, for in many 
cases the first and subsequent letters from 
the credit man are not good collection let 
ters, but contain something that leaves a 
bad taste in the mouth of the debtor. It 
is astonishing to what extent business 
houses are afflicted with collection lette 
writers who would be doing the house a 
benefit if they were driving a wagon or 
running the elevator, instead of making 
enemies for the house 

One of the first questions to be decided 
when an account is overdue is when to 
write the first letter. I know credit men 
who get the first letter or statement out a 
couple of days after the time limit on the 
invoice, and give the debtor to understand 
that they expect a check at once. It has 
always seemed to me that, in the absence 
of bad news affecting the debtor, such a 
Under such 


circumstances I am inclined to think, from 


policy is not just the best one 


my Own experience, and from what I know 
of the methods followed by friends of mine 
who are credit men with big concerns, and 
who are adepts at handling overdue ac 
counts, that five days after check is due the 
first letter should be sent out, merely a 
polite note mentioning that the account 
is overdue, and that if check has not already 
been mailed, “We will appreciate it if you 
will send check by return mail.” Great 
care should be taken with this letter to 
write it in such a way that the debtor will 
understand without being offended that an 
answer is expected, whether he sends check 
or not. 

If after 60 days check is not forthcoming, 
and a satisfactory explanation is not re 
ceived, go right back with another letter 
saying that the order was accepted in good 
faith, and that as the debtor clearly under 
stood the terms of delivery, and accepted 
and retained the goods on that under- 
standing and without complaint, it is only 
right and fair that he should make a special 
effort to pay off the indebtedness at once 

When sufficient time has elapsed for a 
reply, and one is not received, it is cus 
tomary in many houses to send a forma 
} 


note, saying if check is not received by a 


certain date draft will be made 
If adjustment has not been made by the 
date on which you said draft would be 


made, make the draft. Let the delinquent 
know that you are still on the job If 


then 


draft comes back unpaid, you must then 
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choose between two courses—the one to 
sue and the other to keep on writing let- 
ters. If you are determined to sue as a 
last resort, you had better write the debtor 
immediately after your draft has come back 
that his failure to pay draft and to write 
you a satisfactory explanation of his atti 
tude toward your house has put the matter 
in such shape that you feel that he has not 
treated you fairly at all, and that unless 
check is received by return mail for the full 
amount, you will place the account in the 
hands of your attorneys or mercantile col 
lection agency for collection. And if you 
don't get the check by return mail, or a 
letter positively stating on what date check 
will be mailed, turn the account over to 
your attorney, and tell him to go ahead. 

All this is presuming that you have been 
keeping yourself posted so far as possible, 
and that you have had no reason to think 
that the concern is in danger of going out 
if business. And right here let me say 
that when an account runs 10 days beyond 
30 days without check or satisfactory let 
ter forthcoming, it’s up to the credit man 
to get busy on that account at once, and 
put himself and the house in position to 
be protected as far as possible if anything 
should happen while he is carrying on his 
letter-writing. 

If you are of an easy disposition, and 
are willing to let the other fellow go on 
doing business with your money, follow 
the letter-writing plan to the end, and per- 
haps you may eventually get most of your 
money, if not all. 

This matter of when to sue an account 
is one that brings gray hairs to the tem- 
ples of many a well-meaning credit man. I 
have among my personal friends in Detroit 
a credit man for one of the largest con- 
cerns in the city, a concern that does work 
for everybody. I know how this man oper- 
ates, and though there are those who say 
his methods are too severe, I don’t know 
but that he is correct in theory and prac- 
tice. His plan of procedure is simple, but 
effective 

Here is the story in his own words 
‘Not long since a well-dressed, businesslike 
looking man came to us with a request for 
credit to the amount of $500. He was a 
promoter, and put up a good story of what 
he had. I told him in as nice a way as I 
could that we could not extend credit to a 
stranger without a deposit and good refer- 
ences. I asked him in a matter-of-fact way 
how much of a deposit he wished to make. 
He looked surprised, and said, “Why, not 
any of course. Why should you require a 
deposit of me any more than any other 
business man?’ 

[I said: “You come to us a stranger, and 
though your account of your business un- 
dertaking is no doubt all right, and we 
want your business, you know very well 
that after you get started in business you 
won’t accept an order from every stranger 
who comes along just because he means 
well. He admitted that he would not, and 
I said: ‘Now, if you are not prepared to 
make a deposit with the order of a couple 


of hundred dollars to cover cost of mate 
rial, just give us a good reference—your 
bank or some business man we know and 
who is all right.’ He said if the latter 
would be satisfactory he could satisfy us 
very quickly. Going to a phone he called 
up a prominent business man, and told him 
what he was up against, and asked him if 
ie over and give him a ‘r 


he would cor 


ommend.’ 
ly of the applicant for credit and his pros- 


The man came over, spoke high 


pects, and told me he was quite sure that I 
would be letting a good thing get by me if 
I did not take the account. He said he was 
familiar with the project of his friend, and 
had taken some stock, and considered it a 
good thing He gave me the names of 
others who, he said, had taken stock, and 
so I concluded that I could take a chance 
on getting pay for the first order, anyhow, 
and I told the salesman it would be all 
right. I at once issued an order that the 
goods should not be delivered without my 
©. K. 
“Consequently, when the goods were 
ready for delivery I was notified, and at 
once telephoned the new customer to come 
over, that his goods were ready and I want 
ed to see him before they were delivered 
He was a little frustrated, but came over, 
and I asked him how he was getting along, 
and, of course, he could not say anything 
but that he was getting along fine Well,’ 
I said, ‘we have made up your order, and it 
is ready for delivery, and I must ask you 
to make a payment before delivery.’ He 
wanted to know what size payment, and I 
said that on an order of that size we should 
have at least $200. He threw up his hands 
and declared that was too much, and that 
he thought he was entitled to 30 days just 
as well as anybody else. I kept cool and 
attempted to reason with him from my 
standpoint, and finally he gave me a check 
for $200 
hours later they were in his possession. 
ut before the goods left the house I had 
telephoned the bank, and found that the 


check was good. 


I released the goods, and a few 


“T made a memorandum of the name of 
the bank, just as I do with all other checks 
received on account. Within a week I read 


in a morning paper on my way to the office 
that my man had been sued. I hastened to 
my office, telephoned my attorney, and 
soon had him on the way down. I looked 
up my memorandum, got the name of the 
bank the check had been drawn on, and 
when the bank opened my attorney was at 


the door with a constable, in whos 
were the papers necessary to garnishee the 


bank account. We got our money, every 


cent of it, and later in the day I underwent 
being called all the vile names it is possi 
ble for one man to call another, but I could 
afford it 

“Here is another instance Some time 
ago an automobile supplies concern got 


into us for a considerable amount—about 
$2,000. They had been on our books a long 
time, and had been paying and buying and 
paying and buying, and all the time getting 
a little more behind. I was watching the 























account closely, and hoping they would 
switch around and liquidate, but when the 
indebtedness reached $2,000, the amount 
representing our total profit on_ that 
account, provided we got it all, I decided 
to investigate. I found out all about the 
factory, how many men they were employ 
ing as compared with the number a year 
ago, whether or not any dividend had been 
paid and when and how much, and all the 
other information I could get hold of. 

“T found that they had a fine lot of out- 
standing accounts, and that we need not 
feel lonesome. I have one policy, and one 
policy only, for such cases, and that is to 
get in first if possible. I wrote them a nice 
little note, in which I informed them that 
we had more large outstanding accounts 
than we cared for, and that I would expect 
a check by return mail. I received a check 
for $250, and a letter expressing regret that 
the account had been permitted to get so 
far behind, etc., but nothing definite as to 
what I might expect further. I wrote them 
again, telling them that as they had our 
goods for quite a while, we felt that the 
balance due us should be forthcoming im- 
mediately. Of course, the persistent tone 
of my attitude gave them to understand 
that I was afflicted with a feeling of un- 
rest as regards their credit, and they sent 
one of their big stockholders down to see 
me. I told him that we had no notion of 
imperiling our credit at any bank by let- 
ting other people run their business on 
our money, and that if the balance due us 
was not paid at the rate of $250 a week 


until the account was squared, I would 
consider it my duty to bring stiit, and that 
I should do so. I put it up to him that he 


would not permit any of the concerns in 
which he was interested to do otherwise 
that I was doing, and he could not deny it. 


‘It was the old story of staving off the 
inevitable as long as possible. They sent 
me a check every week, and kept me quiet 


We continued to get most of their business, 
and they kept paid up, and let the other 
fellows wait They are still waiting. So 
far as I was coneerned, I was ready to 


quit, and would have had no regrets had 


the concern left us after paying up. They 
were shaky and no longer desirable, except 
on cash basis, and from past experiences 
of many kinds I know I did the right thing 
for us, and especially as we are not run- 
ning a charity concern and not in business 

for fun.” 

Now, gentlemen, this may sound a little 
harsh to some of you, but think it over, 
and I think that you will agree with me that 
if you all had more such credit men, men 
who are on the job every minute, and who 
are not taking losses just to be good fel 
lows, and who are on the job to make a 
profit off questionable accounts, you would 
do much toward educating the public along 
the line of paying accounts when they are 
due. 

One who will make a Shylock contract | 
may always be trusted to enforce it 


‘ 
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STATIONER 


Let us send you, postpaid, 
a sample of our new 


Satu 


Album and Price Book 


1 








this a sure seller. See what we mean 


say 





its capacity. 


Construction and rigidity of posts under any conditions Unlocked by a one-eighth turn, with penny, 


paper clip or knife. 
Posts sunk in leather—can’t scratch 


Every manufacturer issuing loose leaf 


your part whatever. 
If you think your stock is not complete without 


certainly will) keep the sample as a part of your 


plete information as to prices, sizes, bindings, 


hands of every stationer. 


ESTABLISHED 1859 


See for yourself all the new features that make 


Binder locks firmly any number of pages within 


every salesman carrying cuts and specifications 
of his goods; every office man, student, engineer 
—is a possible buyer of the Tatum book. 


If, after examination, you don’t think you could sell this 
al return the sample at our expense. No obligation on 


Send the coupon today. We'll send with the sample com- 


Also our catalog of loose-leaf devices, which should bein the 


The Sam’! C. Tatum Co. 


3308 Colerain Ave. Cincinnati 


when we 


catalogs; 


it (and you 
order. 


sheets, etc. 





The Sam’! C. Tatum Co. 
3308 Colerain Ave., Cincinnati 


complete information as per your 
Office Appliances. 





Name Ee ee Re ss sacetted dialed 


AGGtOES <<-<:----. 





Send me sample, postpaid, of your new 
Tatum Photograph Album, with prices and 


offer in 











The cut below shows the Tatum album used as a price book. 





PRICES ON CHINALAIN REFRIGERATORS 


) ” hy 4 NP a $39. 00 
50 49.00 
55 59.00 
70 70.00 
80 80. 00 
90 100.00 
45 55.00 
65 68.00 


ALL PRICES F.0.B. CINCINNATI 
TERMS: 2%, 30 DAYS 
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An address by the Hon. James Logan of Massachusetts before the sixth an- 
nual banquet of the National Association of Stationers and Manufacturers 
HE teaching of history is that in mat “You will sometimes be obliged to disci- work out their problem in thei \ \ 
ters educational, as in all else, the pline men, but that can be done without for no code of rules and regulations 
streams run from the higher to the parting company with good manners. Re- was ever drafted can take the pla 
lower level, and never in the opposite di member that the word discipline comes telligenc« 
rection from the same root as disciple, a pupil, a So you see this is more than 
It is the college and university whic! learner, a follower, and it is always easier tional, commercial or industrial p1 
have made possible the public school and to lead men than to drive them, and in dis is a HUMAN problem 
not the public school which has made th¢ ciplining men you want to make them learn- Well might Andrew Carnegie h 
university. That teaches a great truth—th« ers, followers, disciples.” “Take away all our factories, our 11 
our money, bu 


necessity for, and responsibility of, trained 
leadership 

To carry the larger burdens of today we 
need larger and better trained men, and just 
at this point there is a great danger. If we 
train the intellect, if we sharpen the wits, 
and neglect the moral and spiritual element 
in man so that he not high 
sense of honor and moral obligation, we d 


does have a 


violence to those higher things which mak« 
for a sure foundation and larger growth 


In industrial and commercial life, as in 
war, the fighting formation has _ been 
changed Modern methods have abolished 


the idea that men must be mere machines 
The officers are no longer able to person 
ally direct their men as in the past, because 
the fighting formation covers so much mor 
ground, and therefore the men must have a 
intell hil 


igence, 


standard of 
the 


higher 


among line officers intelligence, sel 


reliance and the power of leadership mus 
be on a proportionately higher level 
One of the hardest problems that every 


man doing a considerable business has t 


wrestle with today is to find men who wil 
not only furnish the initiative, but who can 
This 


Tt 


carry the burden of responsibility 
cannot be done by automatic machinery 
must be carried by human beings. 
great leader hinges 


The success of every 


on one thing—the ability to select men 


+ 


That is the great problem of management 
in store or factory. In every successful 
concern the spirit of one man usually runs 
through and animates the entire institution 
The success or failure of the enterprise will 
often turn on the mental, moral and spirit 
ual qualities of one man, and the leader who 
can put into an army of workers a spirit of 
earnest fidelity to duty, so that they respond 
has 


with animation, courtesy and good-will, 


a right to be ranked among the great m¢ 
And that 


of earth is primarily a human 
problem. 

The industrial or commercial battle is n 
won by the skill of the captain of industry 
The plan of campaign may be his 


line 


if 


alone 
but the results are wrought out by the 
officers and men in the ranks. 

The work of the world is done with, by 
and for human beings, just ordinary folk, 
and while mechanical problems are hard to 
solve the industry is 
really the hardest problem in management 

A prominent railroad man, giving advice 


human element in 


to his son, said: 


During the past forty years great thought 
has been put upon machinery. The aim of 
inventor has been to make the machine 
step in com- 


the 
‘fool proof.” The next great 
merce and industry will be the training of 
men. 
Wonderful 


veloping the forces of nature, and the in 


strides have been made in de 


ventor and mechanic have so perfected ma 
chinery that it has become almost human 
In doing his work the mechanical inventor 


studies out a machine in which all the parts 


are to work together to produce a given ré« 
sult, but he deals with inanimate material; 
his work is wrought out along fixed me 


chanical lines; he knows in advance just 
how each gear, spring, cam, pulley and lever 
Its power to do 


will do work. is a 
mechanical certainty. He does not give t 
his machine any latitude whatever; all the 
He thinks, 

so to speak, for every part of the machine 
The 


an inventor; he, 


its 


initiative must come from him 


trained leader of men must also be 
working 


work in 


harmony to produce a given result, but he 


too, studies out a 


+ 


machine, where all the parts are to 


deals not with inanimate material, however 


put together. but 


cunningly devised and 


with men, with wonderful possibilities of 


initiative to help or hinder the working of 
great organization. 

The 
knowledge of men exactly as a 
a knowledge of 

The right men 
fitted into 
industrial 


the 
have 
lav 1 


mechanical 


organizing executive must 


engineer must have ma- 


terials and mechanics. must 
be selected, trained and 
places in this 
chine, and these men 
make-up a harmonious blending of science, 


their 
ma- 


their 


proper vast 


must have in 


practice, and, in addition, commercial ef 
heiency 

The 
this one thing—ability to select, properly 
We have standard 
but we can 


The indi 


success of every business hinges on 


train and manage men 


ized methods and machines, 
never standardize human beings 
vidual equation must always be considered, 
for that is the controlling factor. The rank 
and file do not take orders as they once did 
Republican ideas of equality have eliminated 
the the 
management of modern industry 
To 

monious whole must be given large 
their 


words “master” and “servant” in 


one har 


latitude 


men working as parts of 


in which to exercise power of initia 


tive. They must be given intelligent direc 


tion, and then left, in large measure. to 


avenues ol transportation, 


leave me the organization, and in 


I would re-establish myself But 

the men who laid the foundations 
matchless organization was th¢ yle 
Captain Jones, and the human elen 

his personality was one of the larges 

tors in the success of the Carnegi 

pany 

The great work of the world is 
teamwork; do not forget to teach men that 
they must get men to work with thet 
against them, if they would bring gs 
pass. 

Some of the men who contribut t 
success of the Carnegie Company I dar¢ 
say you never heard of, but each lic 
his part A recent writer, in ref g 


the different men who helped mak« 


‘ 


cess of the Carnegie Companies 
“Kelley lived in a world of ideas 

a world of money; Holley in a 
scientific knowledge, and Jones 

of men. Iron ore and human n 
his raw material; he put the tw 


And 


company set t 


and made steel and money.’ 


combination his 


] 


the world, but it was knowing } 
dle the human element that ma 
cessful, and that great fundamenta 


plies t 
ndustry 


a great 


management of a smal 


In the selection of an executiv: 
place above mechanical skill and 
cial ability those God-given qua 


tact and <« 


loyalty. The good-fellowshp, th 


ness and sympathy of one mar 


o the 


larger asset t man himself ; 


urtesy, which bring out 


e 


firm for which he works than anot] 


scientific knowledge, mechanical 


commercial efficiency 


The trained leader must be a 


work. To produce the best result 
who would be a true leader of 
have the qualities which Kiplin 
outlines in his deccription of the 
geant in his poem “The ’Eathen 
’E learns to do his watch with 
in’ plain 
E learns to save a dummy and 
straight again; 
"E learns to check a ranker tl 
leave to shirk, 
An’ ’e learns to make men like ’im 
learn like their work.” 
Capital has been concentrated 
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Get the Best—The VERYBEST” 


The Verybest Ledger has the 
greatest expansion of any alum- 
inum ledger made. The mechan- 
ism shows it to be rigid whether 
expanded or closed, and powerful 
enough to hold sheets in align- 
ment. The curved hinge on the 
cover enables it to open freely, 
providing a flat, writing surface. 

It has more good selling points \ a ta 
The Verybest Loose Leaf Ledger than any other ledger offered. The Mechanism 








“ake the LYIple Expansion Ledger 


| 








The Mechanism 


Combines all the good features of other similar devices, eliminating their faults 
and being far superior on account of its immense expansion. Can be made to hold 
444) Closed any size sheet up to 36 inches on the binding side, any number of posts, any centers. 











mn Piano Hinge Sectional Post Binder Metal Hinge Sectional Post Binder 





" The most graceful looking, strongest and best wearing Sectional Post Binder on the The Metal Hinge Sectional Post Binder has the same style case as the Piano 
wi, market; the Metal Hinge and Aluminum Ends give it great beauty. The shape of the Hinge, but being designed for full canvas binding, the rah 5 is not divided into inch 
XN steel case permits the sheet to bend close to the posts and lie flat upon the covers. This lengths. (See illustration). For use when subjected to rough usage, it is the best thing 
‘'WY) binder is used by many as a Current Ledger. Made non-protruding upon request. to be had. 

Vy\ We also carry in Stock 

NY BINDERS, TRANSFERS AND FILES FOR ALL PURPOSES 

Vy) Besides Ledger Sheets, Indexes, Order Blanks, Inventory Sheets, Footing Sheets, Order Registers, Check Registers, etc. 





My } r our “Indexing P ‘ 4 pamp t explaining our AFETY LF-INDEXING LEDGER 


lonthly Statement Syst Lhe greatest invention in lox t ledgers in recent years” :: 23 


Ww We have in preparation a new and complete catalogue of bound goods, showing devices, sheets, forms and a long line of miscellaneous supplies, which will be sent on request. 
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The PEM, Loose Leaf tine 








° 


The Verybest 
Ledger Metals 





Light, strong, swift and perfect ie —_ 
acting; greatest expansion; easy to ete] OS 
bind; a handsome book. a 

Leather: We furnish leather for 


binding our ledger metals, accurately 
die cut, pared and ready for gluing, 











at reasonable prices. 


at a very low price. 


is a fine device, being prac- 
tically a seamless tube, 


holding a powerful “fool 


and a good seller on its 


appearance. 


Indestructible Metal Tip 
Guides and Folders 


For any kind of filing 


White for catalogue showing in colors 
self indexing arrangement of Guides and 
Folders. 

Our Metal Tips are of highly polished 
nickeloid, which will not tarnish or rust. 

Best grade of press board used on all 
Guides. 


Stock sizes and prices on application. 


proof lock.” Easy to bind N, 





The Verybest Ledger Metal 


Expanding from 2': to 5 in. 


The Piano Hinge Sectional Post Bind 





The Piano Hinge Sectional Post Binder Metal 


We are offering to the trade a full line of Loose Leaf Metals for all purposes 
Good material and fine workmanship characterize all 


our goods. Catalogue sent on request. We quote on special metals on request 
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hands of men who have been given great 
power, and the highest wisdom and the best 
thought will be needed wisely to direct and 
rightly control this mighty servant of man- 
kind, and the men who will in the coming 
years control this mighty agent for good 
will need to be large men with high ideals, 
and in that lies our only hope for the fu 
ture. The men who will in the coming 
years control the great corporations must 
have more than simply leadership of or 
ganization. They must also have a leader 
ship of ideals 

We often hear men use the expression, 
“the soulless corporation,” and too often 
has deserved to be called “soulless,” but one 
of the burdens of the coming years will bs 
to give a soul to these great organizations 
of capital which are to be the mighty serv 
ants of mankind, a soul inspired with 
righteousness and a spirit of divine service, 


and it is a part of our business today to 


help create a soul for the corporation. 

The colleges have no more important 
duty than to see to it that the men who are 
trained for leadership in such institutions 
go out into the great university of the world 
of business bearing the hallmark of integ 
rity. Men must be taught that as they climb 
the slippery ladder of success, one rung at 
a time, up, up, into the clearer air, they wil 
have an ever-widening horizon, but they 
must also be taught that as they climb 
higher more people can see them, and thei: 
conduct and life must bear the scrutiny 
the crowd 

We have been passing through what 
might be called great ethical revival in 


ag 
business, and the air is clearer. There ars 
thousands of men in this country today wh 
would not do the things they would have 
done without a question five years ago 
Why? Because of the 
No; not in thousands 


onscience has been awakened, 


of being caught 
cases; but becauss 
the moral 
because the lines between honesty and dis- 
honesty have been resurveyed, new bounds 


have been established, the underbrush 


pernicious business practices has been cut 
away, and some men see truth and duty 
with a clearer vision 

Now, may I say in closing just a word 


about political life? 
Politics is not the ar 


f getting office, for 
we need trained leadership in political life 
fully as much as in commercial and indus 
trial life. Politics covers the whole mechan- 
ism of our civic life. It is concerned with 
all human progress, with every policy that 
affects the interests of the people. It means 
such measures as involve the health, com 
fort and prosperity of countless millions of 
people. It has to do with human problems 
and it is possible for a man to make politics 
his calling and render as high a service as 
the Christian teacher or preacher, and we 
shall have better civic conditions when 
more men realize that it is good religion to 
be in political life, which can be made one 
of the greatest avenues of service that the 
world has ever known 

While the standards of religious, com- 


OFFICE APPLIANCES 


mercial and political life are not as high a 
they ought to be, I am persuaded that there 
never was a time when they were higher; 
that there is more honesty, truth and char 
ity, more real religious power in the world 
oday than ever before, though it is not all 
in the Church, and it does not find expres 
sion in the ecclesiastical language of the 
past. 

We offer the prayer “Thy Kingdom 
Come” not in heaven, but on earth, and | 
am optimistic enough to believe that it is 
‘oming; that the movement of life is up 
ward; that today is better than yesterday 
and that tomorrow will be better than 
today. 

The great work of the world is done by 
team work; don’t forget to teach men that 
they must get men to work with them, not 
against them, if they would bring things t 
pass 


THANKS TO THE BELVEDERE HO- 
TEL WELL DESERVED. 


i HE convention did a graceful strok« 
when it extended its thanks to th 
Hotel Belvedere ror the courteous 


tention given to the delegates, their fam 


es and their friends who attended the 
ntion Everything that the manage 
ment and the employes of the hotel could 
was done to minister to the well being 
everyone 
[The Belvedere is a tine structure of about 
‘teen stories occupying about one-fourth 
an entire city block. It contains several 
undred rooms, which are w appointed 
mfortably nished, i n 
baths at hed to most het 
ie t itt ince at the é tie 
the |: 1 ered « ‘ 
ed p ople V il] ( VI m can 
Ve tw vs and had take 
( i they came 1 not mmside 
isk ven oO! the bigges hotels 
\ y ( hicago whe! nsi 
1 that the regular patronag id to be 
ired for as well The great majority 
my eopl ppe he Be 
é } t son ) hn late ] had t 
ré i mmo IS elsewi Dut 
1g ent vith a sn thness t 
ed splendidly f the I iniz 
of the hotel’s force 
This ( by the way, des es 
Everyone, from manager to the 
ungest bell hop, was right on the jol 
with a cheerful courtesy good to se The 
erk is an unruffled ma: ho over 
looks no detail within his province, and he 
has trained an efficient forces f subordi 


es. The good humored son of Erin whe 

ears the uniform of head porter is a joy 

rrever and Office Appliances is indebted 
to him and to his superiors for many u1 
sought courtesies which made the hotel 
seem homelike and gave its representatives 
a sense of being among friends 

The cuisine of the Belvedere is in keep 
ing with its reputation as a first-class hos 


telry 
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REPORT OF COMMITTEE ON 
BUDGET. 

OUR committee appointed to make up 
an estimate of the expenses of the 
association for the coming year, after 

conferring with the officers of the associa- 
tion, the secretary of the National Catalogue 
Commission and others as to what they con- 
sider necessary, presents herewith a com- 
pilation of the various amounts they deem 
necessary for the carrying on of the work of 
the association: 

Secretary’s salary and expenses. . ..$3,000.00 
Printing, postage and sundries..... 1,000.00 
General traveling expenses..... 1,090.00 


Year BOOK. <0 5 sss acd¥akaelee ee 500.00 
Refund to National Catalogue Com- 
mission for 1910.......... Sere 


National Catalogue Commission... 2,500.00 
Refund subscriptions by members 





to National Envelope Commission 515.00 
Expenses National Envelope Com- 

mission 300.00 

Total .o<«.séssetades ten $9,243.00 


Respectfully submitted, 
CHARLES A. LENT, 
CHARLES A. STEVENS, 
RICHARD B. CARTER, 

Committee. 


Mr. Gibbs: I would esk the chairman of 
that committee if any estimate was made of 
the probable income of the association dur- 
ing the year necessary to carry out that 
budget. 

Mr. Lent: There was some talk in com- 
mittee about that. I also have had the ex- 
perience of a year, and know what the in- 

ome is likely to be. We received in dues 
ast year $5,040. We also received from 
various other sources subscriptions to the 
national envelope committee, which we 
partly promised to repay, $515, all of which 
was used except $30 for that special pur- 
pose. We received a balance from the con- 
vention committee of about $380. That we 

n hardly look for this year, as I learn by 
conference with the chairman of the present 
committee. So our income on the basis of 
last year would be $5,000 roughly from 
membership, and we had a balance of about 
$2,200 in the treasury, making a total of 
$7,200 available, In addition to that, from 
onferences with the secretary such as I 
have had during the last few months, it 
would seem as though we might expect 2n 
ncrease in membership of 100. If that 
ould be accomplished, we would have an- 
ther $1,000, or a total, I think, on a reason- 
ably fair estimate, of $8,000. 

In taking up the budget for 1910-1911 a 
ittle later the convention decided, after de- 
bate, to let the dues remain at $10 a year 
and allow $2,500 to the national catalogue 
‘ommission. The salary and expenses of 
the secretary were allowed to remain at 
$3,000 for the coming year. The item of 
printing, postage and sundries was cut down 
to $900. The year book expense was cut 
down to $500 and the appropriation to the 
national envelope committee was scaled 
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THE CORRECT WRITING 
PAPER 





| In Dresden White and all the 
new Paris colorings as well as 
'| the former popular shades. 


: GOLD BEVELED EDGES 
COLORED BORDERS 
FRENCH BORDERS 

DUPLEX FRENCH BORDERS 


Menu and Lunch Cards 


n all the colocings. 











at times to pause and take a long 


backward look and view the effect 


of efforts which have required much 


and 


careful thought— both yours 


ours. We are pleased with the great 


results which have followed the in- 
troduction of the CRANE novelties. 
The enthusiasm of the trade in buy- 
ing and the artistic use of the window 
and case displays which we have fur- 
nished, have added greatly in bring- 
ing about these results. We extend tc 
all the trade our sincere thanks and 


appreciation of their interest and 
hope for still closer co-operation in 


the new things to come 


The new Duplex French 


Borders are in great 
Have you 


them in your stock ? 


demand. 


| EATON, CRANE & PIKE COMPANY 


PITTSFIELD, MASS. 


New York Office: 
Brunswick Building, 225 Fifth Ave. 








down from $250 to $200. The amount fina! 
ly shown in the budget for the coming year 
was $8,000, which was approved by the con 


vention 


ENTERTAINMENT FEATURES OF 
THE CONVENTION. 
For the ladies it was one pleasure afte: 


another from the beginning to the end of 


the convention When the ladies of the 
Chicago party entered the special car re 
served for their delegation at the Unior 


depot in Chicago on Saturday afternoon of 
October 8, each one found a bunch of 
This little courtesy was 
Associa 
Mr 


v10 
lets awaiting her. 
the gift of the Chicago Stationers 
through Mercury 


its 


acting 


tion, 


Shearman of the National Blank 


Charles 
300k Company 
Che trip to 
interesting, and as each delegation arrived 
met at the train by of 
Baltimore ladies and gentlemen, who daily 


Baltimore was pleasant and 


it was delegations 
took possession of all hand baggage and 
escorted their guests to the hotel, where an 
and thoroughly hospitable recep- 
tion was held in the parlors under the guid- 
ance of Mesdames Falconer, Luckett, Mey- 


informal 


er and others, who made friendly endeavor 


to make everyone acquainted with every- 


ne else. 


On Tuesday afternoon a more formal re- 


ception was given to the ladies by Mrs. 
Charles E. Falconer at the beautiful Fal- 
oner home on Bolton street As each 





| 
| 





entered was given a gaily paint 


The 


guest she 


ed paper butterfly rooms were beau 


l ted, the dining room being m« 


fully decora 

effectively done in yellow and white. ( 

delabra with yellow shades, and dainty y« 
low flowers made the scene appear not u 


like some of our conceptions of fairylan 
Mrs. Paul, Mrs. Gilden and other Baltimor 
ladies, with the aid of a number of hand 
some young girls, assisted the hostess a1 
served delicious refreshments of ices, cak¢ 
coffee, etc 

On Wednesday afternoon the _ lad 
again got the better of the men when the 
were given an automobile ride throughou 
all the show places and scenic attractior 
of the city of Baltimore. Most of the mal 
part of the convention stood on the hot 
steps and watched the start, there bei: 
nearly a score of automobiles in line Ch 


ladies testified that the ride through the 
woods, over country roads and about 
city was delightful. Pap Baer of Cant 
he that ts ned Silver Tip by reason 
the hint of frost that is but begining to ay 
pear in his otherwise raven locks, play¢ 
hookey from the convention and went wit 
the ladies the automobile ride, th 


abrogating to himself a privilege heret 


Uncle George Olney. Hi: 


fore enjoyed by 

only excuse was that he understood t 
party was going to the woods, where 
good Baers belong anyhow. But the ladi 
brought him back for fear some Baltimor 
Diana might be led to fit the arrow of 


smile to a Cupid’s bow 

On Wednesday 
ception was tendered at the hotel to Rea 
Admiral Winfield Scott Schley. Most 
d gentlemen of the conventi 
opportunity 


Admiral, 


evening an informal 1 


the ladies an 
this 
the 


themselves of 
meet and spe 
gentleness and courtesy won every heart 
After the return from the automobile rid 
Wednesday noon the ladies were presente: 
with tickets the Maryland theater f¢ 


the performance of Thursday afternoon. O 
ia 


availed 


with whos 


ak 


to 


this occasion each lady was presented 
Mr. Charles E 
dy, which had its share in making the the 
ater party a jolly and enjoyable affair. In 
mediately after the performance most of! 
the ladies attended an at home given by the 
Dennison Manufacturing Company at its 
Baltimore The store was elal 


Falconer with a box of car 


salesrooms 
yellow ana 


orately decorated in orange, 
other colors suggestive of Hallowe’en and 
Thanksgiving. All sorts of articles made 


from paper were noted and admired by the 
guests, not the least attractive of which t 
the ladies 
so skillfully of 
a practiced eye 
about the store, 
was presented with a daintily arranged b: 


some willow plumes made 
to 
were 


WeTE 


paper as almost deceive 


The 


and as each guest left 


show! 


she 


visitors 





containing glue, rubber bands, tags 
etc., all put up in neat tubes and packages 
As Mrs. Hobbs “What stationer 

wife ever has like this? It 
is just what every household needs.” 


paste, 


said, 
an assortment 
Delegates 
all met in 
special interurban cars 


Friday was the day of days 


visitors and their ladies 


took 


and 


force and 
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Bay Shore Park. The trip occupied about 
an hour and was enlivened by the presen- 
and other noise making ap- 

person. Ralph Bauer of 
presented each lady with a 
which came all the way 


tation of horns 
paratus to each 
Lynn, Mass., 
box of select candy 
from Lynn 

The party was met at the park by a brass 
took on the mer- 
receiving gifts of toys. <A 
cars an- 


band, and everyone a ride 
ry-go-round, 
folder was 


that 


presented on the 
had 
and 


several of the 


witty 
nouncing become a 
child 


reference to 


everyone 


again for the day making witty 


gray-headed 


ones who would renew their youth. 


Dinner followed in the Casino and 


steamed clams and were served by 


After din- 
the pavilion, 


oysters 
Maryland darkies on the lawn 


ner dancing was indulged in at 
after which a number of the | 


called 


and 


leading mem- 


bers were forward by the master of 


ceremonies pre sente d A ith toys as a 


reward for excellence in various youthful 
achievements Stuffed horses, dogs, don- 
keys and dolls were presented, some of 


which are shown in accompanying pictures 


lovingly held by the “good little boys” who 
won them. 
Numerous dinner parties given dur- 


of the most enjoyable 


were 


ing the week. One 


was that given by I. P. Dennison of the 
C. S. & R. B. Co. and Mrs. Dennison to a 
number of guests, including Mr. and Mrs. 
30yd, Mr. and Mrs. Marshall, W. E. Coop 
er, Mrs. Forman, Mrs. Dunning, Edwin J 
Baer, Mr. and Mrs. Frank E. Tupper and 
Mr. and Mrs. H. W. Martin and daughter 
Vivian. 


A report of the entertainment features 


not mention the unique 
Polk 
four ne 
in the 
ere would be in 
Miller 


intation 


which did wholly 


and enjoyable entertainment given by 
Miller of Ri 
minstrels on 
bly 
complete 

played and 
and with the aid of the 


chmond and his ‘ero 
Monday evening 
room of the Belved 
indeed Mr 


old pl 


assem- 


lectured, 
sang melodies, 
negroes, fine sing- 

which have long 
but which were well 
the 


ers all, revived melodies 


been sunk in oblivion, 


known in old plantation days before 


war 


SMITH PREMIER AT ATLANTIC 
CITY. 


The Smith Premier Typewriter Com 








at the American 
Manufactur- 


exhibit 
Railway 


pany’s handsome 
Street & Interburan 





i 


NOTE THE 








PLACE 


FOR THE PENCIL 














Rr. D ealer 

We want to introduce to you another Badger device — The 
“Richt Kino” ALUMINUM SHEET HOLDER. 

Aftér you get thoroughly acquainted with its many good points, 
we venture to say that you will not care to handle any other. 

It is the acme of everything an aluminum sheet holder should 
be durable, light, simple of construction. 

The appearance is also worth commenting upon. No unsightly 
rivets. Everything smooth and good to look upon. 

In place of the thumb hole very universally used, we have hit 
on the novel idea of making top cover a trifle longer than the bottom 
one, so that the covers may be seperated easily, No feeling around 
for thumb hole when you want to open the holder. 

This one feature, we know “will make a hit’’ with your cus- 
tomers, and we would like to send you one to demonstrate that all 
we claim is true, namely — that it is positively the best ALUMINUM 
SHEET HOLDER on the market today. 

We will carry the holders in all popular sizes. 

Special size holders to order. 

Low price high quality liberal discounts. 

If interested, a request on your letter head will bring one, to- 
gether with prices and discounts. 
ran Y a | 

THE HE INN CO MPANY 
ORIGINATORS LOOSE OM CATALOGS 
MILWAUKEE, WISCONSIN 

ers’ Association convention, held at Atlan making the handsome display, and the 


tic City from October 12th to 17th, was one 


of more than ordinary attractiveness. 


Two large spaces, banked with flowers, 
palms and hanging plants were used by 
the company in making their exhibit; the 


floors laid with Oriental and 
the booth was made as inviting as possible 
Several expert stenographers, dressed in 
white with red silk regalias on which ap- 


“Smith Premier” in gold, 


were rugs, 


peared the words 


were in attendance. 


Unique electrical effects were used in 


many Tungsten lights attracted a great deal 
of attention. The securing of the “Grand 
Prix” at the late Brussels Exposition by 
the Smith Premier Company was electric- 
ally presented and made good advertising. 

H. I. Seddon, the alert and able man- 
ager of the executive office, was in charge 
of the Smith Premier booth. That he was 
fully aware of the opportunity presented 
to show off the products of his company 
to the best advantage was fully demon- 
strated. 











JOHN ALLEN & CO. 


478-480 Pearl Street, NEW YORE 
Manufacturers of 


Carbon Paper 


Topeweieer, pen, Pencil and Full 


Guaranteed Non-Smut. 
Long-lasting, Ciean Writings. 


Typewriter Ribbons 


For all makes of machines. Will give best 
service and insure satisfaction te users. 


Write For Samples 























CLIP dna PAPER FASTENER 


THE CORNER CLIP that binds all papers securely 
Fills every business requirement. Lies perfectly flat. 
Equally useful as a temporary or permanent fastener 
Does not interfere with reading matter and wil! not 
become undone in handling papers. Low-priced and 
indispensable to progressive business houses. Ask 
your dealer or send 10c. today for a trial box of one hundred 
clips. DEALERS: Write for samples and prices. 


WEST MFG. CO., 1112 Chestnut St., Philadelphia, Pa 

















The DETROIT COIN WRAPPER 
ARE YOU SUPPLIED? 


These famous coin wrappers are quick sell- 
ers. Needed and used by bankers, offices 
and transportation companies and all firms 
who handle a volume of coin. 

SIZES TO FIT ALL U. S. AND 

CANADIAN COINS 

Saves half the time wrapping—cannot 
unroll and coins won't slip out. Millions 
sold annually. Once used no other will do. 
Pays you larger profit than others. Let 
us send you samples and i 

The Eureka Don’t Rip Coin Bag is the 
only coin bag that never rips. 20 sizes. 
Write for sample and prices. 





prices. 


Detroit Coin 
Wrapper Co. 


371 Harper Ave. 
Detroit, Mich. 




















Typewriter Specialty Co. 


72 West Broadway - New York 
Manufactur- 
ITER SPEC; 
Pe rg ers of 
72 Westoeoror™™ 
~ou™* 
a Covers 
for 





Typewriters, Adding Machines, 
Duplicating Machines, etc., etc. 
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CHARLES E 


- FALCONER 





HE new president of the National 
Association of Stationers and Man 
| ufacturers was born in Washington, 
D. C., Nov. 5, 1859. His father was Wil 
liam Hamilton Falconer, of Frederick 
county, Maryland, who was the youngest 
of thirteen children, and whose ancestor: 
were of lowland Scottish birth. These 


ancestors were pioneers in Maryland, and 


took up some thousand acres of land early 


in the eighteenth century. William H. Fal 
coner left home at the age of thirteen to 
carve his own fortune in the world. He 


became a contractor and builder, and was 
successful in his occupation that he was 
He then 
purchased an estate in Frederick, his native 


able to retire at the age of forty. 
lived 
gentleman Here Charles 
was born, and it is to his country life that 
he 


stitution 


county, where he many years as a 


farmer Falconer 


now attributes his present vigorous con 


Mary 
Boteler, 


Falconer’s mother 
Charles Wesley 
prominent merchant and importer of Wash 
ington, D. C. Her family came to America 
about the middle of the eighteenth century 


Charle s | 
ot 


was 


daughter 


Mr. Falconer’s father died twenty years 
ago, but his mother, aged eighty-five, ts stil 
living 

rhe new president of the National Ass 
ciation is of Scotch-Irish-English stock, 
with no other blood in his veins From the 
first he inherited thriftiness, frugality ane 
caution; from the second, a cheerful, opti 
mistic disposition; from the third, tenacit 
of purpose, which accounts for the pet 
sistency which is so marked in his make 

When a lad at Frederick college Chat 
vas a member of a debating club, k v 
as the Irving Literary Society, in which | 
held every office up to president. Here 
gained valuable experience in parliamentary 

and self confidence, which has enabled 
m to think rapidly while on his feet an 
k extemporaneously with ease 

11 tart in commercial life was made 

tl retail dry goods business in Fred 





IN FRONT OF HOTEL BELVIDERE. 


City, after an education received in a pri 
vate school and in Frederick college, which 
he left in his seventeenth year. After tw 


years in this business he went to Baltimore 


as salesman a large wholesale dry goods 


house, where he remained six years, receiv 
ing a severe training from a precise and 
exacting employer, the benefit of which he 
did until 


later on his 


not realize he went into business 


wn account 


At the invitation of his wife’s father, Mr 
Falconer left the dry goods business and 
engaged with him in the business of im 


porting and manufacturing spices and fancy 


groceries. Here he continued as salesmar 
for six years until the business was in 
process of liquidation. In December, 1889, 


he purchased a half interest in the old firm 
f Paul & Lindsay, bookbinders, statione: 
expected 
and develop an entirely los 


( 


and printers. Here he to retire 


from the road 


business, but a friend sixty miles from Bal 
timore, whi as the president of thre: 
national banks in the states of Maryland 
and Virginia, asked him to come up and 
take an order for one of the banks, which 
was filled the satisfaction of both 
[his opened Mr. Falconer’s eyes to the p 
sibilities in the bank supplies busi1 
which he began to study. In a short tir 
he was traveling again, more frequent 
than before The business grew rapidly 
ind at the end of the second year new 
juarters Occupying twice the original space 
vere secured. After ten years, Charles Fa 

ner bought out his partners, the cor 
in the me having become incorp 
ited in 189% Paul & Falconer Con 
vhich title hanged in 1902 to the ] 

one of the Falconer Company 

he sal reased as the years passé 

d the te ry extended. So great a 
itation for quality and fair dealing did 
oncern acquire, that three-fourths of the 
irders wet ceived without a_pricé 
\fter twent years in business, the 

ire nearly twenty times the volume 

rst veal I the business had beer 
ready estal forty years he tert 





“| 


START OF THE LADIES’ AUTOMOBILE RIDE. 








tory covered by travelers now comprises 
sixteen states, with mail orders received 
from nearly every state in the Union, in- 
cluding far away Alaska. 

In November, 1903, the business was re- 
moved to Nos, 5 and 7 North Gay street, 
and three months later went through the 
great fire which destroyed so many Balti- 
more business houses. The Falconer busi- 
ness was strangely favored on that mem- 
orable night. After leaving the quarters at 
two o'clock, regarding them as doomed, 
the wind shifted, and the store was spared. 
On the way down town at nine o’clock, 
Mr. Falconer was busy planning to re-es- 
tablish himself, but as he came in view of 
his store, expecting to see a heap of ruins, 
imagine his surprise to find it intact, with 
not even the “smell of fire’ upon it. That 
year his cash sales increased five hundred 
per cent and his entire sales sixty per cent. 

At present he is engaged in erecting a 
new factory in which he is much interested. 
It is promised complete some time in Janu- 
ary. It will be a model-home for the bus- 
iness; five stories and basement of granite, 
limestone, brick and _ reinforced concrete, 
and absolutely fireproof. The lot is eighty 
by one hundred and twenty-five feet, all 
1 by the building, 


- 


but ten feet being co 
which will contain more than 53,000 square 
feet of space 

Like most conscientious men, Mr. Fal- 
coner has found that the more he has had 
to do, the more he has found he could do, 
and he has never failed in any duty 

\t present he is the pre sident of the 
Falconer Company, president of the Na- 


tional Association of Stationers and Manu- 
facturers, and of the Baltimore Stationers’ 
Association, vice-president and chairman of 
the executive committee of the Baltimore 
Bookbinders’ Board of Trade, member of 
the Printers’ Board of Trade of Baltimore, 
and at one time, was president of the Bal- 
timore brat the Unated Cypothetae Ot 
America, which disbanded some years ago; 
member of tl executive committee and 


1 


chairman of the publicity committee and 
member of the committees on membership 
and new headquarters of the Merchants’ 
and Manufacturers’ Association, member 
of the Old Town Merchants’ and Manufa 
turers’ Association, and the Mt. Royal Im 


provement Association, the Travelers’ and 
Merchants’ Association, and the Church 
man’s Club, vestryman in St. Peter’s Prot 
estant Episcopal church, and delegate 

the last Diocesan Convention, treasurer to 
the Board of Trustees of St. Peter’s Con 
vention, and treasurer to the board of trus- 
tees of St. Peter’s school He has also been 


executor and trustee and attorney for var 


ious estates He joined the Y. M. C. A 


in 1875, and is still a member 
Mr. Falconer’s heart and soul are in the 
work of the National Association and ther: 


is no doubt but that he will do his best to 
make his administration successful. 

Mr. Falconer was married in his twenty 
fourth year, and has three children; a 
daughter and two sons. He is fond of read 


ing, and has read over a wide range 
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‘We have invented an entirely new idea in Fountain 
Pens, and have brought them to perfection, 
as we did with gold pens 70 years ago. 


John Holland 
Safety 
Self-Inking 
Fountain Pens 


Fill that long felt want for a pen which fills itself 
and cannot leak however it may be carried and 
are the only successful pens combining those de- 
sired features that have ever been invented. They 
are proven demonstrated successes and are each 


completely guaranteed. 








tight cay Sectional view of ouble end cag 


OUR CATALOGUE 


yours for the asking. 


Shows not only these new epoch making fountain 
pens but also the most complete line of regular 
dropper filled pens in all sizes and decorations that 
are produced Five different constructions of 
stylographic pens or ink pencils one the Imperial 
with features that are acknowledged the best 


ue 
>| 
— 
ve 
fall 
Zz 
O% 
Zz 
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ever introduced into pens of their kind. 
Gold pens of world famous John Holland make in every size and shape. 
Pen Holders of all metals, woods, ivory and pearl. 

Fine Pencils in great variety of patterns. 

Holland Grip-Cap (Pat. Aug. 13, ’07) is much the best device for hold- 


ing a pen securely in the pocket or to any garment that may be 


desired, and is the only one operated instantly with one hand. 


See bottom cut. 


The John Holland Gold Pen Company 


ESTABLISHED 18541 


127-129 East. Fourth Street, CINCINNATI 





JOHN HOLLAND aan ys 


—— 














CHAIRS 


FOR 


OFFICES, HOMES, 
RECEPTION 


DESK CHAIRS 
OFFICE STOOLS 


COSTUMERS 
SANITARY, STRONG 


Steel Tendon Kind 
JACOB ann JOSEF 


KOHN 


110-112 W.27th Street 


NEW YORK 











Cr 
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SOLE MAKERS OF THE ROYAL BRANDS 
CENTURY BOND LINES—AMERICAN 
LINES—TUXEDO LINES AND FAST 
MAIL LINES OF 


NOENDRA IS SAECET 


THE LARGEST & MOST COMPLETE 
LINES IN THE WORLD. 


914 WALNUT ST- PHILADELPHIA. 
WESTERN OFFICE-209 STATE ST CHICAGO 


WALTER H FURLONG - MANAGER. 
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LIST OF THOSE REGISTERED AT 
CONVENTION. 

Abrams, Albert B., Geyer’s Stationer, 
New York 

Archibald, D. H.., 
York. 

Altemus, Roland, 
Philadelphia, Pa 
Edwin I., Baers’, Canton, Ohio 

Bailey, Frank W., Thorp & Martin Co., 
Boston, Mass. 

Bainbridge 
bridge & Co., 

Bardenheuer, H. C., 
Paper Co., New York 
Wm. C., Boorum & 


Eberhard Faber, New 


Altemus & Co., Incec., 


Baer, 


Henry C., Chas. T. Bain- 
New York, N. Y. 
American Pad & 
Bardenheuer, Pease 
Co., New York 
Barkerding, A. H.., 
Park Ridge, N. J 
Barrett, S. S., 
igo, Ill 
Bates, Fred B., 
mond, Va. 


Mittag & Vogler, Inc 
Barrett Bindery Co., Chi- 


Co., Rich 


Baughman Sta. 


Bauer, Ralph S., R. S. Bauer Co., Lynn, 
Mass 

Baxter, R. H., International Sta. Co., New 
York, N. Y. 

Belknap, A. A., Tower Mfg. & Nov. Co 
New York, N. Y 


Bellman, Chas. N., Franklin 
Sta. Co., Toledo, Ohio. 

Benson, William, The Kelly Sta. Co 
Baltimore, Md 

Bernheiser, J. H., 
Camden, N. J 


Acme Staple Co., Ltd., 


Besser, Oscar J., Bessers’ Inc., Buffalo 
N. Y. 

Bevin, W. D., Boorum & Pease Co., New 
York, N. Y. 


Biglow, Lucius H., L. H. Biglow & Co 
New York, N. Y 
Brandon, H. H., 
Nashville, 
Brewer, 
New York 
Brewer, Chas. Davies, H. K 
Co., New York, N. Y 
Brokaw, Edw. V., Edward V 
New York, N. Y. 
Wm. F 


Brandon Printing Co., 
Tenn 
John, Sta. Association of N. Y., 


Brewer & 


3rokaw & 
Bros., 
Brooks, Wm. H.., 
Philadelphia, Pa 
Brownell. T. K., T. K. Bri 
New York, N. Y 
Buckham, Stephen T., 
Co., New York, N ¥ 
Buckley, Louis W. Logan, Swift & Bing 
ham Env. Co., Worcester, Mass 
Buntell, C. J.. The Tower Mfg. & Nov 
Co., New York, N. Y. 
Burbank, Alfred S., Plymouth, Mass 
Bushnell, Alvah, Alvah Bushnell Co 
Phil idelphia, Pa 
Bushnell, Alvah, Jr., 
Philadelphia, Pa 
Cahalane. Daniel C., Cushman & 
son Mfg. Co., New York, N. Y. 
Gordon, American 


Murphy & Sons, 
wnell & C 


Thaddeus Davids 


Alvah Bushnell Co., 
Denni 


Cameron, Stationer, 


New York, N. Y. 

Carley, H. S., Irving-Pitt Mfg. Co., New 
York, N. Y 

Carlson, M. R., Carlson Bros., Moline, 


11] 


Printing & , 
| 
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TE NELSON CORPORATION 
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LOOSE LEAF BINDING DEVICES 


*442 WELLS ST, Cric 





, 
gest complete 


We are carrying the lar 
line of Loose Leaf Binding Device 
known to the trade—which is particu 
extensive in anticipation of the 


ised demands. Why not 


larly 
season’s incre 
send us your requirements for promy 


prices are right and 


attention Uur 
deliveries most satisfactory. Post 


card will place your name on our mailing 


list: this will be well worth 


attention 


The Nelson Corporation 
445 WELLS ST., CHICAGO 











Moore Push-Pins 





THIS NE W DISH. te co 
ing assortment Mo 
ticularly I 


ntains a au 1ick-se 
» Push Produ ) 





large P1 shl less Heeeer | (hold 
he new Steel-Pointed T eee 
your jobber. 
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Tack. Or ier from 


Moore Push-Pin Co., Philadelphia, Pa. 
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Carpenter, Wm. T., General Fire-Proofing [ OY, VY > / 
Co., Youngstown, Ohio ((, 

Carter, Richard B., The Carter’s Ink Co., 
Boston, Mass 

Chaplin, W. J., L. E. Waterman Co., Bos 

Coane, Wm. J., Jos. Dixon Crucible Co., 
Philadelphia, Pa 

Cobb, Carrol C., Conklin Pen Mfg. Co., 94 JOHN STREET 3: NEW YORK, N. ¥. 


ton, Mass 
Toledo, Ohio 
/> 
LP 
th Le 


D 


(( 





The Most Gom- Carbon Papers, Transfer Papers, Stamp Rib- 
bons, Carbon Rolls, Typewriter Ribbons, Type- 


plete Line..... writer Oil, Numbering Machine Ink. 


Interesting Proposition to Dealers. 


J.A. HEALE & CO. 


MANUFACTURERS 










Clegg, L. B., San Antonio Printing Co., 


San Antonio, Tex 


The mark of quality 





Childs, L. F., S. D. Childs & Co., Chicago, 
Ill. 
Clarke. W. B., W. B. Clarke Co.. Boston. 
Coggin, F. L., Nat’l Blank Book Co., 
Holyoke, Mass 
Cole, H. S., Cole Book Co., Atlanta, Ga. 


Mass 
Condit, D. E., Tower Mfg. Co., New 








> 


"Pelee. ; hn A., Jos. Dixon Crucible Co., | Wa SATA A 

Buffalo, N. ¥ a | | | _ | Hi 
Cooke. C. S.. Cooke & Cobb Co., Brook i 

lyn, N. Y : | 

ee, WS. E.. Wh. E, Cone, eee (| Hill There are two things about 


Courts, Geo. M., Clarke & Courts, Gal- 


bong CRESCENT PINS 


Coye, Chas. H., C. H. Dexter & Son, that will especially interest you. 


Windsor Locks, Conn : 
They are made of the best spring brass by 


Crawford, Robt., The Myer & Shinkle 
Co., Pittsburg, Pa skilled workmen, which makes them as 


Crusius, A., U. S. Piaying Card Co., New good as pins can be made. 


York, N. Y P , : 
Currier, E. W., F. S. Webster Co., Bos- The promptness with which your order 
ton, Mass will be filled and the goods shipped 
. Damon, Geo. E., Geo. E. Damon Co., will please you. 
Boston, Mass DEALERS: 
Dennison, I. P.. C. S. & R. B. Co., New ‘rescent Pins will pay you a good profit 
York, N. Y and give complete satisfaction to your cus- 
hd . I tomers. Crescent Bank and Offu Plas. 
rseyv as Jorse y = | | i 
mae — J he nreeg Se Se Pyramid Pins and Cushion Pin Rolls 
Dallas, Tex. are TRADE Winners 
Evans, Chas. H., Thomas & Evans Print- 
ng Co., Baltimore, Md | Crescent Brass & Pin Co. 


Detroit, Mich. 


Falconer, Chas. E., The Falconer Co.,, 
Baltimore, Md HIT 
Fera, Henry, Jr., A. W. Faber, New York, ' HHT HATTA - 
N. Y.; Newark, N. J | UT {Mun NUH 
Fink, Abraham J., Fink-Guyes Co., 











Baltimore, Md. | 
Finnegan, E., Horrocks Desk Co., Herki- 
mer, N. Y. 7 
Fisher, P. D., Standard Printing Co. E S K S 
| - 


Hannibal, Mo 

Frank, Henry, Frank & Tichenor Co., 
New York, N. Y 

Fulder, M., American Playing Card Co. 


372 BROADWAY NN. 


Manufacturers of a Full Line of 





New York - " 
Garver, A. |] Roaring Springs Blank 
Book Co., Roaring Springs, Pa. ice urnil ure 


The Trade and Stationers Supplied at 
Wholesale Rates 


SEND FOR CATALOG O 


Sectional Office Partitions 


Carried in stock for immediate delivery. Let us 
Baltimore, Md " "| tell you how you can take orders for partitions with- 
Goldstein, J. M., The Burrows Bros. Co., | out bother to you and at a good margin of profit. 


Cleveland, Ohio. 





Gerry, Theo. L. C., Gerry & Murray, 
New York, N. \ 

Geyer, Andrew, Geyer’s Stationer, New | 
York, N. Y 

Gibbs, Fletcher B., Shea, Smith & Co., 
Chicago, III 

Goldsmith, Benj. S. Goldsmith  Bros., 
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Making good copy books 
is our specialty 


We make copying books that will with- 


stand the many knocks and tumbles t 





which they are subjected in every-day 
use 
They are all equipped with flexible water 


proof backs which make them lie Cadieadie 
flat and prevent the book from pulling away from its cover —a decided ad 
vantage 
If you will give us the opportunity we will prove to you our claim that the 


Rival American Impression Book 


is the best one vou can buy. In our bindery we manufacture copving | 


only and we are expert in this line 


Wr us fo 
dealership terms. 


Rockwell-Barnes Co. 


825 Munn Building 


CHICAGO 






































CTAE NELSCN CORPORATION ae wearer 
(EXCLUSIVE MAKERS OF EVERY KIAD SEALS foraisecr 
)AND STYLE OF LOOSE LEAF BINDING ike ante enel 
(DEVICE FOR THE RETAIL TRADE. fcssis"s eels aioe ae 
RVLED AND PRINTED SHEETS FOR SAME 10c. Samples upon r 
445 WELLS ST., CHICACS, ILL..U.S.A. FRANK G.SHUMAN, 39 River St., CHICAGO 
Ask Your Stationer For P 
er 
Nichols Pencil Pocket Sixty eaeite of ~ 
The best made. Saves you ‘Id together | 
pe ee eo The VISE CLIP 
Inside Spring is the Secret. 
Sells at sight. Agents wanted ¢ E 
Sold by leading Stationers. xd fe. ~e eve 
Send 25 cent r sample and ( M i - 
—_ nr oS THE H. C. COOK CO , Ansonia, Conn. 


























Our Paste Remains Soft 


Besides having all the qualities required for a superior Office, Photo and 
Library Paste. Out 


INVINCIBLE 


possesses a feature that no other manufacturer can successfully prove for his 
product—IT DOES NOT DRY OUT OR SPOIL—but REMAINS MOIST 
AND USABLE for years if necessary. Send for sample and special prices. 


The National Paste Co., Columbus, O., U.S.A. 























Gordan, ( B., The Carter's Ink ( 
Boston, Mass 

Gray, Leon E., Hamacher, Hawkins Mfg 
Co., Kansas City, Mo. 

Gresham, Geo. H., Gresham Blank Book 
Co., Brooklyn, N. Y. 

Hafley, C. C., The Office Outfitter, New 
York, N. Y. 

Hackney, Geo. L., Hackney & Moale C: 
Asheville, N. ¢ 

Hallenbeck, M. F., Onoto Pen Co., New 
York, N. Y 

Hamburger, Chas., Cameron, Amberg & 
Co., Park Ridge, III 

Hamlin, G. E., McMillan Book Co., Syra 
cuse, N. Y 

Hanna, N. A., N. A. Hanna, Cadiz, Ohio 

Harbottle, T. W., Kimpton, Harbottle & 
Haupt, New York, N. Y 

Hastie, Jas. L., Weeks, Numan Co., New 
York, N. Y 

Hawkes, L. A., C. Howard Hunt Pen Ci 
Camden, N. J 

Hawkins, Harold E., Hamacher, Hawkins 
Mfg. Co., Kansas City, Mo 

Hayes, N. O., Worcester, Mass 

Hemmingway, C. L., Byron, Weston Pa 
per Co., Daltor Mass 

Herman, Wm. M., The Dulany-Vernay 
Co., Baltimore, Md 

Herr, L. B., L. B. Herr & Son, Lancaster 
Pa 

Hess, J. Crowley, Turner & Harrisor 
Pen Mfg. Co., Philadelphia, Pa 

Hildreth, J. H., Esterbrook Steel Per 
Mfg. Co., Chicago, IIl 

Hilles, Sam’l E., The Sam’! C. Tatum ( 
Cincinnati, Ohio 

Hobbs, J. N., Southworth Paper ( 


Hodge, J. ¢ I & C. Hardtmut!] 
York, N. Y 


Hoge, Hampden, Hoge Mfg. | New 
York, N. ¥ 

Holthaus, F. H., H. M. Biden ¢ Balt 
more, Md 


Hopkins, J. S., The W. Stewart Br 
Co., Baltin \ 

Horne, W. A., Foote & Davies | 
lanta, Ga 

Houston, W \ Jos Dixon Crucible ( 
Baltimore, Md 

Hoyt, Chas. W., Geo. B. Woolson & | 
New Haven, Conn 

Huber, E E., Eberhard | abe r New y 
N. Y. 

Hullett, John G., Baltimore Office Suppl 
Co., Baltimore, Md 

Hutchinson, Henry S., H. S. Hutchins 
Co., New Bedford, Mass 

Ihling, O. R., Ihling Bros., Kalamaz 
Mich 

Jaisohn, Philip, Deamer & Jaisohn, Phila 
delphia, Pa 

Jackson, Arthur P., Hawkes-Jackson (| 
New York 

Jemison, J. 7 Henry C. Sherick ( 
Cincinnati. Ohio 

Jans, Herman L., Pomeroy Ink ( Ni 
ark, N. J 

Jenkinsh, William, Baltimore, Md 

Johnson, C. W., Sengbusch Self-Cleani: 
Ink Stand Co., Milwaukee. Wis 





Johnson, Henry R. Johnson Bros., 
Springfield, Mass. 
Jones, Richard A., Chas. S. Jones & Bros., 


New York, N. Y 

Jones, W. Gifford, Jones Improved Loose 
Leaf Spec. Co., Chicago, IIl 

Justis, Howard I., Eaton, Crane & Pike 
Co., Norwood, O 

Keefer, James J., Washington, D. C. 

Kelley, James T., The Kelley Sta. Co. 
Baltimore, Md 

Kennedy, W. J., W. J. Kennedy Sta 
Co., St. Louis, Mo 

Knode, C. W., Albemarle Paper Mfg 
Co., New York, N. Y. 

Kurtz, F. Albert, F. Albert Kurtz, Balti- 
more, Md 

Lamond, John D., Sam. Ward Co., Bos- 
ton, Mass 


Aiken Lambert Co., 


Landrine, Laurence, 
New York, N. Y 


Langstadter, A., A. Langstadter, New 
York, N. Y 

Lent, Chas Brown, Lent & Pett, 
New York, N. Y 

Leonard, C. W., The Detroit Coin Wrap- 
per Co., Detroit, Mich 


Lewis, J. H., Dixon Crucible Co., Atlanta, 


(ra 


Lewis, R. H., Dennison Mfg. Co., Balti- 
more, Md 

Lloyd, Ibert B., Jos. Dixon Crucible 
Co., Philadelphia, Pa 

Lockwood, Millington, Buffalo, N. Y. 


Longley, W. H., American Playing Card 
, Kalamazoo, Mich. 


Lowenthal, S. D., Li 


Co 


ywwenthal-Wolf Co., 


Baltimore, Md 

Lucas, Wm. F., Jr., Lucas Bros. Balti- 
more, Md. 

Lupton, John T., John P. Morton & Co., 
Louisville, Ky 

Maines, John, S. S. Stafford, Inc., De- 
troit, Mich. 

Manning, C., Old Dominion Paper Co., 
Norfolk, Va. 

Marshall, C. W., Fielder & Allen Co., 
Atlanta, Ga. 

Martin, Hobart W., Office Appliances, 


Chicago, III. 
Martin, R. C 
N. Y 


, Boorum & Pease Co., Syra- 


cuse, 
Mathieson, H. G., Burrup, Mathieson & 
Spragton, London, England 
Mayer, Samuel, Jos. Dixon Crucible Co., 


Chicago, IIl 
McChesny, A. E., 

Syracuse, N. Y 
McCleary, Henry 


Hall & McChesny, 


B., The Twinlock Co., 


Cincinnati, Ohio 

McCloy, A. W., A. W. McCloy Co., Pitts- 
burg, Pa. 

McQuilkin, J St. Clair, Inland Station- 


er, Chicago, III 
McMillan, J. L., 

Syracuse, N. Y 
Meyer, Chas. FE 


McMillan Book Co., 


Omaha Sta. Association, 


Omaha, Neb 

Meyer, Gust., Jr., Meyer & Wenthe, Chi- 
cago, Ill 

Merckle, J. W. R., Thaddeus Davids Co., 
New York, N. Y 
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Practical Desk Calendar 








@ We believe in it because it’s so simple—cut 
from one piece of meta! 4 It's self locking 

@ Each date sheet slips up 
q It is low, 


graceful 


pad can't fall off 
into position with one hand effort 


@ It's 


adapted to low top desks 


note the scroll backs and curved feet. @ It 
wang lived— nothing to wear out € The pad 
slips on to the base and locks instantly. @ No 


bolts to loosen up—take out and put into place 


again 


Price List | 
PER DOZEN’ - 
PER GROSS’ - 
EXTRA PADS, Doz. 2.00 


The Weeks-Numan Company@ 




















$3.60 
36.00 








THE PRATT DOCFILE 


for filing all kinds of folded papers. 


Both back and front are made from strong, 
durable press } ard, the front having 
blank space for indexing contents of the 
packet. 


As the packet thickness increases, the 
file may be extended by simply drawing 
the tapes through the slits in the back— 
the left hand fastenings act as a hinge and 
do not have to be released. 





The file will hold a pile of papers five inches thick. 
A sample file will be mailed to any address on receipt of a dime 


Pratt F. Mfg. Co., 111 Point St., Providence, R. I. 











TYPEWRITER DEALERS 
ATTENTION! 


We have bought the entire stock Fay- 
Sholes-Remingtoa-Sholes blind typewriter parts 
—some visible parts. Send 10c for sam- 
ple of our New Platen Knob Cushion, the best 
cushion ever devised for platen knob and 
a good seller. We sell hundreds of them 
every month in our own retail store. 


Ben Samuelson & Co. 
Rebuilders of Fay-Sholes and Remington-Sholes 
Typewriters. 


R. 309, 225 Dearborn St. Chicago 














Safety Fountain Pen 
and Pencil Holder 


Fits any Pocket 


Holds Securely One to Six 
Pens or Pencils 


Absorbs Ink From Leaky 
Fountain Peas 


Preserves Pencil Points 
For Sale By All Jobber 


Sex.d 16c postage for sample 


TheValleyCity Novelty Co 
Grand Rapids, Mich 


Ask For “iam” 


PENS 


12 <———secnce _ [tmane oe) 10¢c 


To convince you that our pensare of superior quality and 
durability will mail 25 No. 20 Pens on receipt of 25c. One 
gross only $1.00 te Order today. Sat ptaction guar- 
anteed. W. L. MaSON CO., KEEN H. | 


( SHORTHAND 


Fxg, hs ee 
GAME 
F. H. READ, 































Learn Shorthand by 
playing the game 

Box of ten lessons for 
beginners 

Over 100 celluloid short 
hand characters 

Great fun 

Only 25c, stamps. 


Box 404, Oaklawn, R. I. 


BERLINWG3. LEIPZIGERSTRASSE: 112 








Trademarks and Copyrights 


Send your business direct to 
Washington. (woh time and insures better service. 


Personal Attention Guaranteed 
Years’ Active Practice 


Specialty :—Typewriting and Adding Machines 
Address E. G. SIGGERS 


Suite 33, N. U. Bldg., Washington, D* C. 














The “Best” 
Pen and Pencil Clips 


on cards or in bulk. 


Two sizes. Each size same price. 


DEALERS’ PRICES 


$2.00 PER GROSS ON CARDS. 
a ? IN BULK. 


Liberal Discount to Jobbers. 


The Ansonia Novelty Co, 


ANSONIA, CONN. 
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superfluous ink. 
In addition to these 





reaches its highest practical value in the 


Sengbusch Self ~Closing Inkstand 


This well is absolutely non-evaporatins 
so constructed also that the writer canno t over-dip his 
The ink is always fre hf 
superior qualities red 
stand is built on beautiful lines which are 1 
patent ink-well has become the most popular 
up a part of the equipment of every 

Stationers whe 
cure circulars at once, as they are 





lip of the pen. It is 
der with 


, and closes after 
pen, 


r eve ry ( 
and so flood the hol 
ir the user 

mechanical construction, the Sengbusch 
to the eye. The result is that this 
market, and it should make 
well appointed stationery store 
yw carrying this well in stock should se- 
losing a sure profit 


leasing 
stand on the 


,are not ni 





WRITE TO-DAY FOR TRADE DISCOUNTS AND CATALOGUES OF OUR COMPLETE LINE 








Sengbusch Self-Closing Inkstand Co. 


320 Montgomery Building, MILWAUKEE, WISCONSIN, 






U. Ss. A.” 











Trade. 





HIGGINS’ | 


Strictly Original 
Show Cards, Color ¢ 
Consumers, emancipate your 
smelling 


Adhesives. 


AT DEALERS GENERALLY 


Drawing Inks, Blacks and Colors 
Eternal Writing ink 

Engrossing Ink 

Taurine Mucilage 

Photo Mounter Paste 

Drawing Board and Library Mucilage 
Office Paste 

Liquid Paste 

Vegetabie Giue, etc., etc. 


Gor rds of the Highest Grade Only. 


and Imprinted Matter Supplied to the 


‘ards 


selves from the use of corrosive and ill- 


and adopt the Inks and 


i 


a revelation to you. 


inks and adhesives Higgins’ 


They will be 

















CHAS. M. HIGGINS & CO., 22e%5 
Main Office and Factory, Brooklyn, N. Y., U.S. A. 


Originators and Manufacturers 
Inks and Adhesives 


New York—Chicago—London 














BRIGHTEN UP Bane SCH se or HOME by 





in the OFFICE, 


PATENTS 


Cc. L. PARKER 


Ex-examiner U. 8, Patent OMce 
Attorneysat-Law and Solicitor of Patents 


75, 000, 000 


SOLD Ae pent YEAR should 
convince of their 


SU PERIORITY. 
Trade Mark 


Easily put on or taken off 

with the thumb and finger. Can 
be used repeatedly and “they always work.’ fade of brass in 3 
sizes. Put up in brass boxes of 100 fasteners each. 
HANDSOME COMPACT STRONG No Slipping, NEVER 

Alll stationers. Send 10c¢ for sample box of 50, assorted. 

Iustrated booklet free. Liberal discount to the trade. 
The O. K. Mfg. Co., Syracuse, N. Y., U. S. A. Nois 





Patents secured 
ports rer 
infringement 
pon request. 


Pamphl 


REFERENCES: 


Lippincot Pencil Co 
The C. E. Sheppard Co. 
ey! Kokeritz & Co 

’. F. Pease Blue Print 
M: achinery & Supply Co 
Fenn Needle & Mfg. Co. 
U. 8. Folding Box Co 
West Manufacturing Co. 


152 McGill Bldg., 


Trade marks registered. Re 
idered as to patentability, 
et of instructions 


validity and 
sent tree 


Berkshire Specialty Co 
National Index Co 

Handy Box Co. 

Automatic Wrapping Paper 
Printing Device Co. 

Globe Machine and 
Stamping Co 

Ashland Mfg. Co 


Washington, D. C. 














Stron 
on it to 





durable, 
demonstrate 
the beate 


$34 per dozen list. 
Best selling line on the market. 


Made in Detroit. 


The Ireland & Matthews Mfg. Co. 


No. 28 Sanitary 


Best Cuspidor for public places 


n path, show 


easily cleaned 
its strength 
a new 


27 others in our catalog. 


You can stand 
Get out of 
and a live one 








Meyer, Martin, Meyer & Thalheime: 
Baltimore, Md 

Meily, A. E.. The Twinlock Co., Cinci 
nati, Ohio 

Miller, H. C., H. C. Miller & Co., Mil 


waukee, Wis 
Milligan, W. E., Maverick 
Co., San Antonio, Tex 
Morehouse, C. E., The Heinn Co., Mi 
waukee, Wis 
Moore, R. S., 
cinnati, Ohio 
Murdock, H. L., 
Kansas City, Mo 


Clark Lith 


Ault & Wiborg Co., Cir 


Irving-Pitt Mfg. Co., 


Myers, Emory W., Corlies, Macey & Co., 
Inc., New York, N. Y 

Nelson, C. R., The Nelson Corporation 
Chicago, II] 

Nicolai, R. O., Eaton, Crane & Pike Ce 
Pittsfield, Mass 

Olney, Geo. A., Irving-Pitt Mfg. Ce 
Kansas City, Mo. 

Palmer, F. W., Levison & Blythe Mfg 
Co., St. Louis, Mo 

Paris, D. E., Hampshire Paper Ce 
Holyoke, Mass 

Parsons, Harold C., W. A. Parsons & 
Son, Durham, Conn 

Patterson, Robt. D., Buxton & Skinner 


Sta. Co., St. Louis, Mo 


Paul, W. E., The Paul Co., Baltimore 
Md. 

Peaslee, Wm. H., Mittag & Volger, Park 
Ridge, N. J., Boston, Mass 


Peabody, Walter B., Derby Desk Ce 
Boston, Mass 
Pelouze, Wm. Nelson, Pelouze Scale & 


Chicago, II] 
Geo. D. Bart 


Mfg. Co., 
Peting, Amedee, 
St. Louis, Mo 
Petty, W. J., The Foreman, | 
Hatch Co., Cleveland, Ohio. 
Pierce, R. C., Crane & Co., Dalton, Mass 
Plankinhorn, C. J., Plankinhorn Station 
ery, Williamsport, Pa 
Pomerantz, A., A 


ard & Ce 


Zassett & 


Pomerantz, Philadel 
phia, Pa 

Pond, E. W., The J. G 
New York, N. Y. 

Pratt, Geo. W., J. L 
Boston, Mass 

Prince, Arthur D., G 
Lowell, Mass 

Prizer, Harry, A., 
Philadelphia, Pa 


Shaw B. B. Ce 


Fairbanks & Cc 


Prince & Son 


William H. Mann Ce 


Rausch, F. C., Wendt & Rausch, Toled: 
Ohio 

Reese, Walter R., John W. Kennedy & 
Co., Baltimore, Md. 

Richardson, J. Edw., J. G. Richardson & 
Co., Baltimore, Md. 

Rider, J. G., J. G. Rider Pen Co., Rock 
ford, Ill 

Rippier, Alfred C., Henry Bainbridge & 
Co., New York 

Rittler, Henry F., The Luckett-Rittler 
Co., Baltimore, Md. 

Ritz, August N., Diamond Ink Co., Mil 


waukee, Wis 
Robertson, A. F., 
Co., Richmond, Va 
Rockwell, H. P., Yawman 
Co., Rochester, N. Y. 


Albermarle Paper Mfg 


& Erbe Mfg 








Rodiger, Wm., Sanford Mfg. Co., Chi- 
cago, Ill 

Rosendorf, Samuel, Southern Stamp & 
Sta. Co., Richmond, Va 

Rogers, H. W., Wilbur & Hastings, New 
York, N. Y. 

Roth, C. W., The Macey Co., Grand Rap- 
ids, Mich. 

Royston, Campbell B., Baltimore, Md 

Sanders, R. B., F. W. Roberts Co., Cleve- 
land, O 

Sanford, Morris, G. A. Mullin Co., Cedar 
Rapids, Iowa. 

Selden, Arthur T., Young & Selden Co., 
Baltimore, Md 

Severance, Frank L., Irving-Pitt Mfg 
Co., Kansas City, Mo 

Seymour, F. P., L. E. Waterman Co., 
New York, N. Y 

Sharp, Harry C., Esterbrook Steel Pen 
Co., Camden, N. J 

Shearman, Chas. W., Nat’! Blank Book 
Co., Holyoke, Mass 

Shaw, Henry H., Berkshire Hills Paper 
Co., Adams, Mass 

Shields, Chas. H., Blade Printing & Pa 
per Co., Toledo, O 

Sites, D. P., Calwell Sites Co., Roanoke, 
Va 

Shaffer, H. H., Geo. E. Cole & Co., Chi 
cago, Ill 

Sindall, Samuel L., Baltimore, Md. 

Small, Chas., New York, N. Y. 

Smith, Clarence M., Smith & Thomson, 
New York, N. Y 

Smith, Theodore E., Spencerian Pen Co., 
New York, N. Y 

Smith, W. E., Aiken Lambert Co., New 
York, N. Y 

Spencer, O. H., Spencer Sta. Co., Chester, 
Pa. 

Smith, Wm. F., American Pad & Paper 
Co., Baltimore, Md 

Solinger, L., Eagle Pencil Co., New York, 
N. Y 

Stafford, S. S., S. S. Stafford, Inc., New 
York, N. Y 


Sperry, E. D. L., Brown Treacy & Sperry | 


Co., St. Paul, Minn 

Stoll, A. P., Stoll Blank Book & Sta. Co., 
Trenton, N. J. 

Steinmueller, Theo. A., Lucas Bros., Bal 
timore, Md 

Steel, W. H., Sanford Mfg. Co., Danvers, 
Mass 

Stevens, Chas. A., Stevens, Maloney & 
Co., Chicago, IIl 


Straub, Frederick R., Otto Ullrich Co., | 


Buffalo, N. Y. 

Stromberg, Chas., Stromberg, Allen & 
Co., Chicago, IIl. 

Swift, Dean, Smith-Brooks Sta. Co., Den- 
ver, Colo 

Taber, C. H., American Pad & Paper Co., 
Holyoke, Mass. 


Thalheimer, S. J., Meyer & Thalheimer, 


Baltimore, Md. 

Thomas, E. L., E. R. Williamson Sta. Co., 
Minneapolis, Minn 

Tobin, A. C., General Fire Proofing Co.. 
Youngston, Ohio. 

Tompkins, Harry A., Scrantom, Wetmore 
Co., Rochester, N. Y. 
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The Safe 
and Sure 


a 





me 






IS AFFORDED BY T HE 


TRINER POSTAL SCALES 


Double uprights assure absolute accuracy no matter in 

what position the article or letter to be weighed is placed 
on the plate. The extended and standing dials are in 
direct range of vision. Its fivem els constitute the en- 
tire line—the necessity of a large stock is eliminated. 
The perfection of the mechanical principle employed, the 
standard of materials and the excellence of construction # 
insures against returns, complaints and disputes. The g 
large margin and the unchanging prices make them 
favorites with the stationers. 


- 


3as , ‘ 
co We have the largest factory in the world devoted exclu- 
sively to scale manufacture. 






ORD R THROUGH YOUR JOBBER 


The Triner Scale & Mfg. Company 


1255-57-59 West 21st Str 
CHICAGO, ILL., U.S. A. 







AEM 







New Slant in Dial 























MERCANTILE 
A Postal and Express Scale i . S 
Capacity, 12 pounds by $ oz. New Slanting Dial 
SUPERIOR ge 
4 pounds by } oz. Price, $2.00 Price, $3 PRECISION 
Price, $2.50 





THE IDEAL (same model) 


2 pounds by 4 oz. Price, $1.50 


THE GEM (same mode!) 


1 pound by $ oz. Price, $1.25 





Capacity, 4 pounds by $02. 
Dial In direct range o' » 
figures in 2 colors Artistically 
pobular scales. 
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Tower, D. A., Tower Mfg. & Nov. Co., 
New York, N. Y. 

Towne, Frank B. Nat'l Blank Book Co., 
Holyoke, Mass. 

Tupper, Frank E., Office Appliances, New 
York, N. Y. 

Underwood, P. c.. 
Philadelphia, Pa. 

Upham, I. O., 
San Francisco, Cal. 

VanDerslice, H. A., Joseph Dixon Cruci 
ble Co., St. Louis, Mo. 

Von Wedelstaedt, Henry G., H. G 
Wedelstaedt & Co., St. Paul, Minn. 

Wacke, Robt. C., Sam’! C. Tatum Co., 
Cincinnati, O. 

Wadham, Chas. K., Z. & W. M. 
Dalton, Mass. 

Walden, Chas. C., Walden’s Stationer & 
Printer, New York, N. Y. 

Walker, Jas. M., Corlies 
Baltimore, Md. 

Walling, Alonzo, 
New York, N. Y. 

Walter, Wm. A., Chicago, III. 

Ward, Samuel, Samuel Ward Co., 
Mass. 

Waterman, F. D., L. 
New York, N. Y. 

Weis, Edw. J., The Weis Mfg. Co., Mon- 
roe, Mich. 

Weissenborn, R. W., 
Pencil Co., New York. 

Welsh, Frank R., Wm. H. Hoskins Co., 
Philadelphia, Pa. 

West, Edw. K., West, Williams Co., Mil 
waukee, Wis. 

White, J. H., Adams & White Co., 
falo, N. Y. 

Whiting, DuMonte A., Vosburgh & Whit 
ing Co., Buffalo, N. Y. 

Wetmore, Lansing G., 
more Co., Rochester, N. Y. 

Whittemore, Geo. C., Boston Sta. 
ciation, Boston, Mass. 

Wilcox, F. E., F. E. Wilcox & Co., Nor- 
walk, Conn. 

Willard, M. L., The Superior 
Type Co., Chicago, III. 

Williams, Harry J., Buffalo, N. Y. 

Williamson, L. E., Thaddeus Davids Co., 
New York. 
Wittke, J. S. A., J. G. Shaw Blank Book 
Co., New York, N. Y. 
Wolf, Marcus W., 
Co., Baltimore, Md. 

Wood, H. L., Roberts & Son, 
ham, Ala. 

Yeiser, H. C., The Globe-Wernicke Co., 
Cincinnati, O. 

Young, E. B., Young & Selden Co., Bal 
timore, Md. 

Zimmerman, j. T., The Price Co., Balti 


more, Md. 
LADIES IN ATTENDANCE. 


Abrams, Mrs. A. B., New York, N. Y 
Anderson, Mrs. J. E., Saginaw, Mich. 
Bainbridge, Mrs. H. C., New York, N. Y 


Moore Push-Pin Co., 


Isaac Upham Co., Inc., 


Von 


Crane, 


Sanford & 


Be ston, 


E. Waterman Co., 


American Lead 


Wet- 


Scranton, 


Asso- 


Rubber 


Marcus W. Wolf & 


Birming 


Bainbridge, Miss Ida L., New York, N. Y 
Bauer, Mrs. R. S., Lynn, Mass 
Baxter, Mrs. R. H., New York, N. Y 


Macey & Co., 


Bennett, 


Buf- 


M 
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Seach, Mrs. W. A., Sioux Falls, S. D 
Bellman, Mrs. C. A., Toledo, Ohio 
3ellman, Miss, Toledo, Ohio. 

Besser, Mrs. O. J., Buffalo, N. Y 
Brewer, Mrs. John, New York, N. \ 
Brewer, Miss Mabel E., New York, N. \ 
Brokaw, Miss Edith, New York, N. Y 
Brokaw, Miss Mildred, New York, N. Y 
Carley, Mrs. H. S., New York, N. Y. 
Clarke, Mrs. W. B., Boston, Mass 
Coane, Mrs. W. J., Philadelphia, Pa 
Condit, Mrs. D. E., New York, N. Y. 
Condit, Mrs. J. A., Buffalo, N. Y. 
Cooke, Mrs. C. S., Brooklyn, N. Y 
Courts, Miss, Galveston, Tex. 

Crossley, Mrs. Sara, Philadelphia, Pa 
Currier, Mrs. E. M., Boston, Mass. 
Cushing, Mrs. W. F., Boston, Mass. 
Damon, Mrs. Geo. E., Boston, Mass 
Dorsey, Mrs. J. A., Dallas, Tex. 
Dunning, Mrs. L. J., Pittsburg, Pa. 
Dyson, Mrs. Geo. A., St. Louis, Mo 
Feddeman, Miss Mary N., 
Fera, Mrs. Henry, Jr., Newark, N. J 
Fisher, Mrs. P. D., Hannibal, Mo 
Forman, Mrs. E. A., Cleveland, Ohio. 
Geyer, Mrs. Andrew, New York, N. Y 
Guild, Miss Helen, Boston, Mass 
Hanna, Miss Mary E., Cadiz, Ohio. 
Hayes, Mrs. N. O., Worcester, Mass 
Herr, Mrs. L. B., Lancaster, Pa. 
Hobbs, Mrs. J. N., Chicago, III. 
Hopkins, Mrs. J. S., Baltimore, Md 
Housten, Mrs. W. A., Baltimore, Md 
Huber, Mrs. E. E., New York, N. Y 
Justis, Mrs. H. I., Pittsfield, Mass. 
Kennedy, Mrs. W. J., St. Louis, Mo 
Kennedy, Miss Naomi, St. Louis, Mo 


Langstadter, Miss Edith, New York, N. Y. 


Landstadter, Miss, New York, N. Y 


Lent, Mrs. Charles A., New York, N. Y. 


Lewis, Mrs. R. H., Baltimore, Md. 
Lockwood, Mrs M., Buffalo, N. Y 
Loewenthal, Mrs. S. D., Baltimore, Md 
Manning, Mrs. C., Norfolk, Va. 
Martin, Mrs. H. W., Chicago, III 
Martin, Miss Vivian, Chicago, III. 
Merckle, Mrs. J. W. R., New York, N. Y 
Meyer, Mrs. Gust. Jr., Chicago, III. 
Myers, Mrs. E. D., New York, N. Y. 
Nicolai, Mrs. E. O., Pittsfield, Mass 
Palmer, Mrs. F. W., St. Louis, Mo. 


Paris, Mrs. D. E., South Hadley 
ass. 
Patterson, Mrs. Robert D., St. Louis, Mo 


Richardson, Mrs. J. E., Baltimore, Md 
Rippier, Mrs. A. C., New York, N. Y 
Roane, Mrs. R. R., Baltimore, Md. 

Roberts, Mrs. R. L., New York, N. Y. 
Mrs. H. W., New York, N. Y 


Rogers, 
3altimore, Md 


Royston, Mrs. C. B., 
Mrs 
Harry H., Chicago, III] 

Ohio 


Severance, 
Shaffer, Mrs 
Shields, Mrs. Charles H., Toledo, 
Shields, Miss Ruth, Toledo, Ohio. 
Smith, Mrs. W. E., New York, N. Y 
Mrs. W. H., Mass 

F., Trenton, N. J. 
VanDerslice, Mrs. H. A., St. Louis, Mo 
Walter, Mrs. W. A., Lynn, Mass 
Ward, Mrs. Samuel, Lynn, Mass. 
Mrs. Frank D., New 


Steele, Boston, 


Stoll, Mrs. A. 


Waterman, 


3altimore, Md. 


Falls, 


Frank L., Kansas City, 


York, 





Herbert, Buffalo, N. ¥ 
DuMonte A., Buffalo, N. \ 
G., Rochester, N. Y¥ 
New York, N. \ 
Md 


White, Mrs. J. 
Whiting, Mrs. 
Wetmore, Mrs. L. 
Williamson, Mrs. L. E.., 
Wolf, Mrs. M. W., Baltimore, 


CONVENTION SNAP SHOTS. 
There wasn’t any boat trip for Sam Ward 
to miss at the Baltimore convention. He 
was on hand at Bay Shore park and dis 
tingished himself as one of the good little 
boys who received rewards of merit, 


* ” * 


Pecan Gap was represented at the ban 
quet, but it was only an echo in the absence 
of the lusty voice of Charley Garvin. We 
will be one of a committee to hunt up Gar- 
vin for the Buffalo convention. Who else 
will volunteer? 

* * * 

One morning, they say, “Denny” of the 
C. S. & R. B. Company, played good Sa 
maritan. His long legs were seen twinkling 
along down the corridor toward the room 
of two St. Louis gentlemen who were too 
much indisposed to rise in time for the 
buffet lunch. In his arms he bore a tray 
loaded with choice Maryland delicacies 

* * * 


Do Boston stationers weigh their paper 
on sugar scales? What’s the odds if they 
do? Sam Ward anyhow is broad and char 
itable for when Falconer hinted that in 
Baltimore they have inspectors who g& 
around to see that a pound of sugar and a 
pound of paper weigh 16 ounces each upon 
the same scale, Mr. Ward gallantly came 
to the rescue of the Boston officials, declar- 
ing they were only human and that no in 
spector could be expected to look under- 


neath the scales to find out if one of the 
levers was broken 
* + * 
The presence of N. A. Hanna, Uncle 


George Olney and Alvah Bushnell at the 


Baltimore convention proves that a man is 
only as old as he feels. “Hope they live 
to be a hundred.” 


* * . 


J. T. Jamison of the Sherick Company, (¢ 


cinnati, let no chance escape to make friends 


among the trade. Jamison is all right and 
leaf man 


ee 2 


thorough loose 


The Silver Tip Baer of Canton chaper 
oned the ladies their automobile ride 
That he was popular is attested by the fact 


on 


that one golden haired miss was heard tear 
fully to exclaim, “Mamma, I want to go in 
zat auto wiz zat Baer man.” 


* * * 


Dean Swift of the Smith-Brooks Print 
ing Co., Denver, was one of the most active 
men at the convention. He had not much 
to say, but he “listened” well and missed 
nothing. 

x * * 


Standard Print 


iT 
il 


Secretary Fisher of the 
Hannibal, Mo., made this his ec 


ing Co., 
but there will be 


vention says 


premier 








more to follow. It was his first trip away 
“from his own fireside” for many years. 
* * * 

Mr. and Mrs. J. A. Dorsey of Texas and 
W. E. Milligan of San Antonio, Texas, 
went from Baltimore to Philadelphia, 
where they spent a day with George Mal- 
pass, of the Turner & Harrison Mfg. Co. 
As they visit Mr. Malpass on every trip 
east, it may be inferred that they were 
well entertained. 


oS 6 


Hampden Hoge may not have carried 
off the honors in the billiard room at the 
Belvidere but he says there are other games 
he can play. Wonder if any of his com 
petitors in the thumb tack business know 


anything about this? 
+ * * 


The telegram from father said, “Better 
come home,,” but A. W., Jr., couldn’t see 
it that way. He had been to Boston before 
and tasted of Derby Desk hospitality. 


* * +. 


The modest and bashful “Denny” could 
not summon courage enough to grace the 
dancing pavilion at Bay Shore with his 
presence but his friend Peting helped him 


out. 
* * * 


Arthur D. Prince of G. C. Prince & Son, 
Inc., Lowell, Mass., made the trip to Balti- 
more in his “Buick Forty,” accompanied 
by Mrs. Prince. They left Lowell on Fri- 
day and drove to Bridgeport, going from 
there to Philadelphia on Saturday. They 
probably know more about “tolls” since 
their trip from Philadelphia to Baltimore 
During Convention week, while Mr. Prince 
attended the sessions, Mrs. Prince took de- 
light in entertaining some of the lady vis- 
itors with auto rides. 

* * * 


L. B. Clegg of the San Antonio Printing 
Co. went from Baltimore to Boston, where 
he was joined by Mrs. Clegg and Master 
William, who had been summering in 
Maine. The three Cleggs enjoyed the hos- 
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lity of the Derby Desk Co. while in 


” * * 


Henry Frank of Frank & Tichenor, New 


York, was seen taking in the beauties of 


the Congressional Library in Washington 
on Monday. Of course there were no busi- 
ness sessions on Monday or you couldn’t 
have found Mr. Frank in Washington 


* 7 * 


Paul L. Barrett, sales manager of the 
Barrett Adding Machine Co., Grand Rapids, 
was called home by wire in the middle of 
the week. The head office advised him that 
they were so rushed with business they 
could not spare him from the office any 
longer. 

7 * * 

John Dornette, Jr., secretary and treas- 
urer of the J. Dornette & Bro. Co., Cin 
cinnati, dropped in the night of the ban- 
quet and spent a couple of hours with some 
of his friends. He probably stayed in Bal 
timore long enough the next day to carry 
away an order for Dornette desks 

* 7 * 

L. E. Williamson, sales manager of 
Thaddeus Davids Co., got a bad start but 
finished strong. He was unable to find his 
suit case after boarding the train for Balti- 
more at Jersey City and when getting off 
found some one else had presented him 
with an overcoat other than his own. He 
should have come in the Davids auto 


SOME USEFUL WIRE GOODS. 


Every stationer is interested in wire 
goods, and a line which appeals to the trade 
is that of the Progressive Wire Goods 
Company of 529 Commerce street, Phila 
delphia. The trays and baskets which com 
prise this line are well and strongly made 
and handsomely finished. The company 
calls especial attention to its tinned wire 
desk baskets and its “Prowico” built up tie1 
desk baskets. Further information regard 
g this interesting line will be found in 


the advertising pages 
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COMPANY 


THREE 


DETROIT, MICH. 
Manufacturers of High Grade 


CARBON PAPER 





rbon for the most exacting 
“Superior BB™ is also a heavy manifolder 
and all round carbon for 
. oe BB” is for letters ng. 
four te sn conn, copie 
ap pag rms noes blue or purple. 


the copy, 
Our Three BBB Typewriter Ribbons are 
A few good territories still open for aggressive salesmen. 
Address Office, 1004 Hammond Building 
DETRO:T, MICH. 
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l LEOPOLD DESKS 
THE NAME STANDS FOR QUALITY 


Think Leopold 
when yu Link Desks 
and you Think Best. 


Get New Catalog. 


Leopold Desk Co. 


BURLINGTON, IA., U.S. A. 














\ ed A . 
SANFORD A GENNETT C6 


SAFE TY-A 
NEW YORK 


THE PUBLIC WILL BE PLEASED 


with the fountain pens you sell if they come from our modern and completely equipped factory. 
Whether the pen bears your imprint or ours—we make them either way—the result will be the 


same. The public will be pleased. 


UTOPEN 


USAPAT.OECI91905. | 





We are the largest manufacturers of imprint fountain pens in America and make only high 
pens for years for some of the largest and most particular buyers in the country is our 4 
plete line of fountain, stylographic and gold pens, for foreign and domestic trade. 
the most discriminating and our prices are right. 


SANFORD & BENNETT CO. 


vertisement. We manufacture a com- 


est a 
The quality and workmanship of our lines will satisfy 


Patentees of the Safety ‘“‘Autopen’’ (self-filler and non-leakable) 51-53 Maiden Lane New York 
’ 


The “*Gravity’’ Style and “‘Commercial’”’ Fountain Pen 


ade pens. The fact that we have made 











—- 


— 


— 


Se es ee 
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Popular Sellers 








No. 25. STATIONERY RACKS—Oak, $1.50 


with Every Stationer 


We have a Full Stock and 
make Immediate Shipment. 


Oak or Birch Mahogany Trays 









No. 12, Oak Letter Trays, - + + + + + 60c 
No. 14, Oak Cap Trays, °* © © © « « 65c 
No. 12, Birch Mahogany Letter Trays - + 83c 
me 14, * - Cap - - = 88c 


OUR SPECIAL OFFER 
In 3 Dozen Lots, Any Assortment, - - - - += 8% 
in 6 ee ee Ar oe ss sab, Sisto ee 


This is our Sixth Year manufacturing over One 
Hundred other quick selling Specialties 
HAVE YOU OUR CATALOGUE? 


ones ; Imperial Methods Co., Chicago 








SIMPLICITY TIE DEVICE 





WITH ASSORTED COLORS CHEAPER 
OF TAPES ag | 
12 inch, “ERS ae a ery 
80c per 100 woe cot 4 ony 
18 inch, 
90c per 100. 
24 inch, 
$1.00 per 100. 
36 inch 


$1.15 per 100. 


48 inch, 

$1.25 per 100. 
60 inch 

$1.35 per 100. Patented 








THAN RUBBER BANDS _ This device consists of a pe- 


Popa, cullar shaped brass button, 

ips” 5 le from the center of which is 

f “OM? $4 | strung a round tape. The tape 

4 eee, yy is passed around the package 
i to be tied in one or both direc- 

tions and then given a turn 
around the button, where It 
holds with the utmost firm- 
ness, but nevertheless may be 
unfastened by a single motion 
They last forever and will not 


rot 
The right discount to the 


Samples on application. 








UNIVERSAL PACKAGE TIE 





Manufactured by 


DEVICE CO., Macon, Ga., U. S. A. 








CASH WITH ORDER to the trade only. We engrave a one line 






late and furnish 100 engraved cards best stock, postpaid, Script 80c, 
Box k or Gothic 1.15, Solid Roman, Old English or Fr Script 1.25, 
Shaded Old English or Block 1.50, Shaded French Script or Roman 
1.60. Plate and 530 cards 20c less than above prices. 50 cards m 
old plate 30c: 100, 50c. Wedding Stationery, Business Cards. \- 





bossed Stationery 


192-96 Seneca Street 


The American Embossing Co., 238 Seren? Y" 











SCRAP BOOK # 


Patented. 





Mark Twain Scrap Book, 
Flat-Back, Flat-Opening, 
Invoice Books, 


Gummed Stub 


E. J. LUDVIGH, Pres. JOHN C. HASTIE, Sec. and Treas. 


DANIEL SLOTE & CO. 


321 Broadway, N. Y. 


Telephone 2222 Worth 





. . = : : 
Files Patented Flat-Book, Flat-Opening 
‘ 
Invoice Books 














THE BANQUET. 

“HE Sixth Annual Banquet of the Na 
tional Association of Stationers an¢ 
Manufacturers was the equal of its 

predecessors in all respects. It was dif 
ferent from other banquets, of course, be 
cause no two occasions of the kind, how 
ever enjoyable, can ever be alike. 

The presence of former Governor War 
field and Mayor Mahool at the speaker’s 
table joined the old and the new South i: 


; 


a way which it may not be our privilege 
see again. The character of the speeches 
breathed the chivalry and the vigor of a 
generation which has all but passed away 
and demonstrated the vigor, the courage 
and the new South in a way which it may 
not be our privilege to see again. 

The banquet hall on the thirteenth floor 
of the Hotel Belvedere was filled to the 
doors on Thursday evening. Each delegate 
and visitor were assigned a place, and when 
all the tables were filled, President Bailey 
rapped for order and called upon the Rev 
Charles Smith of Baltimore to pronounce 
the invocation, after which the banqueters 
were seated and addressed themselves to 
the excellent menu amid much lively con 
versation and many calls in chorus to an 
nounce the claims of different cities for 
recognition 

After the meal, amid the aroma of cigars 
President Falconer arose to introduce the 
toastmaster, Charles H. Evans. The new 
president then and there received an ova 


tion he will long remember, and which he 


very gracefully acknowledged. Not’ the 
least of the tribute to the new president 
was the speech of President Frank W. Bail 
ey, introducing him. 

Toastmaster Evans, in a few appropriate 
words introduced Mayor Mahool of Balti 
more, who made a characteristically perti 
nent and witty speech 

The mayor was followed by former Gov 
ernor Edward Warfield of Maryland, wh 
harked back to life upon the old plantatior 
and drew from his word picture a lessor 
for the men of the present day 

Governor Warfield was followed by Hor 
James Logan of Massachusetts, who spoke 
upon “Trained Leaderships.” Mayor Lo 
gan’s address is given in full elsewhere 

The Reverend Charles Smith of Balti 
more made an eloquent speech, driving 
home his points with witty stories and apt 
illustrations. He was followed by Fletcher 
B. Gibbs of Chicago, who made a char 
acteristically strong, earnest and logical 
speech, lightened by pleasant witticisms 
and good natured hints at various promi 
nent members 

Just before the speeches began the ladies 
entered the corridor surrounding the ban 
quet hall where seats had been arranged 
for them. As they entered all the gentle- 
men rose and remained standing until the 
ladies were seated 

When t 


the assembly sang some old songs and 


ie speech-making was concluded 


patriotic airs and adjourned, feeling well 
repaid for their attendance at the conven 


tion and banquet 
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NEW SHADE EFFICIENT EYE PRO- 
TECTOR. 
Just take one square look at the 


in any inc 


“White | 


horseshoe” indescent light globe, 


ind see how long it takes to “beat it.’ 
Imagine how many times that hoof is 
planted on the retina of a bank teller’s, e1 


try clerk’s or bookkeeper’s eyes, where a 
hundred of these lights block the vision 
every angle of the perspective 











shade 
by The Texas 
Chicago, 
effect 
reorders for the 


The P Wing eye 
just placed upon the 
212-214 
given a year’s 
The 
device prove 

The Panama 
scribes itself in the 


anama Temple 
narket 


street, 
prove its 


Kinzie 
test to 
orders and 


Company at 
was 
iveness 
its effectiveness 

Wing Eyeshade de 
ustration; the “tem 
front effectually 


Temple 


ple wings” and “drop roof” 





protect the eyes The shade is of green 
celluloid, equipped with a celluloid head 
strap which is adjusted at any point with 
a tooth clasp fastener, unlike the old style 
brass paper fastener requiring holes that 
were never just the required distance apart 
and with prongs pulling at the hair 

A sample of this shade will be mailed 
prepaid to anyone sending twenty-five 


cents in stamps to the Texas Company, at 
the above address. 
realized by dealers 


of this efficient 


\ good profit may be 
who undertake the sale 
shade 


and practical 


UNIQUE AND PRACTICAL. 
The Imperial Methods Company, 
facturers of filing cabinets and office equip 


manu 


ments, 256 East Madison street, Chicago, 
carry a full stock of desk trays, card cab 
inets, stationery racks, etc. These are all 





furnished in 
the 


company 


fine woods at reasonable prices 


and demand for the products of the 


is good. The cut shows the Im- 


perial stationery rack, which commends it- 
self to 


the 


progressive business men as being | 


just thing for letter heads and envel 





















The Simonson 


METAL TIP GUIDE 


is easy to mark, easy to change, and 


EVERLASTING 


but an Investment 







Not an Expense, 
~_ 








This guide is made of press- 
board upon which is securely 
mounted a nickel-plated metal 
tip provided to receive removable 
cardboard name slips instantly. 
We call it the Perpetual Guide 
Card because it lasts forever, is 
clean, strong and stiff, and may 
be used over and over again for 
any variety of purposes— alpha- 
geographically or 





betically, numerically, 
by date. 

Asa vertical file guide it has the advantage over 

paper and cardboard guides of holding up your letters in a vertical 

position because of its stiffness. The tops never break down or wear 


r will the cards bend or soil. 














It is a pleasure to use th 2 crea ficiency of your card index, vertical or check file, 100%. 
They decrease the expense of ynstantly pplying new guides of the old fashioned type. 

appreciate the value of this, just take a look at your present guide cards. If they are not worn down, 

and broken, they soor ll ‘ new ones vi ill soon have to replace them. That means more expense 

ther t on to OK. When you put your mone to a Simonson Metal Tip Guide you are not only 

atisfaction but a good inve tmeyr 
DEALERS: There is a good profit for youin this Patent Guide. Every business man needs it, and 
in supplying tl iemand you have the advantage of knowing that you are giving a 


n th there is to be had, as well as making a fair margin of profit for yourself. 


very best 





rite today for full 


Reser A. a & Co., 


informati le, terms -~ounts, etc. 


152 Michigan Avenue, 
Chicago, Ill., U.S.A. 














The Ledger That Locks with the Yale Lock 


(An Exclusive Feature) 


Here is a loose-leaf ledger which offers an extra element 
) 








inestimable value that you and your customers can not 
afford to be without—strength, ‘minus weight and bulk 
It also assures absolute security The leaves are protected 


against loss through inefficient locking 

used to open and close the Mann Yale Cylin 
—the Yale key The turning of the Yale key Operates the 
binder, and the person having —— of that key can be 
made directly re _—— e for every leaf in the ledger. No 


one else can manipulate the leaves of the 


MANN YALE CYLINDER LOCK LEDGER 


Here is, without question, the strongest—the 
most prac tical the safest ledger for you and 
your customers—the only one having an exclu 


Only One key is 
der Lock Ledger 


sive four-tumbler Yale cylinder lock feature cov- 
ered by patent And yet this ledger is as easy 
if not easier) to sell than one with less advanta-f[ 


ges and of questionable safety 


Let Us Send Full information | to You 


Communicate with us now—before 1 forget 1 and 
et u ‘tell you more about the ledger We willa enda 
ooklet which will explain clearly the positive security 
ffered by the Mann Yale Cylinder Lock Ledger 

If you are interested in Typewriter Minute a Recor 
Book we will include a leaflet that goes thor re y into 
uch matters—it tells how the Yale ylinder lock been 
adapted to the purpose 

Don't be without this valuable informatior n these 
two important subjects Your customers will want to know 
about then and will want the book 


WILLIAM MANN COMPANY 


Makers ; LOOSE-LEAF DE por ES, COPY- 
tor yy 


NG BOOKS and PA 
529 Market St., PHILADELPHIA 


Copying-Paper Mills at Lambertville, New Jersey 
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opes. These are furnished in oak at $1.50 





The company have a fine catalogue which 


A NEW AND POPULAR PRICED OUTFIT— nn sommeny Mewes soteindios «ile 


The REGAL LEDGER «tilt: $7.50 / | “Pe 


INTERESTING NEW CARD GAME. 

A game which bids fair to be very pop 
ular the coming winter is “Chantecler,” 
named after the Rostand drama which has 
been so successful abroad, and which, under 
the influence of Miss Maude Adams’ genius, 
promises to repeat its successes in this 


rss 
| Bite ee 


. \ country. 


ie = * 
While other men and women of talent 


have been working on the play, it has re- 





Here is one of our newer items for the Fall trade—one that fills a long felt want. You mained for the Standard Playing Card 
have many calls from small dealers, doctors, dentists, etc., for an ree ledger outfit Company of Chicago to put the “Chan- 
—the Regal Ledger makes a splendid outfit for this class of trade. t is not a top lock tecler” story and characters into a game 
catalog binder used as a ledger, but a regular END LOCKING SCREW MECHANISM, ore : ; 

and a very entertaining, jolly game it is! 


the same as used in our high grade STEEL LEDGER. It is the same construction in a 
miniature size, yet large enough for the average retail business. Only by making this 
outfit up in lots of 1,000 have we been able to produce them at this price. The Regal 
Ledger will surely become one of your most popular sellers and you should have them in 


stock for the busy months. Send for sample outfit to-day. “Cha ] ” 


























SAMPLE OUTFIT SENT ON APPROVAL OUR NEW CATALOG NO. 8 o 
te, 
EXPRESS PAID NOW READY = The Great Ss | 
eorwse , 3 : s — , i 
So well do we think of the Regal Ledger that we will Our new 80-page Catalog is ready for distribution CARD | 
=e fh S — oo hn It shows a multitude of new and popular devices and : 
" Pp , p fc o he ‘ants > ‘ re: 
to-day—see for yourself the superiority of the Regal business agen ms. Contains information and sugges- ‘ 
Outfit compared with others listed at the same price, tions invaluable to the stationer. No progressive } 
1M circulars with | doz outfits. dealer should be without it. A copy sent on request 
.* PRICE, 50 CENTS ~ 
The Sensation of the Year | 





Wh Score Corde, Rules amd Table Marks 


THE C. E. SHEPPARD CO. (ye0. Zi, att 


82-84 FULTON STREET, NEW YORK ACCOUNTING SYSTEMS = 

















There’s something doing every minute, and 
for genuine fun and excitement, the new 





game heads the list. 


Roll Top D S ~ Bookkeepers | There are hundreds of surprising com- 
° binations and unexpected plays which sus- 
Flat Top E K Typewriters | ath toe inbeveak. aE in. Shapers: whine 


heat all the time. 

While “Chantecler” can be learned in a 
few minutes’ time, it is nevertheless a 
game in which both skill and luck are 
features. It is said to be, in spite of a 
certain element of luck, one of the most 

| scientific of games to one who gives it 

e | study. It appeals to all sorts of people; 

° errmann urniture O. | it is not played with ordinary playing cards 

and does not resemble any of the card 

games such as euchre, poker, whist, etc 
258 Canal St., - New York, N. ¥. Those who don’t approve of playing cards 
in the home will not hesitate to play “Chan- 
tecler” and to recommend it to their 


Sanitary 


friends. 

The Standard Playing Card Company is 
conducting a very strong advertising cam- 
paign upon this new game, and are spend- 
ing nearly $50,000 in a three months’ fall 
advertising campaign in the popular maga- 
zines. This advertising will start the de- 
THE PEERLESS MOISTENER _mand and the popular interest in the play 

. : , : e and the surpassing interest of the game 
For Moistening Stamps, Envelopes, Labels, Etc. stself will sustain and increase it. Dealers 

Invaluable to Cashiers and those who handle currency. | should therefore be prepared to respond 

Now used and endorsed by many of the largest business houses. Made of Alumi- © prep: keg 
num with German Silver Top With this little device 3,500 envelopes an hour can be 
sealed. Price 75 cents delivered. Money returned if not satisfactory. A handsome article. ecler.”” and sl 1S write ipeeg Seat SE” 
Good profit for the dealer. We want Agents. Write for Agerts’ Prices and Discounts tecler, and should write to the standard 

Playing Card Company for terms and fur 


THE PEERLESS MOISTENER CO., 822 Claremont Avenue, Chicago, Ill., U.S. A. 


BLUEPRINTS FOR THE ASKING 















to and help along the business on “Chan 





ther particulars. 














(By Special Correspondente.) 


Boston, Mass. 


A new addition to the American Foun- 
tain Pen company’s sales force in Boston 
is R. F. Webb, who was formerly connect- 


ed with the Sterling Fountain Pen Com- 
pany. Mr. Webb travel for Adams, 
Cushing & Foster, selling agents 
for the American company in Boston. TFlc 
will cover the states of New York, Penn- 
sylvania and Ohio, with the exception of 
New York City Philadelphia. Mr 
Webb’s appointment is made to fill the po 
sition vacated by H. H. Harding, who re- 
account of ill health 


will 
who are 


and 


cently resigned on 


* Ok Ox 
the governing beard 
Board of the Poston 
held in tnat 
Bailey, treasurer of 
headed the of 


election of 
Trade 


In the 
of the Retail 
Chamber of Commerce, 
October 6th, Frank W. 
Thorp & Martin company, 
ficial ticket. 


city 


x x * 


Arthur S. 


whose 


stationer and engraver, 
business was located at 27 Kilby 
street, Boston, died at his home in Brook- 
line, Thursday, October 6th, aged 77 years 
The funeral was held on Saturday, and was 


Doane, 


attended by many of his friends and ac 
quaintances in the trade. A wife survives 
him. 

A new stationery store in Boston is 


known as the Lord Publishing company, 
located at 101 Tremont street. Frank Lord, 
who for the past several years was con- 
nected with the art and picture department 
of Jordan-Marsh company is head of the 
new concern 


* i” * 
Benton Harbor, Mich. 
The Western Blank Book company, 
Benton Harbor, Mich., have opened a 


branch office and salesroom at 395 Broad- 
way, New York, under the managership of 
George H. Souther. Here a complete line 
of samples will be shown. As Mr. Souther 
is a man of vigor and vim, much is expect- 
ed in the way of trade from the big city. 


Canton, Ohio. 

Baer’s, Canton, Ohio, are advertising 
Old Hampshire Bond by using it as a 
cover on a recent number of Baer Facts. 
Readers are asked to test the quality and 
to remember Printer Baer when in the 
market for letter heads 


Chicago, IIl. 


Charles F. Weis, of the Dow Stationery 
company, St. Paul, Minn., visited Chicago 
recently. 

* * * 


Manager Lisser, the Western representa- 
tive of the Maxim Specialty company, New 
York City, reports business as being good 
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THE 


MAILING TUBE THAT. COMES 


IN A FLAT SHEET 











it left you. 


4 to 


No pulling, pt 
s and unwrap 
SAVES TIME, 

Made in any size, weight or quality of paper, and « 
2 inches. 

DEALERS find the Mail Wrapper-Tube the m 


prices furnished on request 


THE MAIL WRAPPER- tae CoO. OF AMERICA 


ishing or tearing in getting contents 


MONEY, MAIL MATTER 


43 Murray Street 38 


— Sh acces JD 


Ghe MAIL WRAPPER-TUBE 


will deliver your Calendar, Hanger or any- 
thing you can roll in the same condition 


Le : 





out of the Wrapper-Tube. Merely loosen cords at 


POSTAGE AND STORAGE SPACE. 
ach Wrapper-Tube is adjustable in diameter from 


ost satisfactory mailing tube to sell. 





Samples and 





NEW YORK 
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Drives a broad, flat staple. 
trates the thickest paper. 


HAW MAY 





Like all ACME machines, it is made right and works right. 


Meets all demands for the average office. 


Illustrated List furnished dealers on request. 


BINDERS are sold by leading Jobbers. 


Acme Staple Co., Ltd., Camden, N. J. 


European Agents: Progress Typewriter Supply Co., Ltd., 


85 Golden Lane and Hatfield Street, 
London, E. C. 


ect i 










OLDS 50 STAPLES 
ALWAYS READY 


Holds the thinnest and pene- 
Very convenient for filing letters, 
binding vouchers, fastening pay roll envelopes, statements, 

legal documents, etc. 


ACME 


0.2 

















OFFICE APPLIANCES 


and says there is a good demand for Maxim | ip —— 


articles in the Chicago territory. 
Cincinnati, Ohio. 

A wholesale stationery firm, known as 
the Woodrow-Bradley company, has been 
organized at Cincinnati, with a capital | 
stock of $75,000. The incorporators are 
Edward A. Bradley, Clifford T. Woodrow, | 
Julius Eichert, Mumford E. Platt and John 
E. Brace. 

Columbus, Ohio. 

A new office supply concern in Colum- 
bus is known as the McDonald-Hilder- 
schied company, who have leased quarters 
at 20 West Long street. The men who 
head the new business are men of ex- 
perience in their line, and a good future is 
predicted for the company. 

Halifax, N. S. 

Harvey H. Hebb, brother of Alderman 

W. H. Hebb, well known in Halifax as 


representative of the Waterman Fountain able bracket, can be placed at any desired angle 
and then locked in position 




















A Revolving 
Typewriter Table 


The Welty Swinging Typewriter 
Table may be attached to either side 
of the desk. The table not only re 


volves but is supported by an adjust 





CROWN 


TYPEWRITER 
RIBBONS and 
Carbon Papers 
are ideal for 





Pen company’s Montreal office, and as 
traveler for A. & W. Mackinlay some A ready seller for dealers 
years ago, has gone into the wholesale Write for trade prices and discounts 
book and stationery business at Saskatoon, 
= on , , sll; WATERLOO, 
Canada. The firm name is to be the Hebb, The William A. Welty Co. IOWA 
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and Toronto men are associated with Mr. 


a “@ILT EDGE” LINE 
Memphis, Tenn. LOOSE LEAF MEMOS AND DIARIES 
the evening of October 8th | As thin as a sewed memo. 
{ Varioas Bindings and Prices 


caused a damage estimated at between $50,- 
TRUSSELL MEG. CO. 


000 and $60,000 to the four and a half story 
POUGHKEEPSIE, N. ¥. 


stone building at 46 South Main street, | 

pam 8 : . Branch, 108 Fulton Street New York City 
Memphis, Tenn., occupied by the A. R. | 
Taylor company, dealers in books, station 


agencies. 


Fire on 


good quality of materi- 





als and sell for a mod- 





ery and office supplies. The loss is fully 


The ADAMS COLLEGE BOOK RINGS are 
Milwaukee, Wis. Used Wherever a Cheap 
A new location has been secured by the Quickly Operated Loose 
West-Williams company, printers, station- Leaf Binder Is Desired 
ers and blank book binders, of Milwaukee. Most Satisfactory Loose Leaf Ring Ever Invented 


The company is now located at 500-506 
Manufacturers’ Home, where they have 12,- (™ 
OOO square feet all on one floor in one of the ) ee | i\ }) 


most modern manufacturing buildings in 
this section of the country. The West 
Williams company is one of the oldest in 
the state of Wisconsin in its line, and 
claims to be the only manufacturers of of- 
fice filing supplies in Wisconsin Just 
pride is taken by the company in the long 
periods of service which marke the history 


erate price, at the same 
covered by insurance. 


time allowing more than 





the ordinary profit for 





the dealers. 





WRITE TODAY 


for samples and prices 


CROWN RIBBON AND 
CARBON MFG. CO. 


Rochester New York 
of their employes, the average among 
thirty being from twelve to fifteen years 
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Shade your eyes against the 
“white horseshoes’ of electricity 


Use a Panama (7'""'t) Eyeshade 


The Temple Wing Made expressly for bank tellers and bookkeepers. 
< 









“Would now be wearing glasses if I had not worn a 


Ww bt. . PANAMA (temple wing) eyeshade ; f : 
ae e Teller in Chicago Bank. Allows Sheets to Lie Perfectly Flat at Any Point 
celluloid Sacramento, Calif., Oct. 11, 1910 Can also be used as a key ring 
¥ ‘Send six more Panama eyeshades. This Is our sec- - re + a 
Nicely bound ond order." Teller Calij. Nat. Bank Sold by Leading Stationers 
Celluloid head straps. No holes, no prongs, adjustable with our special tooth clasp fastener. Order Through Your Jobber Write for Catalogue 
Once adjusted always ready Price, 25 cents; 5 for one dollar HENRY T. ADAMS 





Manufactured THE TEXAS COMPANY, 215-219 Kinzie Street, CHICAGO | 6823 SO. CHICAGO AVE., CHICAGO, ILL., U.S.A. 




















A strike has never been known in the life 
of the concern. Edward K. West is the 
present head of the company. He is the son 
of Samuel C. West, who was its founder, 
and who began operations in Milwaukee in 
1858. 

New York, N. Y. 

A. H. Denny, wholesale stationer and sole 
New York sales agent for the Weiss Manu- 
facturing company of Monroe, Mich., 106- 
108 Fulton street, has doubled his floor 
space by the addition of adjoining offices. 
A large stock of desks, filing devices and 
sectional book cases, card index supplies, 
etc., will be carried henceforth. 

*« * * 

The new Tower branch store at 18 West 
Twenty-second street, New York City, has 
begun operations. This store is managed 
by W. J. Gunning, and is a branch of the 
Tower Manufacturing & Novelty company, 
of Broadway and Duane streets. 

* ~~ * 

George H. Wendleken, a blank book 
manufacturer, whose place of business was 
at. No. 88 Maiden Lane, Manhattan, died 
Sunday, October 23rd, of heart failure at his 
home, No. 192 Ocean Parkway, Brooklyn. 
He was born in 1866, and is survived by 
a widow, one son and a daughter. 

* * * 

The opening event of the year in the 
New York Stationers’ Association was the 
dinner held at 6 o’clock, Monday evening, 
October 24, at the Berghoff restaurant, No. 
144. Fulton street The prospects for a 
live and profitable year’s business is looked 
forward to with interest by New York deal- 
ers. 

* ~ * 

I. Leubrie, of Leubrie & Elkus, New 
York, has sailed for Europe. He expects 
to be abroad for several weeks. 

Philadelphia, Pa. 

Sidney J. Burgoyne, secretary of the 
Philadelphia Stationers’ Association, and 
head of the firm bearing his name, sailed 
for Europe, October 10th The trip was 
made in the business interests of his firm 

San Francisco, Cal. 

Indications point to the greatest volume 
of business ever done by stationers on the 
Coast, even the phenomenal one of 1907 in- 
cluded. Crops and industries have pros- 
pered in the territory, and it is generally 
believed that good business will result. 

x* * * 

Fire did considerable damage to a num- 
ber of stationery houses on the evening of 
October 11th. Losses of from $1,000 to 
$10,000 were felt by several dealers, among 
whom are mentioned Richard Behrendt, 
A.C. McClurg and Goldman Bros. 

* * - 

The Committee on Wholesale Trade of 
the Merchants’ Association ran an excur- 
sion of wholesalers from San Francisco to 
the lower San Joaquin valley district, Oct. 
17th to 23rd. Among stationery firms 
who were represented were H. S. Crocker 
company, Union Lithograph company and 
the Zellerback Paper company. Only 
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Another New Proudfit 


Style F. L. 
Catalog Binder 


with or without 











handles — one-inch 
binding margin — 
flat opening, enor- 
mous expansion, 
saves 3 to 10 Ibs. 
weight over Post 
Binders. 


The Proudfit Loose Leaf Co. 


Factory and Main Office: 8-10 Lyons St., Grand Rapids, Mich. 


New York Boston Louisville Tampa Kansas City 
Philadelphia St. Louis San Francisco Toronto Washington 


See us at Booth 101, New York Business Show, Oct. 22-29. 
Don’t Forget the Ledger Binder 


Looks and acts just like 
your Blank Book. 
Spring Back, Flat Opening, 
Unlimited Expansion. 
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is made entirely of the finest grade of sixteen-gauge 
cold rolled steel. 


The Stand That Will Last Forever 


as there is absolutely nothing to break or get out of order. 
No woods to warp or draw germs. 
No springs to break or cheap castings to snap off. 
No iron to corrode. ; 


With a new “‘in-and-out’’ adjustment the stand can 
be adjusted to any size book; with our new “‘circular’’ 
adjustment you can tilt the book to any desired angle 
and pivot to any position. 


Shipped K. D. Can be assembled by any child. 


The Only Book Stand That is a Real 


Ornament to Your Library 
Rubber Finish, $4.50 Oxidized Copper Finish, $5.75 


DEALERS 


There is a good profit in this device for you. Also 
write for information about our new Wall Bracket Book 
Holder. We are the manufacturers of the famous Bal- 
Klos Ink Wells, and the La Belle Sanitary Moistener. 
Full data for a postal. 


| BAL-KLOS MANUFACTURING CO. 
| 211 East Madison St. Chicago, Ill., U. S. A. 
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123 East Pearl Street 


/F. A. WOODMANSEE 


JOHN B. BRINKMAN 


Manufacturer of HIGH GRADE 
INKS and MUCILAGE 


Cincinnati, Ohio 


Manager 





Ink made). 





Woodmansee’s Everlasting Blae Black Writing Fluid. 
Woodmansee’s Everlasting Combined Writing and Copying Ink 
Woodmansee’s Stylographic and Fountain Pen Ink. 
Woodmansee’s Midnight Black Ink (Highest Grade School 


Woodmansee’s La Belle Violet Ink. 
Woodmansee’s Imperial Crimson Ink. 
Woodmansee’s Bankers’ Non-Evasive Blue Ink. 
Woodmansee’s Gum Mucilage. 

Woodmansee’s Infallible Adhesive Library Paste 








7 











These goods are sales winners and profit-makers for dealers. 


Latest catalog and prices sent on application. 

















F.A. WOODMANSEE, Cincinnati, Ohio 
ine smear ee 











HEADQUARTERS FOR 





Typewriter Ribbons, Typewriter Paper, 
Carbon Pesan for all uses. _— 


We manufacture the best line of TYPEWRITER 
SUPPLIES on the market. 


THE Ss. T. SMITH COMPANY 
11 Barclay St., New York City. Tel. 5022 Barclay. 


Please send for our Catalogue and samples of Mani- 
fold, Typewriter Linen and Carbon Papers; also 
Price Lists of same. DISCOUNTS TO THE TRADE 





ALL SHAPES 


GOLD PENS &no stvtes 


Gold Pens for Jobbers and Fountain Pen 
Manufacturers. 
IMPRINT WORK A SPECIALTY 





PROMPT REPAIR SERVICE 


All makes Gold, Fountain, Stylographic Pens, 
Pencil Cases perfectly repaired and returned 
day received. Satisfaction Guaranteed. 


GEO. P. GAYDOUL, 47 Ann Street, NEW YORK 














A PRICE that is RIGHT 





A QVALITY of the HIGHEST 





And A GVARANTEE that PROTECTS 


are the cardinal points on which the “‘Whitney” guaranteed 
Fountain Pens compete with the highest grace 
tor twice as mu 


any other make on the n_arket, selling 


“ WHITNEY” PRICES, $1 to $4 


: Barrels lathe turned from blocks 
Quality: Barrels lathe tu ned fre oe 





ot highest grade, purest qua'ity, fine para 
rubber. Not moulded from rubber com- 
pound Screw Joints: Clean, 
tight, non - sweating, non - leaking 

Feed automatic regulating—never 

blots. Pens: 11i-Karat Soli 
Gold. Tips: Highest-priced 
Russian iridium . hardest 
metalknown. Guar 
antee: \oversevery 

thing but accident, 
carelessness or 

abuse. Satis 

faction or 

mone y 


back 


Pen until you have tested 


a “‘WHITNEY”’ Guaranteed 


Write for Illustrated Price List 


We 

manu- 

facture a 

full line in 

both regular 

and _ self - filling 

types. Repair all 

makes —compound 

Acid-Proof Ink Powder 

and Fluid Fountain Pen 
Inks. 


Don’t 


pens ot 


ch. 


buy a _ Fountain 


THE WHITNEY-RICHARDS CO. 


245 WEST SUPERIOR AVE., 


CLEVELAND, OHIO 


LIBERAL OFFER TO DEALERS AND AGENTS 








heads of firms, officers or directors were 


allowed to make the trip. 


A CONTESTANT FOR TYPEWRITER 
SPEED HONORS. 

The photograph shown herewith is that 

of Miss Augusta Wolf, a 

erator, who made a very creditable record 


Remington oj 











in the Amateur Typewriting Contest at the 
New York 


account of the contest is published among 


recent business show. A full 


the forego g pages 


INTERESTING EXHIBITS. 
The picture shown herewith is that 
the display of the Bennett Typewriter Com 


the Appalachian Exposition held 
recently at Tenn. It 
of many interesting and creditable exhibits, 


late 


pany at 


Knoxville, was one 


some of which will be shown in a 


issue. 











DUPLICATING 





(By Special Correspondence.) 


Buffalo, N. Y. 

During the Buffalo Industrial Exposition 
just closed, Div. Sales Manager J. B. Sum- 
mers of the Buffalo office, published a daily 
magazine called “The Live Wire” on the 
Multigraph. The work was done in the 
Multigraph Exhibit, and the little publica- 
tion met with such favor that the Buffalo 
Chamber of Commerce has decided to con- 
tinue it as a regular monthly magazine of 
forty-eight pages. Mr. Summers reports 
the Exposition a success in every way and 
looks for a “sensational” business as the 
result of his display there. 

Rochester, N. Y. 

The Rectigraph Company had an attrac- 
tive booth at the Third Annual Industrial 
Exposition held in Rochester, New York, 
recently. This new photo duplicating de- 
vice was of especial interest to many visit- 
ors. 

San Francisco, Cal. 

A Flexotype organization is being formed 
here under the name of the Flexotype 
company of the Pacific Coast. It is under 
the management of S. W. J. Matthew, who 
controls all the territory of California, Ore- 
gon and Washington. The company has 
been located at 110 Bush street, which 
quarters are considered very satisfactory, as 
the location is in the principal wholesale 
and banking district, and the store has large 
windows for display, as well as ample room 
for demonstration and _ storage. Mr. 
Matthews says the demand is larger than 
the supply. He will start on a Northern 
trip shortly, but is now awaiting the arrival 
of the automatic feed machines, for which 
he has several orders. Mr. Matthew will 
make an extended tour through the North, 
opening branch offices in all the principal 
cities. A number of men will probably be 
added to the local force within the next 
few weeks. 

« * 7 

R. J. Ludlow, special representative of 
the A. B. Dick Company, has returned after 
a short visit in the South, and will prob- 
ably remain here, making his headquarters 
with H. S. Crocker & Company for several 
weeks. He states that the local business is 
growing beyond all expectations. H. S. 
Crocker & Company are now operating a 
special Addressograph department, in which 
small systems are started for customers and 
the addresses kept on file. This department 
has been working overtime of late 

J. L. Harrington, manager of the office 
appliances department of H. S. Crocker & 
Company, has been made a member of the 
Rotary Club, an organization of business 
working for the interests of 


men who ar 
the city. He says the past month has 


been the best this year for business. 
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250 sheets and index. 





Dealers Everywhere are selling the 


Rochester Loose Leaf Devices 


Why not get some of the business in your town? Our line is so com- 
plete that you would have no trouble to satisfy the most critical customer. 





The above is a cut of our dollar outfit, containing 








Write Us 
for Prices and 
Discounts 


NOW 








Henry Conolly Co. 


42-48 Stone Street 
Rochester, N.Y. 











“BUILT-UP”’ TIER DESK TRAYS 


We are now making 
our TIER DESK 
BASKETS in sec- 
tions, which can in- 
stantly be put to- 
gether by anyone. 


These Tiers are ship- 
ped “K. D.,” thus 
taking up small space 
in your Stock Room, 
and doing away with 
the Double First 
Class Freight rate 
applying on the old 
style rigid post Tier 
Baskets. By our new 
method we have been 
able to materially re- 
duce the price 


Send for Catalog 50 
and discounts. 


PROGRESSIVE WIRE GOODS CO. Inc. 520 Commarce St. Phila. Pa. 





“—T Send for a Free 


of “T” Pins 
The pestect pia for home and 
oe office use. It can be inserted 
¢ without hurting the fingers, and 
withdrawn, no matter how 
firmly imbedded, without break- 
‘ ing the finger nahs. Always 
holds securely—the head can- 
not possibi pull through. 
Strong, needle pointed, made 
in seven sizes. Write for the 
free sample package today- 
Cushman & Denison Mfg. Co. 
240-242 23rd St. NEW YORK 

































THE ORIGINAL ‘“*SGEM” PAPER CLIPS 





ARE UNEQUALLED FOR QUALITY AND FINISH. ASK FOR THE BLACK BOXES! 


CUSHMAN & DENISON MFG. CO., 240-242 W. 23rd Street, N. Y. City 














A LOOSE LEAF 


SHEET is no 


stronger than its 
weakest part. 








HINGES 


made artificially weaken 
the the 
place where it should 


sheet in very 


be strongest 


In the Berkshire 
Hinged Sheet 


the hinge is formed 


while the 
the process of making. 


RESULT 


a sheet that is uniform- 


maper is in 
pa} 


ly tough—capable of 
bearing strain from any 
the 


imperishable 


angle nearest to 


an loose 
leaf ledger paper which 
manufac- 


has yet been 


tured. 

Loose leaf account book 
manufacturers are re 
quested to write us for 
We have 
something to tell 
be of vital 


samples. 
you 
which will 


interest. 


BERKSHIRE HILLS 
PAPER CO., 


Manufacturers of high-grade loft 
ledger bonds and linens, 


ADAMS, . 


dried 


MASS. 
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Good progress is being made in the 


per 


fection of the selling organization of the 


Western Specialty Company, and the manu 


1 


facturing department is now in first class 
shape \rrangements are being made for 
the handling of the Mahlstedt Multicolor 
machine all over the country. Mr. New 


who has in the past been in personal 
the detail work, is 


man 
supervision of much of 


himself to the general man 


now devoting 

igement, and J. W. Goza has been engaged 
to look after the selling end in San Fran 
cisco. Mr. Goza is well qualified for this 
on the market. Mr. Goza is enthusiasti 


over the prospects for the new machine 
work, having with the Multigraph 
Company since that machine was first put 
St. Paul, Minn. 
The St. Paul and Minneapolis territory 
for the sale of the Multigraph is now i 


been 


the charge of L. F. Dow & Co.., who are 
making a vigorous campaign in that line 


Toledo, Ohio. 

Wm. E Dix 
the American Multigraph Sales Co., Toledo 
O., was married October 5th to Miss Winn1 


Loney, Sales Mer. of 


fred Stein of Saginaw, Mich 
t + " 

Che 

ports a phenomenal increase in sales during 

the 


American Multigraph Sales Co., re 


the past few months. In September 
if 


sales show an increase of 60 per cent ove 


° 


those of September, 1909, and 33 1-3 per 


cent over those of the previous month 





The last fiftee: days in September espet ial 
ly showed remarkable results, and during 
the first fourteen days of the present mont! 
the sales over-topped those of the same 
period in September by 100 per cent 


The Multigraph recently made possible 
inique newspaper “stunt.” At the Harvar 
\viation meet Hed “TI 


newspaper Ca 
\ero Daily News” was published on the av 
hour or two daily, unde 


Aeronautica 


ation field every 


the the Harvard 


society 


auspices of 
[his paper, with the exception 

a quarter page, was printed in Boston ar 
delivered to the held Her: 
under the caption of “News Up to the Min 


multi 


officers on the 


latest information was 


By using the Multigraph, th: 


ute” the 


graphed i1 


office was able to publish practically every 


thing that happened on the instant Che 
multigraph« 
, included the latest stock market 


[The daily 


d news was printed in red, 


in additio1 


reports, baseball returns, etc 


paper was clever journalistic stunt 


up-to-the-minute n¢ 


its value S al 


gan was made possible through the Mult! 
graph 
Plans for the erection of a new two-story 


warehouse have been completed by A. S 


Christ, stationer and bookseller, at Reading 


the 


Pa. The new building is to occupy 
space at the rear of the Main street prop 
erty, and will replace the one that wa 


recently destroyed by fire 











Free to Dealers 











Our new Catalog shows a complete 
line of Leg and Pedestal Desks. 


Valley City Desk Company 
GRAND RAPIDS, MICH. 


for the asking. 
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RIBBON aren News 
205, 





(By Special Correspondence.) 


Chicago, IIl. 

The Rockwell-Barnes Company manu 
facturers of typewriter supplies, have 
leased the seventh floor of the new Munn 
Building, 454-460 Wabash avenue, for a 
term of ten years 

Cleveland, Ohio. 

The Buckeye Ribbon & Carbon Com 
pany, Cleveland, report fine business and 
an increasing demand for their products 


Los Angeles, Cal. 

The Los Angeles branch of the Coast 
Typewriter Supply Company, has. been 
moved to 244 South Broadway, having 
formerly been at 32814 South Spring street 
Bert Gottlieb, manager at Los Angeles, 
will hereafter have charge of all the South 


ern California trad 


New York, N. Y. 

Articles or incorporation have been filed 
by the Hess-Hawkins Company, New York, 
to manufacture carbon paper, typewriter 
ribbons, etc. The new company is capital- 
ized at $1,000. The incorporators are Wil- 
liam W. Hawkins, 61 Chauncey street, 
3rooklyn, New York; Emil P. Hess, 89 
Stevens avenue, Jersey City, New Jersey; 
and L. E. Johnson, 115 Broadway, New 
York City 

Portland, Ore. 

Mr. Neides, representing the Ribbon & 
Carbon Company of North America in the 
North, has had a spell of illness at Port 
land, Ore., but is now well enough to send 
in some good orders. The agency for this 
line at Portland has been transferred from 
Martin & Mussell to the Northwestern 
Typewriter Company 

‘ 

The steady progress made by the Coast 
Typewriter Supply Company is indicated 
t another room has been 


by the fact thi 
added to the quarters at 660 Market street, 
six large rooms now being used. Two 
new salesmen have also been taken on in 
San Francisco, Joe H. Harder and L. H. 
Kellner. J. A. Gottlieb, head of this com 
pany, has just returned from a trip to San 
Diego, San Bernardino, Redlands and Riv- 
erside, placing agencies at all those places 
C. W. Martin of the company, is now on his 
semi-annual Northern trip 


+ 


The Ribborm & Carbon Company of North 
America, S. W. J. Matthew, manager, repre 
senting the Neidich Process Company, 
have secured new quarters at 110 Bush 
street, near Battery. The move was found 
necessary on account of lack of space in the 
former location. Mr. Matthew will spend 
the next few months in organizing a large 


and effective sales forces 














“VERIBEST BRAND” 


Carbon Paper and 
Typewriter Ribbons 











**“VERIBEST’? Carbon Paper 


Standard weight, for manifolding one to five copies. 

Medium weight, for manifolding one to ten copies 

Light weight, for manifolding one to fifteen copies. 

Six colors: black, purple, blue, red, green and brown. 

Veribest brand typewriter carbon in all weights is made from an imported 
white tissue, and instead of being surface coated, by our special chemical 
process, the coating is driven into the fibre of the tissue. 

This process of coating requires 20% more ink than other carbons 
has that much greater durability, greater cleanliness, sharper writing 
qualities, and is absolutely free from curling or flaking. 

It has a distinctive appearance, which is as great a selling point 
as its unusual merit. 

We claim for the VERIBEST brand that it— 
Has the strongest colors; 

Is the cleanest writing; 

Is the best manifolding; 

Will outwear any sheet of carbon in the market. 


you on request, will convince you of the truth of what we claim. 


**VERIBEST”’ Brand Typewriter Ribbons 


Made from the highest grade of imported cloth, and having all of the 
merit that we claim for the same brand of typewriter carbon. Record, 
copy, hectograph, rapid roller, also bi-chrome and tri-chrome. 


*“VERIBEST”’ Brand Semi-Inked Ribbons 


Made on a fine grade imported fabric, inked on one side only, 
guaranteed to be sharp writing, clean handling and cannot fill the type. 

Multigraph, Writerpress, Printograph ribbons, in three grades, 
Guaranteed full length, and wound on regulation spools. 

Our line is complete, includes everything in typewriter, billing, pen 
and pencil carbon, and ribbons for every machine and every purpose, 
at the right price. 

We would like a representative in every city, and would like to hear 
from dealers who are looking for a high grade, distinctive line of type- 
writer supplies. We can show you a good profit and will protect you in 
the way of an exclusive selling arrangement. Write us. 


GUERTIN-DANFORTH COMPANY 


611 Bulletin Building, Philadelphia, Pa. 
Factory: BURLINGTON, N. J. 


These are strong claims, but a test of the samples which we will send 





Address all correspondence to the Philadelphia office. | 
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Last month we announced the Barrett 
Adding and Computing Machine 
to the public. 


THE MERE ANNOUNCEMENT that such a machine was 
ready for the market BROUGHT US THOUSANDS OF IN- 
QUIRIES AND ORDERS from buyers and dealers from 
all over the United States and Canada. 

Tuis SuHows that the BARRETT is exactly the machine that the business 


world of today wants. We cannot fill all of the orders at once—we 
will do the best we can and our output is rapidly increasing 


WE WILL TELL you about the PARTICULAR FEATURES of the Barrett each 


month. We will tell you More about it if you will write us 


Barrett Adding Machine Co. 


142 Court St... GRAND RAPIDS, Mich. 








GET IT FIXED in your mind that the 
BARRETT is the most practical and 
efficient Adding and Computing Ma- 
chine ever built. 











If You Do Sell 


ADAMS’ 
Improved Sanitary ADDING 
Brass sssesre MACHINE ROLLS 


Then why not handle 
the, best grade? 





Hyatt) Vs . TAL 
ruens OW ane 





A brass screen allows free circulation of 
fresh air in moistening beds where Slime ¥ 
and Odors accumulate without it. 

NO RUST Stock ofjall standard sizes and qualities 


carried for quick shipment. 





A double constructed Copying Cloth, or 


healt guar new. It will interest. CHARLES BECK COMPANY 
ADAMS MFG. COMPANY 609 Chestnut Street 


PHILADELPHIA, U.S.A PHILADELPHIA 


geovescocscososoosoooooooooors CTA NELSON CORPORATION 
$ SNELLING & SON, So. Brooks, N.Y. $  DEYCLUSIVE MAKERS OF EVERY KIAD 
¥ ; AND STYLE OF 1OOSE LEAF BINDING 


ONE, TWO AND THREE COLORS 
spe stein sven to sat onier by wat $ (DEVICE FOR THE RETAIL TRADE.) 
RVLED AND PRINTED SHEETS FOR SAME 


or on rate 














Established 1893. 3 445 WELLS ST, CHICACS, ILL. V.SAD | 


» a A ee in in i nl 








(By Special Correspondence.) 


Atlanta, Ga. 


O. L. Thompson has recently moved from 
Savannah to Atlanta, in order to assume 
the agency of the Remington-Wahl Add- 
ing Machine for Georgia and Florida. Mr 
Thompson has been in the Savannah Rem 
ington typewriter branch office for the past 


| year. He is being succeeded by C. A. Gard 


ner, who came from Tampa, Florida, to as- 
sume his new duties. 
. * * 

\. E. Reaves, formerly with the Atlanta 
office of the Burroughs Adding Machine 
company, is now connected with the To 
peka agency as salesman 


Boise, Idaho. 


C. F. Paxton, formerly office manager 
of the Burroughs Adding Machine company 
in Seattle, will take the position of sales 
man in the Boise, Idaho, territory. Mr 
Herdman, who formerly had charge, has 
resigned in order to accept a position with 
H. W. Spalding at Omaha 

Cairo, Ill. 

The Dalton played an important part at 
the [Illinois Bankers’ Convention which con 
vened on the 26th and 27th ult. at Cairo 
Ill. The machine, under the clever manipu 
lation of Messrs. Howell and Burdette, won 
a host of boosting friends and a goodly 
number of future prospects were secured 


Chattanooga, Tenn. 

Frank Speicher has been promoted fron 
mechanical inspector of the Burroughs 
Adding Machine company to the positior 
of junior salesman under T. M. Jones 


Columbia, S. C. 

The latest additions to the Dalton selling 
force are Messrs. Parrott & Bowles, wh 
have taken the agency for the Dalton 
South Carolina with offices at Columbia 
Although this agency is only a matter of 


| days old, a record has been established in 


the matter of sold machines. The outlook 
for future business is reported very prom 
ising 

Houston, Texas. 


J. D. Baker has been appointed salesma: 
by the Burroughs Adding Machine con 
pany under the Houston office 


Kalamazoo, Mich. 


The Dalton company is fortunate in s¢ 
curing the services of Geo. P. Wigginto1 
who has taken the Michigan state agency 
with headquarters at Kalamazoo. Mr. Wis 
ne 


ginton is admirably fitted for the work 
now has in hand; he has an enviable re: 
of achievement back of him in the sal 
office equipment and ranks very higl 


business circles. 

















The Busy Man’s Aids 


Quality, Durability, Availability are al- 


ways in a busy man’s mind. Every 
product of our factory made from 
carefully selected materials, to stand 


hard usage 


Fulton —_— Stamp Pads 
(Pat’d. surface gives 
just the right amount of ink under 
allconditions. Cleaned and inked 
with ease, all stamp pad users ap- 
preciate its many exclusive quali- 
ties 

Fulton Self-Inking Stamp Pads 
(regular Felt) derive their popu- 
larity from superior finish, wearing 

and reinking simplicity. 

Fulton “Blite” Stamp Pad is a «‘Self- 
Inking,’’ mounted a handsome 
base 4 inch high. Having all the 
adv antages of the ordinary stamp 
pa ; a style ts own. 


wooden 


qualiti 





pad, it Nas 


Fulton Quick Dryiog ‘eas Pad 
is for the rushed man—The ink 
dries instantly 

Fulton Indelible Stamp Pads are just 
the tle to be pushed for laun- 
dry and family Linen may 
be washed as soon as stamped. 
Users of stamp pads in large 
quantities should n prices of 

vith the imprint. 

Fulton Business Outfits save 


our pad 





users 

time and mone Yonsisting o 
ndivid burrs n4 ked wo od. 

ard boxes, 

a rubber stamp of any reading can 
he made at a moment's notice 

St lit all Prices for 

Ne nore tha sizes and 

tyles in our complete line of 
Fulton Sign Markers. Ournew Out- 
line sets make the finest possible 
signs 


Fulton Daters and pore come 


Falton Stamp Pad nk, de 


colors, 


f the 
give 


unexcell er 


Fulton Opaque ink wood, glass 


metal surfaces, 
Felten Quick Drving Ink for use 
ary, Sign 
Feltee Indelible Ink guaranteed to 
give s faction. Particularly use 
ful in marking cloth, oe oa use, 
and record work. Articles may be 


ink is dry. 


All stationers should carry a line of Fulton Sign 
Markers, Juvenile Outfits, Business Outfits, Stamp 
Pads and Stamp Pad Inks. 


WRITE DEPT. 1, FOR A CATALOG. 


Fulton Rubber Type Co. 


Elisabeth New Jersey 
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Los Angeles, Cal. 
ooley, 
Adding Machine 
Bankers’ 
Los Angeles, where daily demonstrations 
were made of the 17-bank 


Burroughs 


W. W. 
Burroughs 


tended the récent 


1 
saieS Manage! IO! tne 
Company at 


Convention at 


duplex transit 
bankers 


yssibilities of 


machine The were 


greatly impressed with the pi 


ichine and several orders were re 


ceived as a result of this work 
Mexico 


\n office has 


City, Mexico. 


recently been established 


in Mexico City by the Dalton Adding Ma 
chine company, with Wm. A. Parker, a man 
of vast experience in this particular line of 
work, in command of the selling force 


Macon, Ga. 
Sale S Manager 
Machine 


acquisition to his selling force 


Georgia Dean of the Dal 


Adding 


7 7 
a valuable 


company has secured 


in Wm. N. Northrop, who has taken the 

Macon agency. Mr. Northrop is a live wire 

and his success seems assured 
Milwaukee, Wis. 

. record-breaking business is being sé 
cured by the Milwaukee office of the Bur 
roughs Adding Machine compa D 
Have m r, is decidedly enthusiastic 

the big sales that ar being ae 

\ e of more than usual int st was 
made by the Milwaukee office of the Bur 
roughs when it disposed of a $715 machine 
to the Milwaukee Coke & Gas company 

Newark, N. J. 
( s S. Wandling is new addition 
t ling f e of the Newark branch 
f the Burroug! Adding Machi om 
New Orleans, La. 
rk Woodward has been employed as 
or the Burroughs in th New 
{ )r + 
New York, N. Y. 
( f the I Ss ittract t 
he Of Appliance Sh wi! s held 
VY « ( \ Ma nS GG 
Octob 22nd t Ot] sive 
he bi the Dalt \dding M: 
mpany The booth was harge 
Dalt who was ably assist- 
rps lever 1 sti s 
le Ma Dalto1 VI ¢ y the 
( reg yvounge ch 
] erator! the orld, and " 
\ } hine wW numb enthu 
Omaha, Neb 
( I Skeels I meriy ¢ the { ¢ 1d 
g y of tl Burroughs Adding Machine 
( y, s jt d the O I g 1 
the same company 
St. Louis, Mo. 
he South Illinois offic: t Bu 
ughs Adding Machine company has been 
mi 1 to 520 Fullerton Bldg., St. | 
St. Paul, Minn. 
r. Ogilvie has been appointed junior 


ilesman for the Burroughs under the Min 


fice, with headquarters at St. Paul 
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Typewriter Demon- 


er Beet... 
Tubular Stands 


complete the usefulness and convenience 
of such office appliances as adding ma- 
chines, typewriters, envelope seal- 
ers, stampers, letter duplicators, 
eoln counting, changing and as- 
sorting machines, yeayert S mark- 
ers, phonographs, dictation and 
transoribing machines, letter cop- 
lere and other office appliance 
machinery. They are compact, sanitary, 
stronger, lighter, more rigid, and in every 
way superior to any other kind of stand 
for business office us 

4 They are made of cold-drawn, seam- 
less, steel tubing, highly finished; — 
mings nickel plated and feet are equ poet 
with yy revolving casters, that will not 
mar the floor, or with nickel plated ball 
feet, or rubber tips. 

{ The jyeeniee demonstrating stand, 
shown, has a revolving table top, which 
can be locked in position so as not to re- 
volve, permits demonstrator to show all 
sides of machine without moving from 
one position. Every retailer of these de- 
vices should have them on his floor. 

4 If youare interested in a stand that 
will increase the value of your product, 
send us your specifications and we shall 
be pleased to submit sample with quota- 
tions. 


The cuts herewith show but 3 
of a great variety of Styles, 


¥ Our stands are used by most of the 
principal adding machine manufacturers 
and manufacturers of other business office 
machinery. 


For further information and 
catalogue write the 


Fowler - Manson - Sherman 
Cycle Mig. Co. 
Lake and Peoria Sts., Chicago, Ill. 


Typewriter mounted on our Stand, 








Comptograph Agen Machine 
On our Stand. 
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Abolish “That tired feeling” TODAY 


McCLOUD BACK RESTERS are the great conservators of busi- 
ness energy. If you believe in conservation of your personal 
vitality as well as of our national resources you believe emphati- 
cally in McCLOUD BACK RESTERS. 

The special features are the easy adjustments. The 
back can be instantly adjusted forward or back- 
















ward to any required position without rising from 
the seat. The back itself can be raised or lowered 
to suit the taste. There is also an adjustable 
screw attachment whereby the seat can be raised 
or lowered to any desired point, yet revolving free- 


ly without changing the height. 


DEALERS 


You can make good money out of this line, 
whether or not you have ever handled of- 
fice furniture. 

WRITE TODAY FOR FULL INFORMATION 


The Davis Chair Company 


DEPT. 4 


Marysville, Ohio. 











INSURE YOUR 
RECORDS YOURSELF 


by purchasing equipment which is not 
only non-combustible and a fire- 
retardant, but presents a far better ap- 
pearance than wood, retains its Sealy 
polished finish longer and lasts in- 
definitely 


BERGER’S STEEL 
OFFICE FURNITURE 


also operates perfectly —will not stick, swell or 
break — is absolutely sanitary — vermin and 
rodent proot — protects your records like a 
vault — replaces any wooden cabinet or desk 
—finished in any wood finish— the most 
economical furniture you can buy. 









, 


Have you our new catalogue 
better write for 1t immedtiatel 


The Berger Manufacturing Co. 


Canton, Ohio 






Western Display Rooms 
83 Dearborn St. 
Chicago Ill. 





Eastern Display Rooms 
11th Ave. & 22nd St. 
New York N.Y, 


Agenctes in all 
pronctpal cites. 













(By Special Correspondence.) 


Appleton, Wis. 

Rapid progress is being made on the 
plant of tl Appleton Chair compat 
Appleton Junction, Wis. The exterior 
struction work on two of the buildings 


already be: ompleted and it is expe 

that the entire plant will be ready for 

cupancy by the first of the year 
Boston, Mass. 

The agents and friends of the Der 
Desk company who attended the rece 
Baltimoré nvention were invited 
Messrs. Skinner, Peabody and Dunleavy 
be guest f the company throug! 
Saturday, Sunday and Monday fol 
the conventio1 The company wer 
veyed to Bost special Pulln 
part of the program at Boston was a 
of inspection through the company’s 
tory in Somerville, and auto trips 
banque I \ ight mpl 


Chicago, III. 

What is claimed will be the m«¢ 
latial skyscraper in America and the larg: 
office building in Chicago will be erect 
on the south side of Jackson boulevard 
tending from Fifth avenue to Sherma 
street, Chicago, on which work will be bs 
gun as soon as the old one can be remove 
The estimated cost of the new building 
$6,500,000, It will rise to a height of 28 
feet above the sidewalk and will front 20 
feet on Jackson boulevard and the sam 
distance on th Sherman street and | 
avenue 

Cincinnati, Ohio. 

John Dornette, Jr., of the J. Dornett 
Bro. company, Cincinnati, spent his vai 
tion in the different eastern cities of not 
While away Mr. Dornette called upon th 
furniture trade in the interest of Dornett 
office desks, and also spent some time 
specting the different methods of street 
construction found in other cities, with 
view of possibly adopting some of then 
for the streets of Cincinnati. Mr. Dornett 
is superintendent of the Cincinnati Street 


Repair Department, aside from being 1 


1 


ested in the furniture business 
[The factory of J F, Dietz & Ce 


is running steadily every business 


Steady growth in the demand for Diet 
office desks comes in from all parts 
United States and America and als 
foreign countries 


Des Moines, Iowa, 

Messrs. Darwin, Dixon and Wilhelm 
Des Moines, will conduct in the Ewing 
Building, 911 Locust street, as soon as 
building is completed, a first-class furniture 
business. Home furnishings will not re- 
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ceive the whole attention of the company, 
but office furniture and furnishings for bs ” 
theaters will also be carried Send for Catalog K 
Evansville, Ind. 
Manager William Elles, of the Evans 























ville Desk Company, has been kept very | A 
busy since he returned from the springs at [| ™ Yonae en 2 6 
Okawville, Ill., several weeks ago The fresoaus toon YOU NEED ! 
factory is running steadily, and the demand or re Lia Tone | A roe —_ W 
for the factory’s fine line is good -“eue., || BINDER | ; A 
Fond du Lac, Wis. ee — : 

[The Muenter Manufacturing Company, ae eS yibee ck a 9 
of Fond du Lac, Wis., manufacturers of fur ° ° — tala cee 4 E 
niture, has been organized by Otto Muen The Torsion Binder wf a = 
, ; . . 4 Huch Came CAR CT. | 
a “a c pretence i pa oy a a Best for Reading Tables and Libraries oe in dda stg R 
cocane tek tensed the old chen 01 ae and for Telephone Directories Newspaper Files and Racks 
msin Art Cabinet Company 

iy oA r a pitty * 














Green Bay, Wis. 


7 . . : . rove 
The Green Bay Show Case Works, Green - 


4 Em 
Pa at. 4 pindet 
y ‘ olls 
Bay, Wis > has added two large glue presses BK 7 






Feady fort 


to its equipment. Ezach of these new press i 
jon met Pap 





Ss wo tons ers, 7 
es weigh more than tw n : 








| aa- COPYRIGHT 


New York, N. Y. 
A $3,000,000 hotel in New York. which | The Emerson Binder Eyelets, Washers, Hangers, Tin Mount- 


ing Strips— Small Specialties in Brass 


will have a distinct feature, is to be erected Improved—Better than ever 

on Greenwich street Almost all of the A low-priced file which will bind and Sheet Metals of all kinds. 

rooms will be supplied with office desks and anything. 

writing machines, and a corps of stenog- We make to order Loose Leaf Devices of all kinds. We make to order Vertical 

raphers will be stationed’ in the office of Guides. Plain and Tab Cards from your stock, or we will furnish stock. Indexes made 
, , Ses ie ; to _, onde r Loose Leaf Indexing, Punching, Eyeletting, Scoring, Creasing, Wire 

the hotel, who will be at the command of titching, Numbering, Pamphlet Wor rk, Die Cutting of Paper and Metal Specialties. 


the guests 
New Martinsville, W. Va. BARRETT BINDERY CO. CHICAGO 
Thompson & Muhleman, of New Mar 
tinsville, W. Va., recently suffered a loss by 
fire, in which their four-story building and 
nearly all the contents were destroyed. In 











reporting the fire the company states that 
their Mr. Muhleman, who occupied the 
third floor, had his private library in Globe 
Wernicke sections. The cases had to stand 
the water from the hose, and while the 






= Here’s a 


units were taken out the next day pretty 
well scorched, the books were dry and un- 
lamaged 
Philadelphia, Pa. = 
7 No. 38. Selected Quartered Oak 


* sample of the 
= mt tables built by 
Not all the D-8% Units made by the ym: 36” x 72” $18.00 


St. Johns. 
Globe-Wernicke Company go for pocket- “a 


A snappy pattern, you say, leader that has proved its 
pretty sure to please the _ efficiency for many dealers. 


size book editions \ prominent society 
lady of Philadelphia has just purchased an 
Art mission section to keep in her boudoir 


busines ooking for g« 3 : 
for slippers and shoes. She had a shelf put | usiness man | oking fc 3 5 rod Our design book will tell you 
in for her dancing shoes of different shades, | goods at a moderate price. how and why we furnish St. 
o she could make a selection quickly with- | Johns quality at St. Johns 
ut rummaging around the closet floor r ai ae di : 5 

. | You will find that this table prices — and shows our com- 


Port Warmagus, Wa. is sturdily built; put together _ pjete line of patterns, includ- 
F. A. Dennett, president of the Wiscon- , 


sin Chair Company, of Port Washington, | with strong bolts, and finished ing stacks of tables with 
Wis., is at the head of a company which is | to withstand the constant _ special stub legs for conven- 
being Sermse€ at Sheboygan, Wa, fee Ge | use of the busy office. It'sa _ ient display. 


manufacture of art furniture and novelties 
St. Johns Table Co., Cadillac, Mich 


=: 








[he company will erect a large factory 

building, having already purchased a site. 

Rockford, III. 

The Rockford Desk Company has moved | 

into its new quarters and are now in a | 
position to push their line in a more ener- 







} 
| 
| 
getic fashion than ever. The desk plant of | 
this company is one of the largest in the | 


city 








——=FOR——= 














QO Years 


We have enjoyed constant pros- 
perity through selling right 
goods under right methods at 
right prices. 


WHY NOT STOCK A LINE OF 


OUR “or GOODS 
YOUR BOXES? 


Build upon a brand or trade- 
mark of your own! It elimi- 
nates competition and enables 
you to fix and maintain prices. 


Are you not getting tired of 
promoting other people’s goods 
to the profit of some cheap com- 
petitor? Look about, can you 
find a single large, prosperous 
concern who have built and 
maintained their business upon 
some other man’s controlled 
brand? 

We are specialists in imprint 
goods, will attend to all the de- 
tail and will furnish goods at a 
price which will enable you to 
realize larger profits. At the 
same time the pleased customer 
will come back to you every 
time! 

Let us send samples and our 
plan. It leaves you absolutely 
free in every detail. 








New Process Carbon Papers 
and Inked Ribbons 


for every known purpose. 





Contract work a Specialty. 








U. S. Typewriter 
Ribbon Mfg. Co. 


Sansom & 8th St., Philadelphia, Pa., U. S. A. 
Cable Address, MUSTR. 
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(By Special Correspondence.) 


Abilene, Tex. 
Harry O. Brown, local agent for the Oliver, 


is doing fairly well, despite an almost total 
failure of the cotton crop in territory sur- 
rounding Abilene. 
. s 
J. H. Hurxthall, Oliver Traveler, made his 
initial trip to this territory, succeeding N. T. 
Sandefur, transferred to Colorado, traveling 
out of Pueblo, Colo. 
+ . > 
Local agent Brown placed two Olivers re- 
cently with Simmons College and a new 
“Printype’ Oliver with Assistant Post Master 
J. B. Heitchew. 


Atlanta, Ga. 

L. Gray, Dean of the Atlanta sales force of 
the Oliver, does not know what the word can’t 
signifies. He is certainly demonstrating this 
daily. 

. a > 

From the general appearance of business at 

this time, the month of October bids fair to 


be the largest month in the history of the 
Atlanta office of the Oliver Company. 
> > > 
S. Parrish, formerly a district superintend- 


ent, with one of the largest insurance com- 
panies, with headquarters at Raleigh, N. C., 
has severed his connection and is now selling 


Olivers in Atlanta. The first day out, Mr. 
Parrish brought in an order. 
. . . 


Cashier J. C. Futch showed his Royal spirit 
recently by assisting one of the salesmen in 
landing three deals in one morning, and also 
landed one of his own prospects. Although 
he has been a member of the Royal band only 
about three months, he has already proved 
himself a live wire. 

. . o 

All the salesmen of the Atlanta office of the 
Oliver typewriter agency won their “Quota 
buttons’’ during the month of September. 

> . 7 
employment department of the Oliver 
still continues to supply the wants of 
office man in a satisfactory manner. 
. . > 

Thomas W. Reese of the Oliver agency says, 
“It is like taking money from a baby to sell 
Oliver typewriters in DeKalb county, Georgia.”’ 

Allentown, Pa. 

M. E. Klopfenstein, Royal salesman formerly 
at Allentown, has been transferred to the 
country territory under personal supervision of 
Manager Johnson of the Philadelphia office of 
the Royal company. The good work done by 
Mr. Klopfenstein in the Allentown territory 
is responsible for his promotion. 

Albany, N. Y. 

J. W. Burnett, who was formerly Royal deal- 
er in Schoharie county, has joined the force of 
the Royal company at the Albany office. He 


The 
agency 
the busy 


will now devote all of his time to Royal in- 
terests. 
> > * 
The Albany office of the Remington Type- 


writer Company has engaged G. S. Dygert as 
salesman in their central territory. Mr. Dygert 
who, by the way, is a brother of the manager 
of the Calgary, Alberta, Remington office, has 
for the past seven years been manager of a 
large dry goods store in St. Johnsville, N. Y¥ 
He has entered into his new duties with a 
great deal of enthusiasm and if he shows the 
qualities of his brother he will make a highly 
successful Remingtonian. 
Aldemere, British Columbia. 

R. C. Bean, local Oliver agent at Aldermere, 
British Columbia, delivers machines by dog 
team in the frozen North He reports that it 


costs forty cents a pound to deliver machines 
by this method. The territory is impassable 
except by dog team 


Baltimore, Md. 
Howard. of the Baltimore force of 
congratulated on the fine 
work he is doing His steady work is making 
an effect which is worth while. 
Berlin, Germany. 

Having completed her fifth year of Reming- 
ton service under the Remington Typewriter 
Company’s Berlin representatives, Miss A. Bor- 
chardt has entered the Five-Year Group of the 
Remington Roll of Honor. 

Berne, Switzerland. 

The Swiss representative of the Remington 
Typewriter Company, Anton Waltisbuhl, placed 
his services at the command of the American 


Warren 
the Royal is to be 


delegation to the recently held International 
Railway Congress at Berne. So keenly did 
they appreciate his courtesy that J. L. Taylor 





special agent of the American Railway Asso- 
ciation, recently wrote the Remington Type- 
writer Company a letter expressing this appre- 
ciation on behalf of the entire American dele- 


gation. 
Birmingham, Ala. 
A. J. Abellini, who for a number of years 
was connected with the Moneyweight Scale 


Company and the Angldile Scale Company, has 
joined the sales force of the Remington Type- 
writer Company's Birmingham office. He has 
been assigned to the Northern Alabama terri- 
tory and in that territory has made a splendid 
start which promises well for Mr. Abellini’s 
success as a Remingtonian. 

od > 


purchasing twenty-one 

Model 10 Remington Typewriters the Wheeler 

Business College, of Birmingham, inserted a 

half page newspaper advertisement announcing 

this addition to their typewriter equipment. 
Boston, Mass. 


Immediately after 


The youngest member of the Boston force 
of the Royal is little Royaline, a dainty iittle 
lady who wandered into the repair room one 


day lately and made a bee line for the shipper, 
Carl Pease, and jumped into his lap. In spite 
of the early fall mildness of weather, she was 
clad in a full set of grey furs, reaching to 
her feet. A saucer of milk and scraps from 
the various lunches satisfies her appetite, but 





Cc. K. YOUNGBLOOD, A ROYAL HUSTLER, 
WHO HAS RECENTLY BEEN MADE MAN- 
AGER OF THE ROYAL’S ALBANY OFFICE. 


she seems to keep a weather eye on the rats 


also. Carl has gone “clean dippy’’ over her. 
. > > 
Miss Agnes Whiting, of the Boston branch 
of the Oliver Company, recently received a 


five-year service badge. 
. > 


John L. Shea, James C Hugunin, J. D. 
Walsh, Fred R. Crooks and R, B. Lamson are 
recent additions to the sales organization of 


the Oliver Typewriter Company. 
> + > 


Assistant manager Floyd A. Drake of the 
Oliver Company reports great interest in the 
new Printype with which Oliver typewriters 
may now be equipped He predicts that the 
use of Printype Olivers in Boston will steadily 
increase 

. > J 

The Oliver employment bureau is rendering 
most efficient service and this year is estab- 
lishiny a new record in the number of posi- 
tions satisfactorily filled. 

Bradford, Ohio. 

Rev. H F. Beck has two religions His 

gospel fits the spiritual needs of mankind, and 


eare of their commercial re- 
Beck was so successful with 
home town, Bradford, 
entire terri- 


his Uliver takes 
quirements Rev 
the Oliver agency in his 
assigned the 


Ohio that he was 
tory of Drake ounty, with the exception of 
Greenville 

Brooklyn, N. Y. 


Barr, of Brooklyn, 
Hill, 


The names of Andrew W. 


and Joseph W Goodwin, of Richmond 
New York, appear among the directors of the 
Dealers’ Mutual Typewriter Company, of New 


York City, just incorporated with the Secretary 


of State, with a capital of $100,000 Other in- 
ecorporators are W. F. Laskowski; West Hobo- 
ken, N. J and F. I. Nichols, White Plains. 
The company will manufacture and deal in 
typewriters 
Buffalo, N. Y. 

The Buffalo office of the Royal Typewriter 
company has recently arranged with W E 








Browning, of Wellsville, N. Y., to represent 
them in that thriving little city. Mr. Browning 
is proprietor of the City Bookstore and is re- 
garded as one of Wellsville’s most substantial 
business men 

> . . 

The Buffalo force of the Remington Typewrit- 
er Company recently added the name of one 
of its members to the Five-Year Group of the 
Remington Roll of Honor This was the name 
of Albert Wallenhorst, who for five years has 
ably and faithfully served the Remington cause. 

> > > 

R. A. Walters of the Buffalo office of the 
Oliver, exercising his usual excellent judgment, 
recently took unto himself a better half and 
his co-workers in the Oliver cause indicated 
their approval of his action by presenting him 
with a sterling silver carving set. Pending the 
time when it will be engaged in the regular 
work for which it is intended we understand 
that Walters anticipates using it to carve new 
Oliver records 

* * 7 

Cupid has been busily engaged in the ranks 
of the Buffalo Oliver force recently. Miss Mae 
Fennell, of the office force, has also entered the 
matrimonial arena thereby conferring great dis- 
tinction on a certain Mr. Vishion. Her Oliver 
associates indicated their approval of her ac- 
tion with a suitable memento 

> * * 

An order for 27 No. 5 model Olivers just se- 
cured by the Buffalo office of the Oliver makes 
a total of over 100 new No. 5 models sold with- 
in the past few months to the Larkin Co. of 
Buffalo. This concern maintains a very accur- 
ate card record index in connection with their 
typewriter equipment and they recently wrote 
the Oliver Company that the records show re- 
markably few repairs for Oliver machines, 
whose maintenance cost they therefore find 
comparatively low. 

. > 

G. R. Manning, S. G, Lewis and W. M. Die- 
trich are traveling the straight and narrow 
Oliver path in country territory out of the 
3uffalo office. C. I. Hunn has entered the ranks 
of the city force. All have been thoroughly 
inoculated with the Oliver doctrine and have 
started out auspiciously. 

Burlington, Vt. 

J H Faught, traveling representative for 
the Oliver company with headquarters in this 
city, covers his territory by automobile. He is 
enjoying a most gratifying business, showing 
a substantial increase over any preceding year 
in that territory Mr. Faught is the dean of 
typewriter representatives in the state of Ver- 
mont 

Budapest, Hungary. 

A recent entrant into the Ten Year Group of 
the Remington Roll of Honor is Miss Marie 
Wagner, who for ten years has been connected 
with the Remington work under the Budapest 
Remington representatives 

Carthage, Mo. 

Cc. H. Frankenberger, who is about due for 
a five year service badge from the Oliver com- 
pany, resides in Carthage, Missouri, and is 
known as “Old Steady.”’ No higher compli- 
ment could be paid his ability and personality 
than the fact that he has traveled this terri- 
tory continuously Frank “suttenly’’ wears well. 

Cardiff, Wales. 

H. W. Thompson has been appointed succes- 
sor to W. J. McNab in the management of the 
Remington Typewriter Company’s Cardiff office. 


Mr. McNab was obliged to leave Cardiff on ac- 
count of ill health and has been transferred to 
the London Remington selling staff. 
Casper, Wyoming. 
The Casper Mercantile Company, dealers for 
the Oliver in Casper, Wyoming, have been very 
successful in their typewriter business this fall, 


and report a splendid outlook for the balance of 
the year 
Chicago®, Ill. 

Having rendered the Remington cause able 
service for ten years, Miss Anna Phelan, of the 
Remington ‘Typewriter Company’s Chicago of- 
fice, has entered the Ten Year Group of the 
Remington Roll of Honor 


7 * * 
A brief statement which means much, recent- 
ly received at the Chicago office of the Royal: 


‘Enclosed find check in full settlement. Ship 
ten regulars Northwestern freight. Rush. H. 
L. Godfrey.’’ 

. * * 

W. E. Howard, of the Chicago office of the 
toyal Typewriter Company, after an absence of 
many months from the Royal fold, is responsible 
for the statement that it is twice as easy now 
to sell Royals as it was a year ago, and there- 
fore he expects to sell twice as many. 

- oe * 


W. J. Burkhart, who recently joined the Mon- 
arch force in Chicago, was placed in the ‘‘ma- 
chine-a-day”’ class, for the month of Septem- 
ber. Mr. Burkhart is a systematic hustler. 

7 . . 


L. B. Wyckoff, manager of the Chicago Mon- 
arch office, is congratulating himself on the 
business done during the month of September, 
which was nearly double the business of any 
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TYPEWRITER DEALERS 


Everywhere are interested—in low PRICES and STOCK. We Lead in Both. 
WE CARRY AN IMMENSE STOCK OF 


“VISIBLE” 
WRITERS 


or otherwise. 





REBUILT 


or 


‘In the Rough’ 


We will mail promptly TO ANY DEALER 


OUR SPECIAL WHOLESALE LIST 


Including L. C. Smiths, Olivers, Underwoods, Remingtons, Smith Premiers, etc. 


Our large Stock enables us to make PROMPT SHIPMENT. 
Get in Touch With Us. PRICES and SERVICE right 


TYPEWRITER EMPORIUM 


(Largest Independent Dealers in the World) 


Established 1892 92-94 LAKE STREET, CHICAGO. 














THE MAN WHO BUYS 


AMFIL PLATENS 





knows he 

is giving his 
customers 

the same grade 


of platen 





that he would get 














He knows 

it is 

factory grade 
from core to 


circumference 


STRAIGHT FROM THE FACTORY 
DEALERS: We can save you Money 


AMES @ FILSTEAD 


332 Dearborn St., Chicago 
1649 Champa St., Denver 











108-110 Duane St., New York 
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Start 
a business 
of your own 








Have you the ambition to forge 

ahead, to make the most of 
your opportunities, and are willing 
to work, and work hard. 


We have a plan that will 
enable you to start a 
business of your own. 











We can place you in a position 

where you will not have to 
worry about losing your job next 
pay day, and wh re your income 
will be sure, and will increase with 
the passing of the years. We can 
help you to build up a_ business 
that will be permanent, one that 
will insure you a steady income as 
long as you live. We offer you 
an opportunity to becom indepen- 
dent. Hundreds of our represen- 
tatives have built up an ever in- 
creasing business, and you can do 
the same. 


All we ask is that you are hon- 
est and willing to work. 


Write us today, and we will 
send you full particulars. 

















The Dodge Company 


MAKERS OF 


TYPEWRITER RIBBONS 
CARBON PAPERS 


Syracuse, - N. Y. 
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other one month during the history of the Chi- 
cago office. 
* J . 

George Colton, recently a Monarch repairman, 
has taken charge of a territory and promises 
to be as good a salesman as he was a repair- 
man. Mr. Colton is better equipped to sell 
Monarch typewriters than many of the more 
experienced salesmen. He has worked from the 
ground up and has a technical knowledge of the 
machine as well as experience in selling. 

> _ *. 


new cashier at the 
Klehfoth resigned. 


Glen Hamilton is the 
Oliver company’s office, vice 
Mr. Hamilton was promoted from assistant 
cashier, Chicago branch. Mr. Klehfoth §re- 
signed to engage in a business enterprise of his 


own in Richmond, Indiana, 
Cincinnati, Ohio. 

The Oliver boys are making great headway 
with the new Printype machine. Say “Good 
morning’ to one of them and the chances are 
you will get a reply “‘Why, hello, Bill—have you 


seen the Printype?’’ Then you're in for a dem- 


onstration. 

« . > 

Monthly Quota Assignments among the Oliver 

city salesmen frequently bring forth curious 
comments. For instance, “Nix on that quota- 
I'll double it or eat my hat.” “If make my 
Quota by the 10th, may I take an afternoon off 
and go to the football game?” ete. 

. 7 > 


Hamilton has been promoted from the 
assistant cashier of the Chicago 
the Oliver Typewriter Company 
Cincinnati branch office of 


G. L. 
position of 
branch office of 
to be cashier of the 
that company. 

> > > 
Zimmerman of the 
Company, Cincinnati, 


Smith Premier 


Manager - 
believes in 


Typewriter 


promotion where advancement is merited. He 
has just transferred Messrs. C. A. Reinhart and 
Wm. Homan, who have faithfully served the 


Cincinnati, Smith Premier office as repairmen 
for a number of years, to the sales department. 
Both men are now covering country territories. 
They have succeeded in securing good business 
during the time they have acted as salesmen. 
Mr. Homan attended the Public Night High 
School while in the repair department, graduat- 
ing with the class of 1909 with high honors. 
7 * 
number of boosters among the 


The postmas- 


ters in the Cincinnati territory of the Royal is 
remarkable, and their good work has helped 
sell a number of machines. 
Cleveland, O. 
G. W. Donovan has been added to the travel- 
ing force of the Cleveland branch of the Oliver 
Typewriter Company. Mr. Donovan is a hustler 


and there is no doubt about his making good in 


his new territory 
. > > 
C¢. A. Bollinger, foreman of the repair depart- 
ment of the Oliver T'ypewriting Company's 


Cleveland, is back at work after an 


branch at 
He reports himself as in good 


attack of quinsy. 


condition to resume his duties and to finish the 
work which has accumulated during his recent 
absence. 
= > * 
Manager H. W. Pratt of the Smith Premier 


Typewriter Company's Cleveland office has re- 
turned from an extended rest and pleasure trip. 
He visited the company’s branch offices at Bal- 
timore, Washington, Norfolk, Providence, Bos- 
ton and New York City, and gathered much in- 


formation at these offices which he expects to 
use for the benefit of his own office He found 
on his return that business had been excellent 
and the prospects for October were splendid. 
. > o 
H. M. Betts, superintendent of Oliver agen- 
cies, was a welcome visitor recently at Oliver 
headquarters in Cleveland. 
> . * 
Centennial week of Cuyahoga County was a 


gala week for Cleveland and the business people 
vied with each other in decorating the business 
centres and keeping open house for entertaining 
visitors. In typewriter circles the Oliver head- 


quarters were especially attractive and the 
management and office force were kept busy 
receiving their friends and callers; in the mean- 


time doing a brisk business. 
€ « . 


Messrs. Branson and Young have united their 
strength with the already strong Oliver city 
sales force 

. > > 

The new Oliver headquarters in the Columbia 
Building, Cleveland, is not excelled by ary type- 
writer office in the great central west 

Copenhagen, Denmark. 

Fifteen successful years spent in the service 
of the Remington Typewriter entitle Valdemar 
Hansen, a member of the Copenhagen Reming- 
ton organization, to entry into the Fifteen-Year 
Group of the Remington Roll of Honor 

Dansville, N. Y. 
Agent Hall, Dansville, N. Y., 
monthly that he possesses real 


demon- 


Local 
Oliver 


strates 
talent. 


Dayton, Ohio. 
Adam Cole is becoming a prominent factor in 
the 
genial 


Dayton. Mr. Cole’s 
cordial reception 


field at 
insures a 


typewriter 
personality 


and instant audience wherever he goes. It isn't 
every typewriter agent who has the nerve to 
place his orders for ten machines at a clip—but 
Mr. Cole knows how to do it. 

Delhi, N. Y. 


The Royal is represented at Delhi, N. Y 
Albany territory, by J. E. Harper, who carries 
a complete line of stationery and supplies, 
is in position to bring the Royal to the attentio: 
of the business men of his city. 

Des Moines, lowa. 

C. E. Sandberg, formerly Oliver agent at Des 
Moines, Iowa, is now traveling for the san 
company in Nebraska territory, 

*. > * 


and 


A new member of the Remington Typewriter 
Company’s Des Moines sales force is Archibak 
Robertson, who formerly had charge of the Nor 
folk territory of the Richmond Remington office 


Mr. Robertson is a Remington salesman wit! 
fine record and he is confidently expected to add 
to that record in his new Des Moines field 

* > * 

J. Greenfield has been placed in charge of 
Royal branch at Des Moines, Iowa, under tl 
Chicago office 

> . . 


The record of thirty-three Royals for Septem 
ber, his first month in the Des Moines territory 
made by Jack Greenfield, speaks well for the 
sterling selling qualities of that gentleman 

Detroit, Mich. 

Mr. Stevens, the Detroit Royal salesman, wit 
his sanctimonious style won over six Methodis 
ministers to his way of thinking recently and 
sold them all a machine. 

. 7 


The Detroit organization of the Remingt 
Typewriter Company was recently joined by) 
A. S$. Champion, who for some time has beer 
prominently identified with typewriter work ir 
the service of another company. He was ir 


charge of the Detroit sub-office of this compan 
at the time he decided to enter Remington serv 
ice. Mr. Champion is a great enthusiast on the 
Remington with adding and subtracting at- 
tachment proposition and has taken up his new 
work in a manner which bespeaks selling ability 
in keeping with his name. 

7 * . 


Another recent addition to the Remington 
Typewriter Company’s Detroit sales force is 
Julius C. Ayres, to whom a city territory has 
been assigned Mr. Ayres has had extensive 


experience in cash register and adding machine 
selling work and his record in these lines prom 
ises great things for him as a member of t! 
Detroit Remington sales force 
> * . 
member of the 


sales force of 


A third new the 
Remington Typewriter Company's Detroit office 
is Walter J. Brean, who will cover a centra 
city territory of that office Mr 3grean has a 
fine record as an insurance salesman and the 


Detroit Remington boys confidently expect hin 
to make good as a member of their organizatior 
* * * 


Number Four among the new men recent! 
added to the Remington Typewriter Company's 
Detroit sales force is Owen O. Oviatt, who fo 
merly was a successful solicitor for a mercan 
tile agency Mr. Oviatt will cover one of the 
Northern Michigan territories «f the Detroit 
Remington office. He takes up his new work 
with enthusiasm and manifests the energy n 
determination which count so heavily in su 


cessful salesmanship. 


Douglas, Wyoming. 


W. F. Mecum, who held the Oliver agency 
at Douglas, Wyoming, several years ago 
renewed his allegiance with that company 


splendid business 
Eureka, Cal. 


is doing a 


E. J. Curtin, who recently left the sales for 
of a large safe company to join the Oliver o1 
ganization, has been sent to cover Eureka, Ca 
and surrounding territory, and is proving him 
self a very successful salesman in his new line 

Ft. Dodge, lowa. 

H. C. Colie, formerly local agent for the Oli 
ver at Hudson, Wyoming, is now traveling for 
the Oliver with headquarters at Fort Dodge 
Iowa 

Ft. Smith, Ark. 

L. E. Gowin, who formerly covered an Illinois 

territory for the Oliver typewriter has beer 


Arkansas wit! 
Based upon past 
handsome show 


transferred to northwestern 

headquarters at Fort Smith 

accomplishments, we predict a 

ing for Mr. Gowin in his new field. 
* > . 

Book well-know! 


Pape-Ingeberg Company, a 


stationery house at Ft. Smith, Ark., have taker 
the local agency there for the Oliver typs 
writer. This enterprising firm, it is believed 


will make a success of the agency, as they have 


been very successful with their numerous oth- 
er lines. 
Fort Wayne, Ind. 

Selling Remington typewriters in Fort Wayne 
must be a highly profitable calling for Mr. Hunt 
who has charge of the sub-office in that terri- 
tory under the Indianapolis Remington office 
He travels around in his own automobile in 


making his calls upon customers and prospects 











Gaysville, Vt. 
L. E. Reed who is very successfully handling 
the local agency for the Oliver typewriter in 


this city and Rochester, is receiving the con- 
gratulations of his friends on his recent mar- 
riage, whi took place in Ludlow, Vermont, in 
October 


Gloucester, Mass. 

R. D. Marshall & Co., have recently secured 
the local sales agency for the Oliver typewriter 
in Gloucester and they are starting a campaign 
which will undoubtedly result most satisfactorily 
The Marshall company is one of the well-estab- 
lished business concerns of Gloucester and may 
be congratulated upon the addition of this 
profitable line to their rapidly-growing business 

Grandville, lowa. 

N. J. Glesener, formerly a newspaper man 
and local agent for the Oliver at Grandville, 
Iowa, is now traveling for the Oliver in the same 
territory 

Greenville, O. 

R. S. Tracy, manager of the Oliver company’s 
branch office at Cincinnati, called on Z. T. Dor- 
man, the Oliver agent at Greenville, a few days 
azo and carried away five orders for immediate 
shipment 

Groton, N. Y. 

Frederick G. Burton, sales manager of the 
Standard Typewriter Company, Groton, New 
York, made his first trip to Florida recently. He 
expressed himself as being delighted with Jack- 
sonville and other portions of the Southland 
He was favorably impressed with the thrift, so 
ipparent among he people of that territory 

Hamilton, Ohio. 

Messrs. Brown & Whitaker, the Oliver agents 

it this place have recently traded out the entire 


I 





typewriter equipment of the Columbia Carriage 
Company and put in Olivers This makes an 
»ther exclusive Oliver user to add to the Hamil- 


ton list 
Hartford, Conn. 

A substantial portion in the increase of Hart- 
ford’s population can be traced to the small 
army of employes in the Underwood factory. All 
of them live in Hartford and most of them have 
families Their number has increased stead- 
ily each year, and when the enlarged plant is in 
operation Many more workers will be needed 

* . s 

F. C. Riedell, who recently joined the Hartford 
force of the Royal Typewriter Company, makes 
his headquarters at Norwalk, and reports to 
the New Haven branch Already he has dem- 
onstrated the Royal to every business man in 
the city of Norwalk, and sold a number of 
them Manager King says Riedell is just the 
kind of man he has been looking for 

i 

E. W. Wilson, who has been a member of 
the Royal's Hartford force but little over a 
month, keeps the office busy inspecting and ship- 
ping machines, and a porter and an express 
man busy delivering 

Houston, Texas. 

A. P. Friedlander, of Barron & Friedlander, 
Royal dealers at Houston, Texas, spent several 
days at the New Orleans office recently, getting 
pointers in best methods of demonstrating and 
selling the Royal, with a few instructions on 
mechanical matters. 

Hobart, Okla. 

R. H. Saunders, the irrepressible Oliver man 
out of Hobart, Okla., has moved his family to 
that point and is going to build a home with 
Oliver money, which Saunders negotiates in 
chunks each month. 

Indianapolis, Ind. 

E. A. Cox, the war-horse of the Oliver office 
had his full month’s quota in by the thirteenth 
and that’s “going some.” 

- . . 

Things are sure on the boom around the Oli- 
ver office this month and all the Oliver boys 
feel confident of being able to put one over on 
Atlanta with whom they have a contest. 

* * > 





The Indianapolis News have recently installed 
a dozen new Printype Olivers in their editorial 
department 

Ilion, N. Y. 

A pleasing reminiscence of the recently held 
convention of Remington typewriter branch of- 
fice managers is afforded by two gifts which 
were made recently. One is the gift of a silver 
buckle to each of the twelve young ladies from 
the Remington typewriter factory who waited 
upon the convention delegates at luncheon at 
the Foremen’s Club House at Ilion on the first 
day of the convention Each buckle bears the 
name of the young lady to whom it was pre- 
sented. The other gift was that of a drum 
major’s baton with silver head and ferrule which 
was presented to the Remington Typewriter 
Band in recognition of the concert rendered by 
the band which was another enjoyable incident 
of the above mentioned luncheon. Both these 
gifts were made collectively by the members of 
the convention 

Inverness, Scotland. 

The Remington Typewriter Company’s Glas- 

gow branch has opened a new sub-office and 
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Fully Repaired Machines 
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R F PA | R from us for only $3.50 oyer the ‘‘rough"’ price? Y All our machines, 
in addition to being completely repaired, are benzine cleaned, 


re-aligned, have new platens, and are all re-striped and re-varnished. 


. “ You can't get as good a job anywhere else oy earth for the money. 
§ Send for price list for all machines in the rough, or better still, 


, ‘ a + 1 | + ne 
give S a triai order at once 


M F N T SOLD TO THE TRADE ONLY 













bd 69 Dearborn Street, CHICAGO 
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Parts 
Platens 
Tools 
Supplies 


Company 


Make 


for every conceivable 
purpose. They are 
JUST RIGHT, and 
that’s why THEY SELL 


For All Typewriters 
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) AMERICAN TYPEWRITER EXCHANGE 













The Frank Bayer 


88-90 Centre Street, NEW YORK CITY 


Inked Ribbons 








ILLUSTRATED CATALOG 


No. 12 IN FOUR CARBON PAPER AND RIBBON 


MACHINERY 


Hard Finish Carbon Machinery 


LANGUAGES 








Thorp & Martin Co. 15 years’ experience 





80 Queen St. BOSTON 


London, E. C. U. S. A. JOHN WALDRON COMPANY 





NEW BRUNSWICK, NEW JERSEY 
































TURTON’S 


SPRING CUSHION 
TYPEWRITER FEET 


The ONLY DEVICE for Reducing Wear, Noise and Vibration 


—Attached directly and securely to the machine and becom- 
ing an actual part of it, taking the place of the solid r ver feet. 
Absorbing all jar and NOT CAUSING KEYBOARD 
VIBRATION 
Made specially for each particular make and MODEL on 
which it is to be usex 


*“‘DROP-LOCK”’ DESK ATTACHMENTS 


line Irom 
on the 
















Allow free action and instant removal of the max 
lesk Remember the “Spring C1 P 
machine whether it is being used in the desk or elsew 
; Exclusive agency to live dealers. Simply get permission to put them on and they sell themselves. 
have no REAL competition. 





C. M. TURTON, Pat., and Mfr. 
ROBERTSON & WILHITE, Selling Agents, 214-215 Henne Building, Los Angeles, Cal. 
Eastern Headquarters to be established shortly. 





We 








oy 
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TYPEWRITER PLATENS REBUILT 
Recovering 50c; $40.00 per 100 TYPEWRITERS 


Under 100 M Over 100 M 
Remington No. 6 and 7..$20.00 $25.00 
Smith-Premier No.2 and4 20.00 25.00 
CE ML, 6 6s wee Gb ea 22.00 27.00 


Finished Platen covers ground on dead true Under 27M Over 27M 
steel mandrels shipped to any address prepaid L.C. Smith No.2....... 30.00 35.00 
upon receipt of 50c each or $40.00 per 100. 76 to 100M Over 100 M 
We use the best grade of air cured rubber Underwood No.4....... 40.00 45.00 


ALBRIGHT BROS. REBUILT TYPEWRITER CO. 
801 HOLLAND BUILDING, ST. LOUIS, MO. 

















Perfect Practically Perfectly Practical 








The Nott Gravity Clamp 
and Dust Proof Pad for Typewriters 
is a Perfect Outfit 


q This is not a joke; gravity is the soul of IT. Standing directly under a falling 
brick, you will be struck by the force of gravity and the brick. Watching th 
NOTT GRAVITY CLAMP work on a drop-head desk, you will be struck by the 


force of gravity and the unerring accuracy with which it causes the clamp to 


operate 
q The DUSTPROOF PAD fills a long felt want It is a felt pad covered on top 


with patent leather, from which the dust and dirt can be freely removed with 
cloth or a soft brush 


g This is a live proposition and a dead cinch. Try it out; if vou can find a fault 
1 


other clamps, reducers and pads 


1 


we are listening. Read what is claimed for all 
the good points they make apply to our outfit, but we do NOT have to stop there 
our outfit possesses additional advantages making it perfect from the point of 
view of the Operator, the Employer, the Typewriter Manufacturer and the Ri 
pair Man 

@ Do you want to handle an easy seller on a big commission? 

q We are now ready to introduce this device to the public and need AGENTS 
everywhere, preferably those experienced in marketing typewriter supplies. Send 
$2.00 for samples of clamps and pads, and state your qualifications and territory 


desired. Money returned if no deal results 


Nott Specialty Concern 
501 Roanoke Building 


























Chicago, IIl. 

















A Trial Means A Sale 
OPERATORS WILL NOT GIVE THEM UP 
The Chase Shock and Sound Reducers 
and Spring Clamp 
WILL YOU GIVE THEM A TRIAL? 
SAMPLE—CATALOGL 2 SA FPN te any Stationer, Sup; 


J. L. CHASE MFG. CO. TOLEDO, OHIO 






For All 
Typewriters 
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school at Inverness, that interesting city i 
Highlands of Scotland. This brings the number 
of Remington offices in Scotland up to five. Eacl 
of these five offices maintains a well condu i 
and well patronized Remington school. 

Kansas City, Mo. 

H. W. Moore, recently local agent for the 
Oliver Typewriter Company at Morrison, Okla 
now traveling in Kansas, is making a success 
in the new field 


an @ 
O. S. Starkey and Miss Lucy Rix of the K 
sas City branch office of the Oliver Typewr 
Company, have received five year service badge 
recently. 
= > . 


Manager Hancock and the Oliver organiza 
tion at Kansas City, are justly “chesty ove! 
the Kansas City office which is one of the hand 
somest and best appointed typewriter offices ir 
the country Old style furniture has been re 
placed with the latest sanitary furniture and 
this, with the handsomely decorated roon 
makes it indeed a swell proposition ind 
bunch of Missourians stand ready to “show 

. > > 





Nebraska territory is being handled from 
Kansas City for the Hammond Typewriter 
Company by Earl C. Rochette. A highly capa 
ble and efficient representative, is the man who 
takes the orders up there He is popular wit! 
his customers because he believes and lives the 
idea that taking the order is only the first stey 
The sale, in his.opinion, is never complet 
til the customer is a satisfied user Lo f 
big results from Rochette and the Hammond in 
Nebraska this winter 

a . 

D. A. Wishart, after six weeks in St. Mary’s 
Hospital, Kansas City, is again on his Kansas 
territory, looking a little “peaked,” but ~ l 
of Oliver enthusiasm as ever 

* ¢ « 

The Oliver organization takes its |} oO ‘ 
Clark Ruhlman, of the Kansas City force. Clark 
has the distinction of having acquired his entir 
quota for the year 1910 and threatens to ddult 
it To see Clark hiking up the Ninth street 
at the rate of six miles an hour means t 
is going to come down again with the order 

7 > . 

The Northern Kansas field for the Hammon 
Typewriter Company at Kansas City is being 
taken care of by William M. Gardner, a th 
oughly experienced and capable salesmar 
though new in the typewriter business Mr 
Gardner is a man of dignified and pleasing 
dress, a hard worker and a gentleman in every 
respect He believes heart and soul in ma 
chines and is bound to make good 

= * 


it 


The Five-Year Group of the Remington R 
of Honor has received a new name fr the 
Kansas City Remington office Fred Cov 
office, having recently completed his f 
in Remington service 

* > > 

W. L. Goodman of the Kansas City org 
tion of the Oliver Typewriter Company, r i 
the assistant general manager’s quota 
teen days He is now receiving the 
lations of the company 

. * 

W. H. Hart, of the Kansas Oliver 
tion, recently returned to his territ 
his annual siege of hay fever 

* * > 

H. D. Wilcox, the Oliver man, has |! 
ferred fror i traveling position in Kans 
take charge of Oklahoma City Mr. W is 
the distinction of being a quot buttor inne! 
for the entire year 

* * * 

The Kans Citv office of the Ro 
has increased its traveling force by 1 g C 
H. Fuller ? Western Nebraska | ‘ has 
started off at a pace that means su ss 

oo > >. 

J. R. Blether 1 Royal machine a d man 

in the Wichita territory until nt 


has been transferred at his request to N 





Kansas. with headquarters at Kansas City 
There is something about the latter place that 
seems to make a hit with Blether 

* > . 

J. H. Howerton, who was formerly shi it 
the Kansas City office under Walter Warren 
and who served in that capacity c & tle f 
a vear, is now back to his first love ! ‘ 
benignly from behind the cashier's f 
the Oliver office 

. > > 

J D. Welcl the poet laureat of the 2) 
organization, recently manager of the Sy} 
sub-office is been transferred to K sas C 
and is now assistant manager there “Tay Dee 
as he is popularly known, avows tl t rt 
west is a wonderful country but seem t 
get back home 

. * > 

Five vear service badges were recent ward 
ed Miss Lucy Rix and O. S. Starkey f the 
Kansas City Oliver forces Miss Rix s f t 
tite and proficient secretary to Manage Har 
cock and Mr. Starkey is the superinte1 nt of 
the Oliver repair department 

* * * 

Manager T. E. Hancock, of the Kar s City 

Oliver branch office, has recruited a wonderful 


sales organization Mr. Hancock takes Ww 








around the circle, visiting his salesmen on their 
territories and enthusing his local sales agents. 
The present month he has visited the Oklahoma 
boys, and his visit has given a wonderful im- 
petus to the “October round-up.” 

J > * 


The assistant general managers’ quota, same 
being a special quota considerably higher than 
the regular office quota assigned salesmen, was 
acquired during the month of September by six 
Oliver salesmen out of the Kansas City office. 
The winners were W. L. Goodman, R. H. Saund- 
ers, C. H. Frankenberger, C. S. Ruhlman, H 
D. Wilcox, and J. C. Good All of the gentle- 
men were presented with expensive tokens by 
ticord Gradwell, inaugurator of the A. G. M 
special quota 


= . - 

Messrs. P. A. Stark, C. S. Ruhlman and R 
C. Oliver, of the Kansas City force, all report 
it most satisfactory business during the sum- 
mer seasor This trio is a splendid ong and are 


out for a new record the coming season. 
LaFayette, Ind. 

A former Remingtonian who is again doing 
good work for the Remington cause is Mr. Buser, 
who was a Remington Typewriter salesman for 
awhile in 1907 in the La Fayette territory. He 
resigned to go with another typewriter concern 
and shortly after this he left the typewriter busi- 
ness. Last June Mr. Buser learned there was a 
Remington vacancy in the La Fayette territory 
and promptly applied for and secured this posi- 
tion. Since again taking up Remington work he 
has been making good in decisive style. 

Lake Charles, La. 

Messrs. Leon & E. A. Chavanne, Lake Charles 
representatives of the Monarch company, are 
making elaborate preparations for a display of 
Monarch typewriters, supplies, etc., at the Cal- 
casieu-Louisiana Fair, to be held in that city 
from November 22d to 26th. 

Lamar, Mo. 

Miss Ora Van Pelt, the Oliver local repre- 
sentative at Lamar, Mo., recently had a booth 
at the Barton County fair and delighted crowds 
with her expert demonstrations of the Oliver 
machine Incidentally a great many orders 
were enrolled, a number of the machines going 
into rural homes. 

Lawrence, Kansas. 

R. M. Morrison, the Oliver local agent at Law- 
rence, Kansas, has been doing a _ crackerjack 
business the past season and threatens to com- 
pletely Oliverize the university town. Mr. Mor- 
rison has been the Oliver agent there for a great 
many years 

Lawton, Okla. 

Cc. S. Kreider, who totes the Oliver in extreme 
southwest Oklahoma, has sold more typewriters, 
according to the population of territory, than 
any typewriter man in the business. Kreider 
makes his headquarters at Lawton and is a con- 
scientious, hardworking salesman of which the 
organization is proud. 

Liverpool, England. 

Five years’ faithful service have added the 
name of Miss L. Thomas, of the Remington 
Typewriter Company’s Liverpool force, to the 
Five-Year Group of the Remington Roll of 
Honor 

Louisville, Ky. 

The Louisville office of the Remington Type- 
writer Company has recently been attracting 
crowds to its window by a novel and highly in- 
teresting display. This consists of two large 
hemisphere maps of the world, each forty inches 
in diameter Upon these maps different colored 
routing tacks point out the location of the 465 
Remington Typewriter salesrooms scattered all 
over the world From these tacks various col- 
ored strings are stretched, the free ends of which 
are attached to a Model 10 Remington type- 
writer in the front of the window. A highly at- 
tractive and a most striking window display is 
the result, a display which halts passersby, de- 
livers its message, and sends them away with 
an increased appreciation of the vastness of the 
temington Typewriter organization. 

. . + 


J. E. Ginandt who has had charge of the 
Louisville, Ky., office of the L. C. Smith & Bros 
Typewriter Company, has accepted a position as 
city salesman with the Smith Premier Type- 
writer Company, Cincinnati, O. Mr. Ginandt 
will undoubtedly make a success in his new 
field 

Lima, Ohio. 
The Reed Brothers’ Electric Company have 
} 


issumed the local agency for the Oliver type- 
writer in Lim Ohio The way they are start- 
ing promises to eclipse ill typewriter records 


in that city 
. * . 

A. O. Morehead, a recent addition to the city 
sales force of the Toledo office of the Oliver 
Typewriter Company, is making the older type- 
writer men of that city “sit up and take notice.” 

Los Angeles, Cal. 

The Union Typewriter Company has been in- 
orporated in Los Angeles with a capital stock 
of $10,000, by J. B. Hawkins and T. C. and 
L.. M. Wood 


Marlboro, Mass. 
F. B. Estabrook, local sales agent for the 
vewriter, is corralling some good busi- 
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Typewriter Ribbons of Quality and Repute 


World and Tuxedo Brands 


As lasting as 


The Pyramids 


They will present a well-balanced combination of colors, fabric and skill. 
, Dealers—Write today for our proposition. 


241 Center Street 


The International Carbon Paper Co., fiw York, G's. a. 
THE BOCK COMPANY, Western Agents, 17-21 Quincy St., Chicago 
QUAKER CITY OFFICE SUPPLY CO., Philadelphia, Distributing Agents for Pennsylvania 
CENTRAL TYPEWRITER SUPPLY COMPANY, Kansas City, Mo. 
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GET OUR LIST 


of REBUILT and SLIGHTLY 
USED TYPEWRITERS 


At Remarkably Low Prices 

We make a specialty of machines of the 
lesser known makes, Also, we are inte j 
most in orders from dealers who do not carry large 
stocks of Rebuilt Typewriters but who preler to 
order ONE or TWO at a time 


WRITE FOR FULL PARTICULARS. TELL US 
WHAT YOU NEED. 


Plummer & Williams, 
postal Telegraph Blidg., Chicago, Ill. 














NOISELESS AUTOMATICS 


Give the typewriter, 

Better Sound, 

Better Touch, 

Better Action, 

Better Appearance, 

Better Wear, 

Better Control, 
And they never wear out. Every typewriter 
cabinet should be fitted with this excellent 
system of attaching and detaching the ma- 
chine. Thoroughly automatic. Cushions are 
invisible, sanitary, permanent. The only 
scientific setting for the typewriter in cab- 
inet use. 

Send for illustrated booklet. 


Typewriter Economy Co. 
Tribune Building. - NEW YORK 
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RIBBON DEPARTMENT 


A particular ribbon for a particular machine 
—that is the secret of ribbon making success. 


We have studied every prominent machine 
separately, found by actual experimenting the re- 
quirements demanded, and then made a ribbon 
specially for that machine. We go even further 
—every run of ribbons is tested on the machine 
for which it is made, and the imprint com- 
pared with our standard. This all means extra 
care and extra work, but it also means a better 
ribbon. 

Our ribbon department is growing rapidly. 
Every order is filled promptly, no error in mark- 
ing boxes, spools to fit the several typewriter 
machines are used. Bichrome ribbons which 
are right. We want to prove that it will pay you 
to give us your ribbon account. 


Please Write for 
Free Samples 


MANIFOLD SUPPLIES CO. 


A. L. FOSTER, President 0. G. DITMARS, Vice-Pres, 


188-190 Third Avenue, BROOKLYN, N. Y. 








ness. This year will prove a record breaker 
since the establishment of this progressive 
agency. 

Mason City, lowa. 

Ed. W. Clark, Oliver agent at Mason City, 
Iowa, reports with the assistance of traveler 
Parish a splendid volume of business during 
October. 

Maysville, Ky. 

The business public in this town are wide 
awake to the fact that Vaughan S. Norman is 
handling the Oliver. Mr. Norman doesn’t let 
them forget it for a single moment, and this 
energetic publicity campaign is beginning to 
bear results as gratifying to Mr. Norman as it 
is satisfactory to the company. 

Memphis, Tenn. 

The field department of the Royal Typewriter 
Company is now actively pushing ahead the 
Western Tennessee district. C. S. Burrows, a 
machine-aeday man from the Detroit office is in 
charge of the territory, with headquarters at 
Memphis. This is a field that has been hardly 
touched by the Royal, so Mr. Burrows has an 
unusual opportunity before him. 

> > * 


By ably serving the Remington cause for five 
years P. M. Welch, of the Remington Typewriter 
company’s Memphis force, has won entrance to 
the Five-Year Group of the Remington Roll 
of Honor. 

. 7 - 

N. F. Milnor, formerly salesman in the Chi- 
cago branch office of the Oliver Typewriter 
Company has been promoted to take charge of 
the Memphis office. 

Milwaukee, Wis. 

Milwaukee's first Socialistic mayor, Mayor 
Seidel, has recently installed a No. 10 Reming- 
ton Typewriter in his office. 


W. C. Kreul, president and general manager 
of the William C. Kreul Company, Milwaukee, 
representative of the Oliver typewriter and well 
known office furniture concern, has been ¢.ected 
secretary and treasurer of the Milwauke® Riding 


Club. 
” sd . 


The Royal Typewriter Company has opened 
new Milwaukee headquarters at Room 1, Hath- 
away building, with Joseph S. Mineau in charge. 
Heretofore the Royal has been handled in Mil- 
waukee by the H. H. West Company, the well 
known stationery house. 

Minneapolis, Minn. 

L. S. Donaldson & Company, of Minneapolis 
has added to its typewriter equipment four new 
Model No. 5 Olivers. This makes fourteen 
Olivers in this store, and some of them have 
been used for eight years continuously. 

7 > . 


Recent additions to the traveling force of the 
Minneapolis sales division of the Oliver Type- 
writer Company include C. W. Wiedrick, W. C 
Bovae, P. W. Reidhead, F. G. Mageau and W 
W. Markwood. 

> . > 

A former Remingtonian, J. E. Scanlan, has 
returned to Remington service, having recently 
taken charge of an important territory of the 
Minneapolis Remington office. Mr. Scanlan’s 
former Remington service lasted for a number 
of years, during which time he had charge of 
the Ottawa and Rockford sub-offices under the 
Chicago Remington office. He re-enters the work 
with the expressed determination of making up 
for the time lost while away from the service 
He is an able and a vigorous worker and a suc- 
cessful career is confidently predicted for him 
as a Remingtonian in the Minneapolis district. 

> > > 


Another new salesman of the Minneapolis 
force of the Remington Typewriter Company is 
H. D. Hoyt, who has spent a number of years 
in typewriter selling work in the service of com- 
peting companies. Mr. Hoyt takes up Reming 
ton work in Western Minnesota. He is intensely 
enthusiastic over the models 10 and 11 Reming- 
ton typewriters and has started off in an ef- 
fective manner to coin that enthusiasm into 


orders. 
> > > 


Ricord Gradwell, second vice-president of the 
Oliver company, was a welcome visitor at the 
Minneapolis branch office last month 

. > > 

I. T. Pope, formerly with the Oliver, is again 
in the harness, back in his old territory in Min 
nesota. He is doing fine. 

> > 


Salesman W. W. Markwood, though a new re- 
cruit in the Oliver service, is doing great things 
- > > 


Floyd St. John, Oliver manager at Minneapo 
lis, spent several days on the Iron Range. 
> > > 


Oscar Olson, the Oliver traveler, is the proud 
possessor of a quota button; same having been 
won as a result of his first month’s work 

Mankato, Minn. 

E. H. Freeman, the Oliver salesman with 
headquarters at Mankato, has a new boy He 
says he will soon be running the Oliver. 

Monroe, La. 

Dug T. Miles, of Monroe, La., is a newly ap- 
pointed representative of the Monarch company 
in that city 
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Morrison, Okla. 

Another case of the advance of the Oliver 
local agent is the fact that H. W. Moore, who 
was the Oliver representative locally at Morri- 
son, Oklahoma, has been given a road position 
in Kansas. 

Muncie, Ind. 

J. Earl Fouts was recently appointed Oliver 
agent at Muncie. The favorable recognition 
which the Oliver already enjoys in Muncie will 
afford a splendid foundation for Mr. Fouts’ best 
efforts. 

New Orleans, La. 

E. L. Soniat, of the New Orleans Royal office, 
is a talented linguist, and speaks fluently in 
French, German, Spanish, English and N’Aw- 
lins. His knowledge of languages enables him 
to go after a class of business that is practical- 
ly lost to other typewriter salesmen, and the 
result is he has things pretty much his own 
way among the non-English speaking popula- 
tion. He has been especially successful among 
the ’Cadians, a class of people peculiar to New 
Orleans and vicinity. 

- . . 

A Remingtonian who has recently shifted the 
scene of his endeavors is Mr. Minton, formerly 
a salesman in the Muncie territory under the 
Indianapolis office, who is now doing splendid 
work as a member of the New Orleans sales 


force. 
. © * 


The addition of C. G. Medine, who for several 
years has held a responsible position with a 
local city bank, to the Royal ranks, is of inter- 
est to his many friends. Mr. Medine has been 
placed in charge of the Shreveport office and is 
very enthusiastic over his prospect. 

New York, N. Y. 

T. J. A. Markey of the New York Monarch 
sales office is building up a good business in his 
territory. 

* aa 

The latest visitor to the Remington Type- 
writer Company’s home office from abroad was 
Carl E. Alma, manager for Austria under the 
Berlin Remington representatives. It gave the 
New York department great pleasure to meet 
Mr. Alma, who spent considerable time both in 
the home office and at the factory at Ilion. 

* 


The New York office of the Remington Type- 
writer Company contributes one change and one 
addition to the Remington Roll of Honor this 
month. Miss L. S. Wilson, of the New York 
force, has entered the Ten-Year Group, and Miss 
M. Schramm, also of New York, has entered the 
Five-Year Group. 

. 7 + 

In the window of the New York sales office 
of the Monarch Typewriter Company is being 
displayed a solution of the Teddy Bear puzzle 
recently distributed by this company. The so- 
lution is done in water colors. It is attracting 
considerable notice. The artist who produced 
this work is a young man connected with the 
United States Hydrographic Office, Washington, 
D. Cc. It is the company’s intention to display 
this solution in other cities later on. 

. * 


E. J. Ellison, Royal dealer at Portland, Ore., 
visited the home office at New York recently. 
He was accompanied by Mrs. Ellison. A feature 
of their visit was a hundred mile automobile 
ride through the streets and boulevards of the 
city, tendered them by Mr. Morris. 

* . * 


The secretary and general manager of the 
Remington Typewriter Company, . BE. Van 
Buskirk, received a genuine surprise recently in 
the gift of a handsome chest containing 164 
pieces of beautiful silver. This was presented 
to him by the branch office managers of the do- 
mestic Remington organization, forty-nine in 
number. Mr. Van Buskirk knew nothing of this 
until the gift was delivered and to say he was 
surprised and delighted is a very inadequate 
expression of his feelings. 

> 7 > 

J. C. Chamberlain, who formerly represented 
the Poughkeepsie district for the Monarch Type- 
writer Company, has been called higher up and 
is now assigned to one of the best territories in 
the Metropolitan district. Already the result of 
the change has been noted from the number of 
times he has been ringing the bell. 

w « * 


W. S. Garvey held the leadership in the 
New York office of the Monarch for September. 
Bill has been a typewriter man for a good 
many years, and has some large records to his 
score in former years, but in September he fair- 
ly brought the orders in in bunches. 

. . * 


Cornelius Callaghan is one of the latest addi- 
tions to the New York office sales force of the 
Monarch, having been transferred from another 
branch of the company’s service. The proposi- 
tion occupied by Mr. Callaghan was both re- 
sponsible and remunerative, but being ambitious 
he could not resist the call of the sales organ- 
ization where the opportunities were so good. 

> ~ * 


Frank H. Hubbard, formerly of the Monarch 
Typewriter Company at Bridgeport, has met 
with great success, and Manager Alexander is 
much pleased with the results. 

. . * 


No. 5 of Vol. 2 of ‘‘Remington Notes’’ made its 
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Development 


Some smiled when we first advertised that 
we were the largest manufacturers of Carbon 


| Paper in the world. They wanted proof—they 
H} got it. 

| We obtained that position by giving our 
| customers exactly what they wanted and keep- 


14 Years of Factory 
| 
| 


| 
} 
ii ing every order up to standard. 

We manufacture a complete line of Carbon 
ii Papers and sell only through the dealers. 


We place dealers in a position to com- 
pete with the manufacturer who sells direct. 


We have an organization and a factory 


| 
| which enables us to fill an order of any size 
within 24 hours. 


/ 
We are prepared to give this kind of service 
ii to every dealer. Even if your competitor han- 
dles our line, it will pay you to know it. 

| 


Write for samples. 


A. L. FOSTER, President 0. G. DITMARS, Vice-Pres. 


) 188-190 Third Avenue, BROOKLYN, N. Y. 
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INDELIBA 
CARBON PAPER 


The favorite of business men wherever 
clear, distinct records area necessity. 


INDELIBA 
TYPEWRITER RIBBONS 


Give satisfaction where satisfaction is 
hardest to get. 


INDELIBA 
SUPPLIES DEALERS 


Find that the line makes friends, 
where friends mean profit and big 
repeat orders. 


WRITE FOR SAMPLES AND PRICES TODAY 

















INDELIBA 
MANUFACTURING Co. 





Rochester, 
N. 7 
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appearance on November list. This is a most 
interesting issue of this popular publication of 
the Remington Typewriter Company. It is pro- 
fusely illustrated and attractive from every 


standpoint. 
7 . > 


John Purdy, foreman of the Monarch repair 
department, says that he has handled a lot of 
typewriters in his life, but that he never before 
had to hustle to get out orders as he did in 


September. 
. * . 


Since putting on the market the new Model 
No. 3 Monarch machine, the number of men 
employed in the repair department of the New 
York sales force of the Monarch Typewriter 
Company has been in inverse ratio to the busi 
ness done—sales increasing, number of repair 
men employed decreasing. The No. 3 Monarch 
certainly is standing the racket 

7 o - 


J. B. England has come back to the Monarch 
fold, and judging from what he has already 
done, great things may be anticipated. 

Te « 


The New York office of the Monarch Type- 
writer Company has recently been giving more 
attention to their supply business, with the re- 
sult that sales of Monarch carbon paper and 
typewriter ribbons have almost doubled. 

- * > 


Miss Anna McCullough, of the New York 
branch office of the Oliver Typewriter Company, 
has recently received a five-year service badge. 

= * * 


J. F. Ramsey, who on August 31st closed his 
fourth successful year with a cash register con- 
cern, has joined the Oliver forces, city sales 
division. 
* . . 

Cashier F. M. Farnsworth, of the Oliver Type- 
writer Company’s New York office, spent his 
vacation in St, Louis, near Belleville, Ili 


Oklahoma City, Okla. 

H. D. Wilcox, justly termed “The Wizard,’ 
travels out of Oklahoma City, has devel- 
oped into a truly wonderful salesman, for the 
experience he has had in the business, and 
threatens to make the Oliver factory ‘‘smoke 
up,’’ despite the fact that it has been working 
nights of late 


who 


Omaha, Neb. 

The Omaha Oliver office recently received an- 
other order for typewriters from Lusk, Wyo 
They report that this is perhaps the strongest 
Oliver town in proportion to population in the 
United States. The last census gives Lusk a 
population of 180, and during the agency of S 
\ Zallinge there have been in the last three 
vears twenty-five machines sold in that place. 

* > * 


W. W. Jennings, who has been traveling for 
the Oliver in southern Nebraska, has been trans 
ferred to the city of Omaha and is enjoying the 
same splendid success in city business that he 
has always received in the country. 

7. * + 


Carey Morgan has been transferred from as 
sistant manager of the Oliver office at Kansas 
City to assistant manager of the Omaha branch 
and the genial Mr. Morgan is already making 
his presence felt in the Omaha field. 


Peoria, Ill. 

The largest volume of business ever secured 
in central Illinois is being forwarded from the 
Oliver typewriter office at this time. The entire 
sales record for the year 1909 was beaten to a 
frazzle on Sept. 30th. The remainder of this 
year promises to loom up like a ray of sunshine 
when the bell rings on Dec. 31st. 

. 7 + 


The entire sales force of the Oliver typewriter 
office are proudly adorned with the “Quota But- 
ton.”” The sign of success looms up on eact 
and every lapel. All to a man will fight to a 
finish to retain same until the last of the year 

* . * 


Company, sales agents for the 


R. S. Smith & ‘ 
Monarch Typewriter Company in Peoria, did a 
fine business during the month of September 


ympany are an up-to-date typ: 


R. S. Smith & Cr t 
are certainly getting the 


writer concern and 
business. 


> . > 
Philadelphia, Pa. 
A very little lady came to make her |} yme 
with Cashier Swigert, of the Oliver’s Philade 
Mr. Swigert reports 


phia branch, in August. ( 
that Miss Margaret is growing and that it 
not be long before she will be calling on 
employment department for a position. 

? - ” 

Local Agent Phillips. of Williamsport, Pa.. has 
recently placed the Oliver in the Potts Business 
College, Williamsport, and also with the Board 
of Education of that city. 

> * * 
A well-known Philadelphia Remingtonian, W 
H. Olney, recently completed his tenth year of 
service under the Red Seal standard and has 
entered the Ten-Year Group of the Remington 


Roll of Honor 


will 
the 


> * . 

Miss C. Louise Griffiths returned September 
Ist from a three months’ tour abroad, and 
many interesting stories to tell of the wonder 
ind beauties of the land across the 











Miss Griffiths did not forget the Oliver whil« 
abroad 
* > * 

The Oliver “Cyclone of Luzerne County, 
Herr Oberrender, has circularized the entire 
county of Luzerne, Pa this summer and ex 
pects to reap a good harvest this fall. 

* * 7” 


The Philadelphia office of the Royal Type 
writer Company reports the sale of typewriters 
to eight schools within the past month. 

* « > 


The Monarch gained considerable fame dur- 
ing the world’s series baseball game at Philadel 
phia recently in that the news section was sup 
plied with Monarch machines. The visiting 
newspaper men were thoroughly pleased with 
the arrangement. 

Pittsburg, Pa. 

F. H. Walker, who has made an excellent rex 
ord with the Pittsburg office of the Royal, has 
been transferred to Washington to assist Man 
ager Conrard in the government departments 
Mr. Walker is a pleasant mannered man who 
makes friends wherever he goes, and the gov 
ernment business is just the kind of proposi 
tion he likes to handle 

. * . 

Miss McMeeken, employment department 
manager of the Monarch Pittsburg office, mads 
a record for the month of October in the num- 
ber of beginners placed in new positions. 

= * > 


Manager Schuneman of the Monarch office 
made a fiying trip to Chicago on the 23d. Some 
one said ‘“‘The Cubs’ were beaten on that 
day 

Providence, R. I. 

Thomas Brady, the special billing representa- 
tive at the Underwood office, has returned to 
New York after giving the salesmen a thorough 
training in the billing end and the billing ma- 
chines 

* + + 

President Neilan, of the Neilan Typewriter 
Exchange, received several large orders for his 
new typewriter display cases, while attending 
the Business Show at New York. 

t * * 


Mr. Essex, the popular Remington city sales 
man reports that business is very fine with him 
so far this fall 

7 > 

The business colleges in this city all report 
large increases in number of students this year 
over previous years and many colleges have 
found it necessary to increase their typewriter 
equipment 

> * * 

Mr. Knopp. manager of the Underwood office 
says that August, September and October have 
been record breakers for business for the Provi 
dence branch 

* > * 

Louis Schneider, city salesman at the Under- 
wood office, recently purchased a fine home in 
Edgewood, in one of the fashionable residen- 
tial sections of Providence. This shows that 
prosperity has been following Schneider. 

> * * 

David Rees, a salesman for the Underwood 
company. recently took a business and pleasure 
trip to New York for a few days. 

* * * 

Manager Griffen of the Monarch Typewriter 
Company, is keeping up a heavy campaign and 
says prospects are good for a record in sales 
this year 

Pretoria, South Africa. 

The Five-Year Group of the Remington Roll 
of Honor has a new member in Herbert Martin 
Francis, of the Pretoria Remington office, who 
recently entered this group upon the comple- 
tion of five years’ able service to Remington in- 
terests 

Racine, Wis. 

The Wisconsin and Upper Michigan branch 
of the Monarch Typewriter Company, Andreas 
Bothe, manager, has just placed a consignment 
of twenty-five Monarchs with the Wisconsin 
Business College of Racine. Several of thess 
machines will be distributed among the school’s 
branches about Wisconsin. The Milwaukee office 
of the Monarch has also secured an order for 
the entire typewriter equipment of the Phoenix 
Chair Company of Sheboygan, Wis. 

* > > 

Frederick Robinson, formerly with the Wis- 
consin Business College at Racine, Wis., has 
heen made manager of the Racine branch of the 
Monarch Typewriter Company, under the Mil 
waukee office 

Richmond, Ind. 

Geo. Eckerle is pushing Oliver interests to the 
front with all the energy and enthusiasm which 
is characteristic of Oliver agents in general 
Mr. Eckerle seems to be the man for the place 

Rochester, N. Y. 

The Royal Typewriter Company gave a good 
exhibit at the Third Industrial Exposition rs 
cently held in Rochester. 

Rutland, Vt. 

John McDonald, of Rutland, Vt., who has been 
associated with the Underwood Typewrite’ 
Company in that territory, has located in Pitts 
field, Mass., where he has opened a brancl 
office for the Underwood company 
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RIBBONS @ 
CARBONS 


Our Blacks are Black 
deep 
trons 


and 


absolute 
non-fading 


Listen:= 


A large percentage of the typewritten records 
made four or five years ago are today only so many 
blank sheets because the typewriting machines were 
equipped with cheap ribbons. 





































Work produced by cheap ribbons will fade in 
from six months to six years. Work produced by 
Buckeye ribbons will last as long as the paper on 
which the work is done 


Cheap ribbons may do as pretty work as Buck- 
eye ribbons, but they lack permanency, durability, 
real value. 


Are your records valuable? Are they gradually 
disappearing from mortal view, getting dimmer 
and dimmer with each succeeding year? Wouldn't 
it pay you to investigate ? 


Want to know more about good ribbons—the 
really non-fading kind? Ask for our folder, “ The 
Making of a Buckeye Ribbon.” Free, of course, 
but worth money to you. 





Dealers with an object toward building up a strong 
ribbon and carbon business should write us at once 
for samples and prices. A thorough test of our 
goods will convince you of their excellence. 


The Buckeye Ribbon and Carbon Co. 


311 St. Clair Ave , N. W., Cleveland, Ohio, U. S. A. 
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WE SELL 
TO THE 
TRADE ONLY 


Some Facts in Which Every Dealer is Interested 


} ist. We carry a very large stock of all makes of typewriters. 
| 2nd. We are receiving additional large shipments daily for the Fall trade. 
3rd. We do not draw any stock for retail use, and therefore give dealers 
the advantage of a selection of all stock received by us. 
4th. Every machine is guaranteed to be complete with all parts and in 
good bright condition from use. 
5th. We can supply you with first class machines at right prices. 
If you have not received our latest price list write for it at once. It 





will interest you. 
We invite you to call. If you can’t call write for our special prices 
for the Fall trade. 











B. D. Underwood 
Typewriter Exchange 


171 Randolph Street, 
CHICAGO, ILL. 






























DO YOU SELL 


The Typewriters’ 
Automatic Tabulator? 


If you do, all well and good. But if you do not, we want you to write 
us at once and learn about this little exponent of attractive typewriting. 

We have something of real interest-——an inexpensive article—price only 
25 cents—of merit sufficient to warrant the careful consideration of every 
dealer in typewriter supplies and every commercial stationer. It is meet- 
ing with success in all parts of the country. The logical thing for you to 
do would be to introduce it in your own community 


DESCRIPTION vertically or horizontally. The Tabulator 

The Automatic Tabulator is a celluloid | © en applied to any kind of 
rule, on the front of which are two scales | YOT* GOn€ on a typewriter 
corresponding to the scales on a type T ] a 
writer, and on the reverse side is marked A UNIQUE ADVANTAGE 
the distance between single space lines on 
one edge, and the distance between double 
space lines on the other. By this means 
headings can be centered instantly and 
the work can be accurately spaced either 
















The Typewriters’ Automatic Tabulator 
IS unique in that there is not another 
device on the market of its kind, or for 
the same purpose, nor has there been. It 
is fully protected by patents 


Time ts valuable—do not put this matter off but write 
us today. Introduce the Tabulator in your locality. 


THE TABULATOR COMPANY 


STEELVILLE - - : MISSOURI 




















San Francisco, Cal. 

J. Gunzendorffer, manager of the Typewrito- 
rium, Inc., reports the arrival of the new 1911 
model Stearns machines, on which that com 
pany is now working with great success. Large 
orders have been received from several prom 
inent business houses. 

. . + 

Cc. J. Browne, who opened the San Francisco 
office of the Underwood Typewriter Company 
and has managed the Coast territory, has beer 
transferred to Salt Lake City, Utah. It is not ex- 
pected that he will remain at Salt Lake after 
things are put in order, but will probably be 
employed to open branches at other important 
points. Mr. Browne has been replaced at San 
Francisco by M. Campbell, who has won some¢ 
distinction during the last three years as man 
ager of the Los Angeles branch. Mr. Campbell 
occupied his new office on Oct. 1, after spending 
a month here to familiarize himself wit! the 
field. 


R. E. Revalk is now handling the Standard 


. . * 


Folding Typewriter, on which he has been doing 
considerable advertising. 
es 6 s 


E. N. Bartlett, Coast manager for the Smit 

Premier, has just returned from a trip East 
. = > 

The San Francisco ‘Bulletin’’ recently in 
stalled in its office an entire outfit of Olive: 
machines, placing its order for thirty 

Seattle, Wash. 

Application has been filed with the city build 
ing department of Seattle for a permit to erect 
a forty-one story building, to cost about $2 
000,000. L. C. Smith, the well-known typewrite 
man, will be responsible for its erection. Whe 
completed this will be the tallest structure west 
of New York and the second highest in the 
world. 


’ 
n 


* > > 
The sales force of the Royal at Seattle e 
joyed a little dinner the first week in October 
at which time the Royal League was organized 
with the following officers: Royal Chief, A 
Greenfield; Royal Brave, R. E. Lindley; Royal! 
Scribe, R. L. Nichols; Royal Sixty-five, C. W 
Johnston. A general good time was enjoyed, as 
well as an abundance of enthusiasm generated 
in addition to the already generous amount All 
look forward to the next meeting of the League 
with as much interest as the Royal Sixty-five 
is looked forward to and enjoyed 
+ 7 + 
Cc. W. Johnston. who is a new man in the 
Royal game, has joined the forces in the Seattle 
territory. Although new to the typewriter busi- 
ness, he has shown a spirit and an ability that 
means much for Royal interests in that section 
a” * * 
Seattle claims to have the tallest man in the 
employ of the Royal Typewriter Company. He is 
. F. Ames, who has recently taken charge of 
the bookkeeping department. He measures six 
feet three inches in his stocking feet. Who 
ean beat it? 


> * > 

Kenneth Barker, W. C. Brvant. V. B. Chatten 
and C. A. Ryan joined the North Pacific Coast 
Oliver sales organization during the early part 
of September The results of their work are 
already being felt 

Shawnee, Okla. 

W. L. Goodman, he of the “Uncle Jos! 
Spruceby”’ spiel and the “Sunny Jim” smile 
now in his seventh year with the Oliver com 
pany, makes his headquarters at Shawnee 
Okla., and has a considerable slice of Oklahoma 
commonwealth as his territory 

Shubert, Neb. 

J. F. Shubert has taken the Oliver agency for 
Shubert. Neb., and reports two sales the first 
day he held the agency. 

Sioux Falls, S. D. 

The Will A seach Printing Company 
Sioux Falls, S. D have just taken up 
agency for the Oliver in that city. 

Springfield, Ohio. 

The Springfield Office Supply Company ar 
waging a most energetic Oliver campaign, which 
is resulting in an extremely optimistic outlook 
for the immediate future. 

* - 7 

Royal dealer F. L. Brock, of Springfield, Ohio 
is demonstrating that he can work at a rate 
of speed worthy of admiration. Everybody ir 
the town knows F. L. Brock and what he is 
doing. Intensity and speed are what count 


Springfield, Vt. 

W. H. Wheeler & Son, who have been local 
sales agents for the Oliver typewriter for some 
vears, have a most attractive Oliver window 
display. With the co-operation of traveler 
Faught some good business has been secures 
from Springfield 

Spokane, Wash. 

C. D. Griffin has been promoted from Com 
mander Division B, general sales division of the 
Oliver Typewriter Company, to take charge of 
the Spokane office of that company. J. D. Welcl 
who formerly held the position, has been given 
charge of the Kansas City branch office 














Bert Coughran, after a sojourn in the Lewis- 
ton, Idaho, territory, is now on city work in 
Spokane, and has struck his old gait. 

© + 4 


St. Joseph, Mo. 

The many friends of genial George McIninch, 
secretary of the Combe Printing Company, St. 
Joseph, Mo., will be pleased to learn that he is 
convalescing after an operation for appendi- 
citis Mr. MclIninch is the local Oliver repre- 
sentative at St. Joseph and is placing a great 
many macnines., 


St. Louis, Mo. 


W. L. Kimble, a frequent quota button win- 
ner of the St. Louis office of the Oliver type- 
writer company, recently entered the ranks of 


benedicts. The young couple are making their 
home at Litchfield, Ill., and are receiving the 
congratulations of their many friends. 

. * 


L. H. Stoner, the original ‘‘Arkansas Travel- 
er’’ of the St. Louis office of the Oliver type- 
writer company, continues to pile up nice rec- 
ords in his field 

Syracuse, N. Y. 

\t the recently held New York State Fair at 
Syracuse an extensive exhibit was made by the 
New York State School for the Blind, of Ba- 
tavia, N. Y The most interesting feature of 
this exhibit was the work of Miss Mabel B. 
Meyer, a pupil of this school, in taking direct 
dictation upon a Remington typewriter. 30OV- 
ernor Hughes, of New York, visited this fair 
and expressed profound interest in Miss Meyer’s 
work While there he dictated a letter com- 
mending the work of the school to Miss Meyer, 
who wrote it on her Remington as he dic- 
tated it 

* > * 

Typewriter business is very satisfactory in 
Syracuss The L. C. Smith & Bros, are running 
their plant three nights a week trying to keep 
up with orders. At the Monarch works they 
have broken all records, having shipped more 
machines in October than any month previous 
The Smith Premier works are also doing things, 
making 125 machines a day 

* > 

Alfred E. VanNess, supt. of the Yost factory, 
was in town on October 6th. He says they are 
doing fine business and that the factory is being 
run to the full capacity. 

+ * + 

Edwin G. Adsit, who resigned his position 
several months ago as foreman of the carriage 
job at the Monarch works, to engage in the 
manufacture of the Wanamaker-Smith copy 
press, has got back in the fold with the Smith 
Premier Company, where he was a contractor 
for many years before working for the Mon- 
arch Mr. Adsit says it’s like home now. 

St. Paul, Minn. 

4. C. Eames has transferred his efforts from 

Rochester, N, Y., to the new Underwood branch 


at St. Paul. Mr. Eames is in charge of one of 
the St. Paul city territories. 
* + t 


** Joe Dow, brother of Louis F. Dow, one of 
St. Paul's leading stationers, is selling the Un- 
derwood in St. Paul again. Mr. Dow has been 
located at Winnipeg, Man., for a considerabl« 
time, where he had charge of the sale of the 
L. C. Smith machine For several days after 
his return to St. Paul, he was busy ‘‘shaking 
hands al! around.” 

* 7 * 

George Wittgraf. Underwood salesman, with 
the Minneapolis office for several years, trans- 
ferred his activities to a city territory in St 
Paul upon the opening of the new Underwood 
branch in this city on Oct. Ist. 

? : = 

The Globe Business College recently ex- 
changed a number of the blind type of Smith 
Premiers for new Model No. 10 Smith Premier 
tvpewriters 

> * > 

Manager Bennett, of the St. Paul Remington 
office, is a special enthuiast on the Remington- 
Wahl machine and has made a number of re- 
cent sales in that end of the business. 

Woodstock, Ill. 

The Oliver Typewriter Military Band was one 
of the features of the Illinois State Fair, held 
at Springfield, Ill, the first week in October 
Much favorable attention was turned to the 
Oliver through the strains of the music fur- 
nished by this capable band. 

> > * 


The Emerson typewriter factory at Wood- 
stock, Ill., is a very busy place these days, and 
Superintendent Raber wears a smile that indi- 
cates prosperity. Much progress is being made 
in all departments, and the future looks bright 
for the business success of the new plant. 

Zurich, Switzerland. 

A. Mueller & Co., of Zurich, Switzerland, are 
receiving !arge consignments of Emerson type- 
writers regularly. The recent trip to this coun- 
try made by A. Mueller-Schaertlin is largely, 
responsible for this Mr. Schaertlin came _ to 
America in August to inspect the Emerson prod- 
uct and its plant, and to acquaint himself wit! 
the personnel of the company. He returned 
very enthusiastic, and constant calls for ‘‘Emer- 
sons"’ have been the result. 
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DEALERS!!! 


who have been groping around in the dark trying to find a 
really superior line of ribbons and carbons, at last have seen a 
‘‘Great White Light.”’ 


The Powerful Searchlight 
of Public Appreciation 


serves only to emphasize the many good reasons why dealers 
should give themselves and their customers the benefits of this 


high-class line. 


‘A Leader for Years, and a Leader Today as Well’ 


Little’s ‘‘Cobweb,.”’ ‘‘Satin Finish,’ carbons, and ‘‘Satin Finish’’ 
and ‘“‘Gold Seal’’ ribbons, are known the world over wherever 
typewriters are used. They are dependable, “Always the 
Same,” uniform in quality under all conditions. 


A “Little” Agency is a Big Business Asset. 


Write at once for samples, prices and trade discounts. You 
don’t have to go into particulars—just drop us a postal—put 
it up to us—let us show you that we’ve got the goods. But 


write TODAY. 


A. P. LITTLE 


Main Office and Factory 
ROCHESTER, NEW YORK, U. S. A. 


Branch Offices: 
NEW YORK, PHILADELPHIA, PITTSBURGH, CLEVELAND, WASHINGTON, D.C. 


Distributing Offices: 
For Chicago and the West: 
ROCKWELL-BARNES CO., CHICAGO. 
For London and the Continent: Wm. Hoare & Co., 28 Basinghall St., London, E. C. 
For Australia: Stott & Hoare, 426 Collins St., Melbourne. 

The New York Office is a spacious ground floor at 287 Broadway, Cor. Reade St., the 
largest, finest and best equipped office in the world de voted solely to Typewriter Supplies. 
Dealers, Typewriter Men, Purchasing Agents always welcome. 
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New Sanitary Roll Top Desk 








LET YOUR CUTS TALK 


Mr. Manufacturer! 
Mr. Sales Manager! 





Have you ever experienced an assurance of 
increased sales if you could personally meet 
your trade and show absolutely where your 
product ‘‘has it on the other fellows’”’ 


The Northwestern Furniture Company 
of Milwaukee claim their ‘‘ New Sani- 
tary Roll Top Desk” is a great seller. 








“selling points.”’ 


206-208 West Water Street 


ist. Because the utmost care is excercised in building it. 
2d. Because it is illustrated carefully before selling it. 


Your article of manufacture can be only as good as your cut shows. 
We have trained experts who specialize in emphazing INTRICATE DETAILS, on photographs, which you quote as 


Give us a trial order and be convinced 


SCHAUM ENGRAVING COMPANY _ uastesting 


MILWAUKEE, WIS. S598" 








The Leading Financial Publication 
of the Middle West. If You Have 
Something to Sell to Banks, 
Bankers or Investment Houses, 
Write to 


O. M. PAGUE, Publisher 
CHICAGO 





THE NATIONAL BANKER 


112 Dearborn Street 


Send for Sample Copy 


A Journal Discussing the Leading 
Current Financial Topics. 
Subscription Price 


$3.00 Per Year 
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BUSINESS 


and The Book - Keeper 


15 Months for $1.00. Read the Magazine three months, if 
not satisfactory, we will return your $1.00. Remember the 
regular subscription price is $1.00 for 12 months. 


| Ce 
. 

This two Volume Set of Clever Business Sketches and 
a year’s Subscription to 


BUSINESS ana 
The Book-Keeper for $1.10 


Substantially bound; containing over 50 Interesting Stories 
e e a 


American Business Methods and a year’s Subscription to 


BUSINESS » 


The Book-Keeper for $1.20 
American Business Methods contains 284 pages of live, practical 
and up-to-the-minute advice and assistance for the conduct of 
your business. Silk cloth bound; titles in gold. 


The Business Man’s Publishing Co., Ltd. 












































The Business Man’s Publishing Co., Ltd., 
139 West Fort St., Detroit, Mich. 








Gentlemen: 
I hand you herewith $............ for which you may send me BUSINESS and 
The Book-Keeper for............ months, also the books to which I am entitled 





without additional charge. (American Business Methods or Clever Business Sketches.) 
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{ 00 


Secures 
This 
Great 
Reference 


Book 


An entirely new 

up-to-date, down- 
to-the-minute Ref- 
erence Book, for 
book-keepers, 
cashiers, account- 
ants and business 
men. 
This magnificent 
volume weighs 
nearly 6 pounds; 
contains over 500 
\pages, 200,000 
words and 700 il- 
lustrationsof forms 
and tables; beau- 
tifully printed on 
fine paper; hand- 
somely and strong- 
ly bound ; produced 
and presented to 
the business worid at a cost which brings it within the reach of all; easiest 
for reference, plainest for acquiring information, and most economical 
when compared with all other publications of like nature. 





















It is yours on payment of only One Dollar 


down and the balance in monthly installments of 50 cents or $1.00 as you prefer 


Monthly installment price, $4.00 per copy; introductory special cash price 
(less 10 per cent) only $3.60. 
In either case the expressage is prepaid to your address in the United States 


and Canada. 


E. H. BEACH, Publisher, 


DETROIT, 
Michigan 





Send 25 cents for 12 months’ trial 


subscription to 


BEACH’S MAGAZINE 


OF BUSINESS 
Teaches Business, Business Systems, Book- 
keeping, Accounting, Shorthand, Advertising, 
Law, Correspondence, Short Cuts, Etc. Etc. 
Splendid Business Stories. 


E. H. Beach, Publisher, 69 W. Fort St., Detroit, Mich. 

















the price of a square meal for a book of 
useful general information which an 
swers the thousands of questions that 
come up in the daily business and so 
cial life and can no where else be found? 
Of course you would—because such 
a book is indispensable to everybody 
and the knowledge it contains 1s 
worth many dollars, and because you 
know ‘‘Knowledge is Power.’’ It 
should be on every desk and in every 
home. Here is your opportunity—get 


1 512 page closely printed handy ref- 
erence work, having also a concise 
geography of the world with 50 col- 
ored maps. Over 800,000 copies sold 
since first published, to those appre 

ciating its value. A revised edition 
will be sent you postp: uid for remit- 
tance of only ONE DOLLAR. Money 
refunded if contents are not worth 
much more to you. Get it at once— 
it will benefit you. 


La Grange, Illinois 


Would you be 
willing to pay 


“The World’s Knowledge” 


The Knowledge Bureau 








MAX BECK 
106-108 6th Ave., New York 
Importer and Publisher 


POST CARDS 


JOBBERS ONLY 











WHEN IN 


DETROIT 


STOP AT 


HOTEL TULLER 


New and absolutely fire- 
proof. 

Cor. Adams and Park Sts. 

In the center of the The- 
atre, Shopping and Busi 
ness District 

Has large Convention 
Hall 

Has Grand Roof Garden 

afe. 


Music from 6 to 12 p. n 


bath. 
European Plan 
Rates $1.50 per day and up 


L. W.TULLER, Prop. 


Every room has private 














Gi. ofer hi mer The 
Herkimer 


Grand Rapids, 
Mich. 


A new European plan hotel of class and dis 
tinction. Thoroughly equipped, liberal manage 
ment, courteous treatment, eve rythin y right 

Rates $1.00 to $3.50 per day. S. Division at 
Go odrich. On five main car lines. Old English, 
Colonia! and Mission Cafes whose cuisine and ser- 
vice is unexcelled at moderate prices. 

Four blocks from Union Station Take 
We althy- Scribner south bound car 
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DON’T MISS 
Ohe Big National 


Business Show 


To be held in the 


Coliseum, ST. LOUIS 
Nov. 28th to Dec. 2nd, 1910 


Every dealer in the West and Southwest should make ar- 
rangements to attend this show. { Among the exhibits 
will be all that is newest and best in the various lines of 
office equipment and machinery. 4 The exposition will 
represent a great market place where the dealer can have 
a practical demonstration of everything that is newest 
and best in office supplies. Dealers and purchasing 
agents will be furnished tickets upon application to 


FEF. W. PAYNE 


Manager 
St. Louis Coliseum Co., St. Louts, Mo. 
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BORN OF NECESSITY! 
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The Filing-Finding Cabinet which 
has revolutionized office systems 


Confidentially, if you desire the most perfection in your office system—if you 
are determined to make your office equipment count in the race for bust- 
ness success, you will be vitally interested in what we have to say. 


The Filing-Finding Cabinet brings to your finger tips the letter you Mr 
filed some time ago and the letter you file NOW—drops accurately . 
and automatically into its proper place. Dealer: 


No more chaos in your filing cabinet. No more lost letters or brain- 
storm. The SYSTEM FILING AND FINDING CABINET has arrived. r . 
We want you to get ac- 


The Cabinet with the Gray Matter. It is a filing-finding cabinet that . . . . 
quainted with this unique, 


almost thinks for itself. It’s positively uncanny in the way it takes 
hold of and passes out a piece of correspondence. No other device convenient, accurate time and 
has ever been made that has even attempted to handle and correspondence saving filing system. 


systematize the filing of your letters, catalogues, price lists Re 
and miscellaneous papers in the way that the SYSTEM All you need to do to get on intimate terms 


FILING AND FINDING CABINET has done with our proposition, is to send today 
right now-—instantly—for our book; 
“BORN OF NECESSITY.” Out November Ist. 


DESCRIPTION 


squastes sawed oak, hand rubbed finish, dust proof 
Built along simple straight lines 
Patent roll-front with brass lock 
Files made of tough wood-fibre cardboard, it ne plece; ree 
inforced with linen. 
File fronts bound in skytogen, labeled white or dark 
Indexed alphabetically, numerically, geographically or spec 
Twice the capacity for half the price. 
Fills wall space instead of floor space. 





You will, if you are the business man we think 
you are, read it from cover to cover, for whether or 
not you stand ready today to grasp a new business 
benefactor which has solved the vital problem in the 








office, you will have learned something of the filing 
proposition from an entirely different angle than has 





System Cabinet 
Company 


ever presented itself to you before. 


Tear off the corner; pin it to a letterhead and send it to us. 


193 Michigan Avenue In twenty-four hours you will be deep in the best book of the 


CHICAGO month. 














OFFICE APPLIANCES 











ADDING MACHINE ROLLS Sanford & Bennett 187 Read, FP. Ho Joes cet eee. 183 
Chas. Beck Co 198 Waterman, L. E. Co 2 Stationer & Ses 65 SNe 
ADDING bs lar pg Welty, Wm. A Co 169-192 PUSH PINS. 
Arithstyle Co 183 Whitney-Richards C 194 Moore Push. Pin: Gi... ossss vockatieies. 180 
ADDING “MACHINES. - GAMES. RIBBONS AND CARBONS. 
Barrett Adding Machine Co 198 American Playing Card (> ) Sn. Alldn. OB. Gi cssctih ooaese chee ees css 178 
Burroughs Add. Mach. Co : 2 Standard Plaving Card C { Ault & WROte D0. cision bib ae ose veces 28 
ee Add ee h. Saag v U. S. Playing Card Co ett —— b sos 8 Sep NERENT S's snccetesens 205 
orsenh el aes ty suckeye, fe, MEETS sa 4.0 anne ec0e.cus 2 
ADDING TYPEWRITERS. : nels, ba Yas Cartete. BA Sissi lls... csccopacces cde 88 
Elliott-Fishet 17 omas Stationery Mfg. | Columbia R. & C. Mfg. Co............... 167 
Remington Pepaerii r ¢c i HOTELS. oe 8S ee OR are ree: 192 
Underwood Typewriter C 3 aceomes, Grand Rapids 216 Dodge WN tec) ds PIE ooo nceeccandhk ee 
ADDRESSING MACHINES. iller, Detroit 216 Guertin~ Desert COs... ois esc ccdsstodsncs 197 
Addressograph Co 10¢ INDEX TABS—See also ‘‘Files.”’ ee OY Ee ae .-181 
Rogers Addresser Co 1 Roger A. Simonson Sn eecten, Bh, Te ee & 210 
ARTISTS’ MATERIALS. INDEXES. International Carbon Paper Co.......... 207 
Jas. H. Rice Co. 165 Time Saver Co... ; 10 Keystone Carbon Paper Co.............. 67 
BINDERS. INK_PADS. . % BS pr oe he op ete 213 
Barrett Bindery Co a 201 Fulton Rubber Type Co 199 Manifold Supplies Co................ 208-209 
Brvant. Clyde J j 62 B. G. Volger 155 i ee Br ee - 61 
BOOK RINGS. : INKS, ADHESIVES, ETC. NOGIED: POONER. OOe. ov.2:055 000 d% baepanas 97 
Adams, Henry T ..192 Carter’s Ink Co 88 CVG. Be Wel Geb iowa cee bat iets cedure 105 
Otto Kellner : i Thaddeus Davids Co 104 eg ee ee ere re 72 
BUSINESS SHOWS. ae Chas, M. Higgins ..... 184 Rogers Manifold & C. P. Co.....csecces: 87 
—e Business Show ; 13 Monarch Glue Co..... 157 wo” SS PR tee 10) 
St lis Coliseum Co curcen 6 National Paste Co...... 182 CS. S.C Oe Bess cic sn oxi ob cee 194 
CALENDARS. Woodmansee, F. A..... 194 oe re Pet roe re 198 
Weeks-Nun Co 183 INKSTANDS. vig Re RP ee fe Ae CA oy 187 
CARD INDEXES. Sengbusch, S. C., Inkstand C 18 Ones: Be MeO Chi oi cedacdncdecteueee 25 
See “‘Indexes”’ and Files.’ INVOICE BOOK. . Bi FB ORs os. o dan bk ee 202 
CASH REGISTERS. ; Slote, Danie! Co...... 188 BM. GB. Webeeer saves tcivsciveorereeeretnis 149 
National Cash Register Co ....108 LEGAL BLANKS. 3 RIBBON AND CARBON MACHINERY. 
CHAIRS, OFFICE. See “Business Forms SOR. WHORMNOR GG. 05 5 b0 6 nae 500.06 2008 Ohene 205 
Colonial Chair Co... Sg dideetae 98 LETTER DISTRIBUTORS. Three Gy Os Wi Gi Fo. hdc c nnd csceue hs 187 
eo £ Gee feases ee er re i2 Bristow, Frederic] G4 SIGNS. 
Davis Chair Co... rer rt... LITHOGRAPHIC SPECIALTIES. NE ee, 16 
Johnson Chair Co 26 OF ee Ee np 33 Blac kK L, itho. Co J 10” STAMP AFFIXER. 
Kohn, Jacob & Jcs iaetenemanae 180 Golt Litho. Co. 139-140 ul a aA - Peers ee 29 
Seckta © Mi Cele OR. js deess as eneees 6 LOOSE LEAF. : : Nat'l Env. Sealing & Stamping Mach. Co. 21 
Marble & Shattuck wean een 93 Chicago S. & R. B. Co 220 Office Appliance Mfg. Co...........ssc00e & 
CHECK PROTECTORS. Ms Conolly, Henry, Co. 195 STAMPS, HAND. 
Same Bee CH, . 5. css cbsnnsscseeehesened 165 Hall & McChesney ; 151 tg et oe Oe ee Oren ee re 89 
COPYING DEVICES. Heinn Co., The ....... 17; STANDS, METAL, FOR OFFICE MACHINE. 
Adams Mfg. Co. . | 198 Irving-Pitt Mfg. Co... 15; Adjustable Table Co................. vs 
Eureka Blotter Bath Co eR Kalamazoo L. L. Co 16 Fowler-Manson-Sherman Cycle Go... ..199 
tockwell-Barnes Co veee es 182 Mann Co., Wm. ....... vores cece e ol 89 Toledo Metal Furniture Co............... 65 
COIN WRAPPERS. ¥ Nelson Exposition ... Ss 82-198 STAPLING MACHINES. 
Detroit Coin Wrapper Co..........-.s6+. 178 Plew & Motter Co.. . 173-174 ROTRS DRE Tis Gk io ka. 8ee ven codeuseeen 191 
COSTUMERS. Proudfit Loose Leaf Co 193 SWINGING T. W. STANDS. 
Conrey-Davis Mfg. Co cee eesveess 94 Sheppard, C. E. Co....... 190 Melitnk: 26g 5° O06 65 655 (So WRC TT 161 
Jacob & Josef Kohn es: —— a ( oy +4 bbe Ce: a a See Ks 169-192 
Stationers » Ln oO ; ld LO ET a eae oneneeeene 
ale +p Matthews ape oan Sam’] C. Tatum Co YS i TABLES. fg ° - 
DESKS Trussell Mfg. Co... 192 Conrey-Davis Mfg. Co.......... seeeeee -. 94 
Barnes. W t 181 ‘SE WIMMOCE WO. cocci: I the Niemann & Weinhardt Table Co......... 99 
Pianta, DORK CO. cciccanccenccessecuscceaen 12 MACHINE RECORDER. St, Jolme. Wawa k 6 ss icsonsacenasdseuer 201 
J Dietz 28 National Machine Recorder Co Stow & Davis Furniture Co............. 84 
Dornette & 3ros TEETER EE U MAILING TUBES. : . TABULATING DEVIC 
Evansville Desk Co Naoki) ake + Mail Wrapper Tube Co 191 TN ns a0 oe a snnags os cvs Rie 212 
Franklin Desk Co tessereeeee 24 MFRS. UNDER CONTRACT. : TELEPHONE BRACKETS. 
Hermann Furn. Co _ er 190 raft-Pierce Mfg. Co.. . 50 Seely Office Appliance Co............ -. 99 
Leopold Desk Co ies woe 0187 PAPER. | A le ; ; ” THUMB TACKS. mn 
Moon Desk Co . rete eeeeee ss American Writing Paper Co <0 FOS. Ge, 4a. sce ds.040 caked - Sa 198 
wy a a rae ae nee ae Berkshire Hills Paper Co 196 TAME STAMPS, 
Quigley Furniture Co ee oer Ar 99 L. L, Brown Paper Co . o20 Hilis Tie st OO. she ve Weal « occccices 169 
Sterling Desk Co........-s+eeeeeeeeeeess 98 Detroit Sulphite Pulp & Paper Co 62 Reliable Time Stamp Co............se00. 98 
Vallev City Desk C ee ees. ee 196 Faton, ¢ rane & Pike Co 176 TRANSFER CASES. 
DICTATION MACHINES. | " Hampshire Paper Co ae See “Files.” 
Edison Bus. Phono. Co ‘ ‘ .. 83 Southworth Co. ..... So TYING DEVICE. 
DICTIONARY HOLDER. <a PAPER FASTENERS AND CLIPS. ae Univ. Package Tie _evide SE ree 188 
fal-Klos Mfg. C oa“ eee ene 7 Sen Co. ‘ 159 TYPEWRITER GOvER pin 
TE LETTER -MACHIN . / 00K COo., Fi. Pete e eee . 182 Spiro i ie, Orn On a ee os 0 6 5.0.0.0 6h eee 2 
DUPLICAT! alae ae bigest A NRE 66 Cushman & Denison Mfg. Co 195 Typewriter Specialty Go................. 178 
7 eS. etieatew C0, ... 06 c0cs eee ee 25 O. K. Mfg. Co... ‘ + TYPEWRITER CUSHIONS. 
Western Specialty Co verre r TTT = Supe rior Mfg. Co.. oe 1. Ea Ree Me eee bas ccccccdos ~wakid 206 
Writerpress Co 5 iaeid ohieen 20 a West Mfg. Co...... , . 118 Nott Specialty Concern ...............6: 206 
DUPLICATORS (PHOTO). ” FATENTS. _ TUPCOM, Ty eee nEe ph s Sethe 00 050 ccasceune 205 
lectigraph Co. nce tatiocs eos O2 Ps Parker, Cc. L. ps TT, we. Ry Ss a Re ORE? 207 
SED GOLD SEALS. 4 Siggers a ; aie TYPEWRITER NEW. 
ws k G. Shuman jin. 5 sate ania be 182 PASTE. rants ens : Bennett, ‘T. W. Co... a vgdes<nddabow hy 
AND ENGRAV ; See iKS, Aanesives Ltt ickensderter £ De ciccccccescsvcsses 
emeamer. Ei Come th ee Ss 188 PEN AN PENCIL CLIPS. : Mulioke-Widiner GUE. sessg7otk. . one ccccscece 17 
teva MM TG x aicaae ah ase xb oe oueue +214 Ansonia Novelty ..... +++ 183 Fomergon 9T. W. Gs eiss acs. ccccccccesccus 34 
Wiggins, John B.. Co ipsavensa kee 165 nase bys gues 4 tenes 198 perm mm % w. Cr ee reeseervesccvececess ; ‘ 
MOISTENER. ‘ eR. ~ Noiseless Typewriter Co............... 18- 
ENVELOPE i okcemnar ie atl ee Nichols & Willis... 182 Oliver T. W. CO... 0..esecceeeees Back Cover 
EALERS. Ae illey Nove 0 LS Reming@e ©: WW. CO.cvccncccccunssneueans 
ENVical Envel -~g ~ Serene 167 PENCIL SHARPENER. ‘i Royal Typewriter Co...................2. 23 
a meynolds & Co i. a” = oO “4 L c — * eee. Re RE SS a 
S. - : . aaa Smith remier Typewriter Co............ 
saa tem wane nsen . 292 Geo , I 1. (gold) 194 cases Ty oommaer CBs 80 ed ivccnewh sures 3 
FURNITURE, S R Pp . L. Maso 150 Sun PE Es 9 hus 50 6 0 40,05 66be eb bne 
FO emer Mite =. ba eat .200 PINS. are ; \'nderwood Typewriter Co............... 
Gen’l Firep roofing Co. ceseeereeeeee 88 Crescent Brass and Pin Co. +t Victor TypeWrmet. COs og: occ cnccccccnss 85° 
Herring-Hall-Marvin Safe Co......+.+++: : Cushman & Denison Mfg. Co , TYPEWRITER PARTS. 
Van Dorn ro Works wood. sho 2ss8 SO Pod . Sae p <3 Amen = ge aa ae PPO erry tt = 
FURNITURE, ; elouze scale oO vee L3 seaubien OS rere bye 
dh Lae [ rse rr ere 96 Triner Scale and Mfg. ‘ Bom Gamelan. Gaeesis ci as ic oneedes 183 
Globe-Werr cke Co Sveaeaeeseeesa 0» FOST CARDS. eis Thorp Ge PEMPG  nccc ps veeweeesicextedins 205 
Imperial Methods Co sen eeneen tenes 188 ax Beck “16 TYPEWRITERS, REBUILT. 
eee CIR. cckcckgeccsesiesebestecenseeuds 155 PRICE eo, \Ibright Bros. Rebuilt T, W. Co........ 206 
ene PELE DE, Be PETALS 8 See ‘‘Loose Amer, Typewriter Tim. 6s. ccelsussneducins 205 
System Cabinet | 218 PROCESS DUPLICATORS. Am. Writing Mach. Co............ss0008. 11 
“Teapot Tr Scalar ee rer) 32 PUBLISHERS. Ce = neral 7 A Py Pe re a abr 
Mummer G WEAN ....ciccisscssnebees 
FILING DEVICES. Mfg. Co sinc piethane 18 E. iH. Be Bch 211 Rebuilt T. W. Co. ees scecseeeeeereeens 28 
: Brains Pub. Co... . “- Typewriter Emporium .....s.scccccccsces 
PotD. WB oe Co ,asweeaens 165 Business Man's Pub. Co a B. D. Underwood T. W, Exchange..... 212 
Holland. John, Gold Pen Co ree +179 gg Pub Co - 161 Wholesale Typewriter Co........scsesecee 3 
Fey ag Ede a eee re TE eT TT rr 223 Knowledge Bureau 216 WIRE GOODS. ’ 
National Banker .. 14 Progressive Wire Goods Co.......... Jeoskee 

















OFFICE APPLIANCES 








in the 


EVERY STEP 


and binding ot 


manufacture, assembling 


C.S.& R. B. Ledger “De Luxe”’ 


is marked by the same care. and the same intelligent 


foresight that have made C. 5S. 


Loose Leaf 


& R. B. 


Devices famous the world over. 


OUR EXPERIENCE IS VALUABLE TO YOU 


and we don't propose to make a secret of it. 


You may purchase the metal parts of our entire 


line, if you prefer, and we will instruct your foreman so he can put out goods the ‘“‘Quality and 


Durability’? Way 


in short so he can turn out THE FINISHED PRODUCT. 





**The LINE DE LUXE” 


C.8S.& R.B.Co., Inc. 


Sacramento and Carroll 


Chicago, U.S. A. 








































HARMONY — 


We make a specialty of matching up carefully 
schemes for harmony along the line of special 
colors and special metal trimmings 

Prompt, reliable service is of utmost importance 
to dealer and consumer alike. We make it a 
point to devote time and care to the little details 
in filling orders. This is only one of the ‘‘per- 
sonal’ touches in our service which, outside of 
the inherent quality of our chairs, have helped 
us to hold our patronage successfully 


Write for Prices and 
Complete Catalogue. 


THE 


B. L. MARBLE CHAIR Co. 


BEDFORD, OHIO, U. S. A. 
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OFFICE APPLIANCES will not make youa MILLIONAIRE but it will help you 
Send a dollar and a half TODAY for a starter. 


DEARBORN STREET, 


CHICAGO 
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The Eureka Bath and Cloth 


constitutes a perfectly sanitary system of letter press copies. The composition 
in the bath assures even distribution of moisture to the cloth, at the same time 
precluding bad odor, mustiness or mildew. The patent chemical surface cloth 
with non-raveling edge affords clean, clear-cut copies. There are more Eureka 
Baths in use than all others combined. The wire net in the composition makes 
them unbreakable. They are furnished in all sizes from correspondence to 
way bill. Sold through the dealers. Write for Eureka Booklet. 
THE EUREKA BLOTTER BATH CO., CHICAGO, ILL., U.S. A. 
6215-17-19 Wentworth Avenue 
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lines. | WANTED—TO CORRESPOND WITH ONE 


POSITION WANTED—High-grade office man- | _ 
ager. Capable take charge entire department 

| Trained in capacities of stenographer, private BUSINESS OPPORTUNITIES. 

| secretary, chief clerk, accountant. Banking, 


NOTE—‘Want” Advertisements are received manufacturing, coffee, import, export _ 
for this department at 4 cents a word. Mini- | Speaks German, Spanish and English. Highest who will procure a patent on splendid im- 
mum charge one dollar, payable In advance. credentials. At present professionally employed provement on well known standard machine 
Only legitimate advertisements received, and as a commercial engineer with concern Of na- | will give one-half interest. Address W 13, % 
those reiati to trad iti P | tional repute. Understand costs. Address “Ex- Office Appliances, Chicago ; : 

ating to trade necessities. pert,” care Office Appliances é , CI 








. HELP WANTED. OFFICE SPECIALTY MANUFACTURERS, AT- 
ce : tention: An opportunity seldom offered to 


put your goods on the New York market; an 














WANTED—EXPERIENCED FILING DEVICE FOR SALE. office furniture house of high standing, having 
salesman. Address E 15, % Office Appliances, | a large store on Broadway, in the section de- 
Chicago = = voted to office specialties, will rent part of 
f . their store, with room in window, to a manu- 
facturer of a line sold for office use that does 

Automatic Seal- not conflict with office furniture: all the ad- 


ATT NY . FOR SALE — Simplex 
GOOD OPENING. FOR YOUNG MAN WITH ing machine with electric motor attached. In vantages of a Broadway store at the cost of a 
first-class condition and will be sold way below | loft; get on the ground floor. Address Broad- 


knowledge of loose leaf business; one who 
has had experience in calling upon the con- what it cost. Address H-12, care Office Appli- way, % Office Appliances, 508 Tribune Bldg 
sumer preferred. Good future for right man. ances. New York. 
Address C 11, care Office Appliances, Chicago. 
WANTED—A Spanish speaking typewriter FOR SALE — Complete, up-to-date classified 
mailing list of every FOREIGN typewriter deal- WANTED—An exclusive agent In every city 


salesman to handle a first-class machine. In 

—t state experience and give references. er and agency in the world, also every commer- to sell Transo (transparent face) envelopes) on 

Address M13, care Office Appliances, Chicago. cial gg — ag ss Sa and a commission basis. Every business house a 
ee tae as A P possible customer. Excellent proposition for 


Canada. 
men with selling ability. Samples and complete 





WANTED—Competent typewriter repairer at —_—— = 
Poem. Ces, neaiagton man preferred. he information on request. Transo Paper Co., 
manent position. State age, experience, salary P eee Slice > fwedee 
expected, where empploved Address T-13, care FOR SALE—ON ACCOUNT OF FAMILY, FINE Chicago. 

Office Appliances. repair and second hand typewriter trade, net- 
ting $2,500 to $3,000 per year; sell for half; 
population 700,000. Investigate. Address U 10, — vn ie 

WANTED—Good specialty typewriter man in Office Appliances, Chicago. 
town of 18,000 in South Dakota. Old established WANTED—Third partner, with $10,000. Well 
business. A fine opportunity for a man of en- trained in office and stationery and systems. 
terprise and ability. Address, stating experi- Needed because of great increase in business 

lately. Richardson & Bishop, Ltd., 32nd year in 


ence, A-12, care Office Appliances, Chicago. 
$$$! A Successful salesman of energy Winnipeg. 
and initiative, now traveling oe ee eee : 


WANTED—Several first-class typewriter re- 
pairmen to rebuild L. C. Smith, Underwood, Oli- 
ie ere ier ¢ > j ¥ ‘ - oO - ° » = dad 
ver, Smith Premier and Remington. Good wages, for a leading manufacturer of filing Pt SF Rd 
office appliance business 


I WANT A LIVE MAN WITH A SMALL 
to join me in an established 
in Canada; I need the 

















splendid factory, desirable city. State age, ma- 
shines rsto ‘ yages, Address Detroit aime i ’ ~daret: » an. 
Typewriter Ge Detroit, Mick, nee devices, and who understands a man more than the money; a man who can help 
Pe p a | do as 4 me develop my business and get in on a liberal 
‘ " counting and modern yUSINESS share of the profits; one who Knows the busi- 
WANTED—Typewriter repairer and rebuilder, seen bt F ‘2. > sore ness and who has the ability to share success 
pa oo pa in all makes of machines. State me thods and is thoroughly familiat Address Canada, % Office Appliances, Chicago 
salary expected and experience. Address Mil- Prt a PER Be oe “T 
waukee Typewriter Inspection Co., Milwaukee, with commercial stationery, 100s¢ - eeu . 
, . . . 
Wis. leaf and filing devices, contem- 
AGENCIES WANTED 
WANTED-—Two typewriter repairers for best plates a chang 
lighted and ventilated shop in Chicago. State on ‘ , ae : : 
what machine most experienced. Address M-14, He has the ability ana experi- TO MANUFACTURERS ONLY—A filing dé 
care Office Appliances. a . necessarv to create business vi man wit vears of experience (wood and 
— — — ence necessal' if real . . steel) open for a deal—specialty preferred—t 
. 1 ¢} ade onl Personal KNOWS ever ealer 
can successfully handle the ie Sh daeke Ge Odlice Lnelnhees.” dea 


SITUATIONS WANTED. and 
= whole or any department of a com- 

















After January 1, 1911, an expert is equipping : : : -: ‘ a 
banks and - who fully understands laying mercial stationery business met i mene Ade te pee fully ex 
out plans, buying and selling steel and wood a perienced an ipa ble broas com ne cial ar 
idaire, also systems, will consider a position Address Fl & quaintance throughout ontinental Burs pe, c . - 
as sales manager or salesman with a retail or . . : oo sires to represent Am¢ rican manufacturer. n 
wholesale house Will furnish references from Care o Off e Appliances, ( hicago questior ed crede! a Ss furnis! er Aa" — .- ond- 
both manufacturers and retailers Address C-12, + ce pemortet Address I. Aron, G. No. 2 

innheim, Germat 














care Office Appliances 
LL 
THE ‘“‘AUTO-FOLDING” TYPEWRITER COVER ae 








takes the place of rop-~« writers are used o flat-top desks, table or swinging star 
} } leather. mounted on a steel foldir frame which clamps to the back of 


is made of a durable tabri ‘ er, tf ling wh lat the 1 ch e. 
Rady. hine is in use the Cover swings back and OUT OF THE WAY, but when closed it is ABSOLUTELY 


being atta the 





When the machine is 1 r ; ; ; 
DUST-PROOF. It always ke i hape and looks right t is always at hand when wanted, : 
machine It is opened or closed instantly Saves time, trouble and repair expense The only really practical cover 





Noewts ano neauens wanren evervwene. THE C. SPIRO MFG. CO., 104 W. 101st St., New York 


AGENTS AND NESLERS WANTED E 
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BROWN’S LINEN LEDGER 


RECORD PAPERS 


conform unqualifiedly to every requirement that custom has estab- 







lished; to every need that its varied use in the past sixty years has wrought 
out; to every one of those essential details demanded by the discriminating 
buyer who knows good paper when he sees it and holds it in his hand 
For Blank Books, Merchants, Bankers, Loose 
Leaf Ledgers, Permanent Records, etc. 
3rown’s Linen Ledger and Record Papers to your most 


You can recommend 
particular customer with the assurance that there IS but ONE quality in 






this stock, and that the BEST. 


Brown Paper Company 
ADAMS, MASS. 


ESTABLISHED 1850 


teeters, 











Carry It 
Upside 
Down— 
any 
way 
You 
Like— 
It Can't 
Leak! 
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ONOTO PEN COMPANY, 26! Broadway, New York 





All Nations Praise 
the Oliver Typewriter 


HE OLIVER Typewriter has won 

international fame as the perfect 

writing machine for every depart- 
ment of modern business. 

Its speed, convenience, legibility, 
durability, accuracy and neatness are 
absolutely unapproached by any other 
typewriter in existence. 

It is the simplest of all standard 
typewriters, yet the strongest and by 
far the most versatile. 

The wonderful simplicity of the Oliver 
is shown by the fact that it has several 
hundred less parts than other standard 
typewriters. 

The working parts are fitted into a 
solid metal framework, making the 
machine so strong.that the hardest usage 
has no effect upon it. 

It is so easy to operate that anyone 
can master it with a few minutes’ prac- 
tice. The swiftest operator cannot 
overtake its speed. 

It has keyboards for all languages 
with all the characters needed. 

The Oliver Typewriter is equipped 
with many special devices for saving 
time and effort. 

Here are some of them: 

—The Oliver Back-Spacer, making 
it easy to go back and make corrections. 

—The Oliver Disappearing Indicator, 


showing exact printing point. 


ain 





The Oliver Tabulator, invaluable 
in writing columns of figures. 

-The Oliver Automatic Ruling De- 
vice, for making horizontal and vertical 
lines. 

—The Oliver Automatic Paper Feed, 
handling any width of paper perfectly. 

Among other distinctive features, the 
following are of great practical value: 
Visible writing, dust-proof, easy to clean, 
perfect permanent alignment, ability to 
make many clear carbon copies. All 
parts interchangeable. Duplicate parts 
easily obtainable and replaced in case of 
accident. 


Let Us Send You 


7 ™~ ~ 

the Complete Catalog 
We invite correspondence from business men, 
professional men, public officials and all who 
have use for this splendid writing machine. The 
handsome catalog, which we will send you free 
on request, explains in deta‘] the merits of the 
Oliver that have won the praise of all nations. 











The Oliver Typewriter Company 


Phi 


Oliver Typew! 











